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TEST

MODULE 3:  

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

List the six steps of the sales process:

1. Customer
2. Decision-making Process
3. Opportunity
4. Qualification
5. Quote
6. Close
What is one thing you really want to know about the people you are dealing with?

  How they are measured and compensated
What is the definition of a real sales opportunity?

  Real sales opportunity = product/service you are selling + something else
List at least three of the opportunity qualification questions:

1. Is this expenditure approved or budgeted?
2. What is the application?  How much of it do you need? Who is the competition or current vendor?  What is the Target Price?  When do they need it?  Why would they consider working with us?
3.      
List at least three of the “B’s” of quoting:

1. Buy, budget, bid-for-bid, ballpark, blow-off
2.      
3.      
