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

1. What does TAC stand for?  

Total Acquisition Cost
2. What is the question the customer tries to answer on that half of the process?
What are the total costs that make up the cost of purchasing your product?
3. What are the factors on the A line?  The B line?

Ability to influence and margin

Relative importance of price and availability

4. What does PUC stand for?  What question are they trying to answer at that point?

Per unit cost

What does the item (only) cost?

5. What is the line that divides TAC and PUC?  How can you tell that you are no longer in TAC?

Design Freeze.  What does the  need?
6. What are the five key questions I need to be able to answer before I try to sell?

What is my value proposition?

Who is the right person?

What is their risk?

What questions do I need to ask?

How will I prove my points--beofre I get the order?

7. What are the three main areas in determining the Rings of Value?

Product

Organization

Salesperson

8. What are the two key things I need to know about the people that I am calling on?

How are they measured?

How are they compensated?

