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TEST for
MODULE 10:  

Name:                                    Company:      
Note: Follow instructions on web page for what to do with this Test once completed.

List at least of the types of calls that you should have scheduled every week:

1. Norm add the word three to the sentence above.


2. Prospecting calls for new customers;  prospecting calls for new contacts; calls to find new opportunities; calls to present qualification information; calls to present quotes/proposal; closing calls


3.      
List at least three of the “Golden Rules of Time Management:”

1. Don't ask them to call you back; Do your prep before/after prime sales hours; do your travel before/after prime sales hours; use your cell phone; build a bridge; manage your opportunities


2.      
3.      
When should you do as much of your prep time as possible?

   Before/after prime sales time
List at least one thing that you can do to create more sales time with your cellphone?

   Have scheduled phone appointments; do some service on the phone; talk to your office
What does it mean in sales to “build a bridge?”

   Schedule the next step
List at least three things that are included in a professional sales call:

1. Confirming e-mail; Remind the customer the value of the call; identify action items; close the call with a restatement of the action items and a confirmation of the next action item; wite your call report; wite up action items/dates and send to the customer; update your calendar


2.      


3.      
