Chapter 12

Creating Value with the Sales Demonstration

True/False

1. Words often provide only part of the meaning attached to messages that flow between the salesperson and the prospect.

T
293

2. Overstructured sales demonstrations may cause a customer to feel like a number.

T
299

3. A need-satisfaction question can help move the sale forward.

T
301

4. Since graphs are usually quite descriptive, no interpretation is necessary for the prospect to understand the material.

F
308

5. Letters from satisfied customers are ineffective sales tools.

F
296-297

6. In some cases, it is not practical to demonstrate the product itself.

T
306

7. It is almost impossible for clients to understand some products without a well-planned demonstration.

T
292

8. Prospects are often willing to participate in a presentation held off premises.

F
300

9. A working model can be a satisfactory substitute for demonstrating the product itself.

T
306

10. The salesperson should personally inspect all equipment and products before his or her sales presentation to ensure everything is working properly.

T
300-301

11. Rehearsal of a sales demonstration is not important if the demonstration is well planned.

F
304

12. An effective sales demonstration may give the prospect a temporary feeling of ownership.

T
297

13. Sight is considered the most powerful attention-attracting sense; therefore, it is the most important motivating force in every selling situation.

F
301

14. Some of the most effective sales demonstrations combine telling, showing, and involvement of the prospect.

T
302

15. As the quality of audiovisual presentations improves, the salesperson’s importance will diminish.

F
312

Multiple Choice

Select the response that best answers the question or completes the statement.

16. The Care Trak salesperson successfully sold his product at the nursing home because he:

a. converted features to benefits.

b. covered one idea at a time.

c. overcame the prospect’s doubts with a demonstration.   * 299

d. appealed to more than one sense.

17. Mario Cortez is preparing a sales demonstration that will be presented to a buying team made up of health care personnel.  It is very important that he:

a. recognizes that printed documents provide the only credible form of proof for the audience.

b. understands that communication via the spoken word alone is very difficult.   * 293-294

c. conducts the demonstration at a hotel or motel.

d. develops a highly structured demonstration that will save time.

18. When prospects participate in a sales demonstration, they:

a. tend to bond with the salesperson.

b. receive one of the most effective sales demonstrations.   * 302

c. usually ask more questions.

d. almost always buy the product.

19. Which of the following is an accurate statement regarding the sales presentation?

a. It is best to communicate all you know about the product to the customer.

b. The location of the sales demonstration is not likely to make a difference.

c. Each product feature is of equal importance to the customer.

d. Appealing to the prospect’s senses makes the sales demonstration more powerful.

* 301-302

20. The components of the demonstration worksheet form are the features to be demonstrated, proof device to be used, what you will say, and:

a. what the customer is likely to say.

b. what you or the customer will do.   * 302-303

c. when you will show and tell.

d. when you will involve the prospect.

21. The best selling tool is most often:

a. testimonials of satisfied customers.

b. a photograph or illustration.

c. the product.   * 306

d. videocassette recordings.

22. Test results are most effective as a demonstration tool when:

a. they come from a respected independent agency.   * 308

b. they are part of a bound paper presentation.

c. they have been presented to the prospect in a spreadsheet or chart.

d. they demonstrate that the product is superior to the competition.

23. Paolo Rodrigues is a sales rep employed by Montano Travel Services.  He is preparing to demonstrate a very complex computerized reservation system at a meeting with a corporate client.  Which of the following guidelines would be most helpful as he conducts the demonstration?

a. Offer one idea at a time, and be sure that the customer understands each point before moving on.   * 301

b. Use a portfolio to organize the key sales goals.

c. Use showmanship to build interest in the new reservation system.

d. Be sure the sales demonstration gives the prospect a temporary feeling of ownership.

24. An effective sales demonstration is the result of both:

a. planning and practice.   * 298

b. confidence and congeniality.

c. timeliness and talent.

d. showmanship and visual stimulation.

25. If a salesperson was attempting to develop a feeling of ownership in a prospect shopping for a diamond ring, s/he might:

a. inform the customer of the gem’s clarity.

b. encourage the customer to try it on.   * 297

c. lay the ring on black velvet to enhance its brilliance.

d. explain the store’s installment payment plan for the item.

26. Jeremiah knows that it is possible to prepare a sales demonstration that is too structured and so mechanical that the prospect feels like a number.  Marketing people refer to this as the _______ of the selling-buying process.

a. massification

b. focalization   

c. personalization

d. depersonalization   * 299

27. Which of the following is NOT true of doing business in Italy?

a. Businesspeople tend to be quite formal in terms of introductions and dress.

b. Entertaining clients at your home is considered better than doing so in a restaurant.

* 307

c. A nominal gift such as a bottle of wine for the holiday is quite common.

d. Most Italian businesspeople are not in a hurry, so patience is important.

28. All of the following statements regarding audiovisual presentations are true EXCEPT:

a. Never rely too heavily on “bells and whistles” to sell your products.

b. At the conclusion of the presentation, review the key points.   

c. Show the entire presentation and then answer questions.   * 312

d. Be sure the prospect knows the purpose of the presentation.

29. Which of the following statements concerning laptop computers is FALSE?

a. Laptop computers can allow instant order placement.

b. Salespeople can customize their presentations through laptop technology.

c. Many of the things needed during a sales presentation can be stored in a laptop.

d. Thirty-seven percent of salespeople use laptops to deliver their sales presentations.   

* 309

30. Gary Eberle, owner of Eberle Winery, recognizes that the presentation of a quality wine should reach the prospect through the following senses:

a. touch, sight and feel

b. taste, touch and investment value

c. taste, smell, sight and hearing   * 302

d. hearing, feel and spirit

Completion

31. To present product features and benefits in an interesting and appealing way requires some amount of _______.

creativity   299

32. A well-planned _______ adds sensory appeal to the product, attracts the customer’s attention, stimulates interest and creates desire.

demonstration
   293

33. With today’s fierce competition for similar products, you can enhance your sales potential with proof of ______ _______.

buyer benefits
   294-295

34. A survey conducted by Selling Power magazine found that 87 percent of salespeople use _______ _______ to deliver their sales presentations.

laptop computers   309

35. A _______ is a portable case or loose-leaf binder containing a wide variety of sales-supporting materials.

portfolio   307

Short Answer
36. List the primary benefits of the sales demonstration.   293-297

1. Improves communication.

2. Improves retention.

3. Provides proof of buyer benefits.

4. Develops a feeling of ownership.

5. Quantifies the solution.

37. List the guidelines that should be followed when planning effective demonstrations.   298-304

1. Develop creative demonstrations 

2. Use custom-fitted demonstrations.

3. Cover one idea at a time.

4. Choose the right setting.

5. Check sales tools.

6. Appeal to all senses.

7. Balance telling, showing, and involvement.

8. Rehearse the demonstration.

9. Plan for the dynamic nature of selling.

Matching
For each descriptive phrase or statement in Group A, select the most appropriate answer from the items listed in Group B.

Group A

38. Offering several ideas at a time so customers will immediately see the many benefits of your product.

D   301

39. Rehearsing the demonstration. 

A   304

40. Deciding whether or not to use a laptop computer as a part of your demonstration.

A   309

41. Appealing to all senses.

C   301

42. Giving a quick presentation to an Italian client.

D   307

43. Using the same sales demonstration with all prospects.

D   299

44. Using an audiovisual presentation to do the selling for you.

D   312

45. Covering one idea at a time, then confirming agreement.

C   301

46. Encouraging customers to use the product on a trial basis.

C   297

47. Holding a trial run to discover areas that need additional polish.

A   298

48. Checking the working condition of the sales tools used in conjunction with a demonstration.

A   300-301

49. Appealing to no more than two of the senses during any demonstration.

D   301

50. Presenter calling up the information they wish to showcase using a Web browser.

C   310

51. Handing a prospect a catalog without reviewing the important features such as an index or important appendix material.

D   308

52. Preparing a PowerPoint presentation in advance of the sales call.

A   309-310

Group B

A. appropriate preapproach activity

B. inappropriate preapproach activity

C. appropriate demonstration activity

D. inappropriate demonstration activity

1
89

