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Written exam Technical Sales

1FE172:1 Technical Sales

The space after a question indicates the expected length of the answer, and so does the
maximum point for the question. You have plenty of time to carefully plan, write and re-
think/re-write every answer. Use all the time available. Write so it is possible to read, or the
exam will not be graded (for obvious reasons). Good luck!

1)  Cheverton’s definition of Key Account Management (KAM) has six elements.
Which are these six elements? (3 points)

2) Cheverton presents three broad types of customer decision-making-units
(DMU). Explain them briefly. (3 points)

3) Draw a graphical model of Cheverton’s “value machine” to show the main
concepts and how they are related. (3 points)
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Written exam Technical Sales

4) Jobber&Lancaster argue (in the chapter about “Sales forecasting and
budgeting”) that sales leaders need to pay attention to 4 main areas to do a
good sales forecast. Which are these 4 areas? (2 points)

5) Friend et al (2014) have studied buyers’ perspective on key account sales
failures. They found three overall reasons for sales failures. Explain them
briefly. (3 points)

6) Explain the model “duet key account management”. (4 points)
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7) Creating and maintaining a well-motivated salesforce is a challenging task.
Describe and discuss the salesforce motivation process according to
Jobber&Lancaster. Include practical motivating factors in your answer. (8
points)

Your answer should be theoretically informed, argumentative (present claims and valid

arguments), substantial (a full page) and well organized. You may also use relevant
examples in your reasoning.
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8) We have addressed the question about Key Account Managers’ knowledge
and skills several times during the lectures. What are your conclusions?
What knowledge and skills should a Key Account Manager have to be able to
deal with everyday Key Account Management challenges? (12 points)

Your answer should be theoretically informed (use both Cheverton and the articles),
argumentative (present claims and valid arguments), substantial (at least two pages), well
organized, and include a conclusion of your reasoning. You may also use relevant examples

in your reasoning.
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