
 

 

 

 

QUESTION PAPER-Distribution Salesman

 

1. What aspect of products should you keep 

yourself updated on?( RAS NO601) 

a. Gramm ages     

b. Price points    

c. Variants of own and competition 

products 

d. All of the above 

Level- Easy 

2. Learning the tricks of trade by working 

along with an experienced person sets the 

tone for you to be learn and then do it by 

yourself ( RAS NO601) 

a. True 

b. False 

Level- Easy 

3. It is important to keep yourself updated 

with channel wise, category wise and 

outlet wise schemes? ( RAS NO601) 

a. Yes    

b. No     

c. May be 

d. Sometimes 

Level- Easy 

4. Sales promotion is important from the 

point of view of manufactures because it ( 

RAS NO601) 

a. Increases Profit 

b. Provides Products at Cheaper rates 

c. Informs about quality & features 

d. Raises the standard of living of 

people 

Level- Average 

5. Sales promotion is important from the 

point of view of consumers because. ( RAS 

NO601) 

a. It helps to increase sales 

b. It stabilizes sales 

c. It helps to raise the standard of 

living  

d. It increases profits 

Level- Average 

6. What can help in achieving targets in 

appropriate timescales? ( RAS NO602) 

a. Keeping an organized record of 

achievements in relation to targets 

and deadlines      

b. Keeping a mental track of your 

work productivity 

c. Asking your colleagues to motivate 

you every time you get lazy at work 

d. None of the 

Level- Easy 

7. Which of the following areas should not be 

taken into consideration when formulating 

a retailer's promotional strategy? ( RAS 

NO602) 

a. The retailers credit customers. 

b. The price level of the merchandise. 

c. Merchandise inventory levels. 

d. The retailer's net worth. 



 

 

Level- Easy 

8. The best way for a retailer to differentiate 

itself in the eyes of the consumer form the 

competitions is to. ( RAS NO602) 

a. Increase advertising of sale items. 

b. Offer the lowest prices in town. 

c. Always be well stocked with the 

basic items that customers would 

expect to find in your store. 

d. Not sell any of the brand names the 

competition is selling. 

Level- Difficult 

9. Schemes/slabs for products and services 

can be dependent on which of the 

following aspects? 

a. Potential of the outlet   (RAS 

NO603) 

b. Workforce 

c. Festive seasons 

d. All of the above 

Level- Easy 

10. A Product is being launched in the market 

what will you do as part of sales pitch (RAS 

NO603) 

a. narrate it to the retailer directly      

b. narrate it to the retailer with the 

presenter   

c. narrate it to the retailer with the 

product and presenter 

d. None 

Level – Average 

11. What makes sales call effective? (RAS 

NO603) 

a. Maintaining pleasing personality     

b. Good communication skills    

c. Adequate knowledge of 

products/services 

d. All of the above 

Level- Average 

12. Professional salespeople avoid the 

preemptive approach. (RAS NO603) 

a. True 

b. False 

Level- Average 

13. As a sales person maintaining a good 

relation with the retailer helps you in 

getting the payment's early as the retailer 

too is dependent on you for his business 

(RAS NO604) 

a. True 

b. False 

Level- Easy 

14. Which of the following should be done 

before starting the beat every day? (RAS 

NO604) 

a. Eating breakfast       

b. Collecting details of pending 

invoices     

c. Taking the head count of all 

employees   

d. All of the above 

Level- Easy 

15. Partner centric relation with retailer helps 

in lowering the ageing of payment as he is 

dependent on you ( the salesman ) of the 

company (RAS NO604) 

a. True 

b. False 

Level- Easy 

16. Which of the following is a part of the job 

role of a salesman? (RAS NO604) 



 

 

a. Resolving issues due to pending 

deliveries     

b. Housekeeping activities    

c. Resolving employee issues    

d. None of the above 

Level-Easy 

Level- Easy 

17. What kind of beahviour should be 

displayed while interacting with retailers? 

(RAS NO604) 

a. Courteous and helpful 

b. Arrogant and haughty 

c. Indifferent   

d. Casual 

Level- Easy 

18. which one is not a suitable way to handle 

objection; (RAS NO605) 

a. Listen to the Objection 

b. Explore the Reasoning 

c. Never take the objection 

d. Answer the Objection 

Level- Easy 

19. The objections show that the prospect is 

worried about the future.  (RAS NO605) 

a. Time objection 

b. Risk objection 

c. Money objection 

d. Trust objection 

Level- Average 

20. Rapport is a good sense of sharing and 

staying together. (RAS NO605) 

a. True 

b. False 

Level- Difficult 

 


