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Anexa 8 la contractul de recrutare nr. 6/19.02.2006 Global

Test de cunostinte tehnice de vanzare

Aceste test dureaza 30 minute. Nu exista raspunsuri corecte sau gresite, ci numai raspunsuri mai bune sau mai neinspirate. De obicei 1 actiune are efectul cel mai mare asupra vanzarilor. Succes!
1. In timpul vizitei la un client, acesta iti spune:” Nu cumpar de la tine, pentru ca ai preturi mai mari decat concurenta ta. Daca vrei sa cumpar, trebuie sa imi dai un pret care sa fie mai mic decat al produsului similar pe care il am acum in stoc.” Ce faci?

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

2. Principala strategie a distribuitorului tau e marirea numarului de clienti cu care se lucreaza. Pe de alta parte, distribuitorul are un target de realizat, pe baza caruia tu iti iei bonusul lunar. Singurul instrument pe care il ai e modul de realizare a comisionului agentilor distribuitorului. Ce sistem de bonificare propui pentru ca sa ai succes (da exemple)?
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__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

3. Ai la dispozitie 1.5% din achizitia lunara a distribuitorului pentru ca sa imbunatatesti prezenta la raft a produselor tale. Tu reprezinti aproximativ 35% din vanzarile distribuitorului, iar afacerea acestuia e de 140,000 euro lunar. Cum folosesti acesti bani pentru ca sa ai rezultate cat mai bune?

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

4. Ai un buget de marketing autogenerant, de 4% din vanzarea lunara a distribuitorului. Ai un set de 4 produse noi care trebuie introduse in piata. Fa un plan  pe 3 luni, pe timp de vara, pentru ca sa ai succes. Unde pui banii si de ce?

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

5. Ai un distribuitor care vrea sa cumpere palm-uri pentru facturare si realizarea automata a comenzilor. Costul unui palm e de 300 de euro, iar softul costa 500 euro / palm. Agentii distribuitorului fac, in medie, 9 vizite / zi, si 4 facturi, pe care le livreaza tot ei, a doua zi.  Estimeaza rentabilitatea investitiei si da un sfat cat mai bun distribuitorului.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

6. Ai preluat de curand o zona de vanzare. Ai un portofoliu de 100 de articole. Primele 3 articole fac 84% din vanzari. Primii 5 clienti din zona ta (care are 60 de clienti) fac 70% din vanzari. Spune care trebuie sa fie primele tale 3 actiuni / planuri, si de ce.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

7. In perioada de varf de vanzari, toata lumea lucreaza ore suplimentare. La 9 seara, dupa ce ai discutat la telefon cu o agenta a distribuitorului, si i-ai spus ca, atunci cand vine inapooi la depozit, sa treaca si pe la tine sa vorbiti, femeia izbucneste in plans si ameninta ca isi da demisia. Spune ce faci / care e reactia ta, si de ce.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

8. Datorita nerealizarii targetului in ultimele 2 luni, distribuitorul tau pierde bani – aproximativ 10,000 euro / luna, datorita costurilor fixe legate de leasing, operatii si salarii. Targetul a fost setat la inceputul anului, iar de atunci au avut loc 2 scumpiri. La fiecare scumpire distribuitorul a vandut cantitati mari, pe pretul vechi. Care sunt actiunile / sfaturile tale catre el, si de ce.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

9. Un client mare iti cere favoarea de a cumpara direct de la tine, desi are deja o oferta de la distribuitorul tau. Daca nu ii satisfaci cererea, va cumpara de la concurenta ta. Povesteste-ne ce reactie vrei sa ai, si cum rezolvi aceasta problema.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

10. In echipa ta ai un vanzator exceptional de bun, care vinde aprope orice oricui. Cu toate astea, e extrem de indisciplinat, nu respecta orarul de lucru si e obraznic cu tine. Ce masuri iei in aceasta situatie, si de ce.

_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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