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TEST

MODULE 1:  

Name:
     

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

What is this called?
3 x 3 Matrix
	Raise prices
	Existing products/services
	New products/services

	Existing customers
	
	

	New customers
	
	


What are the three key questions you need to be able to answer.

1.
What do I want to sell?
2.
Who do I want to sell to?
3.
What does a good order look like?
What does each of these stand for?

D
Defend
I
Introduce
G
Grow
F
Find out
F
Forget About it
What is the most significant time management tool?


Prioritized To Do List
When should it be done?


At the end of the day
List at least two of the Platinum Rules.


Never ask an important customer to call you back; do prep work in non-sales time;  build a bridge; manage your opportunites; create time to be proactive
