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A structured process of sales lays the foundation stone of the science of selling. The soft skills used 
beyond this, prepares a salesperson on the art of selling. Like other professions, Sales cannot be left 
to chance. The right karmas of sales will decide on the sales figures achieved in a given period of 
time. 
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Please answer the following questions with the right choice of your answer. 

1. Which of the following is the best way to answer the question from a customer? 

a) By giving the right answer 

b) By asking a relevant question(s) till all queries are satisfied 

c) By behaving as if one does not know the answer 

d) It depends on the customer  

e) None of the above 

f) All of the above 

 

2. What is the role of a sales person? 

a) Player 

b) Coach 

c) Referee 

d) Spectator 

 

3. Why is it so important to become Shivaji Maharaj of your area? 

a) To win 

b) To be brave 

c) To know the territory very well 

d) None of the above 

e) All of the above 

 

4. What is the MNOC (Minimum no of Calls/day) that you should make? 

a) 5 

b) 10 

c) 15 

d) 20 

e) Depends on your Hit Ratio and Sales Target 

f) None of the above 

g) All of the above 

 

5. How does one generate more and more leads? 

a) Direct Calling 

b) Reference Selling 

c) Cross Selling 

d) Direct Mailing 

e) SMS Blast 

f) Email campaign 

g) Whats App campaign 

h) Member Get Member(MGM) 

i) All of the above 

j) None of the above 
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6. In Action Selling System, what are the 5 Buying Decisions that a customer is required to 

take? 

1. ________________________________________________________________________  

2. ________________________________________________________________________ 

3. ________________________________________________________________________  

4. ________________________________________________________________________  

5. ________________________________________________________________________  

 

7. Which of the following trait of a salesperson is most loved by a customer? 

a) Polite and well mannered 

b) Has very good product knowledge 

c) Welcomes “No” as a good answer from the client and knows how to handle this 

objection 

d) Is very educated and knowledgeable 

e) Speaks very good English 

 

8. Give one strong reason due to which your customers should deal with Osborn-Lippert? 

 

___________________________________________________________________________

___________________________________________________________________________  

9. Please complete the following equation. 

 

 +  +  + 

 

 

 

 

 

 

 

 

10. Please complete the following FAB chart for your range of products : 

  

PRICE 

VALUE  
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Product Features Advantage Benefits 

 
 
 

   

 
 
 

   

 
 
 

   

 
 
 

   

 
 
 

   

 
 
 

   

    

    

    

    

    

 

11. Action Selling System has 9 acts of sale, as discussed with you. They are as follows: 
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Which out of these 9 acts of sales is most crucial to you and why? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

12. What is the most important input from your side to fulfil each act of sale explained in Action 

Selling System? 

S.No. Act of Sale  Salesperson’s input towards the act of sale 

1 Commitment objective MNOC 

2 People Skills  PQ  

3 Ask the best questions  Hard Disk Related first 

4 Agree on Need  From-To 

5 Sell the company Differentiator 

6 Sell the product 7S 

7 Ask for commitment  ABC 

8 Confirm the Sale Timeframe 

9 Replay the call  Serve 

 

13. Why is it so important to “differentiate” you, your product and your offer in the market? 

 

a) To sell more 

b) To sell at a higher price and higher profit margin 

c) To gain brand equity 

d) To gain market share 

e) To allow the customer to listen seriously to you in a sales call and giving you the 

opportunity to take the sales process further. 

14. What are the different types of customers and how do you create your “differentiator” sales 

pitch with each type? 
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15. How do you add life to an inanimate object while selling the same? Let us conduct a role 

play on this subject by taking real life examples of products that you deal in your daily life. 

16.  

 

 

 

 

 

 

17.  

 

 

•Enormous 
capacity for 
detailing 

•Interested in 
feeling of 
others 

•Analytical, 
precise and 
logical 

•Avoid details 
and look at 
bigger picture 
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11. Price is not a differentiator. Customers however do try to create price as a differentiator 

between two like products. What are the three strategies that you can use to counter this 

behaviour of the customer? 

a) _______________________________________________________________________  

b) _______________________________________________________________________  

c) _______________________________________________________________________  

 

12. What is the right signal that prods you to ask for an order? 

a) Customer looks very satisfied. 

b) You are able to answer all the questions of the customer. 

c) You have been able to establish your superiority over your competitors 

d) Your product or service can fulfil the needs of the customer 

e) All of the above 

f) None of the above 

g) ________________________________________________________________________  

13. Typically, an order closing requires a salesperson to close 5 things in a particular sequence. 

Please mention the 5 closing deliverables in its right sequence. 

a) ___________________________  

b) ___________________________  

c) ___________________________  

d) ___________________________  

e) ___________________________  

14. Why is it important for a salesperson to understand that while discussing your product with 

the customer, you should speak in the language of benefits and not Features? 

a) Features are not conclusive 

b) Features , may at times, become too technical for a non-subject matter expert to 

understand 

c) Once the customer understands the features, ultimately he translates them into 

“Benefits” before taking a decision. Features are a means to the end. 

d) All of the above 

e) If you have any other answer 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

15. If I want to buy “red” from you, which one of the following red will you give me? 
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16. Which of the following is true: 

Price of a product or service 

a) Is a fixed point  

b) Is a range 

c) Depends on the customer 

d) Depends on the customers final choice 

e) Is not accepted without discount by a customer 

 

17. Negotiation takes place 

a) When customer is not happy with the price and wants more discount 

b) When customer is trying to win a good deal from the salesperson 

c) When both customer and salesperson realise that they need each other and like each 

others product. 

d) None of the above 

e) All of the above 

 

18. What should be there in your sales kit, whenever you go out to make a sales call ? 
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