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Sales Techniques Self Assessment
Question 1:  What is the primary focus of a traditional sales persons approach?

Answer: ______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 2:  What is the primary skill they use?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 3:  What are the hallmark key two words they tend to use?

Answer:  

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 4: What is the primary focus of a Consultative/Influencing persons approach and what main skill set does that approach involve, using what typical words?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
 Question 5:  What are the two fundamental reasons why people buy?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 5: When a person purchases something, what is the starting point in their decision making process?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 6:  What are the other nine steps?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 7:  What is the most important skill a good influencer needs?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 8:  What are the five levels of adult learning competency?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 9:  What are the three parts of a human mind?

Answer:

_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Question 10: Describe what the primary function is of those three parts.

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 11:  What is the biggest part of communication?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 12:  What are the two types of assertive behaviour? 

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 13: What heavily interferes with communication? 

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 14: What are the mechanics of communication, starting with the thought/feeling?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 15: Why is Body Language so important in Effective Selling/Influencing and what are the three measures of control we use?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 16:  What is the relationship or speed ratio between brain processing and speech?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 17: To set up appointments what are the three elements you need to cover when speaking to a potential customer?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 18:  When you are meeting a person for the first time what are the four objectives you work towards?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 19:  What are the different stages or steps of Effective Influencing? 

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 20:  When interacting with a customer how do you go from social behaviour to commercial behaviour?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 21: What are the three structures of the method for Question 20?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 22: How do we know when we have completed a “Fact Find”?
Answer:

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 23: Once we have all the necessary client information what do we need to do with it?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 24:   When customers make a decision there can be three people involved who are they?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 25:  Give three examples of methods of closing sales.

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 26:  What is the most important part of an Effective Sales/Influencing process?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 27:  What are the two objectives for Self Introduction?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 28: What are the two objectives of Rapport Building?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 29:  What is the objective for Bridging?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 30:  What are the two objectives for Fact Find?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 31: What is the objective you need to realise for Agreement & Commitment?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 32:  What are the two objectives you need to invoke for Justification?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 33:  What is the objective for Present Buying Solution(s)?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 34:  What is the objective for Closing the Sale?
Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 35: What is the objective for Call Control?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Question 36:  What is the objective for Post Purchase Sentiments?

Answer:

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

