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SPQ*GOLD"/FSA™

Full Spectrum Advocacy

The Sales Preference Questionnaire (SPQ*GOLD® /FSA™) is the world's only
comprehensive assessment tool designed specifically to detect and measure
all known forms of Sales Call Reluctance® in individuals.

Utilized by Sales-Dependent Organizations to:
» Streamline Selection/Recruiting Procedures.

SPQ*GOLD/FSA * Maximize Training Effectiveness.
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FULL SPECTRUM ADVOCACY" ..
BY BENAVIORAL SCLENCES RESEARCH PRESE, INC L4 Improve Sales Product]v]ty.

The single characteristic shared by the most successful salespeople is simply this - they initiate contact
with prospective buyers in greater numbers than those who are not as successful.

SPQ*GOLD® /FSA™ measures hesitation to initiate contact with prospective buyers in sufficient numbers
to be successful.

¢ Measures Motivation, Goal Level, and Goal Diffusion.

* Identifies which of the 16 types of Call Reluctance may be present in a sales person.

* Includes unique “Filters" which actually measure the degree of honesty and accuracy employed in
taking the test.

* High impact, easy to read report styles to provide maximum information to users while requiring

minimal testing background.

SPQ*GOLD®

Development Report

FULL SPECTRUM ADVOCACY™

For sales Prospecting and Clientele Building
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