AsE Prospecting and Lead

Codemy
Generation
Module One: Review Questions ) Baa gl daa) s
1) What needs to be avoided in prospecting? Sl 8 4l g ) u‘ (1
a) Positivity “-‘-’i\i‘ (!
b) Negativit e (<
) gativity o LS Jal il (2
¢) Written communication .
G dalss (2
d) Oral communication
2) What is NOT necessary for making A5l i) Jand (g5 puall g 52 s L (2
prospecting a priority? dsa (
8 yial (@
a) Schedule 4_\3)4; ((
b) Professionalism T <
. a8 (2
c) Preparation
d) Values
3) What is necessary to find the ideal f el Juaiay) Je ) fall (59 pall 4 Lo (3
diny (I
prospect? :
¥ y J [
a) Research w’m’d (-
b) Obiectivit Lihydd p (g
Jectivity Sl IS (s
¢) Promotion
d) All of the above
4) When should the ideal prospect be found? f b Jaia¥) e ) fiall e (4
a) During prospecting el el ()
~ il 2y (@
b) After prospecting ] “
. canll J8 - (z
c) Before prospecting ¥ (2

d) It does not matter
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5)

What will determine which type of
prospecting methods should be the focus?
a) Interest

b) The prospect

c) Priority

) CEO

o

What is less likely to be effective on
younger prospects?

a) Seminars

b) Webinars

c) Social media

d) Cold calling

When is it easier to attempt to make
prospecting a habit?

a) At the beginning

b) Never

c) At21days

d) After a week

How often should prospecting be done to
ensure that a habit forms?

a) Frequently

b) Weekly

c) Daily

d) It does not matter
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9) Prospecting is essential to any
, but is often overlooked or

poorly implemented.?
a) Business

b) Sales endeavor

c) Social media site
d) Customer

10) Prospecting rarely becomes a priority, and
is often put off in favor of tasks that

a) More money
b)
c) Praise
d)

Instant gratification

None of the above
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Module Two: Review Questions Al Bas gl) daal ja
1) What is necessary to maintain when 8l DlallSa ol jaf 2ie aple Bliall caag Al L (1
engaging in cold calling? o (!
a) Time g (=
- b (z
b) Creativity

Slelyy sl dS (2
C) Positivity

d) All of the above

2) What do you need to understand before £l Juai) i dngd Y zlisd il Lo (2
cold calling? o (i
1) (@
a) The customer gl (<

Jaenll itall 2y (a8 (2

b) The product Slelaysle 8 (2

c) How the product benefits the customer
d) All of the above

3) Who should make up the direct mail list? ’ ¢ bl 3y ) Aails (S8 of a3l e (3
a) Anyone within a 25-mile radius e 25 Wl Ciuai 3 il Gaa padli gl (]
Gl Jaandl (o
b) Ideal customers e - (s

u)ﬁ.\\.uﬂ\ ;M\ (C

¢) Past customers sy oLl (o

d) New contacts

4) What makes direct mail more effective? Aallad ST il aall Jaa 2 L (4
a) Education et (I

b) Adjustments co
wlis (2
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7)

8)

c) Pamphlets
d) Call to action

Who should handle a booth?
a) Calm people

b) Energetic people

c) Creative people

d) It does not matter

What will enhance advertising at a trade
show?

a) Nothing

b) A booth

¢) Decorations

d) Being a speaker

What is one of the most effective methods
of prospecting?

a) Networking

b) Direct mail

c¢) Booths

d) Calls

What is the focus when first networking?
a) Ask favors

b) Work the room

c) Offer value

d) None of the above
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9 _ marketing methods are tried Anaaia s 4y gl 3 5h (9
and true. Ba:.:m,; L
a) New wave el SR (<
LulE (z

b) Old-fashioned
c) Traditional
d) All of the above

Slelyy sl dS (2

10) A sales person who does not believe in the  ps& O )L Juai¥) &leliy o ¥ (o3l Slad) s2ie (10

effectiveness of cold calling is not going to gl A 330 — Ak
projectthe necessary for Mﬁ: (
success. s ((;
a) Knowledge Glaglaall (2
b) Confidence

C) Attitude

d) Information
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Module Three: Review Questions

1)

What is NOT a popular social media
network for ads?

a) LinkedIn

b) Google

c) Twitter

d) Facebook

Which budget do social media ads come

from?

a) General

b) Training

c) Advertising

d) All of the above

How is a website indexed?
a) Search engine

b) By text

c) Ads
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d) Key words

4) What is organic SEM?

a) Pay per click
b) Index

c) Algorithms
d) Ranking

What occurs when buzzwords are
overused in emails?

a) Sent to spam

b) Nothing

c) People ignore them

d) They are opened

What should the font limit be in an email?
a) 4
b) 3
) 2
) 5

o 0

7) What occurs when you pay for an ad after

a sale is made?
a) Cost per click
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10)

b) Cost per thousand impressions
c) Cost per acquisition
d) All of the above

Which method of advertising pays every
time that the ad is viewed?

a) Cost per click

b) Cost per thousand impressions

c) Cost per acquisition

d) All of the above

As technology changes, so do the
__used.

a) Marketing methods
b) Emails

¢) Social networking

d) All of the above

is commonplace in the

modern world, and it is rapidly growing as
a method of advertising.

a) Email

b) Social networking

¢) Snail mail

d) None of the above
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Module Four: Review Questions day) ) 3aa gl) Aaa) ya
1) What is outlined in the mission statement? filagall Gl (A 2ma 2 e (1

a) Company goals e (

<\ (u

b) Brand X '

c) Business plan el e Y (2
d) None of the above

2) What part of your business should you €Ay il Glisdle 4 et o con g cllee ¢ 4 Lo (2
integrate your brand into? @“'f (
a) Advertising eyl dm\j\aiii ((:
b) Lead generation " g e (o

¢) Social media
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3) What will prevent webinar surprises?

6)

7) When should the topic of a video be

d) All aspects

a) Landing page
b) Positivity
c) Rehearsal
d) Search terms

What is Adobe Connect?
a) Social media

b) Lead generator

c) Nothing

d) Webinar provider

What do blogs require for success?
a) Commitment

b) Video

c) Technical expertise

d) All of the above

What type of blog topics should be
chosen?

a) Topics that are already popular
b) It does not matter

¢) Creative ones

d) Topics likely to be searched
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introduced? o& Y (i
a) It does not matter o510 dj‘ (<
f daaaal)
b) First 10 seconds «sjﬂ s (z
, , B 30 ds (2
¢) First minute
d) First 30 seconds
8) What type of video should be made to foalainall ¢ Slaall Cial driia Cany (53 a4l & 58 u‘ (8
engage prospects? s ()
a) Educational = (<
A (2

b) Playful
c) Entertaining
d) All of the above

Slelaysl dS (2

9) Generating new leads requires _of s Naxll (1 s (plaisae ¢Sle L) Qllaiy (9
your prospects. UAM\
a) Understanding the needs ‘L"*‘:;\Jﬁ (!
b) Gaining the trust u K ((:

c¢) AandB
d) None of the above

ém\.aac@iy (J

10) Your brand is how your customers view ¢ bl ddlee L by A A5,k o 4 el Bdle (10
you, so it needs to be 05850 o ;éu
. Jay) J
a) Creative &.Z;M ((
A =
b) BoastfuI. s (z
¢) Authentic Lulll (o

d) Traditional
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Module Five: Review Questions dusaldlf Baa gl) dxal ya
1) What is true of marketplace strategies? £33 el Dl il A nia o4 LA‘ (1
a) They change uu—u-u (!
b) They are reliable Uﬁyﬁ o
s Y (2
¢) The never change agde Aaie¥) (Ka Y (2

d) They are unreliable
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2)

What do companies typically invest in?
a) New ones

b) Successful ones

c) Traditional ones

d) None of the above

People often offer a instead of value.

a) Friendship

b) Interest

c) Sale’s pitch

d) All of the above

4) What does a sale’s pitch imply?

a) Interest in customer
b) Interest in relationship
c) Value

d) Interest in money

5) When does failure to connect typically

occur?

a) Connection

b) Follow up

c) Meeting

d) All of the above

Follow up must occur within .
a) 2 days
b) 1day
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8)

c) 3 days
d) 4 days

No time to generate leads? That's
anfa____
a) Excuse

b) Expert opinion

¢) Professional choice

d) Observation

What is the reason many people avoid
attempting lead generation?

a) Laziness

b) Boredom

C) Appearance

d) Fear of failure

9) The failure of successful lead generation

can often betiedto
a) Lack of interest

b) Common mistakes

c) Lack of technology

d) None of the above
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10) While it is reasonable to invest in activities ol e A ezl i) Jsaal) e adl s 4 (10
M elle e Y ¢l e

Lyg P

that have a history of success, you should

never . SR e e
a) Trust your instinct pAflEt s (-

e (e
b) Trust other’s advice Ll Y Gl (o

c) Limit yourself
d) Use traditional methods
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Module Six; Review Questions

D)

3)

What skills help share content?
a) Marketing

b) None

¢) Social

d) Creative

What is an alternative to a traditional blog?
a) Webinar

b) Newsletter

c) Practical lllustration

d) Vlog

What must be done after a company
establishes a way to stand out?

a) Simply implement it

b) Advertise it

c) Nothing

d) Study competition

4) What would free gift wrap accomplish?

a) Nothing

b) Advertising

¢) Help stand out
d) Content creation

5) What will help identify unmet needs?

a) Advertising
b) Creativity
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7)

c) Competition gaps
d) Interest

A competitor’s customers complain about

a complex return policy. What is this?
a) Whining

b) Nothing

¢) Question

d) Need

What will customers do to influence
prospects?

a) Share their experiences

b) Ask questions

c) Ignore people

d) None of the above

How can you improve your chances of
always delivering on promises?

a) Hire more staff

b) Do not overpromise

¢) Educate prospects

d) Being friendly

Part of developing the relationship with

potential customers requires _ them

about you and your company.
a) Bragging to
b) Educating

sald (2

£13a Lo sl gla_¥) Al (e Opedliall aal oSee S5l (6
ol (I
Y (@
s (2
gh= (2

¢ plainall ¢aall ardei o 5l el Jris e (7
(a.g_i)lé.! El P (\
il Ju) (<
ol dalss (z
SeVhlaae 8y (o

LAl @y ge gu el 8 clia B st GliSay S (8
il gl e 23l Cila i (]
stjl\g’j.l:_)ﬁy (<
Loslas (o

QgL\S;A\ ;M\@MM\J—I#L}A&PHM (9
S 5 e g clie agia

Al
il (@
<5l (g

G laa st Y (3

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
/\ saseeyat
cademy
Optimizing e-Learning

c) AandB
d) None of the above

10) Never underestimate the importance of
creating ____

a) A story about your company

b) Impressive content

c) Great partnerships

d) A pseudonym
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Module Seven: Review Questions daglod) 32 gl daa) e

1) What should be a focus of the first
contact?
a) Close
b) Pitch
c) Propose
d) Learn about the prospect

2) When contact is made over the phone, it'is
importantto
a) Use a spreadsheet
b) Ask questions
c) Use a database
d) Take notes

3) What should typically not occur at the first
meeting?
a) Develop a rapport
b) Learn about prospect
c) Proposal
d) Educate prospect

4) How do meetings occur?
a) Online
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b) In person
c) Over the phone
d) All of the above

5) What should be done once a proposal is

submitted?

a) Follow up
b) Wait

c) Close

d) Nothing

What are generally the odds of closing
once the proposal phase is reached?
a) 31

b) 1:2
o 1.3
d) 2:1

Closing should be done
a) Slowly

b) Quickly

c) In order

d) All of the above
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8) The closing is done when the contract is ¢ Aall (58 Lexie @S2y 5 (8
— o A_JQ - e )
a) Proposed betd 42 o (<
e (2
b) Verbally agreed upon T
c) Adjusted
d) Signed
9) The pipeline should be a familiar term for d padd Y Uslle Wlhaias culi Iad 58 of o (9
anyone with ____ experience M—U‘*
: ) (]
a) Oil | N
b) Smoking Clagdl (z
c) Sales Ladedl (3
d) Educational
10) Basically, how many steps are included in IS bl Ik Lgbpana o3 () 2 shadl) 2ae oS (10
the pipeline? ?‘.-.f‘fL“‘
a) 6 6 (
4 (<
b) 4
) 5 (&
¢ 5 3 (2
d) 3
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Module Eight: Review Questions
1) What opportunity is presented by follow
up communication?
a) Getting to know leads
b) Closing
c) Networking
d) None

2) What should you do when you learn
something about a lead?
a) Tell a peer
b) Post it
c¢) Make notes
d) Remember it

3) Following up after the first contact should

be done
a) 24 hours

A0 3aa gl) dxal sa
Chaglial) Jlail JMA (e Lgapaii oy il da il 4 Lo (1
Olainall ¢Slaall e i (]
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6)

7)

b) 48 hours
c) 72 hours
d) As soon as possible

The probability of a sale decreases after
a) 24 hours
b) 72 hours
c) 48 hours
d) 12 hours

What should be done if you implement an
auto response?

a) Personalize

b) Nothing

c) Testit

d) Share it

A response requires _______
a) Speed

b) Dialogue

C) Preparation

d) None of the above

What does setting up a meeting do?
a) Increases the chance of making a sale
b) Nothing

Ll72 (¢
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) Decreases the chance of making the el @l (2
sale
d) Close a sale

8) What should be done when a prospect felaiad) dainall daal) by Lasic alad g o3l L (8
refuses to meet? J‘“‘ (!
a) Move on ‘fwy (=
: b (2
b) Nothing

‘);I ;Lﬂ d)lA (.J
c) Follow up

d) Attempt another meeting

9) Never underestimate the importance of .Jaal 5l Lpaal e 12 Q5 Y (9
______communication. Sl (i
a) Verbal w\-ml‘ (<
b) Follow up GMJ: ((E
¢) Non verbal
d) Good

10) You need to understand your customer 2l e Aidlee 32018 ngd ) £Uis3 (10
baseinorderto . , agdle Capxi (]
a) Get to know them A el (@

reilalial 4l (7

b) Sell to them quickly G laa s 5 Y (2

c) Meet their needs
d) None of the above
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Module Nine: Review Questions daulil) Bas gl) A2a) sa
1) Which of the following is typically € jpnnall S A Bale 43 a6l (1
recommended for small businesses? d—‘-‘k‘ (i
2) App eSlaall ClBe 313 Raliil (o
ds> (¢

b) CRM systems
C) Spreadsheet

eVl w3 Y (2

d) None of the above

2) What determines the tools used in a fandl 8 daxdiuall <l oY) aaay 3 L (2
business? %UJ (
a) Connections Janl utf:: ((:
b) Knowledge Slelaysle S (2

c) Business needs
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3)

6)

d) All of the above

Advertising assessment is based on the

How should advertising sources be
assessed?

a) As agroup

b) Creatively

c) It does not matter

d) Individually

What should you do with information from
a prospect that does not convert?

a) Nothing

b) Save it

c) Sellit

d) Discard it

How would you classify a banner ad when

le Ble Y A adiny (3
k(i

alall (@

e (2

Syl e (2

oY) las ansi iy 2S (4
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recording prospect information?
a) Customer needs

b) Conversion

¢) Lead source

d) Demographics

What would you use to determine lead
generation ROI?

a) Calculator

b) Spreadsheet

c) Nothing

) CMR

o

What must be tracked in every project?
a) CRM

b) Nothing

c) Beginning of each day

) ROI

o

Prospecting and lead generation requires
a) Determine profitability

b) Track activity

¢) Think outside the box

d) None of the above
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10) What information should be recorded? flebinnd ing Sl Slasheall (2 L (10

a) Birthday Seas (]
GlalialWl (@

b) Needs Mj‘ ((
J d

c) Source Slelsysle 8 (2

d) All of the above

B pdilad) 5as gl) daal sa
€ Shaall cilaadla (3185 13Le (1

Module Ten: Review Questions
1) What does customer feedback create?

a) Dialogue J‘.P (!
b) Nothing c_i:j ((«.—1
a

c) Questions
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2)

d) Anticipation

How should customers be addressed?
a) It does not matter

b) By name

c) It depends on the situation

d) None of the above

3) What does NOT show genuine interest?

a) Being engaging

b) Thank you notes

c) Limiting conversation to business
d) Anticipating needs

4) What is a thank you note?

a) Engagement
b) Anticipation
c) Dialogue
d) Follow up

5) What is saying please?

a) Courtesy
b) Familiar
c) Inviting
d) All of the above

How should you dress to be professional?

a) It does not matter
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b) Casually
c) Dress casual
d) Appropriate for the position

What is displayed when a company takes a

loss to honor a promise to a customer?
a) Integrity

b) Reliability

c) Professionalism

d) Nothing

What is a product that remains the same
over time?

a) Integrity

b) Reliability

c) Professionalism

d) Nothing

Customers the businesses

they choose to deal with.
a) Have relationships

b) Feel connected

c¢) AandB

d) None of the above
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10) The customer relationship is like any other, it gd ¢ s Al A8dle (5 Jie Jranll ge 482l (10
it requires _______to develop and maintain a3 L) ) glua g sy shail ‘
or it withers. 3§ Ef’d‘ (!

a) Therapy e
b) Time and energy 2y (o
¢) Fun

d) Nothing
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