Student Name:

Company/Brand Represented: 


1. Prospect Information:
A. Company Name: 

Type of Business: 

Job Title: 

Key Decision Maker’s Name:

B. Other Influences:
	Name/Job Title
	Departments
	Role in Purchase Decision

	
	
	

	
	
	

	
	
	


2. Customer Value Proposition:
3. Sales Call Objectives: (minimum of 3)
4. Linking Buying Motives, Benefits, Support Information, & Reinforcement Method:
	Buying 
Motives
	Specific 
Benefits
	Support 
Information
	Reinforcement Methods

	
	
	
	


5. Customer Analysis:

A. What is the financial position of the company you are selling to?

B. What are the strengths of the company you are selling to?

C. What are the weaknesses of the company you are selling to?

6. Current Suppliers (Your Three Closest Competitors Currently Supplying the Buyer’s Company):
	Competitor
	Strengths
	Weakness

	
	
	

	
	
	

	
	
	


7. Three Closest Competitors (Of Buying Company):
	Competitor
	Strengths
	Weakness

	
	
	

	
	
	

	
	
	


8. Beginning the Sales Dialogue:
A. Introduction/thanks:

B. State CVP

C. Agenda & Agenda Agreement:

D. ADAPT (Include your customer’s expected responses.)
i. Assessment Question:

    Expected Customer Response:

ii. Discovery Question :

       Expected Customer Response:

iii. Activation Question:

      Expected Customer Response:

iv. Projection Question:

      Expected Customer Response:

v. Transition to Presentation:

Expected Customer Response:

9. Anticipated Questions and Objections (at least three questions and/or objections) with Your Planned Responses:
1.
2.

3.

10. Earn Prospect Commitment:
11. Building Value through Follow-up Action:
