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TEST

MODULE 6:  

Name:     


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

List at least three of the diagnostic questions:
 
1. Is this expenditure budgeted or approved?  What is the application?  How much of it do you want?  Who are you currently using or who is the competition?  What is the target price?  When do you need it?  Why would you consider buying it from us?
 
2.      
 
3.      
 
What are the 5 Bs of Quoting:
 
1. Buy
 
2. Budget
 
3. Bid-for-bid
 
4. Ballpark
 
5. Blow-off
 
 
What elements have to be present for a quote to be a quote for buy?
 
1.  You have to be dealing with a qualified customer.
 
2. You have to be dealing with the decision-maker(s)
 
3. You have tohave a real opportunity
 
4. You need to have your proposed solution approved by the customer
 
 
What is one closing strategy that is almost guaranteed to improve your close ratio?
   Scheduled closing call
 
 
 
 
