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GenoRx
Company developing propietry technology for miniturization analysis
They haven't identified the competition, non-disclosure agreement needs to be signed, proof-of-concept study running late
Sign NDA
University of Hawaii
Looking to by multiple pieces of equipment customer requirements keep changing, 3 vendors involved
May not be compatible sale across platfomrs
demo equipment to the customer, find best solution across vendors
Fred Hutchinson Cancer Research Center
Spotter and Scanner Sale
follow-up
Study doesn't work
Jonathan Fraser Anand Kumble
Amgen
Pointilliste
George Mathia Bang Ngyen
Buy Non-contact spotter
Ji Qui Hanash
Sue Jarvi, Raj Streshsa
Robert Fleming-Jones
PerkinElmer
Develop contacts
Multiple sites
Jonathan Derry, Paul Kasner
Sell scanners and array systems
Proof-of-concept study
Better resluts for comptitors

Please take time to thoroughly complete the following Pre-Program Assignment and submit a copy to your manager at least one week prior to the program.


Since a good portion of the program will be spent working with information from this assignment (your real-world situations) completion in advance is vital. You must bring the completed assignment to the first day of the Strategic Selling® program.





Instructions


A)	Use the second page of this form to briefly describe five of the most important selling situations on which you are currently working. These should be potentially high pay-off and/or fiercely competitive sales in progress.


Choose only situations where you are not certain you will get the sale.


	1. Write the name and division of the company for each situation.


	2. Give a brief description of the selling situation.


	3. List people in the account who might in any way influence the buying decision.


	4. List any problems you see that might prevent you from getting the sale.


	5. List the actions required by you or others to make the sale.





B) Bring in a list of all sales you are currently pursuing and accounts you are assigned.
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Strategic Selling® 


Pre-Program Assignment
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Your Name:					                                Your Company:








