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Study Questions

1. What is a feature-benefit sales presentation?

a) matches features of the product to the benefits for the customer

b) matches benefits of the product to the features of the customer

c) matches features of the customer to the benefits of the product

d) matches benefits of the salesperson to the features of the product

2. If a customer hesitates or demonstrates concern about making a 

purchase:

a) the salesperson should be insulted

b) the salesperson should express annoyance if the concern is

relatively minor

c) ignore it

d) the salesperson should respect the customer’s opinion even if

there is no agreement

3. What is the first step in presenting a product?

a) have the customer buy the product

b) develop customer’s interest

c) get customer’s attention

d) spark desire in the customer

4. Prospecting is:

a) prescreening all prospective buyers in a given area based on      

    willingness or ability to buy

b) the process of grouping identifiable customers who possess similar

    needs and desires

c) classifying customers according to sales volume

e) the process of identifying potential customers

5. Which of the following should be included in the preapproach of a

sales presentation?

a) closing the sale

b) showing the product to the customer

c) obtaining product knowledge

d) ordering the product you plan to sell

6. It is a good sales approach to:

a) make suggestions from the customer’s point of view

b) suggest additional merchandise to the customer while they are 

considering their first purchase

c) avoid specific suggestions

d) keep the customer from handling the product

e) interact with several customers simultaneously

7. Which of the following is one of the three most common types of

customers?

a) want-to-buy-it-all customers

b) just looking customers

c) know-it-all customers

d) angry customers

8. What does the salesperson do while completing the approach of a 

sale?

a) puts the customer at ease with a warm, friendly welcome

b) qualifies the customer

c) makes a sales presentation

d) closes the sale

9. One method for opening a sale is:

a) giving free samples

b) telling the customer how much the product costs

c) telling the customer that he/she would be a fool to buy any other

product

d) waiting at the cash register for the customer to approach you

10. What is one of the best methods of determining a customer’s needs 

and wants?

a) tell the customer what he/she should want

b) listen to the customer

c) observe how the customer is dressed

d) assume you know what the customer wants

11. What is one of the tactics that may be used when handling customer

objections?

a) ignore the objection

b) tell the customer he/she is wrong

c) argue with the customer

d) restate the objection in your own words

12. One method of overcoming a customer’s objection is:

a) answer objection quickly

b) admit objection is true, but explain why it’s not a problem

c) explain, in detail, why the customer has no basis for the objection

d) tell the customer that no one has ever objected to this product before

13. What is one of the acceptable methods of closing a sale?

a) trial close

b) force a close

c) turn the close into a ceremony to make the customer feel important

d) tell the customer how much the sale means to you personally

14. The final step in a sales presentation is:

a) approach

b) handling objections

c) close

d) demonstration

15. Which of the following is a bad method of handling customer’s 

objections?

a) listen to the customer’s objections

b) pause before answering objections

c) argue with the objection

d) show empathy for the customer

16. Customers:

a) are the most important people to any business

b) do the business a favor when they make inquiries

c) are the people who make it possible to pay the salesperson’s salary

d) are not an interruption of the salesperson’s work

e) all of the above

17. Whatever provides the customer with advantage or gain is called

a) feature

b) intangible benefit

c) benefit

d) bargaining chip

18. What is selling?

a) assisting the customer

b) forcing the customer to buy

c) ringing up the sale on the cash register

d) the opposite of buying

19. Why is selling important in marketing?

a) selling is not important in marketing

b) selling helps move the product through the marketing process

c) selling is where all the money is made in the marketing process

d) selling and marketing are exactly the same thing

20. The path in marketing goes as follows: Manufacturer to wholesaler to

retailer to consumer.  Where does selling fit into this process?

a) between retailer and consumer

b) between wholesaler and retailer

c) between manufacturer and wholesaler

d) throughout the entire path

21. Wholesalers:

a) employ more salespeople than retailers

b) are the most common sales outlets for products

c) are often viewed as specialty shops

d) are middlemen who sell to retailers, manufacturers, or other

wholesalers

22. The buying and selling process:

a) relies exclusively on the salesperson

b) requires the customer to satisfy the needs and wants of the salesperson

c) begins and ends with the salesperson

d) works well when there is good communication between the salesperson and the customer

e) does not require the interest of either party

23. Customers often have a variety of questions including:

a) what should I buy

b) where should I make my purchase

c) when would be the best time for the purchase

d) how much is needed

e) all of the above

24. Why are sales tickets important?

a) they are needed for submission with tax forms

b) they are a permanent record of each transaction

c) they are the last record of merchandise sold

d) because the state government uses them to adjust the firm’s tax

burden


e) all of the above

25. If a customer criticizes you as a salesperson

a) tell them that you are right and they are wrong

b) they are probably just out to get you

c) politely listen to the customer’s comments and discuss their concerns with them

d) encourage them to visit a competitor

26. If promotion is a personal goal, be sure you:

a) worry about what the boss thinks but not what customers think

b) try to get along with others

c) maintain the status quo

d) not risk being critical of the boss

e) all of the above

27. What is the customer’s benefit of having salesperson?

a) the customer finds out more information about the product

b) the customer gets coerced into buying the product

c) the customer buys more of the product than he/she originally planned

d) none of the above

28. What method would you not use to determine customer needs?

a) direct questions and answers

b) listen carefully

c) guess the problem

d) watch facial expressions

29. What is the best way to handle a know-it-all customer?

a) let the customer know that he/she does not know it all

b) tell the customer that you know it all

c) don’t compete or argue with the customer

d) ask the customer to leave the store and come back later

30. The first step in effectively answering a question is:

a) comprehending the question

b) telling the customer everything you know about the product

c) choosing impressive words

d) deciding first what you think the person wants to hear

31. Which of the following is a good way to prevent customer 

complaints? 

a) make sure the product and warranty is well understood

b) avoid contact with the customer after the sale is made

c) tell the customer that it’s not your fault

d) shift responsibility to a third party

32. Which would you not necessarily need to know about the product you 

are selling?

a) advantages of the product

b) who makes the product

c) safety in use of the product

d) who first invented the product

33. The salesperson should:

a) listen to the customer even when argumentative

b) allow the conversation to wonder to other topics

c) rush the customer into a purchase decision

d) allow the customer to procrastinate as long as possible

e) always make sure you get through your prepared presentation

34. Benefits of product knowledge include:

a) salesperson confidence

b) job boredom

c) no organization is necessary

d) dominating the interaction with the customer

e) upstaging the boss

35. Which of the following are an element of a good sales presentation?

a) minimizing the use of visual aids

b) point out the downside of the product first

c) the customer’s needs are the focus

d) keep the customer from being involved

36. When closing a sale:

a) don’t be apologetic

b) make a ceremony out of the close

c) give the prospective customer every opportunity to change his or her mind

d) be sure you have the customer sign  something immediately

e) all of the above

37. How are sales recorded?

a) cash register

b) sales tickets

c) electronic cash registers

d) credit card slips

e) all of the above

38. What is the advantage of using the telephone for a sales presentation?

a) you don’t have to look the customer in the eye

b) it decreases the amount of travel time

c) it doesn’t take as much preparation

d) none of the above

39. Selling has taken place when goods or services have been exchanged 

for some medium that has value, such as money:

a) true

b) false

40. There are five stages in making a sale.  Which of the following is not

one of these stages?

a) preparation

b) approach

c) demonstration

d) handling objections

e) none of the above

41. During the sales presentation, when you believe the customer is ready 

to close, you should:

a) continue your sales pitch

b) close the sale

c) demonstrate the product

d) bring up the toughest points

42. A group of activities intended to sell a product or service is a:

a) promotion

b) resume

c) job application

d) media

43. Anything that a customer can feel, see, taste, smell, or measure is a

a) satisfaction

b) tangible benefit

c) feature

d) intangible benefit

44. A closing attempt made at an opportune time during the sales 

presentation to encourage the customer to reveal readiness or unwillingness to buy is a

a) special concession close

b) direct appeal close

c) assumption close

d) trial close

45. Which of the following is not one of the guidelines for closing the 

sale?

a) ask for the order more than once

b) focus on as many features and benefits as possible

c) display a high degree of confidence

d) recognize

46. Which of the following is not one of the general strategies for 

negotiating buyer resistance?

a) find some point of agreement

b) validate the problem (determine if it’s valid)

c) encourage the prospect to compare your product to the competition

d) understand the problem

47. According to Maslow’s Hierarchy of Needs, before esteem needs can 

become a priority, this previous level of need must be addressed:

a) the need for self-fulfillment

b) the desire to feel worthy in the eyes of others

c) the desire to be free from danger

d) the desire for affection, identification with a group, and approval

from others

48. What is the motivation behind most business decisions?

a) investment

b) competition

c) profit

d) personal satisfaction

e) depreciation

49. Possible rational buying motives of customers most likely include:

a) economy

b) affection

c) safety

d) both a and c

50. Which of the following is not part of the preapproach?

a) preparation for the sale

b) product summary sheet

c) product knowledge

d) create customer attention

51. The three stages of active listening are:

a) ask questions, listen and verify

b) have a listening goal, have a good listening environment and be aware of bias

c) hearing, attention, and understanding

d) work at listening, resist distractions and capitalize on thought speed

52. During call phase one: establishing rapport with the customer, you 

should do all of the following except:

a) offer a sincere compliment

b) explain the features and benefits of your product

c) introduce yourself and your company

d) shift attention to the topic of business

53. Which of the following is not one of the four phases of the customer

oriented sales call?

a) recommending a customer action

b) discovering customer needs and situation

c) providing customer service after the sale

d) establishing rapport with the customer

54. Verbal closing signals include all of the following except:

a) requirements

b) facial expressions

c) recognitions

d) questions

55. When a prospect says “Your price seems a little high,” this is most

likely an example of

a) direct denial

b) negotiating-the-single-problem close

c) objection

d) closing signal

56. Of the five types of buyer resistance, the one that is toughest to 

overcome is:

a) product

b) need

c) time

d) price

57. When dealing with resistance related to price, the salesperson should:

a) sell the features of the product

b) focus on price

c) apologize for the price

d) point out the price/quality relationship

58. The four subdivisions of promotion are:

a) promotion, price, personnel and product

b) advertising, public relations, personal selling and sales promotion

c) customers, place, product, and promotion

d) product, price, promotion and place

59. Short-term incentives to encourage purchase or sales of a product or

service are:

a) sales promotion

b) advertising

c) personal selling

d) public relations

60. Which of the following is not an example for public relations?

a) customer service

b) special events

c) news releases

d) public service activities

61. All of the following are ways you can improve your active listening

skills except:

a) capitalize on thought speed

b) take as many notes as possible in order to help you remember what

was said

c) listen for feelings as well as facts

d) let the speaker know what you think you’ve heard

62. The guidelines for goal setting include all of the following except:

a) prioritize

b) set both long-term and short-term goals

c) set broad goals

d) have a time frame for achievement of goals

63.
Which of the following is not one of the three types of questions used 


in need discovery?

a) confirmation

b) observation

c) probing

d) information-gathering

64.      The social influence affecting buyer behavior defined as people who 

are similar in income, education, etc. is:

a) reference groups

b) roles and family

c) culture and subculture

d) social class

65. Which of the following is a good way to prevent customer complaints?

a) make sure the product and warranty is well understood

b) avoid contact with the customer after the sale is made

c) tell the customer that it’s your fault

d) shift responsibility to a third party

66. The standard approach involves:

a) introductions

b) small tasks

c) extensive use of selling aids

d) all of the above

e) a and b

67. Which of the following is not part of the preparation process?

a) probing

b) prospecting

c) developing sales call objectives

d) making appointments

68. Customers want a salesperson who is:

a) friendly

b) enthusiastic

c) knowledgeable about the product

d) courteous

e) all of the above

69. Which of the following is the best probing question?

a) “How have you been doing lately?”

b) “Have you ever used our product before?”

c) “What has been your experience using our  competitor’s product in

the past?

d) “Looks like you have big problems here, huh?”

70. How much time do you have to capture your customer’s attention?

a) 5 minutes

b) 30 seconds

c) it just depends

d) 2 minutes

71. Which of the following is not one of the steps to follow when 

handling complaints?

a) after investigation, politely explain what you think happened to

cause the problem

b) accept responsibility for the problem

c) determine whether the complaint is real or perceived

d) be sure the customer is satisfied with the solution

72. The least efficient source of prospects would probably be:

a) cold canvassing

b) networking

c) referrals

d) friends and acquaintances

73. The process of grouping identifiable customers who possess similar

needs and desires is:

a) target marketing

b) psychographics

c) prospecting

d) market segmentation

74. When handling customer complaints, the salesperson should first:

a) make sure the customer is satisfied with the proposed solution

b) investigate the situation thoroughly

c) give the customer ample opportunity to disclose feelings

d) explain to the customer what you think happened

75. What method would you not use to determine and fill customer 

needs?

a) direct questions and answers

b) listen carefully

c) guess the problem

d) observations

76. The best uses of telephone selling include all of the following except:

a) promotion management

b) primary means of major account management

c) customer service

d) sales lead qualification

77. A customer who decides to buy a product in order to gain approval of

others is demonstrating a need that is:

a) emotional and subconscious

b) rational and conscious

c) emotional and conscious

d) rational and subconscious

78. When a prospect says “I can only afford $100 a month payment,” that 

is most likely an example of:

a) direct denial

b) negotiating-the-single-problem close

c) objection

d) closing signal

79. How do you make a good sales presentation?

a) prepare a demonstration

b) match customer needs to product benefits

c) point out the most important benefits first

d) get the customer involved in your presentation

e) all of the above

80. Which of the following is not one of the guidelines for closing the 

sale?

a) ask for the order more than once

b) focus on as many features and benefits as possible

c) display a high degree of confidence

d) accommodate the customer’s communication style

81. The first step in presenting a product is

a) have the customer buy the product

b) develop customer’s interest

c) get the customer’s attention

d) spark desire in the product

82. After social needs have been satisfied, the next level of need 

according to Maslow’s Hierarchy of Needs would most likely be

a) the need for self-fulfillment

b) the desire to feel worthy in the eyes of others

c) the desire to be free from danger

d) the desire for affection, identification with a group, and approval

from others

83. Personal selling is considered a dimension of marketing because

a) personal selling is one of the four P’s of the marketing mix

b) personal selling is the major promotional method used in the

United States

c) personal selling is essentially the same thing as marketing

d) marketing is only a small part of personal selling

e) personal selling is a subdivision of promotion which is a subdivision of marketing

84. A nonpaid form of nonpersonal presentation of goods and services is

a) personal selling

b) sales promotion

c) advertising

d) public relations

85. The significance of the concept of product differentiation is that

a) a product must have different or better physical features than 

competing products

b) customers must perceive your product as being different or better

than competition

c) this marketing strategy offers close substitute ways of satisfying 

very similar needs

d) this marketing strategy adds value to your product through

tangible differences

86. When dealing with resistance related to price, the salesperson should

a) apologize for the price, but explain that it’s worth it

b) emphasize the price as the main point of your presentation so you

can highlight it

c) point out that price and quality are inversely related

d) discuss price first, before you discuss product features and buyer benefits

e) none of the above

87. A pricing strategy technique that gives a price reduction to customers 

who participate in an advertising or sales support program is a 

a) seasonal discount

b) trade discount

c) promotional allowance

d) quantity discount

88. Which one of the following is not one of the ways you can improve 

your active listening skills?

a) give the speaker your full attention

b) take as many notes as possible in order to help you remember 

what was said

c) listen primarily for the main ideas of what is being said

d) pay most attention to content rather than grammar or speaking skills

89. Identifying potential customers is the process known as

a) qualifying

b) prescreening

c) target marketing

d) prospecting

90. The primary objective when handling customer complaints is to

a) determine if fault lies with the product or the customer

b) be sure the customer is satisfied with the proposed solution

c) assure the customer that this will never happen again

d) maintain a pleasant attitude and tone of voice throughout the complaint call

91. The two major methods for salesperson to increase their sales volume

are by improving selling effectiveness and

a) saving time with telephone calls

b) dispensing with unnecessary record keeping

c) spending more time in actual selling situations

d) developing a series of personal goals

92. After physiological needs have been satisfied, the next level of need 

according to Maslow’s Hierarchy of Needs would most likely be

a) to be part of a group

b) to fulfill one’s potential

c) to be free from danger

d) to be worthy in the eyes of others

93. Which of the following best describes psychological needs?

a) psychological needs are often labeled “primary” needs

b) psychological needs, when compared to physical needs, are easier to understand

c) security and recognition are examples of psychological needs

d) psychological needs are needs for the body

94. The promotion element of a marketing program can be subdivided 

into four areas:

a) market, research, personnel, and publicity

b) product research, product design, product promotion, and publicity

c) product relations, place, personal selling, and personnel

d) sales promotion, public relations, personal selling, and advertising

95. Which of the following would not be considered an element of 

nonverbal communication? 

a) dress and grooming

b) body language

c) facial expressions and gestures

d) choice of words to communicate facts and figures

96. Throughout the sales presentation it is usually best to

a) discuss all the weaknesses of the competing products

b) discuss competing products even if you are not familiar with these      

    items

c) refuse to discuss competing products

d) avoid shifting the focus of attention away from your product to competing products

97. Successful sales presentations translate product features into

a) closed sales

b) product applications

c) buyer benefits

d) selling appeals

98. Customer satisfaction arises from:

a) the product itself

b) the company that makes or distributes the product

c) the salesperson who sells and services the product

d) a combination of the product, company, and salesperson

99. A customer will tend to screen out or modify stimuli.  This process is 

known as:

a) selective perception

b) conscious input

c) discrimination

d) selectivity

100. Which of the following statements regarding buyer benefits is true?

a) people do not buy benefits, they buy features

b) a benefit provides the customer with personal advantage or gain

c) prospects usually display nearly equal interest in features and benefits

d) a feature is whatever provides the customer with personal advantage or gain

101. A major reason for asking information-gathering questions is:

a) to find out if the customer possesses a viewpoint that may serve as 

a barrier to closing the sale

b) to find out if your message is getting through

c) to collect basic information at the beginning of the sales presentation

d) to qualify the prospect

102. An objection to closing a sale should

a) be addressed when it arises, if not before

b) be addressed at a later time, following investigation and research

c) be addressed indirectly by repeating customer benefits

d) be ignored altogether

103. One of the most common forms of buyer resistance is

a) lack of recognition of need for the product

b) objection to price

c) personally conflict with salesperson

d) loyalty to another firm

104. Feedback from the customer that indicates readiness to make a buying 

decision is referred to as

a) recognition

b) purchase indicators

c) attention

d) closing clues

105. Which of the following would be included in the preapproach of a 

sales presentation?

a) closing the sale

b) showing the product to the customer

c) determining the customer’s wants and needs

d) ordering the product you wish to sell

106. What is one method of determining the customer’s needs?

a) tell the customer what you think is needed

b) listen to the customer

c) observe the personal characteristics of the customer

d) assume you know what the customer needs

107. What is one method of handling a customer’s objections?

a) ignore the objection because you don’t think it’s very important

b) argue with the customer about the objection until the customer agrees with you

c) tell the customer that the objection is not very important

d) restate the objection in your own words before you handle it

108. Where does selling fit into the following sequence in marketing?

Manufacturing-Wholesaler-Retailer-Customer

a) between retailer and customer

b) between wholesaler and retailer

c) between manufacturing and a wholesaler

d) throughout the entire sequence

109. Which of the following is an example of a service that might be sold 

to farmers?

a) insurance

b) machinery

c) fertilizer

d) feed

e) none of the above

110. Which of the following would not be considered an area of technical 

knowledge which the agricultural salesperson should know?

a) knowledge about competitor’s products

b) knowledge about good public speaking skills

c) knowledge about your own product or service

d) none of the above

111. What is a resume?

a) a personal data summary or factual information about you

b) a letter asking an employer for a job

c) an application you fill out for a job

d) a very detailed account of your background, including personal history

112. The benefit of having salesperson to the customer is:

a) the customer is able to find out more information about the product

b) the salesperson is able to convince the customer that they need the 

product

c) both a and b

d) none of the above

113. Which of the following is not a good way to handle customer’s 

objections?

a) listen carefully to the customer’s objection

b) pause before answering the objection

c) argue with the objection

d) show empathy for the customer

114. Which of the following questions would you not expect during a job 

interview?

a) What do you know about our company?

b) Where would you like to be in five years?

c) Why are you leaving your present job?

d) Are you married?

115. How long should a resume be?

a) 1 – 2 pages

b) 2 – 3 pages

c) 3 – 4 pages

d) any length needed to present yourself in the best possible way

116. After a job interview

a) call the interviewer the next day to say how much you want the job 

and thank them for the interview

b) write a thank you letter to the interviewer(s)

c) be polite and wait to hear from the company

d) call the interviewer the next day to see if you receive an offer

117. A firm selling oil or grease products would want to have a display at:

a) soybean demonstration plots

b) an equipment show

c) the state FFA convention

d) a veterinarian conference

e) none of the above

118. Before interacting with others successfully, one often needs to know:

a) the client’s religious beliefs

b) the customer’s ethnic background

c) the management structure of the firm

d) whether the customer is married

e) none of the above

119. Shoplifting:

a) costs retail firms billions of dollars

b) is only done by nonpaying customers

c) is typically an organized gang activity

d) is usually done by those who have a serious need for the product

e) is a relatively small problem

120. An important personal characteristic for employees is:

a) good looks

b) timidity

c) aggressiveness

d) good communication

e) all of the above

121. A plan for managing money is called a:

a) budget

b) balance sheet

c) income statement

d) a short term investment

e) all of the above

122. Which of the following statements is true about credit?

a) borrow when dealing with risky investments

b) borrow when attempting to expand if necessary

c) don’t borrow to buy an item before a price increases

d) always make payments as large as possible

e) all of the above

123. Business use of microcomputers can provide the following benefit:

a) reduce debt load

b) reduce profitability

c) add to the complexity of the accounting system

d) increase the costs of operation if used properly

e) help monitor accounts and inventory

124. A modem is:

a) a device that produces a printed copy from a telephone transmission

b) a character which indicates position on the computer screen

c) a list of sales prospects

d) a device that transmits computer information over telephone lines

e) a collection of accounts

125. The benefits of using newspaper advertising include:

a) most high school students read the newspaper

b) colorful advertisements

c) there is no competition

d) consumers know your advertisement is there

e) none of the above

126. Items are counted and prices recorded during:

a) a physical inventory

b) moving locations

c) refurbishing

d) spring cleaning

e) all of the above

127. In a business setting, the telephone is used to:

a) seek new customers and check on family matters

b) follow-up on a sale and order merchandise

c) make appointments with customers and harass competitors

d) only answer inquiries about merchandise

e) none of the above

128. To increase the customer return rate, be sure that:

a) an acceptable advertising slogan is developed

b) the salesperson is attractive

c) service is excellent

d) a sales presentation is made

e) all of the above

129. Media advertising includes which of the following?

a) philanthropic activities

b) use of supplies and services

c) packaging labels

d) newspaper ads

e) all of the above

130. Cooperatives are identified by which of the following?

a) the partners own the business

b) the member patrons own the business

c) voting is done by shares of common stock

d) returns to management

e) all of the above

131. Customers often have a variety of questions including:

a) what should I buy

b) where should I make my purchase

c) when would be the best time for the purchase

d) how much is needed

e) all of the above

132. The first step in correcting a problematic situation is:

a) collecting pertinent information

b) identifying the problem

c) using a trial and error method to solve the problem

d) finding someone else to address the situation

e) none of the above

133. When answering the telephone at work:

a) speaks as fast as possible

b) try to get to the telephone as fast as possible

c) depend on your memory to get the message

d) say “hello” but it is not necessary to identify the company every time

e) none of the above

134. An agribusiness may want to offer credit to customers because

a) of the benefits derived from uncollectible accounts

b) there is no additional paperwork

c) it is cheaper in the long run than receiving cash payment

d) it can promote customer loyalty

e) it may drive up the product price

135. How are sales recorded?

a) cash register

b) sales tickets

c) electronic cash registers

d) credit card slips

e) all of the above

136. The possibility of incurring a loss in business is called:

a) insurance

b) a condition of the surrounding environment

c) risk

d) forfeiture

e) all of the above

137. Accounts should have which of the following characteristics?

a) debits should equal assets

b) debits should equal liabilities

c) ledger entries show transactions by date

d) they should include the sales information of all products sold

e) none of the above

138. Any customer correspondence:

a) should be kept from sales personnel

b) should be rewritten

c) will be more effective if clear and concise

d) should be very formal and convey no personality if at all possible

e) all of the above

139. Advertising is a source of product information for consumers.  

Advertising is also intended to:

a) identify a market segment

b) hold costs down

c) close the sale

d) persuade the customer

e) none of the above

140. To sell a new product, one should:

a) rely primarily on word of mouth advertising

b) try to copy an existing firm’s approach

c) plan on being profitable immediately

d) develop alternate promotion techniques

e) none of the above

141. Payments made by policyholders for protection against risk are called:

a) claims

b) premiums

c) policies

d) dues

e) assets

142. What is the motivation behind most business decisions?

a) investment

b) competition

c) profit

d) personal satisfaction

e) depreciation

143. What business ownership structures exist in the agricultural industry?

a) cooperatives

b) corporations

c) partnerships

d) individual proprietorship

e) all of the above

144. Customers often do not return for additional purchases if:

a) service was poor on a previous purchase

b) a sales presentation was made

c) the personal characteristics of the sales person are offensive

d) parts are unavailable

e) all of the above

145. Advertising is a source of information for consumers regarding the

product or service.  Advertising is also intended to:

a) identify a market segment

b) hold costs down

c) close the sale

d) persuade the consumer

e) all of the above

146. Before interacting with others successfully, one often needs to know:

a) the client’s political benefits

b) his or herself

c) the management structure

d) whether the customer is married

e) none of the above

147. How should you deal with subordinates?

a) be respectful

b) ask them to do tasks or jobs

c) be tactful

d) provide leadership by example

e) all of the above

148. The first step in effectively answering a question is:

a) formulating an answer

b) choosing your words

c) deciding what the person wants to hear

d) comprehending the question

e) none of the above

149. Written business communication:

a) is not important for sales personal

b) should be in the form of a rough draft

c) should mask the writer’s personality if at all possible

d) must be easily understood to be effective

e) all of the above

150. A letter of application:

a) might be used to emphasize your potential value to the company

b) might contain some information included on a resume

c) should be straightforward

d) is an opportunity to make a good impression

e) all of the above

151. When closing a sale:

a) don’t be apologetic

b) make a ceremony out of the close

c) give the prospective customer every chance to change her or his mind

d) be sure you have the customer sign something immediately

e) all of the above

152. A personal characteristic important to agribusiness employees is:

a) honesty

b) dependability

c) aggressiveness

d) good communication

e) all of the above

153. What is a budget?

a) an accounting form

b) a plan for managing money

c) a credit account

d) a short term investment

e) none of the above

154. When dealing with resistance related to price, the salesperson should:

a) sell (emphasize) the features of the product

b) focus on price

c) apologize for the price

d) point out the price/quality relationship

155. During call phase one, you should do all of the following except

a) offer a sincere compliment

b) shift attention to the topic of business

c) explain the features and benefits of your product

d) introduce yourself and your company

156. Point-of-purchase displays, premiums and contests/games are 

examples of

a) customer service

b) sales relations

c) public relations

d) advertising

157. Which of the following is an important step in call phase two?

a) listen

b) ask customer for the order

c) match benefits to buying motives

d) introduce yourself

158. The four P’s of the marketing mix are

a) promotion, price, personnel, and product

b) product, price, promotion, and place

c) people, place, product, and promotion

d) public relations, personal selling, promotion, and product

159. Which of the following is one of the situation factors you should ask 

about during call phase two?

a) weather

b) current practices

c) hobbies

d) educational background

160. Confirming the sale should

a) verify the proposed customer action

b) give them the opportunity to change their mind

c) ask for the order

d) reassure the customer that they made a good decision

161. Which of the following should occur most directly after the sales-

person has discovered the customer’s needs?

a) confirm customer’s interest in the specific area of business related

to your product

b) recommend a customer action

c) close the sale

d) initiate social conversation

162. When a prospective customer says “Your price seems a little high,” 

and the salesperson says, “Yes, our product is the most expensive, but

cheaper to use over the long run,” the salesperson is most likely using a tactic known as

a) direct denial

b) negotiating-the-single-problem close

c) summary-of-benefits close

d) indirect denial

163. Of the five types of buyer resistance, the one that suggests the sales-

person may not have successfully completed call phase two is

a) product

b) need

c) time

d) price

164. The most likely time for a prospective customer to raise an objection

is during either

a) phase 1 or 2

b) phase 2 or 3

c) phase 3 or 4

d) phase 1 or 4

165. Anything that a customer can feel, see, taste, smell, or measure is a 

a) feature

b) tangible benefit

c) satisfaction

d) intangible benefit

166. Which of the following activities is most clearly a Personal Selling

activity?

a) public service activities

b) samples

c) direct mail

d) complaint handling

167. Which of the following is not one of the four phases of the customer-

oriented sales call?

a) recommending a customer action

b) providing customer service after the sale

c) discovering customer needs and situation

d) establishing rapport with the customer

168. If a prospect says “I don’t understand how this (computer software) 


works,” and you show them how it works, you are most likely using which of the following methods for negotiating buyer resistance?

a) trial offer

b) third-party testimony

c) demonstration

d) superior benefits

169. During call phase three, you would do all of the following except

a) match benefits to buying motives (needs)

b) convert benefits to features

c) focus on most important needs

d) propose a customer action

170. Resistance related to price

a) arises from loyalty to present supplier

b) results because the product is not well established

c) means the prospective customer doesn’t think he needs the product

d) is one of the most common types of buyer resistance

171. When negotiating buyer resistance, you should do all of the following

except  

a) know the value of your product

b) always try to agree with the prospective customer

c) anticipate buyer resistance

d) try to determine if the objection is valid

172. Whatever provides the customer with advantage or gain is a

a) benefit

b) feature

c) need

d) desire

173. Which of the following is not part of the marketing concept?

a) satisfaction of customer needs is the primary reason for a firm’s 

existence 

b) a firm’s activities should be directed at satisfying customer needs

c) focus is on making a product first and then seeking customers

d) long-term profits will result from satisfying customer needs

174. The four subdivisions of promotion are

a) customer service, public relations, advertising, and personal selling

b) product, price, promotion, and personal selling

c) public relations, personal selling, promotion and product

d) sales promotion, public relations, advertising, and personal selling

175. What relationship of personal selling to marketing?

a) marketing is an important part of personal selling

b) personal selling and marketing are essentially the same thing

c) personal selling is one of the subdivisions of promotion and promotion is one of the 4 P’s of the marketing mix

d) marketing is promoting your product and personal selling is trying

to convince a prospect to purchase your product

176. During call phase one you should:

a)  offer an insincere compliment

e) explain the features and benefits of your product

f) try to close the sale

g) establish rapport with customer

177. When confirming the sale after the close, you should do all of the 

following except:

a) remind them of the product’s benefits

b) reassure them that they have made a good decision

c) thank them for the order

d) explain the fine print in the contract

178. Verbal closing signals include all of the following except:

a) requirements

b) facial expressions

c) recognitions

d) questions

179. When a prospect says “Your price seems a little high,” this is most

likely an example of

a) direct denial

b) negotiating-the-single-problem close

c) objection

d) closing signal

180. Situation factors you should ask about during call phase two include

all of the following except:

a) educational background

b) resources

c) competition

d) decision-making process

181. Of the five types of buyer resistance, the one that is toughest to 

overcome is:

a) product

b) need

c) time

d) source

e) price

182. A paid form of nonpersonal presentation of goods and services is

a) personal selling

b) sales promotion

c) advertising

d) public relations

183. The significance of the concept of product differentiation is that

a) a product must have different or better physical features then 

competing products

b) customers must perceive your product as being different or better 

than competition

c) this marketing strategy offers close substitute ways of satisfying

very similar needs

d) this marketing strategy adds value to your product through

tangible differences

184. Which of the following is not one of the three most important factors 

to consider in selecting the proper wardrobe for agricultural selling?

a) simplicity

b) neatness

c) appropriateness

d) expensiveness

185. Which of the following is not one of the five most important factors 

when shaking hands?

a) when approaching a woman, always wait for her to initiate the

handshake

b) eye contact

c) firmness of grip

d) friendly smile

186. Research indicates that when two people communicate, nonverbal

Messages can carry

a) twice as much impact as verbal messages

b) the same impact as verbal messages

c) three times as much impact as verbal messages

d) five times as much impact as verbal messages

187. The ultimate goal of the “marketing concept” is

a) customer satisfaction

b) product diversification

c) brand loyalty

d) to make a profit

188. The best source of prospects would probably be:

a) cold canvassing

b) networking

c) referrals

d) friends and acquaintances
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1. A


35. C


69. C


103. B

2. D


36. A


70. B


104. D

3. C


37. E


71. C


105. C

4. D


38. B


72. A


106. B

5. C


39. A


73. D


107. D

6. A


40. E


74. B


108. D

7. B


41. B


75. C


109. A

8. A


42. A


76. A


110. B

9. A


43. C


77. C


111. A

10. B


44. D


78. B


112. A

11. D


45. B


79. E


113. C


12. B


46. C


80. B


114. D

13. A


47. D


81. C


115. A

14. C


48. C


82. B


116. B

15. C


49. D


83. E


117. B

16. E


50. D


84. D


118. E

17. C


51. C


85. B


119. A

18. A


52. B


86. E


120. E

19. B


53. C


87. C


121. A

20. D


54. B


88. B


122. B

21. D


55. C


89. D


123. E

22. D


56. B


90. B


124. D

23. E


57. D


91. C


125. E

24. B


58. B


92. C


126. A

25. C


59. A


93. C


127. A

26. B


60. A


94. D


128. E

27. A


61. B


95. D


129. D

28. C


62. C


96. D


130. B


29. C


63. B


97. C


131. E

30. A


64. D


98. D


132. B

31. A


65. A


99. A


133. E

32. D


66. E


100. B

134. D

33. A


67. A


101. C

135. E

34. A


68. E


102. A

136. C
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137. C

171. B

138. C

172. A

139. B

173. C

140. D

174. D

141. B

175. C

142. C

176. D

143. E

177. D

144. A

178. B

145. D

179. C

146. B

180. A

147. E

181. B

148. D

182. C

149. D

183. B

150. E

184. D

151. A

185. A

152. E

186. D

153. B

187. A

154. D

188. B

155. C

189. BB

156. B

157. A

158. B

159. B

160. D

161. B

162. D

163. B

164. C

165. A

166. D

167. B

168. C

169. B

170. D

