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MODULE 4:  

Name:     


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

1. What is the definition of a “real” opportunity?

real opportunity = product/service + Something else
2. How do you create new opportunities?

Find a problem/opportunity they know they have

Create a problem/opportunity they do not know they have

3. What are the seven opportunity diagnostic questions?

Is this expenditure budgeted or approved?

What is the application?

How much of it do they want?

Who is the current supplier/competitors on this opportunity?

What is the target price?

When do they need it?

Why would they consider buying it from us?

4. What are the three ways in which a customer qualifies you?

Our product/service

Our company

The salesperson

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



6. What is the definition of a quote?

Confirming document
7. What is the definition of a proposal?

Selling document
8. Who are the “different” people you might want to call on?



9 What does a “maybe” answer mean in Step 6?

No
10. What is the success ratio?

Total sales to answers received
