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TEST

MODULE 7:  

Name:     


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

What are the four kinds of objections?

1.Not the right person
2.Not a real opportunity
3.Negotiating ploy
4.Price objections
What do the following stand for?

TAC
Total Acquisition Cost
PUC
Per Unit Costs
List at least three TACs?

1.Inventory  Downtime Rework/Scrap
2.Health/safety Throughput  Handling
3.     
List the steps for dealing with a non-price objection:

1.Restate the objection
2.Ask them what needs to happen to resolve the issue
3.Make whatever you commitments you can
4.Schedule the next communication
List the steps for dealing with a price objection:

1.Review the value
2.Ask for target price
3.Ask for commitment to buy
4.Make whatevery commitments you can
5.Schedule the next step
