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Sales Institute®




Conquest Training Systems, Inc.


The “Mental Health Club” for Professionals


Quick Start

Day One

Homework

1. How’s your BAT-ing average? Identify one area you will improve in your Behavior, Attitude, and Technique. Why is that important to you?

BEHAVIOR:  


Why?  


ATTITUDE:  


Why?  


TECHNIQUE:  


Why?  


2. List four things you can say to your potential customers to make them OK and you appear NOT OK.

1.  


2.  


3.  


4.  


3. Create an Up Front Contract for one or more of the following situations:

a. Cold Call

b. First Meeting

c. Close the Sale
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