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1. Which trait is MOST important for a salesperson?

a. Enjoys talking and listening to other people

b. Prefers to work alone rather than with people

c. Reluctant to meet strangers

d. Wants a guaranteed salary

Sales Training Basics 
page 5

2. What is the “Rule of Three” in sales?

a. Limit contacts to three per day

b. Never talk to more than two people during a sales presentation

c. Sell products only if you can make three times the price in commission

d. When selling a variety of products never show over three items at one time

Sales Training Basics     page 26

3. Which will help the MOST in making a professional sales presentation?
a. Avoid visuals as they hinder the prospect from listening

b. Discover what appeals to the prospect 

c. Give all the facts about the product

d. Memorized sales pitch that is presented without error
Sales Training Basics
page 27
4. Which is MORE important for making a good sales presentation?

a. Benefits that the product will give the prospect

b. Facts about the product’s invention

c. Number of products like the product being sold

d. Value of similar products that competitors sell

Sales Training Basics
page 28

5. What is the BEST way to deal with questions that arise during the sales presentation?

a. Answer every question with some kind of answer

b. Avoid the specifics of questions with general statements

c. Discourage questions and keep to the presentation

d. Introduce the mutual reward theory to show sincerity

Sales Training Basics
page 31
6. No matter how good the sales presentation, the sell will often be missed if:

a. A summary is given of the advantages of the product.

b. Financial arrangements are introduced.

c. The salesperson asks for the order.

d. The salesperson fails to ask for the order.

Sales Training Basics
page 35
7. A salesperson who uses “related selling” will:

a. Ask for prospects among the relatives of the prospect.

b. Remind the prospect that they have been life-long friends.

c. Suggest potting soil, and fertilizer to go with the pot he is selling. 

d. Tell the prospect that a competitor just purchased the same product.

Sales Training Basics
page 45
8. What does “personal trade” refer to in sales?

a. A salesperson who works only on commission.

b. Bartering with customers to exchange products.

c. Customers who prefer the service of a particular salesperson.

d. Organization that supports salespeople in their career.

Sales Training Basics
page 46

9. Selling via the telephone is:

a. Cold contact.

b. Direct sales.

c. Point of contact sales.

d. Telemarketing.

Sales Training Basics
page 48
10. Which is MOST true about the sales profession?

a. A professional salesperson does not ask for an order.

b. Closing the sale is the hardest part of selling.

c. Grooming plays a minor role in communicating a good image.

d. There are more successes than failures in selling.

Sales Training Basics
page 64
11. A survey showed that twenty percent of supermarket customers switch stores within a twelve month period because:

a. Lighting and displays were poor.

b. Products were unavailable at previous store.

c. Store hours were not conducive to customers.

d. They were not treated well at the cash register.

Calming Upset Customers
page
4
12. Most customers who receive unsatisfactory service that do not have out-of-pocket monetary loss will:

a. Complain to the local manager.

b. Complain to the corporate office.

c. Not complain but take their business elsewhere.

d. Not complain or be bothered by the level of service.

Calming Upset Customers
page
5

13. Which is MOST true about arguments with a customer?

a. Salesperson gains respect of other customers

b. Salesperson gains respect of the person they are arguing with

c. Salesperson usually loses even if they win the argument

d. Salesperson shows they know what they are talking about

Calming Upset Customers
page
15
14. What is the MOST likely result if a salesperson smiles while a customer expresses a complaint?

a. Customer may feel they are not being taken seriously

b. Customer may decide to forget about the complaint

c. Customer may lose the anger they are feeling

d. Customer may think the salesperson is being friendly

Calming Upset Customers
page
22
15. When responding to an upset customer, the salesperson who moves quickly is MOST likely sending a message to the customer that the salesperson is:

a. Afraid for their safety.

b. Distracted by the interruption.

c. Interested in meeting the needs.

d. Irritated that the customer came back.

Calming Upset Customers
page
22

16. Which would NOT be a part of the “Three F” technique used by a salesperson to calm an upset customer?

a. “Freeze that thought until I deal with this other customer”

b. “I bet others have felt that way too”

c.  “I understand how you might feel that way”

d.  “Then they found out after an explanation”

Calming Upset Customers
page
40

17. Which has MORE impact on an upset customer when the salesperson is dealing with them over the phone?

a. Heavy breathing

b. Time spent speaking

c. Voice tone

d. Words spoken

Calming Upset Customers
page
45
18. Which is TRUE of sales referrals?

a. Current clients do not like to give referrals

b. Large percentage of referred leads never buy

c. Most professional salespeople do not rely on referrals

d. Prospects who say “no” can be a source of referrals

Professional Selling
page 14

19. When dealing with a prospect over the phone what percent of the talking should be done by the salesperson?

a. 25 

b. 50 

c. 75 

d. 100 

Professional Selling
page 21
20. When a salesperson does a sales interview with a prospect, which should take the MOST time?

a. Closing the sale

b. Describing benefits and features

c. Information gathering 

d. Signing the contract and paperwork

Professional Selling
page 35

21. Which is MOST true of using open-ended questions in a sales presentation?

a. Begin with words like what, how, and why

b. Begin with words like will, did, and which

c. Can be easily answered with a “yes’ or “no”

d. Seldom used in sales because of the time factor

Professional Selling
page 36
22. Which benefit is more often MOST likely to cause a product or service to appeal to a business prospect?

a. Flexibility

b. Increase pleasure

c. Make money

d. Status

Professional Selling
page 41
23. When a salesperson uses a “verbal cushion” in a sales presentation they are:

a. Allowing the prospect to get out of the contract.

b. Giving the prospect time to think about the sale before they come back to make the final close on another day.

c. Identifying the soft features of the product or service that prospects might not realize exist.

d. Showing the client they heard their concerns and offer explanation.

Professional Selling
page 50

24. Which is the BEST rule for a salesperson to follow as to their speaking during a sales presentation?

a. Make sure volume is high so the prospect knows there is enthusiasm for the product

b. Pace volume and rate of speech to match the prospect’s to create rapport

c. Speak slow so the prospect can understand the sales pitch

d. Speak fast so the prospect will know how well you know the product

Professional Selling
page 56
25. What is the GREATEST fear of a prospect best characterized as a “results-seeker”?

a. Being taken advantage of

b. Criticism from others

c. Loss of security

d. Loss of social approval

Professional Selling
page 69
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ARE 495U Assignment 2- 10 points


Create 5 or more marketing plan questions that need to be answered related to FF. 


Email  those questions to Minthie Snitpes mjsnipes@unity.ncsu by 5pm Weds Jan 22

and email  copy to bob_usry @ncsu.edu


Minthie will compile and edit them into one document.   
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