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Student Name

Evaluator Name

s ~
Approach (effectively gains attention and builds rapport) 10% | Comments
Professional introduction O3 ® G 6 @ ®
Salesperson gains the buyer's attention OROROROROROROEORO
Effectively builds rapport OROROROROROR® ©
Smooth transition into needs identification ONORORORORORG O
. J
s ™
Needs Identification (obtains clear understanding of customer's situation) 10% | Comments
Effectively uncovered need of buyer OROROROROROCRG) ©
Uncovered decision process (criteria, people involved, etc) OEORORORORORY ®
. J
s ™
Handling Objections (eliminate concerns to the customer’s satisfaction) 30% |Comments
Gave buyer adequate opportunity to voice objections ORORORORORORG)! ©)
Clearly restated objections and clarified if necessary O3 ® G 6 O S
Provided an effective response O3 ® G 6 O ®
Confirmed that any objections were addressed and no
longer a concern ORORORORORORGRORC)
. J
rSecuring the Follow-Up Appointment (take initiative to understand where you stand with the buyer) 30% |Comments A
Created a compelling reason to meet OEOROROROROX® S
Created a sense of urgency OEORORORORORG S
| Scheduled a specific follow-up appointment OEORORORORORG ®
v,
-
Preparation, Professionalism, and Communication 20% |[Comments )
Professional dress and demeanor OEORORORORORG 9 1
Demonstrated knowledge of the client’s industry OO ®H S ® O (9) 19
Used effective speaking and grammar skills OREORORORORORG. ©
Effective eye-contact and other non-verbal communicaton (1) @ 3@ @& & ©® @) O @
. J




