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Optimizing e-Learning

Module One: Review Questions

What is the traditional in-person sales?

a) Individual
b) None

c) Offsite

d) Face-to-face

What has changed in-person selling?
a) Nothing

b) Activities

c) Assessments

d) Technology

What is the main benefit of in-person
sales?

a) Demonstrate product

b) Relationships

c) Close

d) Unknown

Who benefits from in-person sales?
a) Company

b) Unknown

c) Sales person

d A&C

What has the highest cost?
a) Retall

b) Specialized sales force
c¢) Conversion

d) All of the above

In-Person Sales
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What determines the cost of in-person
sales?

a) Methods

b) Face Time

c) Overhead

d) None of the above

What is the most effective sales technique?
a) Online

b) Specialized

¢) Print

d) All of the above

How many in-person meetings do most
customers average in a week?

a) 4.6

b) 1.8

c) 2.7
d) None

Direct sales help you connect with____
and move them through the sales process.
a) Sales people

b) Customers

¢) Investors

d) None of the above
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In-person sales occur when you are

working directly with the client at a/an

level.

a) Impersonal
b) Sales

c) Advertising
d) Individual
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Module Two: Review Questions

What is the equivalent of the in-person
sales call?

a) Marketing

b) Sales funnel

) B2B

d) Cold call

@

What should be done before leaving a
sales call?

a) Respond

b) Find information

C) Set appointment

d) Identify decision maker

What requires extra set up and break
down?

a) Booth

b) Popup

¢) None

d A&B

What is necessary for all retail spaces?
a) One employee

b) Employee training

c) Multiple employees

d) Unknown
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What is not typically used in the first
meeting?

a) Face Time

b) Skype

¢ A&B

d) None of the above

What techniques are used with Face Time?

a) Same as on the phone
b) Same as in-person

c¢) Same as email

d) None of the above

How should communication be in
meetings?

a) One-sided

b) Two-sided

c) Simple

d) Open

What is necessary when the customer does

not purchase at a meeting?
a) Review value

b) Creativity

¢) Nothing

d) Schedule a follow-up
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9) Before anyone can master in-person sales, O ¢ Apad 8l Glandl G e add @l oSy of Jé (9
it is necessary to be familiar with the Al 2R e oSl %JJJ‘:“”
. Al (\
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d) None of the above

10)  What is your best chance to make a good fam gLl il elin 8 Juadl o L (10
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Impression?

a) Meeting for lunch

b) Having a good sales pitch
c) Dress well

d) Sales call
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Module Three: Review Questions

Where do leads come from?
a) Marketing

b) Prospects

C) Interpersonal relationships
d) A&C

What will help monitor leads?
a) Cataloguing

b) Follow-up

c) Emails

d) All of the above

How many contacts does it take for some
customers to purchase?

a) 3

b) 1

) 10

) 5

o 0

What would be an effective follow-up for a
sales call?

a) Phone call

b) Email

c) Meeting

d) All of the above

What precedes acquisition?
a) Commitment

b) Purchase

¢) Engagement
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d) None of the above

What is likely to happen when a customer
has to think about buying?

a) Nothing

b) Purchase

c) Engagement

d) Commitment

What will draw interest?
a) Leads
b) Goals
c) Sales
d) Customer experience

What determines which techniques to use?
a) Target customer
b) Company

) A&B

d) None of the above
The sales funnel is the of any sales
technique.

a) Guarantee

b) Follow-up

c¢) End result

d) Foundation

Which of the following are stages of the
sales funnel?
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a) Generating leads

b) Nurturing leads

c) Acquiring a customer base
d) All of the above
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Module Four: Review Questions rdag) ) Bas o) daal e

1) What is the best source of lead generation? fuaba Il ad gl jaae Juadl g L (1
a) Sales Glape ()

A (@

b) Commitment

c) Referrals GmlesdY (2

d) None of the above

2)  What will incentives do? €58 sl Jadins 13k (2
a) Acquire leads Cpad glall edeal) e Jpanll ()

‘a2l gla e Dlae L) «
b) Generate leads ol sie ‘ E

— z
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d) None of the above

3)  What should you do if your company and Saail) S 545 808 5 S 5 5L o1 1) Jad o g 13 (3
Gl Aall&a ¢l ) (\

daandl i gl (<

lead do not share values?
a) Make a sales call

<5l (z
b) Attempt to change the customer Y (2
c) A&B
d) Nothing
4)  What is the best way to know the Sanll 48 yaal 48y 5k Jundl 8 L (4
customer? LSl 8 (]
Sl «
a) Demographics JJ}:J\ E '
: ) z
b) Networking O il daall e Jganll (2
¢) Conversion
d) Acquire leads
5) How long of a wait will decrease the S il da B (e Jlay o g JUATY) Sl e oS (5
chance of conversion? aclu24 (!
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a) 24 hours :\:712 E
d
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10)

c) 72 hours
d) All of the above

When are there opportunities for
conversion?

a) Each interaction

b) First meeting

¢) Conference call

d) None of the above

What is true of all sales goals?
a) They focus on finances

b) Nothing

c) They need to be SMART
d) They customer focused

What is NOT part of the SMART goal?
a) Specific

b) Measurable

c) Achievable

d) Related

When moving through the sales leads, it is
importantto _____

a) Prepare carefully

b) Plan for the worst

c) Hope for the best

d) Rely on others for input

In-person sales take even more
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preparation because you are
moment.

a) Thinking

b) Communicating

c) Writing

d) None of the above

in the
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Module Five: Review Questions

What determines which venue you choose?
a) Company

b) Meeting

¢) Information

d) All of the above

What needs to be considered when
choosing the space?

a) Size

b) Layout

c) Equipment

d) All of the above

What is true of data?
a) It must be current
b) It must be complex

¢) It must be accurate
d A&C

What gets the attention of the audience?
a) First line

b) Images

c A&B

d) None of the above

What will help convince customers that you
reflect their values?

a) Evidence

b) Presentation

c) Goals
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10)

d) Information

What is evidence?

a) Trials

b) Customer comments
¢ A&B

d) None of the above

What should you recap?
a) Questions

b) Values

c¢) Cost

d) Customer needs

What should be done when addressing
past conversations?

a) Point out standards

b) Nothing

c) Address values

d) Highlight solutions

The in-person presentation is where you
a) Make hay while the sun shines

b) Show ‘em who's boss

c) Put your best foot forward

d) All of the above

Always remember to _____
a) Stay on point
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b) Connect with customer values Al Gl & kil (2

. . . . b
c) Consider previous discussions ety lads (o

d) All of the above
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Module Six; Review Questions

What are emotionally intelligent people
aware of?

a) Their emotions

b) 1.Q.

¢) Emotions of others

d A&C

What do emotionally intelligent people Not
base their actions on?

a) Communication

b) Feelings

c) Values

d) All of the above

What is one of the worst mistakes
someone can make in sales?

a) Guide gently

b) Press too hard

c) Valuing

d) Being creative

What can you compare for customers?
a) Your products

b) Your product and the competition’s
c) A&B

d) Nothing

What is the most common objection?
a) Cold shoulder
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10)

b) Lack of funds
c) Competition
d) Time

What is the best way to handle to the most

common objection?
a) Demonstrate value
b) Varies

¢) Be understanding
d) Ask for 30 seconds

What is the point of incentives?
a) Personal interest

b) Social skills

c) Emotional intelligence

d) Inspire commitment

What determines incentive?
a) Individual business

b) Interest

c¢) Customer base

d A&C

In order to engage and create new
customers, salespeople must have an
understanding of ____.

a) Emotional Intelligence

b) A customer’s ability to purchase
c) The latest trends in sales

d) None of the above

Which of the following are traits of an
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Emotionally Intelligent person?
a) Empathetic

b) Healthy

¢) Motivated

d) Aand C
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Module Seven: Review Questions

What does the verbal "yes” imply?
a) End of sale

b) Commitment

¢) Intention

d) None of the above

What must be maintained after receiving
the "yes"?

a) Responsibility

b) Nothing

¢) Promises

d) Connection

What will help monitor clients?
a) Follow-up

b) Meetings

c) CRM system

d) Nothing

What is necessary to deliver?
a) Connection

b) Communication

¢) Independence

d) Promises

What do customers need to be reminded
of?

a) Facts

b) Value

¢) Nothing
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d) Emotions

What determines what you share with
customers?

a) Company

b) Level of relationship

¢) Commitment

d) All of the above

What is a call to action?
a) Online tool

b) Engagement

¢) Commitment

d) Opportunity to buy

What motivates customers?
a) Scarcity

b) Nothing

¢) Actions

d) Limited choices

The ___ phase of the sales process is
highly delicate.

a) Busiest

b) Final

c) Initial

d) Commitment

How can you move people from a verbal
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commitment to the actual sale?
a) Maintain connections

b) Remind customers of values
c) Calls to action

d) All of the above

This document is a property of Asaseeyat Academy (Asaseeyat Academy is a service provided by Asaseeyat Consulting Service — COPY RGHT FROTECTED ©
©ihs sine adall (5 s - (R LiiuY) landll il AS 55 e Aedis Fadd clnlid $paST) Slaulil GuanlSY @l 285 5l) o3a

21



4 nn o
/ saseeyat

A&

cademy

Optimizing e-Learning

Module Eight: Review Questions

D)

What should be done when the customer
says no?

a) Make other offers

b) Do not follow up

C) Leave

d) Find out why

What should sales people learn from?
a) ROI

b) Unknown

c) What customers say

d) Cost

What should be examined?
a) Simplicity

b) Barriers

¢) Goal

d) None of the above

What is necessary after examining the
business?

a) Comparison

b) Discover

c) Simplify

d) Unknown

What must continue at close?
a) Relationship building

b) Selling

c) Upsells
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10)

d) Guarantees

What should be provided at the close of a
sale besides service?

a) Nothing

b) Money

¢) Contract

d) Valuable product

What should occur at the end of the sale?
a) Letters

b) Form letter

c) Goals

d) Positive memory

What would be considered a reward?
a) Thank-you card

b) Follow-up

¢) Discount

d) All of the above

The ___isthe goal of every sales
relationship

a) Amount of money you make

b) The relationships you build

¢) Final sale

d) Reward

To make the process as easy as possible,
you should ___.
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a) Find an easier customer to deal with DAzl aladiin)
b) Sell more AT dead A
c) Use another product

d) Provide exceptional service
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Module Nine: Review Questions

1) What incentives to companies provide
continuity programs?
a) Information
b) Respect
c) Free trials
d) All of the above

2)  What program lasts for a predetermined

amount of time?
a) Association
b) Club

C) Retainer

d) Micro

3) What do rewards encourage?
a) Nothing
b) Loyalty
c) Evaluation
d) Commitment

4)  What is the basic method of customer
rewards?
a) Point
b) Tier

) Fee

0

d) None of the above

5) What do cards represent?
a) Waste
b) Out-dated ideas
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10)

¢) Thoughtfulness
d) None of the above

When can cards be used?
a) Follow-up

b) Special offers

c) Birthdays

d) All of the above

By remaining relevant, a company will
inspire what?

a) Values

b) Interest

c) Loyalty

d) Brand

What changes relevance?
a) Needs

b) Values

c) Technology

d) All of the above

Never underestimate the significance of

a) Lots of sales
b
C
d

- ~

Earning a good income

~—

Customer loyalty

~

Taking vacation

What is the best advertisement you can
find?
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a) Park benches ey sl (=
b) Repeat customers elia) dual gl Jilus (3
c) Billboards

d) Social media
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Module Ten: Review Questions

What damages networking?
a) Too much effort

b) Nothing

¢) Failing to believe in it

d) None of the above

What is a specific prepared communication

used to network?
a) Nothing

b) Dialogue

c) Active listening
d) Elevator pitch

What is the best method of advertising?
a) None

b) Print

c) Social media

d) Word of mouth

What is the best way to foster word of
mouth advertising?

a) Satisfy customers

b) Print media

c¢) Media

d) Creative outlets

What is true of meetings?
a) They are open

b) They are structured

c) Anyone can attend
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10)

d) None of the above

When should you network at a meeting?
a) Before meeting

b) At break

c) After meeting

d) All of the above

What do clubs provide?
a) Learning

b) Showcase abilities
) A&B

d) None of the above

Setting yourself up as ____ attracts
customers.

a) Interested

b) Sales person

C) Expert

d) None of the above

will serve to expand the

number of customers you have.
a) Customer loyalty

b) Connections

c¢) AandB

d) None of the above

Using tactics such as _
improve your chances of growing your

, will help Ot (A
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company. cldll («
a) Word of mouth Glelaa¥l (z
b) Networking elosleds (8
c) Meetings

d) All of the above
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