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!reparing 
Prepare to Sell+ ,uil/ an/ Sustain Sales Rea/iness. 4his is a measure of how effecti:e you are percei:e/ to 
<e in sales preparation an/ self preparation. 

). =>ternal+ Researchin? an/ un/erstan/in? your mar@etA in/ustry an/ competition.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+. Enternal+ Fnowin? an/ effecti:ely usin? your companyA pro/uctsA clients an/ resource team.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

,. Gental+ Refreshin? your @nowle/?e an/ ?ettin? into the ri?ht frame of min/.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

-. Physical+ Preparin? your sales resources an/ personal appearance for the ri?ht impact.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

Targeting 
4ar?et the Ri?ht Prospects+ E/entify HhoA Iow an/ Hhen 4o Ga@e Jontact. 4his is a measure of how 
effecti:e you are percei:e/ to <e in selectin? the ri?ht people an/ metho/s for initiatin? sales contact. 

0. Kroups+ E/entifyin? the cate?ories an/ ?roups of <est prospecti:e customers.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

1. En/i:i/uals+ E/entifyin? the i/eal customers an/ fin/in? the /ecision ma@ers.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

2. Strate?ies+ ,uil/in? a reputation an/ <ran/ position that will ?enerate sales.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

3. 4actics+ Jallin? on the ri?ht people in the ri?ht way to open up sales opportunities.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

4onnecting 
Jonnect with the Person+ =sta<lish 4ruthful JommunicationA 4wo Hays. 4his is a measure of your percei:e/ 
a<ility to connect with <oth the hea/ (lo?ic) an/ heart (emotions) of others. 



7. Jre/i<ility+ =sta<lishin? yourself as a :ia<le resource to the prospect.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)8. Acti:ity+ Ga@in? the ri?ht num<er an/ types of sales contacts.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)). Relationship+ Nn/erstan/in? personality /ifferences an/ <uyin? styles.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)+. 4rust+ ,uil/in? trust an/ mana?in? relationship tension.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

Assessing 
Assess the Cee/s+ Nn/erstan/ 4he Cee/s Of 4he Person An/ 4heir Situation. 4his is a measure of your 
percei:e/ effecti:eness in /eterminin? what the person wants an/ nee/s.  

),. Pro<in?+ As@in? the ri?ht Ouestions an/ ?ettin? the answers.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)-. AnalyPin?+ E/entifyin? the nee/s an/ sales opportunities.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)0. Nn/erstan/in?+ Qin/in? the primary <uyin? moti:e.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)1. =mpathiPin?+ Ristenin? an/ people rea/in?A un/erstan/in? feelin?s as well as facts.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

;olving 
Sol:e the Gain Pro<lem+ Jause 4he Person 4o =>perience 4he Value Tou ,rin?. 4his is a measure of your 
percei:e/ effecti:eness in showin? the person how well you can meet their nee/s an/ concerns. 

)2. Presentin?+ Ueli:erin? a persuasi:e presentation.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

)3. Showin? Rele:ance+ Pro:i/in? compellin? e:i/ence as to how the customer will <enefit from <uyin?.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      



)7. PersonaliPin?+ Kettin? the customer to un/erstan/ an/ feel the :alue of your offer.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+8. En:ol:in?+ Kettin? the customer to participate in /isco:erin? the solution they see@.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

4ommitment 
Jommit to the Sale+ Jonfirm 4hat A Purchase Ias ,een Ga/e. 4his is a measure of your percei:e/ 
effecti:eness in ?ainin? commitment to <uy. 

+). SummariPin?+ Ki:in? <enefit summaries an/ i/entifyin? ne>t steps. 

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

++. Ce?otiatin?+ Resol:in? the customerVs concerns without re/ucin? price.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+,. As@in?+ Jlearly reOuestin? the purchase an/ ma@in? it easy to say yes.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+-. Jonfirmin?+ Kettin? the formal commitment to <uy.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

Assuring 
Assure Satisfaction+ See 4hat 4he Justomer Remains Satisfie/ Hith 4heir Uecision. 4his is a measure of 
your percei:e/ effecti:eness in creatin? satisfie/ an/ loyal customers. 

+0. Re:iewin?+ Ki:in? a pointWofWsale summary of the :alue of <uyin? plus a pre:iew of ne>t steps.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+1. Qollow 4hrou?h+ Super:ision of the /eli:ery an/ initial steps of the ownership e>perience.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+2. NpSer:in?+ A//in? :alue after the saleA increasin? customer satisfaction. 

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

+3. Reco:ery+ Smoothly resol:in? pro<lems an/ retainin? the customerVs loyalty.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

@anaging 
Gana?e Tour Sales Potential+ Rea/A Goti:ate an/ Krow Tourself. 4his is a measure of your percei:e/ 
effecti:eness in ?ettin? yourself to /o what nee/s to <e /oneA when it nee/s to <e /one. 



+7. Resources+ Nsin? technolo?y an/ other resources to impro:e your sales effecti:eness.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

,8. Enformation+ Feepin? an/ usin? sales recor/s to mana?e yourself.  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

,). Krowth+ Rearnin? an/ impro:in?A <ecomin? a ?reater resource to others. 

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always      

,+. Goti:ation+ Kettin? yourself to /o what nee/s to <e /one when it nee/s to <e /oneA whether you feel li@e 
it or not an/ still /oin? it well. (SelfWRea/ership)  

Almost Ce:er    Sel/om    Sometimes    Often    Almost Always   
 

 


