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Short on time? We include a written
synopsis so you can quickly glean
the key points of the interview and

prioritize your review process.

A graph to benchmark your sales rep’s
performance to current industry
standards, and immediately identify
strengths and weaknesses in the sales
presentation

Sample
Development
1-30-02

GENERAL COMMENTS, Contfinued

The Sales Representative (SR) began his presentation with an exceptional approach.
A direct question was posed to discover the prospect's special interests in a new
home. The SR then launched into an enthusiastic overview of (Client's) quality,
pricing and the great location of this development. A warm rapport was established
afdxell as an excitement to see the models. We would recommend introductions also

c at this time.

Continuing to take a proactive lead, the SR wok the Interviewing Unit (1U) back
through the model of her choice. The SR's demonstration skills are to be
congratulated. Construction design and materials, quality of included features and
many other details were emphasized to build up value. The SR was obviously very

knowledgeable in all areas of his product.

Our format covers the basic “Critical Path” sales techniques. We will be happy to
customize an addendum that focuses on your specific training needs — at no additional charge!



