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INSTRUCTIONS: There are 20 questions on this section of the event.  Please check carefully to see that you have four (4) pages including this cover page.

Read each question carefully.  Select the best answer.  Each question is worth one (1) point.  You have 25 minutes to complete this section of the event.
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1. “I’d like to do more business with you.  May we go ahead?” is an example of a:
a. Summary close.
b. Question close.
c. Direct close.
d. Assumption close.

2. A salesperson has all of these responsibilities EXCEPT:
a. To know the customers.
b. To know the competition.
c. To follow up with the customer.
d. To pass complaints on to the boss.

3. Which is the best example of a salesperson matching the appearance of their customers?
a. A salesperson wears a three-piece suit to a local feed store to sell fertilizer
b. A salesperson wears a ballroom gown to a country club to sell lawnmowers
c. A salesperson wears jeans and a t-shirt to the boardroom of an agribusiness
d. A salesperson wears khaki pants and a polo when trying to sell a tractor

4. An advertisement that requires a call to action is an advertisement that:
a. Provides a positive image for a business.
b. Informs the public about general merchandise or services offered.
c. Creates an urgency to make a purchase.
d. Reminds people of the brands being carried.

5. Which is an effective strategy to use when publishing a newsletter for customers?
a. Charge a price for publication and shipping
b. Publish at irregular dates and times
c. Make the newsletter a sales pitch for new business
d. Make it easy to read

6. Credit is an important sales tool for all of the following reasons EXCEPT:
a. As a way to sell things to customers when they cannot avoid it and really do not need it.
b. As a convenience to buyer and seller.
c. As a competitive tool.
d. A contributor to sales volume—profitable volume being essential for the growth of the selling firm.

7. The terms “goods” and “services” distinguish:
a. Products that can be touched from intangible products.
b. Expensive items from inexpensive items.
c. Products that meet needs versus products that satisfy wants.
d. Products from the company that sells them.

8. The route taken by products is called the marketing channel.  Which route is in the correct order?
a. Consumer, retailer, producer
b. Producer, consumer, retailer
c. Consumer, producer, wholesaler, retailer
d. Producer, wholesaler, retailer, consumer

9. A group of activities intended to sell a product or idea in order to make a profit is:
a. The media.
b. An application.
c. A resume.
d. A promotion. 

10. What is the first step to take when presenting a product?
a. Tell the customer to buy the product
b. Develop the customer’s interest
c. Get the customer’s attention
d. Build a desire for the product

11. The element of a good advertisement that directs a reader’s eyes to move from the top to the bottom of the advertisement is known as:
a. A focal point.
b. Product detail.
c. Balance.
d. Design flow.

12. When designing a product display, the most effective position, in terms of display location, has been found to be:
a. Eye level.
b. Just slightly overhead.
c. At waist level.
d. Shoulder high.

13. How long should a resume be?
a. Three paragraphs
b. One page
c. Two or three pages
d. Five or more pages

14. Sales teams may experience problems with sales for all the reasons listed except: 
a. Ignorance or a lack of information about a problem.
b. Use of an outdated or improper business practice.
c. Downturns in the market.
d. Salespeople who use tact when working with their clients.

15. A “point of purchase” display is located at:
a. The store entrance.
b. The back of the store.
c. Hardware stores only.
d. The cash register.

16. What is the final step in a sales presentation?
a. The approach
b. Handling customer objections
c. The close
d. The demonstration

17. Customer-oriented selling:
a. Asks the sales person to focus on moving the goods.
b. Is not popular in today’s fast moving marketing environment.
c. Always charges the customers the lowest price the market will allow.
d. Is based on the needs and wants of the buyer.

18. “I would like to buy this brand of tractor just like the one I have now.  It was expensive, but it lasted a long time.  I have had great service from the dealer and I had very few repairs.”  This customer’s buying motive is:
a. Rational buying motive.
b. Emotional buying motive.
c. Patronage buying motive.
d. Product buying motive.

19. “The tree has a certified healthy plant guarantee.” is an example of a:
a. Product feature.
b. Buyer benefit or advantage.
c. Buyer’s benefit statement or selling statement.
d. Seller’s opinion.
 
20. Qualifying customers is:
a. Determining which product best satisfies their wants and needs.
b. Checking their income level.
c. Telling your customers what they need.
d. A step-by-step process repeated for each customer.
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Answer Key

1. C		
2. D	
3. D	
4. C	
5. D	
6. A	
7. A	
8. D	
9. D	
10. C	
11. D	
12. A	
13. B	
14. A	
15. D	
16. C	
17. D	
18. C	
19. A	
20. A
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