N
/ t
Aeeen Top 10 Sales Secrets

Optimizing e-Learning

Module One: Review Questions AV Baa gl daa) sa
1) Which is not an assertive trait? A jla dew Cud 41 e 1 (1
a) Manipulative el (]

J
b) Calmness U:i (("_'
. o z
¢) Enthusiasm Ll (o
d) Positivity
2) Most customers purchase from sales o Cpdll Slagaall i) (g ) 3 e Seall alana (2
people who are: e (!
a) Aggressive wﬁ" (("_’
. G oania (z
b) Intimidating L (o
c) Overbearing
d) Assertive
3) What is emotional intelligence? fblall 183 o L (3
a) Your intelligence, asin 1Q . 1Q & dadl s LS liSs (]
. . alal gl 3 ol 3 el aS
b) How well you identify and control j’d QJ; A m;_, L (-
. Y ) b Ll s b dalat e (2
emotions ikl
¢) How well you score on emotional siatll a8y ¢ LaT B (2
stability tests
d) An analytic market, used to recruit
4) Which is not a trait of someone who hasa  f&lle dhle 1S3 4l (add Claw (o dew Sl (25 (4

high emotional intelligence? e (

g3l (@
a) Empathy S (o
b) Calmness
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c) Problem solver
d) Hot temper

Customers value sales people that
a) Close the sale quickly

b) Only visit when called

c) Solve their problems

d) Give them discounts

Sales are essentially for the
customer.

a) Problem solving

b) A waste of time

c) Money losses

d) Cause of problems

After you present the data, the customer
wants the product; the is the next

step.

a) Money transaction
b) Close

c) The sales pitch

d) Research

Which technique is not used to close the

deal?
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a) Assumptive

b) Bonus to purchase
c) Threats

d) Calendar deadline

9) We usually end up avoiding the

salesperson.
a) Pretentious
b) Pretty

c) Pushy

d) Personable

10) There is a fine line between being assertive

and

a) Closing the sale
b) Being aggressive
c) Being emotional

d) Being a good salesperson
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Glasall G gate uiaty Cslaall Wy i Lesale (9

BIVEN |y (ur
w ! . .-x‘ (G
BTSN

seonll omad,bd 225 (10

el idee J8) (0
Lilsae oS gl (@
Gikle S50 (g
B Glase Csaie oS (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

3



4 nn o
Mseeyat
cademy

Optimizing e-Learning

Module Two: Review Questions 40N Saa gl daa) ja
1) How is primary research conducted on o aall o A0 5¥) &gl o) ja) o S (1
customers? Gl b g psals ()

a) Third party researchers 3 ‘“EM”&_”M UA.A'““ > (=
b) As the second phase of an organized it ol e (3

project
c) Through funded research projects
d) With the customer themselves
2) Which is not a reason to perform research SAL e Gl ol 2 L Gad 985 (2
on your customers? Aeliall Slaladl ol (1

B i Gk oe JWl s (g
edaall ilalgia) alai (2

a) Learn industry trends

b) Learn customer concerns
c) Save money by saving time
d) Learn customer needs.

3) Customer value is defined as: il e dfﬂﬂ‘ dad oy g = (3
a) The benefits to the customer, less the Jpenll Al U“‘ Bl ¢ Juaall 0N (]
Jaead) 138 e Jpemn) 2S5 B ¢ Jaae 25n5 218 (0
Jaenll 2L 8l (2
Jrenlly Laliia ) 4S5 (2

cost to the customer
b) The benefits of having a customer, less
the cost to acquire that customer
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¢) The financial abilities of the customer
d) The cost of retaining a customer

4) How can you determine your customer’s flrenll o dast dliSyy (oS (4
values? Adlal) ddael ) ()
uélé. - -“1.‘53 (L.A

a) Do a background search .

b) Hire a private investigator

Juendl JL) (2
¢) Do a credit check
d) Ask the client
5) How do you know your customer’s needs? feliBlee Claliial Cajpi as (5
a) Ask the client draall Jud (]

b) Know your product well
YOUrP T B I (G

c) Know your customer well

Gl S (2
d) All of the above
6) Knowing your customer’s needs is . sl paldll Jaaall laliia) 48 )20 (6
a) A trait you should strive for e R e e I (
JU Gl (o

b) Expensive o )
) Ol gl e SN a0 (2

c) Takes too much valuable time D ians asdl lia idala Y (o

d) Not needed in this day and age

7) How can you anticipate a client's upcoming aaldll Jpand) ilaliial o8 55 i€y CaS (7
needs? pea (I
a) Guess Jreall 5u€ll Soall Jd Jiall (@
eludlia Jlul (z

b) Call before the client's big event liaall e Agladll Gonaall CVa 3l & (o
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c) Ask your competitors
d) Read the local newspaper articles on

the client
8) Anticipating the client’s needs is a trait d8 e dew o el clslia) 845 (8
___ by customers. ohadl
a) Hated a4 c:ff; (g
b) Unheard of bl 8 Jdilal cxdy (7
) Paid extra for in the past (2
d) Appreciated
9) __ expect you to be knowledgeable Geanlhd e il diaady (9
in several areas. ; “’YM‘
a) Employers dﬁ“'—’r‘ (
b) Coworkers sl ;}:A ((Z
c) Salespeople eSkaall (3
d) Customers
10)__, many times, is reflected in the Eaadll 8 glal) ge S B OaSaly (10
research performed by the sales person. el i °‘J-“i}fm
a) Customer satisfaction MM;?:JL;:J(E
b) Sales made Juall s (z

¢) Money made G e o o8 Y (3

d) None of the above
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Module Three: Review Questions

1) What should you know about your
product?
a) Everything from conception to present
b) Price, weight, shipping times
c) Price
d) Shipping times

2) Besides your product, what else should you
know before you start to sell?
a) The miles you traveled
b) The competition’s product
c) The amount of money spent producing
the product
d) The company that employs you

JEEY 5aa gl) Aaal sa
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3)

What will influence a customer’s decision

to purchase?

a) Color of the sales person's attire

b) Training time the sales person has
received

c) Sales person’s knowledge of the
company

d) None of the above

What is not a fact to know and use to sell
your company to a customer?

a) Years in existence

b) Number of recalls

c) Positive reviews

d) Charitable work in the community

How can you become more enthusiastic?
a) Coffee

b) Knowledge

c¢) Genetics

d) You can't be more enthusiastic

Tel pilly dpandl )8 e Sisas s3I e (3
Glaaall G gaie pude o8
Glaall G gaia olali (A1 il (<
A AL Gl st dd 2 (2
G las s Y (2
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6) Why should sales people be enthusiastic?

8)

9)

a) Increase sales
b) Blow off steam
c) Make friends

d) Increase karma

Good sales people align their product with

the customer's
a) Budget

b) Expectations

c) Future needs

d) Values

Which of the following items is not an
example of aligning the product with the
customer’s values?

a) Guaranteed product

b) Limited customer service hours

c) #1rating in the market

d) Payment plans

Before you can sell your product/service,

¢ opanie Clagsal) (WUl () 5S5 o ey 13 (6
Glagadl 3y y (]
Dl s (@
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Ao Slhaabhy (2
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essentially sell your . sl dSm
a) Product C—‘; ((‘
zs o«
b) Soul <A (z
c) Self il (2
d) Company
10) Good sales people aren't enthusiastic ¢l Gileally G saall Glagal) il 2 Y (10
because of the sale; they make the sale  eewalAle el
because of their ; )
ol ()
a) Boss o) (o
b) Competitor el (2
c) Enthusiasm 8l el (3
d) Pitch
Module Four: Review Questions dag) ) Bas gl) Axa) ja
1) Why is it important to “sift” your leads? fella god "AL 2" agall (e 13 (1

Claegaall SLSAl o 2 3al) Jeng s (1
| S Jpll b ad) (@

duWlly il s (z

Ol s per cgllae s (2

a) It makes more sales calls
b) It gets you home earlier
c) It saves time and money
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d) Itis required by law

2) Which option is not criteria for “sifting"? G J ) e iy Y A Al 8 L (2
a) If the client is able to purchase s o8l e |8 Gaall S 1Y (
day deaadl S (o
Lige el S ) (2

Ll 1508 Juaall S 1Y) (2

b) If the client is a man
c) If the client is interested
d) If the client is financially able

3) Which is not a cost to pursuing a lead? Tl o))y (ernll A8 a8 L (3
a) Time <l (l
b) Stress sl e S (

c) Cost per mile

Alad) il (2
d) Added sales

4) You want to spend more time on: tte SB ) e jall slmd oy 5 (4
a) The bigger sale potential oSy c—“” Gk (]
"J.\Stm_\"
b) The “for sure” sale S (<
. ) . d:\l.ujn} pailalf & dé.ud\ (C
¢) The client with interest and means .
Gl dS (2
d) All of the above
5) Which statement is true of your lead list? fely Lalaldl 3al ) 4dld e ety o3 gl 58 W (5

Jumdl elly IS LS saall il LS (

il el S WK pad] S WS (<

Oba¥l (e S Al ast (2

CallSs Jand a1 Jlai¥) Cilgny BlESY) (2

a) The longer the better

b) The shorter the better

c) Prioritize often

d) Keep the contacts that cannot afford
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your services

6) Which lead should be let go?

7) What is the benefit of focusing on the

8) Which lead would be a positive lead?

9) To truly be a qualified sales lead, the

a) Bankruptcy

b) Sent an email asking for pricing

c) Left name at a vendor booth

d) Listed on a list of competitor clients

positive leads?
a) Lower sales results

b) You are not wasting your valuable time

c) Fewer relationships
d) Less travel

a) A cold call out of state
b) A client filing bankruptcy
c) Yourself

d) A client that stopped by a vendor show

customer must have a need for your
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10

Product
Personal information

a
b
C
d

-

Time
All of the above

== —

) Qualifies of a potential client:

a) The product is appropriate for that
customer’s needs

b) The person is interested in making the
purchase

c) The person is qualified to make the
purchase

d) All of the above

il (i
dpaddll Glegaall (@
s (z

a)\Q\JJ)LadS (J
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Module Five: Review Questions

1) Why is expertise in your field important?

a) Better schedule
b) Better sales

C) Better likeability
d) Better sales leads

Which is not a technique to gaining
expertise?

a) Continued learning in the field
b) Mentors

c) Expensive certifications

d) Setting goals for improvement

Why is knowing your competitor
important?

a) So that you can avoid selling the same

products

b) So that you can avoid calling on the
same customers

c) So that you can have different
marketing strategies

d) So that you can capitalize on their
weaknesses

Lalil) Bas gl daa) s

fiaga dllac Jlae L3330 13 (1
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4) Which of the following tools is not used to

6)

"know your competition”?
a) Google Alerts

b) Social media

c) SWOT analysis

d) Online purchases

Why is continuing your education
important?

a) The world is always changing
b) It will get you a better job

c) It will keep you busy

d) Itis a requirement

Which is not a recommended way of

continuing your education?

a) Workshops

b) Online trade websites

c¢) Communication with research and
development

d) Twitter

How can you gain authority?
a) You can't, it's genetic
b) 5 years of service

c) Educate yourself in the industry and the

product
d) Send more emails
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8)

10)

What is not a way to show your authority

with the customer?

a) Know the different options of the item
you are selling

b) Know that your competitor doesn't
have the same product

c) Give the client options to choose from

d) Authorize a purchase without the
client’s knowledge

Sales persons that have no idea what they
are selling do not have great _____
records.

a) Classical

b) Respectful

c) Sales

d) Rock and roll

_____inyour field can be acquired at any
age.

a) Expertise

b) Sales

c¢) Customers

d) Sales representatives

fdrendl pa clilals by 44 )k cud & L (8
Al s yemiall Adli ) Ll e iy (]
C.\.\AX\Q»SJMYML\AU\;J);\ (<
lein oo RN daandl il it ellae) (2
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Module Six;: Review Questions

___are considered evidence of a good
product to the customer.
a) Sales projections
b) Sales receipts
c¢) TV commercials
d) Testimonials

Using testimonials during a sales pitch will
build ___
a) Aggravation
b) Mistrust

c) Trust

_ with the customer?

d) Impatience

Being transparent is a trait that sales
people_

docaled) Bas gl daa) sa

el ds i dgag e Sl aas (1
Clagall cilad i (
Glapall DY¥Lay (@
i sl ey (g
Gllgd (2
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a) Should avoid ind oy (I
DY pala i ) ey (@
Gl slae Jlelal are ny (2

b) Should strive to possess
¢) Should not show to customers
d) Should not show to team members

Transparency in a sales rep is a dow (& Gl saie 3 48AN (4
trait. e (!
s

a) Costly ' ((“"’

: e (2
b) Negative deoe (5
c) Positive
d) Ridiculous
Genuine sales people are: D Sl (sie ddia (5
a) Valued by customers eSlanll Ji (e Al (]

ded e (<

b) Not effective

Jladl 484l K (2
c) Cost the company money oA (¢

Laas 43S aly (2
d) Born being genuine

How does one become genuine? L oy Of 5 all (S 35 (6
a) Itis genetic sl (]
Al Aol (@
Gk e osSidl (g
Addal cliall dujlae (2

b) Practicing secrecy
C) Being dishonest
d) Practicing genuine traits

What action will help you see the sale from i 4 (e gl &5 (Ao el 3 ol 2 YV L (7

the customer’s point of view? ‘-'d.wi\‘
il e Google &~y ¢l a) (!

a) Perform a Google search on the ;
) g nd siall e Dlaall Laild sl sl aaat (o
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8)

product
b) Prioritize your leads list
c) Be self-confident when speaking
d) Ask questions and listen to their
response

Why should you see the customer’s point

of view?

a) It makes them feel important

b) It will help you better understand their
needs

c) It will make you feel important

d) It will improve your listening skills

Customers buy from the people they .
a) Believe

b) They think are smart

c) They trust

d) They know are business-focused

10) To build trust, the customer must know

that you have_______ for them.
a) Empathy
b) Respect
c¢) Fondness
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d) None of the above

Module Seven: Review Questions daglud) Bas gl) A2a) sa
1) Which is not a way to actively listen? by ¢ Laindl A3 yh sl (a5 (1

a) Face the speaker Aeled dgalse (!
LEEY (z
Goatall Je 38 8l (o

b) Take notes quickly
¢) Do not interrupt
d) Focus on the speaker

2) Why is it good to actively listen to your felliee Y Llihy o Laiul) aall e 13 (2
client? 20 5all g e s (!

Ay e Bl ol (o

a) It will speed up the appointment
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b) You won't have to answer questions

¢) You can check your emails at the same
time

d) Your customer will know that you
appreciate their time and business

Why should you communicate often with

your clients?

a) Your boss said so

b) You want to get free food from them

c) You want the customer to know you are
thinking about them

d) You want the frequent flyer miles

How can you communicate often with your
customers?

a) Email your newsletter along with
coupons

Have your assistant send them an e-
mail

E-mail them a survey

None of the above

What is an acceptable reward for a
customer?

a) $1,000 cash

b) Swag or small gift

c) A new car
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d) Gifts are not recommended

6) A____ will show your customer that 3 Gl @l palal) Jreall jelai (o gas A (6

you appreciate them.
a) Few extra sales calls
b) Few less sales calls
c¢) Reward

d) New product

o)

Ll Slagall e e Jil 22e
lagaall J8 €l (e Sl sae (<
s (2

A Zie (2

7) Building new relationships will lead to (Sae ) (S B B oLy (7
possible sl (i
a) Termination e c::\ :t: ((Z
b) New sales : PR

c) Overtime hours
d) Extra desk work

8) When is it recommended to build a new
relationship with a customer?
a) Two months after meeting
b) A year after meeting
c¢) When the customer makes ten
purchases
d) Immediately

is a skill that almost everyone
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needs to develop, and is definitely Sl aes Y Lo skt )
appreciated by all. bl (&3 (]

i intell; Jdl) gl (o
a) Emotional intelligence o G
b) Active listening .y m‘f :
c) Selling
d) Reviewing data

10) Which of the following are good ways to o3l pa Jial ill B @)J? 2y L;J Les (o (10
communicate with customers? . ZZL;Nj (!
<IN o ,

a) Phone call N j) = (<

i sl e Gl (7
b) Email St (-

¢) Unscheduled visits
d) All of the above
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Module Eight: Review Questions

D)

3)

Why is it bad to sound scripted?

a) You sound fake and not genuine
b) It's hard to remember all the script
c) Itistime consuming

d) It takes years of practice

What is not a way to sound unscripted?

a) Being prepared for questions from the
client

b) Making it conversational

c) Start with "How are you today?”

d) Ask the client questions

When can you use humor during the sale?
a) Never

b) Anytime it is appropriate

¢) Only in the thank you/reward phase

d) Only in the follow up

4) Which is important when using humor?

a) Appropriate material
b) Unscripted delivery
c) Doesn't overshadow the product
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5)

6)

7)

d) All of the above

What is not a way of being yourself?
a) Be honest

b) Let your personality shine

c) Be candid

d) Try to act like your mentor

Why should you be yourself?

a) It shows that you are honest

b) It shows that you are genuine

) It builds a relationship with the client
d) All of the above

You should thankand __ your
customers?

a) Call on again

b) You're welcome

c¢) Reward

d) Payoff

Saying thank you __

a) Shows the customer that you
appreciate them

b) Shows the monetary value of the sale
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c) Shows the customer your company has
finances
d) Says that you are superior to your

customers
9) Havinggood skills in sales is a Glagal) 3 Sl e Ul (9
- Aasl) ey
priority. Lille (i
a) Emotional s (o
b) Driving il (z
¢) Communication gkl (2
d) Cooking
10) How can you improve your communication el Juai¥) Sl Jlgn (ppuand eli€ay 25 (10
: Gl (
skills? ) u,;n ((
) <
a) Research Syl (e
— J g
b) Practice Gl s Y (o
c¢) AandB

d) None of the above
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Module Nine: Review Questions dacdsl) 3aa gl daa) e

1) Which statement is true? Srna Ol (1
L 25l el i w1
Lot daalil) sleall Hasi o g (<
Jadll ¥ dalsi sy (g
Yei:\»hc&cds‘)ﬁuiu;.}w (J

a) Only closing sales is valued work

b) You should value your successful tasks
only

c) Failures should be ignored

d) You should value all your work,
successful or not

2) Who should value your work? fellee 06 o ang (2l e (2
a) The customer deaall (!
... FERINA|] (u
b) The competition o i
c) Your co-worker cl - (a
d) You
3) Who should you reward to motivate into Sandl e o juiat) 43S o a3 00 (3
action? U“""J” (
<l «
a) The boss (<
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4)

b) Yourself
c) The product designers
d) Your competition

Which is not an example of rewarding

yourself for motivation?

a) Ordering pizza before finishing the
project

b) Getting one last sale before going
home

c) Making one more sales call before
going to lunch

d) Cookies when you get the task
completed

If you are focusing on your successes, you
can't focusonthe

a) Important things

b) Future plans

c) Failures

d) Cold calls
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6) Which is not a way to focus on your

successes?

a) Not trying cold calls because you have
not been successful

b) A list of your closed sales that you can
refer

c) Finding ways to improve on less than
positive interactions

d) Rewarding yourself

Procrastinationis

a) Avoiding all failure possibilities
b) A positive trait

c) Egotism

d) Delaying a difficult project

Procrastination can be stopped how?
a) Smaller goals

b) Avoidance

C) It can't be stopped

d) You can take vitamins
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9) Keeping yourself ___canbe a
daunting task at times. It can be especially
difficult if the task is unpleasant or

unknown.
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a) Goal oriented

b) Better educated

c) Motivated

d) Emotionally intelligent

10) You must first beginto ___ yourself by

acknowledging the value of the work that
you have completed already.

a) Educated

b) Motivate

c) Organize

d) None of the above

Module Ten: Review Questions

)

Which option is not one of the criteria for a
SMART goal?

a) Timely

b) Specific

¢) Thorough

d) Achievable

When should you use the SMART goal
technique?

a) Long term goals

b) All goals

c) Short-term goals
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3) By setting a long-term goal, you are forced

d) Financial goals

to do what?

a) Spend money
b) Be discouraged
c) Be wealthy

d) Focus

How long is a long-term goal?
a) Longer than a year

b) A year

¢) A month

d) A week

How long is a short-term goal?
a) It doesn’t have an end date
b) A year or less

c) Two years

d) Thirteen months

Short term goals are ____ to achieve.

a) Harder
b) Impossible
c) Never
d) Easier
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7) Tracking your goals is
a) Necessary
b) Not necessary
c) Detrimental
d) Pointless

8) Modifying your goalsis_____

a) Not recommended
b) Not performed by you
¢) Rare

d) Recommended when necessary

9) Setting ___is critical to your performance.

a) Pay scale
b) Sales report
c¢) Goals

d) Paperwork

10) Goals are:
a) Stupid
b) Useful
¢) Not applicable
d) Too difficult
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