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MODULE 7:  

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

1. What are the elements of a “real” sales appointment?

 Definite person/people, definite day, definite time, sales purpose, agreed to by the customer in advance
2. What are the two primary reasons for a sales call?

 Find a piece of business, move a piece of business forward
3. What is the number one reason why it is difficult to get appointments?

 No value to the cusotmer
4. When you are trying to set an appointment, what are the two key things you are trying to find?

 Who the right person is

What is important to them

5. What are the five steps to getting that first elusive appointment?

 Do your homework

Create a specific value proposition

Send them something in advance

Follow-up professionally

use your allies

6. Name at least four of the seven rules for a “perfect” sales call?

 Be on time

Open with value

Customer's issues go first

Follow the written plan

Take good notes

Get agreement on follow-up actions

Schedule the next step

7. Name at least three ways you can use your call report? 

 As a call report

To let other people in the customer's organization know what happened on the call

To let others in our organization know what happened on the call

As the confirmation for the next call



