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Module One: Understanding the Talk Euaal) agd 1 A gY Baa gl e e

oy Y g pdlall dall 5 ailed) e 3 sull (1

1) Telemarketing, direct mail, the internet, e
gl sy ALl & pasd )

and person-to-person are examples of

types of S (1
ypS S — deall (=
a) Sales Gesd (z
b) Scams CMarall (2

c) Marketing
d) Dilemmas

2) What is considered to be the average € palall 2l Aaiul) Jone Lo sia 5 L (2
response rate for direct mail? 2/050 (!
a) 50% /3)/25 (=
1 (7
b) 25% o ((i
o) 1%
d) 5%
3) Most companies offer information about e Lilatio (e il slra a2 IS ) elau (3
their products on their %‘r-’J{‘jci‘j; (!
a) Websites = " ((‘*’
b) Magazines Qﬁf (CJ
c¢) Outside
d) Vehicles
4) How many main types of selling are there? fellia At I qll ) g3l e S (4
a) Four ‘*-"-‘J‘ (!
b) Six ) 4—\-»: ((c_a
c) Five S (2
d) Seven
5) Which is not an example of a common A yidall Dlaall med e ‘Y‘-m ol 5 (5
sales approach? g i gl (]
4l eyl (2

a) Consultative approach
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7)

8)

9)

b) Technical sales
¢) Subliminal messages
d) Hard sell

Consultative approachisa__
approach to sales.

a) Long-term

b) Short-term

¢) Fast

d) Structural

Which of the common sales approaches is
considered pushy?

a) Technical sales

b) Internet marketing

¢) Hard sell

d) Consultative approach

What is the second to last step in the sales
process?

a) Cold calling

b) Closing

¢) Decision making

d) Networking

What does qualifying clients mean?

a) Determining if they are worthwhile
prospects

b) Getting to know potential customers

c) First phone call made to prospective
client

d) Encouraging the customer to sign the
order
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10) What is the term for a pattern that

describes the conversion of prospects of
sales?

a) Sales funnel

b) Networking

c) Closing

d) Pre-qualifying clients

Module Two review: Getting Prepared to Make
the Call

1.

Preparing to make a call begins with
____ aboutyourclient.

a) Wondering

b) Learning

c) Inventing

d) Running

A good salesperson must ___ their
contact person.

a) Like

b) Identify

c) Envy

d) Alienate

3) In looking for a contact person, it is often
worthwhile to go through a
_ process.

a) Prequalifying

b) Problematic

c) Persistent

d) Purported

4)When you first speak to the contact it will
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be appropriate to let them know who
_______youtothem.

a) Selected

b) Questioned

c) Referred

d) Belittled

5) Your contact person is your ____in to an
organization.

a) Lead

b) Contact

c) Way

d) Tunnel

6) The more you can do for a client, the
more you will be seen as a

partner.

a) Valuable

b) Reliable

¢) Dependable

d) Remarkable

7) If you provide a product that requires
., make it part of the package.
a) Batteries

b) Instructions

¢) Training

d) Money
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8 Aneeds______ begins with research
about what an organization does.

a) Analysis

b) Benefit

¢) Dilemma

d) Problem

9) Providing is a matter of finding
ways to address the problems identified.
a) Cash

b) Customers

c) Solutions

d) Clients

10) Find the best ideas and
them.

a) Pitch

b) Disregard

C) Implement

d) Adore
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Module Three review: Review Questions

1)

Starting off on the right _____is essential
in sales meetings.

a) Leg

b) Foot

c) Shoe

) Toe

o

The first impression people form of you is
basedonboth  and

______ factors.

a) Financial, educational

b) Superficial, financial

c¢) Verbal, nonverbal

d) Facial, intellectual

—_ T~

Which is not an example of a nonverbal
factor?

a) Facial expression

b) Accents

¢) Tone of voice

d) Eye contact
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4) When on the phone, pay attention to your

_ nods.
a) Verbal
b) Head
c) Right
d) Left

As a rule of thumb, it is advisable to be as
_as you can on your first

meeting.
a) Loud
b) Quiet
c) Polite
) Shy

o

_the client for talking with you.
a) Think
b) Thank
c) Treat
d) Trace

When making a warm phone call, you

should _______the conversation by
thanking the client.

a) Close

b) End
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c) Open
d) Hope

8) An opening statement should not include

which of these?

a) Greeting and introduction

b) Statements about benefits

c) A goodbye

d) Statement about the prospect

9) Making cold calls can be :
a) Fun
b) Frightening
c) Difficult
d) Time-consuming

10) __should include a question or a
statement that will lead (you hope) to a
dialogue.

a) An opening statement
b) A closing statement

c) An interrogation

d) A provocation
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Module Four review : Making Your Pitch ey paldll i ad) 383 1Al ) Bas o) daa) ya
1) Once you've made it past the opening, it's Jaal ci gl Gl sy Jladw u‘ 3 (1
time to make your ____ . t‘ﬁ-’y: (!
a) Swing cr‘uji ((;
= ~
b) Mess 3 La
. G le man (2
c) Pitch

d) All of the above

2) You will need a clear, explanation atie alady o)) (S W el i ) st (2
of what your product can do for the client. . d‘“"ﬂ
a) Concise e (i
b) Persuasive e ('G
c) Aggressive SaY) (2
d) Potential

3) What is the basic question in all financial P bl g (B ibas¥) il 5 L (3
dealings? S Ay Y AL (]

Q1,1 .4 .

a) What's in it for me? fletad ghasms (e (@
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7)

b) Who is going to pay for it?
¢) When will it go into effect?
d) When will it end?

Getting the customer to see why what you
are offering them is better than the
competitorsisthe __ point.

a) Only

b) Last

c) Central

d) Crucial

Sometimes the relationship between a
particular feature and its benefit seems
a) Obvious
b) Blatant

¢) Bland

d) Obnoxious

As most deals have a “cooling off” period,
the chances are that if you oversell your
product they willbe

a) Disappointed

b) Angry

¢) Dissatisfied

d) Disadvantaged

It's a good idea to describe benefits in
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a) Explicit

b) Exploitative
c) Explanatory
d) Expressive

8) Itis important to be aware of what
_____ you should take with each
customer.

a) Road
b) Branch
c) Tack
d) Angle

9) are the attractive things your
product has to offer.
a) Expressions
b) Features
¢) Finances
d) Friendliness

10) Potential customers are more interested in
a) Benefits
b) Door prizes
c) Money
d) Dinner
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Module Five review: Handling Objections Gl feY) ga Jaladl) Aealdl) Baa gl) el 14

1) Customers who are not ready to decide on Obs I8 S slasial o ) guad Cpll) e Slanll (1
e S8 L Lile o) )i

a purchase often come up with ) :
a) Rejections R
Clngail) (u

b) Complications
c) Objections
d) Directions

2) Often, all that customers need is more

cilal e (g
cilalail (2

ST a6 Slendl anling e IS Gla¥) (ge 1S 3 (2

a) Help Quj: (E
b) Money il slae ('G
¢) Information ash (2
d) Confirmation
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3)People will be reluctant to part with ol &o o (BB yie (o685 g ) (3

__that they have worked hard to earn. s e ‘J“L“(“i
AU

a) Paper L (=

b) Money it (2

c) People Jeall 633 (5

d) Coworkers

4)Why are some people unwilling to make a Telpddles ol Y Cpadiuae 2 LAl 1L (4
purchase? ;LU:'; aed) (]
a) They are wealthy du oo ua.\l (<

b) They don't h Jsdlllsiazs (2

) They don't have money A ERAPIR

c) They secured financing
d) They have already decided

5)Often, from preliminary conversations, it is Sl e V) isladll o han Yl e S (8 (5
possibleto _ what objections will _— U%
arise. T (

L (o
a) Overshadow s (z
b) Foresee BB E
¢) Avoid

d) Accentuate

6)How you handle customer objections can be 058 O Say £ Dkanll ‘J_—@Uic‘ &e dﬂbw < (6
the major _________on your success in making & e dlalas e “*‘“*Jj‘(i_
g e
a sale. o e (o
a) Topic
) Topic A8 (2
b) Discussion dle (2
c) Influence
d) Factor
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7) Anyone can sell to a customer who is on a

Jral dega (A daead o o g Y (8w (7

mission to make a - t\'{*\ S
a) Purchase dik: ((.G
b) Opinion a2
¢) Factor
d) Fact

8 to someone who is determined A Laxie o) il o Laddh aaias gaddl (8
only to buy when they are convinced of a B Albay
¢lac) (\
good deal. (w
a) Giving ;\ij ('G
b) Selling dilas (2

c) Buying

d) Trying

9) Most objections involve costs and

5l e (s shaii cilal jieY) alaas (9

dal (i
a) Doubts USL:{\’ ((“'_’
b) Dwellings z A @;5 (Cg
¢) Ratios

d) Rainbows

10) Before you can respond to a suggestion,

e ol pliad el e o e oS o U3 (10

you need to understand the real el (

o

— il (2

a) ObJectlves a':.,s."n ((2
b) People
¢) Reasons
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d) Comments

Module Six review: Sealing the Deal Addal) plgd) rduasbad) 32 gl) A2 ja

1) A good salesperson needs to know G g (e e A8 jaa ) aadl Al #Usg (1

when it's timeto Joidlae (]
Gl (<

a) Go home s (@

b) close o=y (2

C) open

d) run

2) This process of asking a confirmation o Lbal o3 28l i 7k Dlee (ans (2
. . . “ LAY
question is sometimes calleda Aaslaall 332} (1
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At Al (@
4ads Ll (7

a) Trial close

b) Strange ending
c) True beginning
d) Wondrous event

3) Customers will give you ___ _ #Sheall ilanans (3
a) Signals u:)ﬁ:: i:
b) Difficulties e ((é
¢) Headaches Ju (o
d) Money

4) A closing question should give e aall el J)pudl any o g (4
customers °M‘
a) Prizes ‘_’Lj‘j:‘ (S
b) Surprises JS\AJ\ ('G
c) Alternatives J G
d) Pain

5) A closing begins with a _ : _ eaeYlinG
a) Style J"‘“‘ (!
b) Smile S:t ((‘Z
¢) Question s (3
d) Answer

6) One powerful closing technique is to ask ~ Aa¥ (¥ dlsm 7ok 4 3l 4 8 () 448 (6

a question that can't be answered witha __ or S N
X c\.ng |
pRa el )
- QAS «
a) Maybe, yes S , (
‘(2
b) True, false G i (2
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¢) Yes, no
d) Why, how

7) Once you have asked your closing
question,be

a) Natural

b) Quiet

c) Funny

d) Different

8) A customer should walk away from a

closing feeling __
a) Defeated

b) Victorious

c¢) Good

) Sad

o

9) A salesperson should never be

a) Misleading
b) Factual

c) Prompt
d) tierd

10Besides being unethical, that kind of

behavioris boundto
a) Explode
b) Implode

b ()

Ul plll e SV Jieadl e 2y (8
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N (d
G (2

ad lasaall G saie 5% Yy (9
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c) Backfire Cajie Jad 2y (3
d) Backlash
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Module Seven review: Following Up

D)

The closing is not the final stage of a

a) Show
b) Sale

¢) Circus
d) Store

The final stageis_____ up.
a) Following

b) Suiting

c) Standing

d) Giving

Which is actually a process that may
continue indefinitely?

a) Follow through

b) Follow around

c) Follow up

d) Fall down

If you sell via mail, then the delivery should
be accompanied witha___ slip.

a) Complaint

b) Compliance

c) Compliment

d) Continuous

are a sign that you are

interested in building a long-term
relationship.

a) Dear John letters

b) Thank You notes
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c) Letters of recommendation
d) Large mailing lists

6) The effect of a “thank-you note” is to make On ST pady Jpeall Jaa o8 "S55 S0 il (6
a customer feel more than what? ) f3k
a) Just a number 5‘3);)?‘“ S
b) Than their neighbor 25l u_:’; ‘di (('G
c) Cost effective diye (3
d) Embarrassed
el sl e daaBla g e (7
oS (I
7) Pitching a note at the right level is o (<
. sall(a
a) Smart gl (2
b) Important
¢) Unimportant
d) Worthwhile
8) How many elements are to be taken & Jhie¥) (8 Al ey ) jealiall 2o oS(8
account of in your response to a customer feDhanl) Al il
problem? ;;j (S
a) One s (.G
b) Three Jia (2
c) Eight
d) Zero
9) Future sales and referrals depend on f3ke 5 o bl SYAY] 5 Glapal) 2435 (9
providing what? o e (
a) Door prizes =l ‘)‘“";3 ((“"
b) Great customer service il sl A6 (CJ

c¢) Flowers
d) Phone numbers
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10) Promote the idea in your organization that
everyone is responsible for what?
a) Customer service
b) Customer appreciation
¢) Customers
d) Customer finances

f3le e sl s aaad) o 3 SA s 53 (10
e axdl daaa (\

elaall s (o

oLl (z

e axll d.\}u (.J
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Module Eight review: Setting Goals 1Y) and AL Bas o)) dan) e

1) If you want to accomplish anything glUisd clall 8 age o ol Jlad) (b e i S 1) (1

important in life, you need to have ____. - Uﬁj\‘ O\‘ «A;
a) Funds g_am}‘;\ (i
b) Goals ull 3 ('G
c) Wheels ielad (o
d) Courage

2.) Goals give you something to __ for. daloe s dllascalai (2
a) Shoot ) (!
b) Care Mfé ((&.—1
c) Watch e (Cg
d) Walk

3.) Goals are a part of all human

) aaea e s 0 A ala¥) (3

a) Interaction d"i’ (!
b) Endeavor s (2

2 (2
¢) Dreams (3
d) Causes

4.) We will gain recognition by achieving our

a) Goals d%yj (E
b) License o=

05 (z
c) Sleep cagl (2
d) Time
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5) Goals provide __ A &—'4‘-\%‘}” (5
a) Raises auﬁ 1‘1
b) Directions 43)9 ((.G
¢) Room o (o
d) Service

6.) Goals shouldbe _ but realistic. Gl oS gy (6
a) Outrageous adalill (]
b) Ambitious éiij ((‘*’
¢) Ridiculous e (E
d) Incredulous

7) Goalscanbe __ tools. B PEES RO (PN IV US*“ (7
a) Carpentry Uﬁ: (!
b) Masonry d;m ((2
c) Motivational )& A (3
d) Bridge building

8) Goals____ everyone's roles and S8 S Al ssas pleal ol (8
responsibilities. 2 (
a) Alienate CJE:\ (<
b) Clarify e ((GJ
c) Degrade
d) Improve

9.) People who work in sales have more dslas paal Glagall (B sleny (a3 o=alai¥ (9
__ schedules. Py —
a) Detailed i“‘“ S
b) Defined :: (('G
c) Flexible
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d) Manageable

10.) Reaching a goal gives you a reason
to___
a) Celebrate
b) Procrastinate
c) lIrritate

d) Vegetate

J b dlaieg s I Jadll (10
Jiia) (i

(2
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Module Nine review: Managing Your Data iU 3 518) rAanldl) 33a 1) A2 e
1) Salespeople collect an enormous amount e Al LS Glagadl 529310 peny (1
of . Jdaal (I
— il
a) Miles = i ((“"’
b) Information il il ) (CJ
c) Coffee
d) Snacks
2) __your data will help you work S S Jaal) le heludu iy (2
more efficiently. J“T“‘ (!
a) Saving ;J; ((;
b) Managing JMA., (s
c) Collecting
d) Discarding
3) The more information you can keep on O L Bl *545“@3‘ ‘i{u}’%‘ e 3 LIS (3
customers, the more effective your P Sl S LS o3l
Cilagsall 358 (]
a) Sales force | Jdl sl 3l (z
b) Record keeping ol i (3
c) Take home pay
d) Blood pressure
4) Whatever data management system you alas ) Zling co a3 (A1 cliladl 5 )l oUai (IS LT (4
s O e o
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choose, you need to make it a part of your
daily__ .

a) Routine

b) Home team

¢) Lunch

d) Trash

The best data management system is the
one that works for

a) Free

b) You

¢) Pennies

d) Coins

The system you choose should be quick
and

a) Efficient

b) Eco-friendly

c) Easy-to-use

d) Economical

_ T

The efficiency of a good computer data
management system allows a salesperson
tofindthe_  they need.

a) Help

b) Information

c¢) Cash

d) Team

Oiis N (I
el @ d (@
Sl (<
Gllis (o

J Jany 521 s il 5 510Y Al Juadl (5

Ja (I
cladl (z

apiil oLl (3

5 a0 L85 (53 Alail) ) K4 o ans (6
ssliS (|

Al da (@

e\AiL.u‘}“ d@_u (C

Lol (2

[ERPRLPY s s JSJ.-.‘-"‘“SS\ L\L}Lu B_)\J;\ ?LE'.' PN (7
Leisaliag A e siall Slass
Glaales (\

Glaslae (<

W (z

A (2
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8) Which is a disadvantage of a computerized

management system?

a) It offers search capabilities

b) It is quick and easy to use

C) Itis expensive

d) It can be used to generate reportsh

9) Thereissome __ about the worth of

expensive computer data management
systems.

a) Fuss

b) Debate

c) Doubt

d) Facts

10) Many salespeople continue to use manual

contact management _____
a) Systems

b) Programs

c¢) Notebooks

d) sticky notes

?@M\BJ\A‘;’\?LE}%}A&(S
Ganall Gl ja8 A gy aal g (\
e\dﬁu‘ﬁ\d@a}@ﬁh\j(g

Al ¢l 2 aaly (2

oot e LAY daladiul (Sayaaly (2

bl 3,)) ulm\u:asdp ey Sl (9
TES

Li8la (g._a

< (z

Glaald) (a

813) alasind 3 Cilanaall o s2ie (e 2l jainy (10
i gl Jlatyl Cilga

) B

gl (@

Cilaa Sl _)".'\GJ (C
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Module Ten review: Using a Prospect Board s Aa gl pladiu 15 ydlal) s gl Aaa) e

1) A prospect board is a powerful tool that

«ﬂqcmdid&qﬂ_gﬁz\ﬂgxogd;d\ e Saall Aa 5l (1

can helpyoutrack _ —_— @:“;“’\
a) Prospects > (

s (@
b) Horses AW (2
c) Finances auﬁj\ (2
d) Bets

2) To use the prospect board, create a

for each prospect. st Juia dﬁ
<o
a) T ra|| L (o
Q) Plan sske (2
d) Shelter

3) What do the letters FA stand for?

TFA Lelant il oy al) ayiad 5301 L (3

a) Follow around ) ‘\‘9:__\\:\ (!
il st

b) Fact alert S #8 (<

- : ¥ el gall (#

c) First appointments s A (3

d) Fast alert
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4) A prospect board is arranged in

7)

vertical columns.
a) Nine

b) Five

c) Three

) Six

o

Just like with any stats board, the prospects
board will alert both the sales force and
Management

Coworkers

Custodians

d) Vendors

Every card shouldbe
a) Documented

b) Counted

c¢) Dated

d) Erased

The reason that the prospect board works
is because it gives a live

a) Demonstration

b) Situation

¢) Conundrum

2 gae saael 8 (el giall o aal) Aa ) i i S (4

dad (i
AN (z
LI (a

5 ol 5 8 (a8 4 o 5
5l (\
Jazll ) (u

ey JS 0583 ) o (B
Ghig ()
tox (z
C.um (J

e Y oy (el i) eSaall Gulaa O (B ol (7
i)

DJALEA (i

8 ga (2

A (2

vae (2
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d) Show

8) The _ ofeach card should be oo bl e Ay (K Axal e 0 (8
reviewed on a daily basis. sk (!
a) Length jﬂ ((“-"
b) Time iy (E
c) Status
d) Color

9) If a prospect makes it clear that they are il o) 5 () agdl guaal gl (e Jamg Jlia) (S 1) (9
not going to buy your product, _____ their el —&U‘M‘
card. ?: (S
a) Copy oo ('G
b) Remove LS (3
C) Reuse
d) Repeat

10)The _____through the board will be g ol o Gl P8 e 2a) i (10
monitored on a daily basis. a\ﬁ: (S
a) Lines g
b) Changes &tﬁ ((GJ
c) Traffic

d) Interruptions
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