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Sales Fundamentals  

           ع ل

Module One: Understanding the Talk الأولى: فهم الحديث مراجعة الوحدة 

 

1) Telemarketing, direct mail, the internet, 

and person-to-person are examples of 

types of ____________. 

a) Sales 

b) Scams 

c) Marketing 

d) Dilemmas 

(       ق ع     ه  ف                   لإن  ن     ص 1
 إ ى   ص  ي        ن  ع ___

    ع   ( 
     ل (ب
     ق (ج
    عضلا  ( 

 

  

2) What is considered to be the average 

response rate for direct mail? 

a) 50% 

b) 25% 

c) 1% 

d) 5% 

        ؟(              ع ل     ج           2
 ) 50% 
 %25 (ب
 %1 (ج
 ) 5% 

  

3) Most companies offer information about 

their products on their __________. 

a) Websites 

b) Magazines 

c) Outside 

d) Vehicles 

 (  ع م            م  ع      ع   ن ج  ه  ع ى ____3
    ق      ب ( 
    جلا  (ب
    ج (ج
 )        

 

  

4) How many main types of selling are there? 

a) Four 

b) Six 

c) Five 

d) Seven 

 (  م ع    ن  ع          ئ      ن  ؟4
    ع  ( 
     (ب
      (ج
   ع  ( 

  

5) Which is not an example of a common 

sales approach? 

a) Consultative approach 

 (       س      ع ى نهج      ع           ؟5
   نهج        ي ( 
      ع      ن   (ب
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b) Technical sales 

c) Subliminal messages 

d) Hard sell 

    ئل       (ج
      صعب     ( 

 

  

6) Consultative approach is a ___________ 

approach to sales. 

a) Long-term 

b) Short-term 

c) Fast 

d) Structural 

 (   نهج        ي    نهج ____6
 ع ى     ى      ل ( 
 ع ى     ى    ص   (ب
        (ج
     ي ( 

 

  

7) Which of the common sales approaches is 

considered pushy? 

a) Technical sales 

b) Internet marketing 

c) Hard sell 

d) Consultative approach 

  ي    نهج      ع       ئع   ع     ن ه زي؟( 7
      ع      ن   ( 
       ق ع    لإن  ن  (ب
      صعب     (ج
   نهج        ي ( 

 

  

8) What is the second to last step in the sales 

process? 

a) Cold calling 

b) Closing 

c) Decision making 

d) Networking 

 (     ي      ة     ن        ة في ع          ؟8
     ع ء       ة ( 
  غلا  (ب
 صن         (ج
 )         

 

  

9) 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 

 (       عني   ع لاء    ؤ    ؟9
          إ     ن  آف ق  ج   ة        م ( 
    ع ف ع ى   ع لاء           (ب
   ل                 م   ع  ل       ل (ج
   ج     ع  ل ع ى   ق       ب ( 
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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 

 (        ص  ح ن    صف     ل   قع        ع  ؟10
 ق        ع   ( 
         (ب
  غلا  (ج
    ؤ            ع لاء  ( 

 

 

Module Two review: Getting Prepared to Make 

the Call  

 الثانية: تجهيزات عمل المكالمة مراجعة الوحدة

1. Preparing to make a call begins with 

___________ about your client. 

a) Wondering 

b) Learning 

c) Inventing 

d) Running 

   ل ع    . (     ض   لإج  ء             ب __1
     ءل ( 
    ع م (ب
      ع (ج
   غ ل ( 

 

  

2. A good salesperson must __________ their 

contact person. 

a) Like 

b) Identify 

c) Envy 

d) Alienate 

 (  جب ع ى     ئ    ج   _____     ص     ؤ ل عنه.2
   ل ( 
       (ب
     (ج
 ن   ( 

 

  

 3) In looking for a contact person, it is often 

worthwhile to go through a 

_____________process. 

a) Prequalifying 

b) Problematic 

c) Persistent 

d) Purported 

( في     ث ع    ص    ص ل، فإنه غ                3
    ج ي       ب     لال ع       ـ ________ .

    أ  ل      ق ( 
       ه (ب
       (ج
     زع   ( 

  

4)When you first speak to the contact it will 4          عن       ث   ل   ة إ ى جه     ص ل )
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be appropriate to let them know who 

_______ you to them. 

a) Selected 

b) Questioned 

c) Referred 

d) Belittled 

    ن  ب    ن عهم  ع ف      ________  هم.
 )      
  أ   (ب
           (ج
 ق    ( 

 

  

 

 

 

5) Your contact person is your ____ in to an 

organization. 

a) Lead 

b) Contact 

c) Way 

d) Tunnel 

 

 

 

         ص     ؤ ل ع     ص ل     ص    ( 5
 _____ في  ؤ   .

  ص ص ( 
    ص ل (ب
    ق (ج
 ن ق ( 

 

  

6) The more you can do for a client, the 

more you will be seen as a ____________ 

partner. 

a) Valuable 

b) Reliable 

c) Dependable 

d) Remarkable 

(           إ   ن       م  ه     جل ع  ل،          6
  ن   إ          ____     .

 )      
  ص   (ب
        ع     ع  ه  (ج
 )        

 

  

 

7) If you provide a product that requires 

___________, make it part of the package. 

a) Batteries 

b) Instructions 

c) Training 

d) Money 

( إ   ق      ف    ن ج     ب   ـ ___،  جع ه جزء     7
    ز  .

 )           
  ع      (ب
     ب (ج
   ل ( 
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8) A needs ___________ begins with research 

about what an organization does. 

a) Analysis 

b) Benefit 

c) Dilemma 

d) Problem 

___________      ث   ل    (            ج   8
   ع ه    ن   

     ل ( 
 ن   (ب
  عض ه (ج
 )       

 

  
 
 
 
 
 
 

9) Providing _________ is a matter of finding 

ways to address the problems identified. 

a) Cash 

b) Customers 

c) Solutions 

d) Clients 

(   ف   ___      أ   إ ج         ع  ج        ل 9
       ة.

 ن   ( 
   ز  ئ  (ب
      ل (ج
   ع لاء ( 

 
 

  

10) Find the best ideas and ___________ 

them. 

a) Pitch 

b) Disregard 

c) Implement 

d) Adore 

 (   ع    ع ى  فضل   ف     ____  هم.10
 ن     ( 
  ج  ز   (ب
  نجز   (ج
   ه  ( 

 

 

 

 

 

 

 

 



 

6 

This document is a property of Asaseeyat Academy (Asaseeyat Academy is a service provided by Asaseeyat Consulting Service – COPY RIGHT PROTECTED © 

                   - )                                                              (                                  ©   

 

 

 

 

 

 

 

 

 

Module Three review: Review Questions  :أسئلة المراجعةمراجعة الوحدة الثالثة 

1) Starting off on the right ______ is essential 

in sales meetings. 

a) Leg 

b) Foot 

c) Shoe 

d) Toe 

(     ء ع ى        _______ ض   ي في  ج   ع   1
      ع  .
 )     
 ق م (ب
 نعل (ج
   ص  ( 

 

  

2) The first impression people form of you is 

based on both _________ and 

________factors. 

a) Financial, educational 

b) Superficial, financial 

c) Verbal, nonverbal 

d) Facial, intellectual 

 (     ن    ل  ن   ع   ن س ع    ع ى _____ ______2
             ع      ( 
              (ب
    ي, غ      ي (ج
    جه،         ( 

 

  

3) Which is not an example of a nonverbal 

factor? 

a) Facial expression 

b) Accents 

c) Tone of voice 

d) Eye contact 

 (       س      ع ى ع  ل غ      ي؟3
  ع       جه ( 
  هج   (ب
 نغ     ص   (ج
    ص ل    ع   ( 
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4) When on the phone, pay attention to your 

________ nods. 

a) Verbal 

b) Head 

c) Right 

d) Left 

 إ ى إ   ء   ________. ( عن         ع ى   ه  ف،  ن  ه4
    ي ( 
   س (ب
      (ج
 )      

 

  
 
 
 
 
 
 

5) As a rule of thumb, it is advisable to be as 

____________ as you can on your first 

meeting. 

a) Loud 

b) Quiet 

c) Polite 

d) Shy 

 (    ع ة ع   ،                         ____5
 ع ل ( 
    ء (ب
  ؤ ب (ج
  ج ل ( 

 

  

6) _________ the client for talking with you. 

a) Think 

b) Thank 

c) Treat 

d) Trace 

 ( ____   ع  ل    ي    ث  ع .6
 ف   ( 
     (ب
 ع  ج (ج
 )     

 

  

 

7) When making a warm phone call, you 

should ________ the conversation by 

thanking the client. 

a) Close 

b) End 

 

_____          ( عن  إج  ء                 فئ ،  جب ع    7
 ع     ق       ع  ل.

 غ ق ( 
  ن ه ء (ب
     ح (ج
   ل ( 
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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 

      ئم؟ (     ن غي      ض            ف    ي  ي       8
 )               
    ن     ل      ئ  (ب
    ع  (ج
        ل       ل ( 

 

  

9) Making cold calls can be ________. 

a) Fun 

b) Frightening 

c) Difficult 

d) Time-consuming 
 

 

 

 

 (      إج  ء                 ة _______9
     ح ( 
     ه (ب
 صعب (ج
    غ    ق      لا ( 

 

  

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 

 

 (          ؤ ل    ي   ؤ ي إ ى         ل ع ى    ؟10
       ف    ي ( 
          ي (ب
    ج  ب (ج
     ز ز ( 
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Module Four review : Making Your Pitch الرابعة: تنفيذ العرض الخاص بك مراجعة الوحدة 

 

1) Once you've made it past the opening, it's 

time to make your _________. 

a) Swing 

b) Mess 

c) Pitch 

d) All of the above 

 (   ج          ى   ف   ح،        ق   جعل _____1
      ع ( 
     ضي (ب
 ع ض (ج
      ق ج    ( 

 

  

2) You will need a clear, _________ explanation 

of what your product can do for the client. 

a) Concise 

b) Persuasive 

c) Aggressive 

d) Potential 

(      ج إ ى   ح   ضح               ع ه  ن ج  2
   ع  ل.
    ضب ( 
   نعه (ب
 ع   ني (ج
  لإ   ن   ( 

 

  

3) What is the basic question in all financial 

dealings? 

a) What's in it for me? 

 (          ؤ ل      ي في ج       ع  لا         ؟3
       ي في         ن     ي؟ ( 
       ف    نه ؟ (ب



 

10 

This document is a property of Asaseeyat Academy (Asaseeyat Academy is a service provided by Asaseeyat Consulting Service – COPY RIGHT PROTECTED © 

                   - )                                                              (                                  ©   

b) Who is going to pay for it? 

c) When will it go into effect? 

d) When will it end? 

   ى    ل   ز    ن   ؟ (ج
   ن هي     ؟  ى  ( 

 

  

4) Getting the customer to see why what you 

are offering them is better than the 

competitors is the ________ point. 

a) Only 

b) Last 

c) Central 

d) Crucial 

(    ص ل ع ى   ع  ل   ع ف            ن     م  هم    4
  فضل       ن ف       ______ ن   .

 ف   ( 
 آ   (ب
    زي (ج
    م ( 

 

  
 
 
 
 
 

5) Sometimes the relationship between a 

particular feature and its benefit seems 

_________. 

a) Obvious 

b) Blatant 

c) Bland 

d) Obnoxious 

( في  عض               علاق        زة  ع ن   ف  ئ    5
______ 

   ضح ( 
   ص  خ (ب
     (ج
    غ ض ( 

 

  

6) As most deals have a “cooling off” period, 

the chances are that if you oversell your 

product they will be __________. 

a) Disappointed 

b) Angry 

c) Dissatisfied 

d) Disadvantaged 

(     ع م   ص        ه  ف  ة " ه ئ " ، فإ          6
  نه إ   ق     لإف    في      ن ج  ، ف      ____

   ئب    ل ( 
 غ ضب (ب
 غ     ض   (ج
 غ     ج  ي ( 

 

  

7) It’s a good idea to describe benefits in 

____________ terms.  

 (      ج    صف      ئ   ع      ____ 7
 ص  ح ( 
     غلا ي (ب
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a) Explicit 

b) Exploitative 

c) Explanatory 

d) Expressive 

      ي (ج
  ع    ( 

 

  

8) It is important to be aware of what 

_________ you should take with each 

customer. 

a) Road 

b) Branch 

c) Tack 

d) Angle 

(       هم         ع ى ع م      جب     أ        ل 8
 ع  ل.

    ق ( 
 ف ع (ب
      (ج
 ز     ( 

 

  

9) ______________ are the attractive things your 

product has to offer. 

a) Expressions 

b) Features 

c) Finances 

d) Friendliness 

 ____  ي      ء   ج        ي     ه   ن ج .( 9
    ع     ( 
  لا ح (ب
       ه (ج
 )      

 

  

10) Potential customers are more interested in 

___________. 

a) Benefits 

b) Door prizes 

c) Money 

d) Dinner 

 (   ز  ئ             م              في ____10
 ف  ئ  ( 
 ج  ئز     ب (ب
   ل (ج
 ع  ء ( 
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Module Five review: Handling Objections الخامسة: التعامل مع الاعتراضات مراجعة الوحدة 

1) Customers who are not ready to decide on 

a purchase often come up with ___________. 

a) Rejections 

b) Complications 

c) Objections 

d) Directions 

   ع          ق      أ    ع لاء             ع ى ( 1
    ء غ         أ ي    ____

    فض ( 
    ع      (ب
   ع   ض   (ج
   ج     ( 

 

  

2) Often, all that customers need is more 

___________. 

a) Help 

b) Money 

c) Information 

d) Confirmation 

( في                 ل        جه   ع لاء         2
____ 
  ع      ( 
   ل (ب
  ع      (ج
  أ    ( 
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      3)People will be reluctant to part with 

_________ that they have worked hard to earn. 

a) Paper 

b) Money 

c) People 

d) Coworkers 

(   ن س   ف           ة في جزء    ____  نهم 3
 ع      ج     ب.

 )     
   ل (ب
  عب (ج
 ز لاء   ع ل ( 

 

  

4)Why are some people unwilling to make a 

purchase? 

a) They are wealthy 

b) They don't have money 

c) They secured financing 

d) They have already decided 

         ن س غ      ع    لإج  ء ع        ء؟( 4
 إنهم      ء ( 
   س    هم   ل (ب
     ض ن         ل (ج
     ق         عل ( 

 
 
 
 
 
 
 

  

5)Often, from preliminary conversations, it is 

possible to ________ what objections will 

arise. 

a) Overshadow 

b) Foresee 

c) Avoid 

d) Accentuate 

( في                                              5
________    

   غي ( 
  ن أ (ب
  جنب (ج
     ز ( 

 

  

6)How you handle customer objections can be 

the major __________ on your success in making 

a sale. 

a) Topic 

b) Discussion 

c) Influence 

d) Factor 

(   ف   ع  ل     ع   ض     ع لاء              6
 ___    ئ     ع ى نج    في جعل    .

   ض ع ( 
  ن ق   (ب
  أ    (ج
 ع  ل ( 
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7) Anyone can sell to a customer who is on a 

mission to make a ____________. 

a) Purchase 

b) Opinion 

c) Factor 

d) Fact 

 

 (       ي   ص          ع  ل في  ه    جعل ____7
     ع ( 
   ي (ب
 ع  ل (ج
 )       

 

  

8)_____________ to someone who is determined 

only to buy when they are convinced of a 

good deal. 

a) Giving 

b) Selling 

c) Buying 

d) Trying 

___    ص  ص م ف   ع ى      ء عن       ن  ( 8
  ص    ج  ة.

  ع  ء ( 
     (ب
    ء (ج
      ه ( 

 

 

 

 

 

 

 
 
 
 
 
 

9) Most objections involve costs and 

_____________. 

a) Doubts 

b) Dwellings 

c) Ratios 

d) Rainbows 

 (  ع م   ع   ض    ن  ي ع ى        ف  ___9
 )        
         (ب
 ن ب (ج
 ق س قزح ( 

 
 
 

  

10) Before you can respond to a suggestion, 

you need to understand the real 

_____________. 

a) Objectives 

b) People 

c) Reasons 

 ( ق ل                  ع ى  ق   ح،     ج إ ى فهم __10
     ف ( 
  عب (ب
     ب (ج
    ع      ( 
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d) Comments 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Module Six review: Sealing the Deal انهاء الصفقةالسادسة مراجعة الوحدة : 

1) A good salesperson needs to know 

when it's time to ____ 

a) Go home 

b) close 

c) open 

d) run 

 

 (     ج     ئ    ج   إ ى  ع ف    ى       ق  ____1
 ع     نزل ( 
 غ ق (ب
     ح (ج
   ض ( 

 

  

2) This process of asking a confirmation 

question is sometimes called a _______ 

 (    ى ع       ح  ؤ ل    أ            ن  ب ____2
 إغلا           ( 
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________. 

a) Trial close 

b) Strange ending 

c) True beginning 

d) Wondrous event 

 نه    غ     (ب
              (ج
   ث عج ب ( 

 

  

3) Customers will give you _____________. 

a) Signals 

b) Difficulties 

c) Headaches 

d) Money 

   ع      ع لاء __( 3
 )        
   صع     (ب
   ص  ع (ج
   ل ( 

 

  

4) A closing question should give 

customers _________. 

a) Prizes 

b) Surprises 

c) Alternatives 

d) Pain 

(  جب     ع ي    ؤ ل       ي   ع لاء _____ 4
   ع لاء.

 ج  ئز ( 
      جئ   (ب
      ئل (ج
   م ( 

 
 
 
 
 
 

 
 
 
 
 
 

5) A closing begins with a ___________. 

a) Style 

b) Smile 

c) Question 

d) Answer 

 (       لإغلا  ب ____5
 ن   ( 
     م (ب
  ؤ ل (ج
 ج  ب ( 

 

  

6) One powerful closing technique is to ask 

a question that can't be answered with a ___ or 

__. 

a) Maybe, yes 

b) True, false 

(   ن   إغلا  ق        ة  ي   ح  ؤ ل         لإج    6
 ع  ه ب ___    ___ .

     ، نعم ( 
 ص  ح،    ب (ب
 نعم،   (ج
      ،   ف ( 
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c) Yes, no 

d) Why, how 

 

 

  

7) Once you have asked your closing 

question, be ___________. 

a) Natural 

b) Quiet 

c) Funny 

d) Different 

       ي،    ____  ج     ح  ؤ    ( 7
    عي ( 
    ء (ب
  ض   (ج
     ف ( 

 

  

8) A customer should walk away from a 

closing feeling _________. 

a) Defeated 

b) Victorious 

c) Good 

d) Sad 

 (  جب ع ى   ع  ل     ع   ع     ع         ي ____8
  غ  ب ( 
 غ  ب (ب
 ج   (ج
  ز   ( 

 

  

9) A salesperson should never be 

___________. 

a) Misleading 

b) Factual 

c) Prompt 

d) tierd 

 

 (  جب          ن  ب      ع        ____9
  ض  ه ( 
 قع ه     (ب
 ف  ي (ج
   عب ( 

 
 
 
 
 
 
 
 

  

10Besides being unethical, that kind of 

behavior is bound to _________. 

a) Explode 

b) Implode 

  لاقي ، فإ        ن ع     (   لإض ف  إ ى   نه غ  10
              ب ______

  ن ج  ( 
  نه   (ب
 ن  ئج ع   ه (ج
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c) Backfire 

d) Backlash 

 

    فعل عن ف ( 
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Module Seven review: Following Up لوحدة السابعة: المتابعةمراجعة ا 

1) The closing is not the final stage of a 

__________. 

a) Show 

b) Sale 

c) Circus 

d) Store 

           نه ئ      ____(  لإغلا    س 1
 ع ض ( 
     (ب
      (ج
 )      

 

  

2) The final stage is ________ up. 

a) Following 

b) Suiting 

c) Standing 

d) Giving 

 (           نه ئ    ي ______ إ ى  ع ى.2
       ه ( 
  ن  ب (ب
   قف (ج
  ع  ء ( 

 

  

3) Which is actually a process that may 

continue indefinitely? 

a) Follow through 

b) Follow around 

c) Follow up 

d) Fall down 

 (     ي في     ق  ع     ق        إ ى  جل غ      ى؟3
          لال ( 
    ع   (ب
     ع  (ج
 )    

 

  

4) If you sell via mail, then the delivery should 

be accompanied with a _________ slip. 

a) Complaint 

b) Compliance 

c) Compliment 

d) Continuous 

( إ    ن       ع     ق       ،  م  ن غي         4
  ص           م    ز   ______

    ى ( 
      ل (ب
  ج   ه (ج
 )       

 

  

5) __________________are a sign that you are 

interested in building a long-term 

relationship. 

a) Dear John letters 

b) Thank You notes 

( __________________ علا   ع ى  ن   ه م 5
   ن ء علاق            .

    ئل عز زي ج    ( 
  لا           (ب
            ص   (ج
 ق  ئم            ة ( 
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c) Letters of recommendation 

d) Large mailing lists 

 

  

6) The effect of a “thank-you note” is to make 

a customer feel more than what? 

a) Just a number 

b) Than their neighbor  

c) Cost effective 

d) Embarrassed 

 أ    "    ة    "    جعل   ع  ل   ع           (6
     ؟

  ج    قم ( 
    ج   م  (ب
 فع         ث         (ج
 )       

 

  

 

 

7) Pitching a note at the right level is 

_________. 

a) Smart 

b) Important 

c) Unimportant 

d) Worthwhile 

 

 ع ض  لا    ع ى       ى   ص  ح    ____( 7
   ي ( 
  هم (ب
  هم (ج

  (    ج ي
 

  

8) How many elements are to be taken 

account of in your response to a customer 

problem? 

a) One 

b) Three 

c) Eight 

d) Zero 

 م ع     عن ص     ي  جب       في   ع     في ( 8
    ج              ع لاء؟

 )      
  لا   (ب
    ن   (ج
 ص   ( 

 

  

9) Future sales and referrals depend on 

providing what? 

a) Door prizes 

b) Great customer service 

c) Flowers 

d) Phone numbers 

  ؟(  ع         ع     لإ                ع ى   ف      9
 ج  ئز     ب ( 
      ع لاء   ئع  (ب
  ز    (ج
   ق م   ه   ف ( 
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10) Promote the idea in your organization that 

everyone is responsible for what? 

a) Customer service 

b) Customer appreciation 

c) Customers 

d) Customer finances 

 

 (       ج     ة      ج      ؤ     ع      ؟10
        ع لاء ( 
         ع لاء (ب
   ز  ئ  (ج
     ل   ع لاء ( 
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Module Eight review: Setting Goals الثامنة: تحديد الاهداف مراجعة الوحدة 

1.) If you want to accomplish anything 

important in life, you need to have _____. 

a) Funds 

b) Goals 

c) Wheels 

d) Courage 

( إ    ن    غب في إنج ز  ي  يء  هم في      ة،     ج 1
 إ ى         _____

     ل ( 
      ف (ب
      ب (ج
  ج ع  ( 

 

  

2.) Goals give you something to _________ for. 

a) Shoot 

b) Care 

c) Watch 

d)  Walk 

 (      ف  ع      ئ  ل______     جل.2
   ى ( 
  ع    (ب
       (ج
   ى ( 

 

  

3.) Goals are a part of all human ____________. 

a) Interaction 

b) Endeavor 

c) Dreams 

d) Causes 

 ج          ___(      ف  ي جزء    3
    عل ( 
 ج    (ب
   لام (ج
     ب ( 

 

  

4.) We will gain recognition by achieving our 

________. 

a) Goals 

b) License 

c) Sleep 

d) Time 

(   ف ن صل ع ى   ع   ف     لال     ق    ن  4
______ 
      ف ( 
     ص (ب
 ن م (ج
    ق  ( 
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5.) Goals provide __________. 

a) Raises 

b) Directions 

c) Room 

d) Service 

 (      ف   ف  _____5
 )      
   ج     (ب
 غ ف  (ج
 )      

 

  

6.) Goals should be ___________ but realistic. 

a) Outrageous 

b) Ambitious 

c) Ridiculous 

d) Incredulous 

 (  جب              ف ___6
       ه ( 
    ح (ب
  ض   (ج
     ب ( 

 
 

  

 

7.) Goals can be ________ tools. 

a) Carpentry 

b) Masonry 

c) Motivational 

d) Bridge building 

 

 (                   ف       _____7
   نج    ( 
    ن ء (ب
     زي (ج
  ن ء ج   ( 

 

  

8.) Goals __________ everyone's roles and 

responsibilities. 

a) Alienate 

b) Clarify 

c) Degrade 

d) Improve 

 (      ف ___          ؤ       ل ف  .8
 ن   ( 
   ضح (ب
     ل (ج
 )     

 

  

9.) People who work in sales have more 

________ schedules. 

a) Detailed 

b) Defined 

c) Flexible 

(      ص        ع     في      ع      هم ج   ل 9
.     ________ 

   صل ( 
  ع  ف (ب
     (ج
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d) Manageable  ) م      
 
 
 
 
 
 
 
 

  

10.) Reaching a goal gives you a reason 

to ___________. 

a) Celebrate 

b) Procrastinate 

c) Irritate 

d) Vegetate 

 (    ص ل إ ى   ف   ن        ل___10
     ل ( 
فَ  (ب َّ  َ 
  غضب (ج
 ن   ي ( 
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Module Nine review: Managing Your Data التاسعة: إدارة بياناتك مراجعة الوحدة 

1) Salespeople collect an enormous amount 

of __________. 

a) Miles 

b) Information 

c) Coffee 

d) Snacks 

  ج    ن          ع          ئ      ___( 1
     ل ( 
  ع      (ب
 قه ة (ج
    ج          ه ( 

 

  

2) ___________ your data will help you work 

more efficiently. 

a) Saving 

b) Managing 

c) Collecting 

d) Discarding 

 

 ( ____    ن        ع   ع ى   ع ل     ءة     .2
 )     
       (ب
 ج   (ج
  ج  ل ( 

 
 

  

3) The more information you can keep on 

customers, the more effective your 

________________. 

a) Sales force 

b) Record keeping 

c) Take home pay 

d) Blood pressure 

(      ز   ع      ع         ي    ن           ه  ع  3
 في ___  ع لاء،                   فع     

 ق ة      ع   ( 
        جلا  (ب
      ج     نزل (ج
 ضغ     م ( 

 

  

4) Whatever data management system you 4 ن  م إ   ة      ن      ي       ،     ج إ ى جع ه         )
 _________      ي.جزء     
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choose, you need to make it a part of your 

daily_________. 

a) Routine 

b) Home team 

c) Lunch 

d) Trash 

 )         
 ف  ق    نزل (ب
 غ  ء (ج
 )   َ َّ  َ    

 

  
 
 
 
 
 

5) The best data management system is the 

one that works for ______. 

a) Free 

b) You 

c) Pennies 

d) Coins 

 (  فضل ن  م لإ   ة      ن         ي  ع ل ل______5
   ل ( 
  ن  (ب
    ن    (ج
         ن   ه ( 

 

  

6) The system you choose should be quick 

and _________. 

a) Efficient 

b) Eco-friendly 

c) Easy-to-use 

d) Economical 

 (  جب           ن  م    ي           ع   ___6
    ء  ( 
 ص         ئ  (ب
  هل        م (ج
  ق ص   ه ( 

 

  

 

7) The efficiency of a good computer data 

management system allows a salesperson 

to find the_________ they need. 

a) Help 

b) Information 

c) Cash 

d) Team 

   ءة ن  م إ   ة    ن             ج  ة    ح  ن  ب ( 7
    ع     ع    ع ى _________    ي     ج نه .

  ع      ( 
  ع      (ب
 ن   (ج
 ف  ق ( 
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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) It is expensive 

d)    It can be used to generate reportsh 

 (       ع ب ن  م  لإ   ة         ؟8
        ف  ق         ث ( 
             هل        م (ب
                  (ج
                  ه لإن  ء          ( 

 

  
 
 
 
 
 
 
 

9) There is some ________ about the worth of 

expensive computer data management 

systems. 

a) Fuss 

b) Debate 

c) Doubt 

d) Facts 

(  ن    عض ______   ل ق     ن    إ   ة    ن   9
.                      

 ضجه ( 
  ن ق   (ب
   ب (ج
      ئق ( 

 
 

 

  

10) Many salespeople continue to use manual 

contact management _________. 

a) Systems 

b) Programs 

c) Notebooks 

d) sticky notes 

 

(         ع        ن   ي      ع   في       م إ   ة 10
 جه      ص ل         ____

 ن م ( 
       ج (ب
  ف       لا     (ج
  لا      ص   ( 
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Module Ten review: Using a Prospect Board استخدام لوحة توقع العاشرة: الوحدة مراجعة 

 

1) A prospect board is a powerful tool that 

can help you track ________. 

a) Prospects 

b) Horses 

c) Finances 

d) Bets 

(        ع لاء            ي    ة ق               ع   1
 ع ى      ______

  ف   ( 
    ل (ب
       ه (ج
      ن   ( 

 

  

2) To use the prospect board, create a 

_____for each prospect. 

a) Trail 

b) Card 

c) Plan 

d) Shelter 

(       م        ع لاء      قع  ، قم  إن  ء _____ 2
   ل      ل    ق .

   ب ( 
    ق  (ب
     (ج
  أ ى ( 

 

  

3) What do the letters FA stand for? 

a) Follow around 

b) Fact alert 

c) First appointments 

d) Fast alert 

 ؟FA      ي  عن ه      ف    ي     ه  ( 3
    ع   ( 
  ن  ه      ئق (ب
      ع       ى (ج
  ن  ه      ( 
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4) A prospect board is arranged in ________ 

vertical columns. 

a) Nine 

b) Five 

c) Three 

d) Six 

(   م     ب        ع لاء      قع   في  ع  ة ع      4
_____ 

   ع  ( 
      (ب
  لا   (ج
 )     

 

  
 
 
 
 
 

5) Just like with any stats board, the prospects 

board will alert both the sales force and 

the ____________. 

a) Management 

b) Coworkers 

c) Custodians 

d) Vendors 

(                  ل     ي        ص ئ    فإ   ج س 5
     قع    ن  ه  ل    ق ة      ع     ____

 إ   ة ( 
 ع لز لاء    (ب
   ن ء (ج
     ئع   ( 

 

  

6) Every card should be __________. 

a) Documented 

b) Counted 

c) Dated 

d) Erased 

 (  جب          ل    ق  ___6
     ق ( 
 ع  (ب
  ؤ خ (ج
   ح ( 

 

  

 

 

7) The reason that the prospect board works 

is because it gives a live ____________. 

a) Demonstration 

b) Situation 

c) Conundrum 

 

(     ب في     ج س   ع لاء      قع    ع ل  نه  ع ي 7
   ع ش ______

 )        
   قف (ب
    غز (ج
 ع ض ( 
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d) Show 

  

8) The ________ of each card should be 

reviewed on a daily basis. 

a) Length 

b) Time 

c) Status 

d) Color 

 (  جب    جع  _____   ل    ق  ع ى    س    ي.8
   ل ( 
    ق  (ب
      (ج
 )     

 
 
 
 
 
 
 

  

9) If a prospect makes it clear that they are 

not going to buy your product, _____ their 

card. 

a) Copy 

b) Remove 

c) Reuse 

d) Repeat 

( إ            ل  جعل        ضح  نهم       ء    ن ج 9
     ص   ______    ق هم.

 ن خ ( 
   ع  (ب
  ع    (ج
 )     

 

 

 

 

10) The ________ through the board will be 

monitored on a daily basis. 

a) Lines 

b) Changes 

c) Traffic 

d) Interruptions 

 (    م  ص  _____     لال    ج س ع ى    س    ي.10
 )      
    غ      (ب
      (ج
  ن   ع ( 

 

 


