SELLING SKILLS KNOWLEDGE ASSESSMENT

Name……………………………



Score             /75

Showroom……………………...



Date……………………..
1. Why is it important for us to recap and expand on selling skills?

                        2
2. What are the six steps to success? (in order)






6
3. Give two examples of what to say to start a conversation/approach?



2
4. What type of question should we avoid on approaching a customer?



1
5. Name five pieces of information we need from a customer (as stated in Establishing need).
5
6. Which piece of information are we not probing enough on as a company, according to the mystery shopper?










2
7. Give two reasons why we summarise and confirm the customers needs?


2
8. How do we summarise and confirm the customers needs? (Three stages)


3
9. Give one FAB of the ‘Hot key’ keyboard.






3
Feature………………………………………………………………………………………

………………………………………………………………………………………………

Action………………………………………………………………………………………..

      ………………………………………………………………………………………………

Benefit………………………………………………………………………………………

………………………………………………………………………………………………

10. Give one FAB of the 17” monitor.







3
Feature………………………………………………………………………………………

………………………………………………………………………………………………

Action………………………………………………………………………………………..

      ………………………………………………………………………………………………

Benefit………………………………………………………………………………………

………………………………………………………………………………………………
 /29

11. Give two examples of buying signals.







2









12. What is an ‘assumptive’ close?








2
13. How should we view objections?








2
14. Name four of the items our competitors charge for that we do not.



4
15. Name five selling tools.









5
16. Give three benefits of using the customer profile sheet.





3
17. At what two points during the sale is it advisable to discuss On- Site?



2
18. What are two unique features of our new four and five year warranties?


2
19. What is ‘FUD’ and how can it help with warranty sales?




2
20. What does ‘upsell’ mean?









2
21. How do you upsell?









2
22. What must we, as a company, focus on to make us different from our competitors?

1
23. Give one FAB of a TV Tuner Card.







3
Feature…………………………………………………………………………………

      …………………………………………………………………………………………

Action……………………………………………………………………………………

      ………………………………………………………………………………………….

Benefit…………………………………………………………………………………..              /32
24. Name and explain one other type of close apart from’ assumptive’.



2
25. Name four words to describe what a ‘Tiny person’ should be.




4
26. What other two areas of the sale are we as a company weak on, as highlighted by the 

mystery shopper?










2


27. Give a FAB on being PC ’98.








3
Feature …………………………………………………………………………………..

……………………………………………………………………………………………

Action…….………………………………………………………………………………..

      ……………………………………………………………………………………………

Benefit……………………………………………………………………………………

      ……………………………………………………………………………………………

28. Give one FAB of our three year On-Site Warranty.





3
Feature…………………………………………………………………………………….

…………………………………………………………………………………………….

Action………………………………………………………………………………………

…………………………………………………………………………………………….

Benefit……………………………………………………………………………………..

      …………………………………………………………………………………………….
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www.abctrainingsolutions.biz - now uploaded with loads of freebie trainer resources!
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