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Part I: True/False
True or False-Mark A for True or B for False on the scantron provided. 
45 points (3 points each)
Sales are created through an active process of drawing out the need and demonstrating the product or service’s usefulness in filling that need. (True)
The reputation of a salesperson doesn’t matter; they can always sell to new customers in a new area. (False)
In selling, the salesperson is responsible for agricultural knowledge, technical knowledge, and developing a solid relationship with prospective customers. (True)
In general, indirect selling may take more of the salesperson’s time than direct selling to the prospective customers. (True)
If there is a price increase, shipping or billing problem, it is important that the company administration sends out letters to the prospective customers so the salesperson isn't blamed.  (False)
Even an excellent salesperson will receive rejections if they are seeking new customers, trying to sell new products or upselling prospective customers.  (True)
A salesperson is expected to work alone. Rarely do they have a support team from the company with a person or phone number they can call if they are unable to answer a potential customer’s question. (False)
Innovators are risk takers; they see themselves keeping in touch with new ideas and being well-read on new ideas, products, and technology. (True)
Early adopters are the first wave of “adopters” of a new product or concept and are made up of less than 13.5% of all farmers. (True)
Salespeople should use and teach the potential customer the technical jargon when making the initial sale. (False)
Effective communication could be difficult to achieve without the salesperson’s understanding of the company, product(s), benefits, and competitors. (True)
It is the responsibility of the salesperson to continue to find prospective customers and build a good prospective customer list. (True)
Objections about the product by the prospective customer can always be overcome given enough time. (False)
In sales, product features and benefits are exactly the same. (False)
KubotaNOW Telematics is an advanced reporting and processing system for select Kubota equipment models, bringing value to the customer through increased awareness and insight into the performance of their Kubota equipment. (True)
Matching – Select the best answer below for each of the questions 
21 points (3 points each)
A salesperson should learn to ask ___________ questions to the prospective and current customers to assure the salesperson understands the needs and wants of the customer. 
Assumptive questions
Choice questions
Open-ended probing questions
Rhetorical questions
Indirect questions
The buying decision in the problem-solving procedure of sales is solving the following
1. What is the problem?
What is causing the problem?
What are the possible solutions to the problem?
What is the one best possible solution?
All the above
Three of the four basic goals the salesperson wants to accomplish when communicating with a potential customer are to
1. Create awareness of a product, help the prospect develop an understanding of the product, and what it can do for them
Create an understanding of the product, gain prospect’s conviction that the product is indeed good and will fulfill their needs, and encourage the prospect to buy the product immediately
Educate, pursue, and encourage a prospective customer to relax and trust you as the salesperson and know best
Educate about the product, encourage trust and a relationship, and quick purchase, due to a shortage of the product
None of the above
A salesperson should develop a strategy to ensure calls to a prospective customer 
1. develop a positive relationship informing the prospective customer of the features and benefits of the product and company.  
are at the beginning of the month and weekly closing the sale by the end of the month
are always from recommendations from current customers and they receive a “reward” in the potential customer becomes a customer 
always begin with the “sales pitch”
All of the above
When the prospective customer is considering a product to purchase, the customer may consider the following 
1. The attributes of the product
The reputation of the manufacturer
If others have purchased the product
All the above
None of the above
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The KubotaNOW Telematics systems can access the following information
1. Ignition status and hours, engine hours, status, and RPM
Driver’s ID, driver’s years of experience, and which implements the driver is allowed to use 
Battery voltage, fluid levels, operating temperature, error codes and GPS location
A & C
All the above
When the prospective customer is considering a product to purchase, the customer may consider the following 
1. the attributes of the product
 reputation of the manufacturer
if others have purchased the product
All the above
None of the above
Short answer 
(54 points) 
List and define the seven of the eight steps in the sales process (28 points)
1. Opening – basic introduction (name and company, reason for the call/visit/etc)
Building rapport – discussing personal questions
Asking probing questions – identifying customer interest, wants, and needs
Presentation/features and benefits – demonstration of the product's features and benefits
trial close – see if the customer is ready to make the purchase
Handling objectives – listening to customer’s concerns
Closing the sale – identifying what the customer needs 
Follow up – reaching out to the customer after the product or service has been delivered or received.
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List the four responsibilities of the salesperson dealing with Indirect Selling (8 points)
1. Handling complaints
Maintaining open communications
Marketing & industry intelligence
Staying current on technical
Bill collection
Keeping contact with experts
Trade and public relations 
Paperwork
Personalize customer service
List 3 features of the Kubota Skid SVL75-3 (6 points)
1. Faster 2-speed travel
Auto shift
Track Response
Welded maintenance 
Welded undercarriage
List three implements and  at least one feature of each that may be an add on for the Kubota Skid (12 points) 
1. Skid Cutters-ideal for restricted areas to cut grass, 
Box Blade- floating front axil, replaceable skid plates
Skid tillers-case drain, adjustable shanks, rotates backwards and forwards, 
Skid Stump Grinder-24 inch cutting wheel, direct drive
Skid Pallet Forks-spring loaded toggle forks, wide frame, removable top center bracket
Skid Auger-planetary gear box, planted level indicator, hex or round output shaft,
Skid Claw Grabbers-high tensile steel, 6x6 frame tube
Stump Grinder-direct drive, 15 wearsharp teeth, 24 cutting wheel, 
[bookmark: _Hlk101865633][bookmark: _Hlk101865634]National FFA Organization Headquarters 6060 FFA Drive | Indianapolis, IN 46268-0960 | 317-802-6060 | 888-332-2668 | FFA.org

National FFA Organization Headquarters 6060 FFA Drive | Indianapolis, IN 46268-0960 | 317-802-6060 | 888-332-2668 | FFA.org
image1.png




