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General Knowledge Exam Key
	Question
	Answer
	Point Value
	Standard
	Standard

	1. 
	E
	3
	
	

	2. 
	A
	3
	
	

	3. 
	D
	3
	
	

	4. 
	B
	3
	
	

	5. 
	E
	3
	
	

	6. 
	A
	3
	
	

	7. 
	B
	3
	
	

	8. 
	E
	3
	
	

	9. 
	D
	3
	
	

	10. 
	C
	5
	
	

	11. 
	E
	3
	
	

	12. 
	B
	3
	
	

	13. 
	A
	3
	
	

	14. 
	C
	3
	
	

	15. 
	B
	5
	
	

	16. 
	C
	5
	
	

	17. 
	T
	3
	
	

	18. 
	T
	3
	
	

	19. 
	T
	3
	
	

	20. 
	F
	3
	
	

	21. 
	T
	3
	
	

	22. 
	F
	3
	
	

	23. 
	T
	3
	
	

	24. 
	T
	3
	
	

	25. 
	F
	3
	
	

	26. 
	T
	3
	
	

	27. 
	To be listened to or complaint heard.
	5
	
	

	28. 
	States: 
1. “I think I could use this product”
2.  “This could save me money”
3.  “I have seen my neighbor use this and I like it”
4.  “I want to use this”
5. Customer makes positive comments about features and benefits.
	15 points; 3 points /part
	
	

	29. 
	Ask questions and listen to the answer
	6 points,  3 points/part
	
	

	30. 
	1) Opening/ introduction, 
2) build rapport-discussing personal questions, 
3) ask probing questions/discovering needs and wants- asking questions, 
4) presentation/demonstration of features and benefits, 
5) trial close, 
6) handling objections, 
7) closing the sales, 
8) follow up  
	18 points; 3 /answer; 1 point for listing (6 points) and 2 points for defining
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