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	1.  Overcoming buying concerns is the first step in the personal selling process.

a (True)

b (False)

2.  The standardized type of sales presentation can be especially useful for new salespeople.

a (True)

b (False)
3.  Which of the following skills are used in the post-interaction phase of the selling process?

a. relating to the client

b. dealing with dissatisfaction

c. advocating a solution

d. needs discovery

e. all of the above

4.  In the selling process, which of the following activities would occur first (before all the others):

a. answering objections.

b. determining customer needs.

c. delivering a sales presentation.

d. closing the sale.

5.  "May I ask you a few questions about your current manufacturing processes?" is an example of a:

a. permission question.

b. fact-finding question.

c. feeling-finding question.

d. checking question.

e. could be considered any of the above.

6.  What is the major reason salespeople are so hesitant to close a sale?

a. loss of friendship

b. fear of success

c. fear of rejection

d. too much follow-up work

e. fear of upsetting the buyer

7.  Follow up in personal selling may refer to:

a. trying to sell a product upgrade to a current customer.

b. making sure the order is delivered on time and the customer is satisfied.

c. following the suggestions of senior salespeople.

d. both a and b above.

e. all the above.
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	1. A good leader does not necessarily possess good managerial skills.

a (True)

b (False)

2. Each of the four leadership styles in the Situational Leadership Model results from a combination of high or low supportive and responsive behavior.

a (True)

b (False)

3. Recent studies have shown that the best leaders develop certain skills during their careers. Which of the following is not one of these skills?

a. empowerment

b. vision

c. self-understanding

d. analytical ability

e. value congruence

4. Which of the following is a source of leadership power?

a. legitimate

b. expertise

c. referent

d. coercive

e. all of the above

5. As a newly hired salesperson, you have been assigned to a territory where your manager basically communicates in a style that tells you when and how to close a sale, with little opportunity for feedback or questions from you. This is an example of which leadership style?

a. telling  

b. delegating

c. supporting

d. selling

e. authoritative

6. Which of the following is the most commonly covered subject during a sales meeting?

a. training

b. motivational talks

c. feedback and progress reports

d. information on competitors' efforts

e. new products

7. Sales meetings are defined most often by which categories when referring to the size of its scope?

a. internal, external

b. local, regional, national

c. motivational, recognition

d. new or old products

e. beginning training or advanced training
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	1. Evaluation is essentially a comparison of sales force goals and objectives with actual achievements in the field.

a (True)

b (False)

2. National advertising and production costs are typically directly controllable by sales managers.

a (True)

b (False)

3. You were asked to develop a sales force evaluation system by your boss. The first step in this process is:

a. Decide how the goals will be achieved.

b. Set performance standards for different levels of salespeople.

c. Set performance standards for individual products.

d. Decide what you want the sales force to accomplish.

e. Look at the differences between performance standards and hypothetical results from future sales.

4. Which of the following is not part of the sales force evaluation model?

a. set goals and objectives for sales force

b. design sales plan

c. set performance standards for individual salespeople

d. measure results against standards

e. none of the above (all are part of the sales force evaluation model)

5. Controllable costs often interest sales managers most because: 

a. they are convenient due to their fixed nature. 

b. they are the only costs that can be calculated. 

c. they are the costs that a sales manager can influence.

d. they always account for the most costs.

e. all of the above. 

6. Focusing on the different types of activities carried out by field representatives is an inherent part of: 

a. input management.

b. operations management.

c. output management.

d. territorial management.

e. portfolio management.

7. In sales analysis the iceberg principle means: 

a. you cannot evaluate most of your sales until the sale is closed.

b. another name for the 80-20 principle.

c. sales figures reveal only a little of the story.

d. you are competing in tough territories where evaluation may be inappropriate.

e. daily call reports are not going to be very reliable. 


	
	1. Evaluation is essentially a comparison of sales force goals and objectives with actual achievements in the field.

a (True)

b (False)

2. National advertising and production costs are typically directly controllable by sales managers.

a (True)

b (False)

3. You were asked to develop a sales force evaluation system by your boss. The first step in this process is:

a. Decide how the goals will be achieved.

b. Set performance standards for different levels of salespeople.

c. Set performance standards for individual products.

d. Decide what you want the sales force to accomplish.

e. Look at the differences between performance standards and hypothetical results from future sales.

4. Which of the following is not part of the sales force evaluation model?

a. set goals and objectives for sales force

b. design sales plan

c. set performance standards for individual salespeople

d. measure results against standards

e. none of the above (all are part of the sales force evaluation model)

5. Controllable costs often interest sales managers most because: 

a. they are convenient due to their fixed nature. 

b. they are the only costs that can be calculated. 

c. they are the costs that a sales manager can influence.

d. they always account for the most costs.

e. all of the above. 

6. Focusing on the different types of activities carried out by field representatives is an inherent part of: 

a. input management.

b. operations management.

c. output management.

d. territorial management.

e. portfolio management.

7. In sales analysis the iceberg principle means: 

a. you cannot evaluate most of your sales until the sale is closed.

b. another name for the 80-20 principle.

c. sales figures reveal only a little of the   story.

d. you are competing in tough territories where evaluation may be inappropriate.

e. daily call reports are not going to be very reliable. 


	
	
	
	


