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Written exam Sales

1FE170 Sales
First written exam

1) When discussing the closing of sales calls Rackham makes a
difference between simple sales and larger sales. In this respect, how

does Rackham define success and failure in simple sales and larger
sales? (10 points)
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2) Explain Rackham’s idea of account entry strategy. (10 points)
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3) What is the difference between “hard differentiators” and “soft
differentiators”? (10 points)
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4) Explain the meaning of “problem questions”. When should we use
them? What are the risks involved when using them? (10 points)
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o)

Which of the “transformative factors”, according to Moncrief and
Marshall, do you think have had the greatest impact on the selling
process? (12 points)

Your answer should be theoretically informed, argumentative (present claims
and valid arguments), substantial (at least 1,5 pages) and well organized.
You may also use relevant examples in your reasoning.
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