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Optimizing e-Learning

Overcoming Sales Objectives
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Module One: Review Questions
1. You can develop a rapport by

a) Listening

b) Making promises

c) Answering questions
d) Talking

2.) What is true about promises?

a) They should be grand.
b) They do not matter.

c) They should be fully explained.
d) They do not have to be true

3.) What is the first step to preventing
miscommunication?

a) Provide benefits.
b) ldentify needs.
¢) Understand goals.
d) Make promises

4.) How do you explain benefits?

a) Generally

b) With promises

c) By asking questions
d) Interms of goals
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b)

5.) What can you do if a prospect does not
have time to speak with you?

Schedule another time to meet.
Continue talking.

Send an email.

Send a letter

6.) Who should you pitch to?
The first person you speak with
The CEO

The person capable of making the decision.

HR director

7.) People are not naturally skeptical.
True
False

8.) Customers typically introduce sales
objections for __ main reason(s).
One

Dozens of

Three

Two
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9.) How can you prevent skepticism from
developing into an objection?

Gain trust

Communicate effectively.

Aand B

Neither A nor B

10.) If potential clients stall because of time,
what can you do?

Let them off the hook.

Share your frustration so they come around
to your way of thinking.

Set a definite time to meet with them.

None of the above
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Module Two: Review Questions

1.) Objections should be
a) Avoided

b) Encouraged

c) Prevented

d) Excused

2.) How should you address objections?
a) As a question
b) Directly
c) Indirectly
d) Creatively

3.) Objections can
a) Be areason to buy.
b) Be avoided.
¢) End a negotiation.
d) Be excused

4.) What is a useful method for translating an

objection into a purchase?
a) Promises
b) Statistics
¢) Emails
d) Goals
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5.) Sales representatives need to expect
prospects to

Buy direct.

Make objections.

Aand B

Neither A nor B

6.) Addressing early on will help
prevent any problems later on in the business
relationship.

Prices

Differences

Objections

Reasons

7.) Objections should be welcomed and
encouraged.

True

False

8.) What are the benefits to change?
Can lead to greater profits.

Can create new clientele.

Aand B

Neither A nor B

9.) A good sales person will translate the
objections to

Questions

Reasons to buy

AandB

Neither A nor B
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10.) The best way to overcome sales IR (e (o lagaall Gl jie) e laill 455 )l Juadl (110
objections is by
a) Arguing your point

b) Providing information ki dga y dalaa (I
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Module Three: Review Questions - .
Q JA) 3as gl daal s

1.) When should you ask a question? Y s Jlast o Camy e (1

a) Early in the conversation Bialad) e e iy b (i
b) Late in the conversation i

c¢) When the prospect is done speaking
d) Before the prospect speaks Enaall (e Jainall Juenll iy Ladie (z

Jaiaall Jaand) chaaty off J8 (2

Lolaall e alie ciiy b (o

2.) What is not a way to ask a question? 8 s okl A8y jla a8 e (L2
a) By arguing daly (i
b) Maintain eye contact ' _
c) Being prepared Syl Jal gl e Lleal) (¢
d) Positively ala 0585 o) (2
sl Ji (@

3.) What is the appropriate response for a client b Y dlatia o Ji ) daeall dauliall Alaiul) o L (.3

who says your product does not meet their needs? EREN
a) May | ask what you are comparing it to? o
b) May | ask what you find lacking? fay 43 5 5 Lo J o RN (i

c) May | explain how we can increase your o
profit margin? feliaiy saad (2l Lo JLul of S da (<

d) Why don’t you make a decision now? felay; Giala 324 e S gl of J b (g
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4.) What is the appropriate response for a 8 b Sl agle et 41 08 gl canliall 301 8 L (4

prospect who says that they will have to think

about a decision?
a) May | ask what you are comparing it to?
b) May | ask what you find lacking?
c) May | explain how we can increase your
profit margin?
d) Why don’t you make a decision now?
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5.) What is a good strategy if a customer claims
not to need your service?

a) May | ask what you find lacking?

b) May I send you my information, and you can
contact me should you need our services?

c) Are you completely satisfied with your
current service?

d) Could I discuss the needs of your company
with you first?

6.) What is an effective strategy if a prospect
claims that something is not affordable?

a) Will you allow me to discuss different options
that will fit into your budget?

b) Could | discuss the needs of your company
with you first?

c) Are you completely satisfied with your
current service?

d) May | explain why our company stands out?
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7.) How can you continue to create positive
rapport when a potential client is objecting to
your proposal?

a) Talk about a personal issue?

b) Ask the right questions

¢) End the conversation

d) Explain what the customer needs

8.) Objections are a personal slight directed at
you.

a) True

b) False

9.) What do you say when a client says, “I’'m not
interested.”?

a) lunderstand that you are not interested at
this time, but may | explain how we can
increase your profit margin?

b) Could | discuss the needs of your company
with you first?

c) Are you completely satisfied with your
current service?

d) May | explain why our company stands out?
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10.) A strategic response to a client who
says, “Send me information.” Might be:

a) Will you allow me to discuss different options
that will fit into your budget?

b) Could | discuss the needs of your company
with you first?

c) Are you completely satisfied with your
current service?

Module Four: Review Questions

1.) An 8-mega-pixel camera on a phone is an
example of what?

a) Feature

b) Benefits

c) Aselling position

d) A point of agreement

2.) Customers make purchases based on

a) Feature

b) Benefits

c) Aselling position

d) A point of agreement
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3.) What identifies how a product is able to
meet the needs of your target market?
Feature

Benefits

A selling position

A point of agreement

4.) What is the first step to identifying a
selling position?

Identify the performance gap.
Condense an idea to a single sentence.
Find a unique position.

d) List basic benefits

5.) What is the best way to handle customer
objections?

Ignore

Agree

Point out benefits

Argue

6.) What does agreeing with a customer
indicate?

You understand their point of view

You are not listening

You do not understand their point of view
You do not pay attention
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7.) An essential part of the sales process is
finding points of
Contention
Agreement
Interest

All of the above
8.) Each has its own set of features
and benefits.

Customer

Sales person

Deal

Organization

9.) our position has to be unique so that you
can .

Understand a customer’s point of view
Differentiate yourself from the competition
AandB

d) Neither A nor B

10.) Sometimes the best way to make a sale
is to .

Agree with the customer’s objections
Pretend you are not listening

Understand their point of view

Not pay attention
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Module Five: Review Questions R .
Q Jddl) 3aa gl dxal ya

1.) A client who provides you with a reasonable . Y sbaa Ll jic) @ll axiy 3 Jranll (11
obJeFtl'on is : sl d e (;
a) Unwilling to negotiate '
b) Willing to negotiate ol sl e (<
¢) Not interested dga e (z
d) Bored
J;.A'A (J
2.) What will make the customer address an Uzl jie) Jueall Adalaa Jasgw 53 W (.12
objection? A (;
a) Questions
b) Accusations el (@
c) Negotiations Gl glie (z
d) Debate o
sl (a
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3.) What is not a way to remove objections?
a) Debate

flial eI Al Y 48 )k cual 2 W (.3
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b) Evidence ) (

c) Narratives sl (=

d) Credentials <l (z
Alaie) 3 (2

4.) What will not reinforce your expertise?
a) Credentials
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b) Background L (
c) Narratives s (2
d) Questions N
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5.) The questions that you ask about objections
will show you how to

a) Change the subject

b) Move forward

c) How to negotiate

d) What questions to ask

dask ¥ alada (]
3,8 ) (@
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6.) Why do some clients object? fu 3l s e (L6

a) They are holding out for a better deal 2010 (

b) They can’t afford your price

c) AandB 2007 (=

d) Neither A nor B 2005 (z
2003 (-

7.) are/is part of any sales o Dlaie Aolas Lﬁi Gee ] (A (.7

conversation...

a) Credentials
b) Negotiation
c) Narratives
d) Questions
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8.) It is useful to have clients answer their
own

a) Objectives

b) Background

c) Narratives

d) Questions

9.) What will not reinforce your expertise?
a) Credentials
b) Background
c) Narratives
d) Questions

10.) It is useful to have clients answer their own
objections.

a) True

b) False

Module Seven: Review Questions

1.) What is an effective strategy for
dealing with common objections?
a) lgnore them
b) Discredit them
c) Bring them up first
d) Avoid them

2.) What is an objection that people who
work with high-end items often hear?
a) Price
b) Time
c¢) Don’t need the product
d) Already have a vendor
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3.) The inner workings of objections are
?
Unvoiced objections
Unknown objections
Known objections
Voiced objections

4.) How do you find the inner working of
an objection?
Question the prospect
Make it easy to voice objections
Bring up objections first
Debate with prospects

5.) The only way to overcome sales
objections is to
Research
Communicate
Bring up objections
Debate

6.) By making it easy to voice objections,
clients realize that you
Question their motives
Care
Know more than they do
All of the above

SETRERNE

¢ oAl e Akl aled al (3
Lidba Gl jie) (
Ay e pe Sl yiel (@
A5 peall Gl i) (z

ol yie A Jalall Jeall 023 aS (4
Jainall Jpenl) sl (]
Gl jie ) ge ) Jigasi (@
Y 5 bl eVl 2Lk (7
Y g il (2

o sl ) sie) e Claill sl 35,k (5

fay
Jal 5l (o
bl e Y el (z
adudl (o

agndl 53 Casainl (]

Ll (@

stom Lee JST a3 (2

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



4 nn o
Mseeyat
cademy

Optimizing e-Learning

7.) How can you best deal with expected
objections?
a) Bring them up
b) Discuss them
c) AandB
d) Neither AnorB

8.) How can you help a client become
more comfortable expressing their
objections?

a) Be understanding

b) Make it difficult to voice objections
c) Bring up objections first

d) Debate with prospects

9.) By stating, “That is a good point. Let
me illustrate how this will work for
you.”, what are you doing?

a) Questioning the prospect

b) Making it more difficult to voice objections
¢) Showing concern for their dilemma

d) Debating with prospects

10.) Complete the statement you
might make to explain that you are
expecting an objection: “I know that
we are a little more expensive than a
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few of our competitors, but please Lilesd 33 ga (]
allow me to explain ) Lilatie 33 53 (o
a) The quality of our service <5l (z
b) The quality of our product QYsIY (s

c) AandB
d) Neither AnorB

Module Seven: Review Questions R .
Q daglod) aa gl daal e

1.) Digging up the real reason is . o Gl ) e Sl (11

a) Interpreting voiced objections Leie ) il fie Y juuds (i
b) Determining interest
c) Deflating objections plaia ¥ st (@
d) Finding unvoiced objections Gl e g i (z
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2.) What do you do if you feel the client is holding
back?
a) Ask gentle probing questions
b) Ignore the feeling

c) Research the client
d) Ask questions until you get an answer

3.) What do you do when you believe you have
identified an unspoken objection?

a) lgnore it and let the client bring it up.

b) Ask a direct question.

c) Ask questions until you get an answer.

d) Research the client.

4.) How do you address unspoken objections?
a) More aggressively

b) You do not

c) Like any other objection

d) Gently

5.) Every objection is voiced.
a) True
b) False

6.) There are different reasons why prospects do
not
a) Act more aggressively
b) Want your service
c) Voice every objection
d) All of the above
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7.) Prospects will provide clues to the real reason
for the objection if you
a) Ask
b) Do not ask
c) Pay attention
d) Speak gently

8.) How can you learn to ‘read’ your potential
client’s concerns and objections?

a) Speak more aggressively

b) You will never know

c) AandB

d) Develop rapport

9.) By Asking, “Does this work for you?,” you
are .
a) Showing your frustration with the process
b) Addressing an unspoken objection
c) AandB
d) Neither A nor B

10.) By saying, “Let me explain how this will increase

your bottom line., you are

a) Offering an ultimatum

b) Giving up on the process

¢) Answering the questions regarding any
unspoken objection a potential client may
have

d) None of the above
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Module Eight: Review Questions

1.) What is the first step to handling sales
objections?

a) Expect them

b) Welcome them

c) Affirm them

d) Complete answers

2.) What do you do to answer sales objections?

a) Answer quickly

a) Make promises to customers

b) Allow the customers to express objections
first

¢) Do not answer directly

d3al3l) Bas gl daal e
$ gl Cilial sie) ae Jaladll 3 5Y1 5 5kl o8 La (L1
pee s (l
pg )y (@
S (2
AL alla) (2

flanall bl yie ) e o) a8 13k (12
e el (0
e Sanll 3 5o o1l a8 (2
V5l pgilaal jie) o il e Meall il (2
3 alke i (2

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
Mseeyat
cademy

Optimizing e-Learning

3.) What is the second step to handling sales
objections?

a) Expect them

b) Welcome them

c) Affirm them

d) Complete answers

4.) What do objections indicate?
a) Disinterest

b) Boredom

c) Anger

d) Interest

5.) What is the third step to handling sales
objections?

a) Expect them

b) Welcome them

c) Affirm them

d) Complete answers

6.) How can you affirm a client?
a) Echo objections
b) Make promises
c) Keep eye contact
d) Debate
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7.) What is the fourth step to handling sales
objections?

a) Expect them

b) Welcome them

c) Affirm them

d) Complete answers

8.) What is not important to include when
answering objections?

a) Statistics

b) Competition bashing

c) Past experiences

d) Testimonials

9.) When do you need to provide
compensating benefits?

a) Always

b) With unspoken objections

c) With legitimate problems

d) To sparkinterest

10.) What is an example of an objection that
may require compensating benefits?

a) Thisis notin my budget.

b) | am not authorized to make this decision.

c) ldon’t have time to talk.

d) | have a vendor
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Module Nine: Review Questions

1.) Which of the following is a “do”?
Ignore objections

Listen

Lie

Say un joyful things from your components

2.) Which of the following is not a “do”?
Lie

Listen

Affirm clients

Provide answers
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3.) Which of the following is a "don’t”?
a) Provide answers
b) Say something unflattering about your
company
c) Be aware of your body language
d) Stay positive

4.) Which of the following is not a “don’t”?
a) Say unflattering things about your
competition
b) Lie
c) lgnore objections.
d) Stay positive

5.) There are some dos and don’ts to
remember when handling
a) Managers
b) Co-workers
c) Sales objections
d) Insults

6.) Most of the dos and don’ts are

a) Learned behavior
b) Lies

c) lgnored

d) Common sense

7.) Itis important to develop a rapport and
earn the client’s

a) Money

b) Trust

c) AandB

d) Neither A nor B

2t V" a ‘;L Laa Lﬁ\ (3
Clls) a8 (
i 2all 4l (s

Ll B (2

Ol L e sl (4
adlia (o dague e bl BB (I
aly (@
Sl e Y dalas (g
L) &) (2

e Jalail) ie Lo S35 elide oy ) 5eY) (g @llia (5
) Hadll (\
Jazll s (u
Glaall Gzl el (7
cllayl (2

o i clle Cny Al 5aY) alaes (L6
i) Al (]

sy (o
daladll 5 (2
dalidll 3 pkadll (3
Jeaall S, ale sl agdl 0 (.7
Jud) (i
adl) (@

<5l (z

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

25



4 nn o
Mseeyat
cademy

Optimizing e-Learning

SYsIY (s

8.) There are basic you Ll La S35 ) camg Aol Sia (.8
should always remember when you are
handling sales objectives.
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Module Ten: Review Questions R
Q 3 pdilad) Baa ¢l Azl e

1.) What does ABC stand for? fABC =3 3k (.1
a) Always be closing e & Ll (i
b) Always be comforting o
c) Always be calling il Biedas oS (@
d) Always be closed dail Wils (7

dalaa (4S5 Ll (J

2.) What indicates that a prospect is ready to e ala Jainall Jaaadl o ) e 53 e (12
close? ey | :
cilal siel (]
a) Objections (
b) Frustration Bl (=
c) Specific questions 3o il (7
d) General questions I
dale dlial (2
3.) What is an example of the best deal? fibia Juadl Lo Jlie s L (.3
a) Filling out an order form as you end the ke elgdl i ll 5 jlainl oda (I
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c) |see that we are on the same page.
d) Would you like to take advantage of our
product?

4.) What is an example of assuming the
close?

a) Would you like to take advantage of our
product?

b) Today | can offer a 30 percent discount.

c) Filling out an order form as you end the
conversation.

d) |see that we are on the same page.

5.) Bringing emotions up before a close is
called

a) High closing

b) Rollercoaster closing

c¢) Emotional closing

d) Swing closing

6.) What is not an example of reassurance?
a) Promises

b) Money back guarantee

c) Case Studies

d) Reviews

7.) When do you ask the closing question?
a) Throughout the process

b) Every hour

c) After addressing all concerns

d) After your presentation

8.) Why should you stay positive?
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a) To stay focused 338y Jhail - ({
b) To stay calm ¢ soed) A3 (o
c) To close the sale
d) To set the tone & 3 (2
Al Lasal (3
9.) Once you overcome the sales objections, 1598 (5S5  amg ¢ el il il e Qladl) 3 e (L9
you should be able to . e
a) Getsome rest ) )
b) Seal the deal A gl e Jeasl (]
c) Close the sale dasall die (@
d) BandC
& 3 (¢
s (8
10.) Every conversation with a prospect is a Al b o Jaise Juee pe A0 IS (U110
chance to . o) Y L) (i

a) Gain respect
b) Remain calm
c) Close the sale ad @ (7
d T tthet

) To set the tone faadll Laal (3
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