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

1. What are the six steps of the sales process?  In order?

Customer

DMP

Opportunity

Qualification

Quote

Close

2. What is the key question you need to ask to understand the Decision-Making Process?

How do they decide to add a new product/vendor?
3. What are the two key questions you need to ask the decision-makers?

What is important to them?

How are they compensated?

4. Name at least three factors you can use to determine the estimated annual potential of a customer:

Number of employees?

Square feet?

Annual sales?

Connectivity to other products?

5. List at least two “new” ways to find prospective customers.

Suppliers/customers of current customers

Our suppliers

Non-competitive salespeople

Trade journals

6. List at least three of the “old standbys.”

Tradeshows

Industrial directories

Phone book

Driving around

Internet

Purchased lists

7. Define a lukewarm call.

A cold call with some level of preparation including research of the customer's organization and the people that may be involved in making the decisions
8. Who are the “different” people you might want to call on?

Marketing, sales and  customer service people
