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TEST

MODULE 8:  

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

What are the two purposes of a sales call?

1. Find a piece of business
2. Moving a piece of business forward
From the customer’s perspective, what are the purposes of a sales call?

1. Help them to solve a problem
2. Help them to accomplihs a goal
List the five attributes of a professional sales call:

1. Definite person/people
2. Definite day
3. Definite time
4. Sales purpose
5. Agreed to in advance
List at least one aspect of each part of the sales call:

Pre-call Planning

1. What do you want to accomplish?  What do you know?  Need to know?

Value proposition?  Schedule the call.  Confirm the call.

The Sales Call

1. Be on time.  Open with value.  Customer issues first.  Follow the written plan.  Take good notes.  Get agreement on follow-up actions.  Schedule the next step.
Follow-up

1. Send a written summary

Update what we know about our customers

Update opportunity profile

Call reports

