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1. An effective salesperson translates product features into:
A. Buyer benefits. 
B. Buyer needs.
C. Buyer expectations.
D. Buyer wishes.


2. Which describes the “presentation” phase of the professional sales process? 

A. Chit chat to learn more about the customer

B. Determining if the customer can afford to buy

C. Showing how the product can help the customer

D. Signing the contract and paper work

3. Facial expressions, gestures, body language, and eye contact are all examples of:


A, Listening skills.


B. Non-verbal communication.


C. Selling skills

D. Verbal communication.

4. What should the salesperson do after satisfying all objections during the closing process?
A. Ask for the sale.

B. Ask open ended questions.

C. Build rapport with social conversation.
D. List product features.

5.  If a salesperson researches the size, location, age, and occupations of the customers in a company’s target market, he or she is studying the marketing:

A. Competitors.
B. Demographics. 
C. Geographic’s. 

D. Product usage.
6. Which is a “roadmap” of how a product will be marketed and sold?  

A. Business plan

B. Marketing plan
C. Public offering

D. SWOT analysis

7. The unique way in which a firm combines its product, price, promotion, and place strategies to appeal to its customers is called the: 

A. Advertising plan.

B. Four Ps.

C. Marketing mix.

D. Sales pitch.

8.  Which statement is TRUE?



A. Marketing and selling are essentially the same thing




B. Selling is but one part of the marketing. 




C. Selling is helping customers buy things they didn’t really know they needed.



D. Selling is the first time/place that the company interacts with the customer  

9. Which is a group of activities intended to sell a product or idea in order to make a profit?

A. Advertisement

B. Promotion

C. Resume

D. Summary close 

10. Setting call objectives is done during which stage of the selling process? 

A. Approach 

B. Handling customer objections

C. Pre-approach

D. Prospecting and qualifying

11. Which item is NOT a sales call objective?

A. Chat with the customer 

B. Find out if the customer is able to buy the product or service

C. Inform the customer about the product or service 

D. Persuade the customer to buy the product or service

12. The law that states “as price increases, given that other factors are constant, the customer demand for the product will decrease” is referred to as the:

A. Law of diminishing returns.

B. Law of supply and demand.

C. Robinson-Patman Act (1936).

D. Sherman Anti-Trust Act (1890).

13. A “cold call” is when a salesperson calls on a customer:

A. About which you have no information.

B. That has not been sold to in a long time.

C. Without an appointment.

D. That has asked to be contacted. 

14. Which is the MOST important quality for a salesperson? 

A. Ability to understand people
B. Presentation skills

C. Product knowledge

D. Technical ability

15. Which is true of the qualities of successful salespeople?  

A. Can be learned

B. Come natural

C. Exist in all people

D. Require little effort

16. What is the process called when a salesperson demonstrates a product to a prospective customer? 

A. Closing the sale

B. Direct marketing

C. Handling objections

D. Sales presentation

17. Which is the MOST important attitude for a salesperson to have?  

A. Apprehensive about selling, but it can be done

B. Customers are a necessary part of the job

C. Like to deal with customers who buy my product

D. When nothing goes right, can maintain a positive attitude

18.  Which is MOST essential for a salesperson to be successful? 

A. Have a good resume

B. Read the product literature

C. Seen a product advertisement

D. Strong belief in the product

19.  Which is MORE important in building trust with a prospective client?  

A. Brand name of your product and company stationary

B. Knowledge of prospective buyer’s buying habits

C. Number of personal contacts made with prospective buyer

D. Promotional products that the prospective buyer likes

20. What is the number one buying motive for customers

A. Attractive product

B. Friends of customer like the product

C. Greed – making money or saving money

D. Product is different than other products
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