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This Leader’s Guide 
The Sales Performance Tune-Up program from Performance Strategies, 
Inc. (PSI) includes two seminars: 

! SPOT Telephone Skills 
! Sales Performance Tune-up 

This training is management-integrated, which means that for it to 
achieve full impact, you, the sales manager, are expected to reinforce 
training points during sales meetings. To make it easier for you, every 
member of your sales team is receiving Project Guides and you are 
receiving this Leader's Guide. 

This guide assumes: 
! You are a sales manager at a car, truck or RV dealership. 
! You conduct sales meetings that may include a sales training 

component. 
! Your sales team is currently participating in the Sales 

Performance Tune-Up program, conducted by PSI. 
! Your sales team is completing the projects in their Project 

Guides, so that at least one additional project is completed prior 
to each sales meeting that includes a training component 
associated with the Sales Performance Tune-Up program. 

! You are attending the classroom training along with your sales 
team. 

! You have read and studied this guide prior to facilitating the 
training. 

How the Program Works 

The Sales Performance Tune-Up program includes several mutually 
reinforcing components: 

! Classroom training—To introduce a complete system for 
selling, and using the telephone, more effectively (the two 
seminars, SPOT Telephone Skills and Selling Below the Price Line).  

! Projects—to guide students in applying their new knowledge 
(Included in their Project Guide). 

! One-on-one coaching—to reinforce training points on an 
individual basis. 
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! Training during sales meeting—to further reinforce training 
points through group discussion; and to identify and reinforce 
best practices. 

Your Responsibility 
Your responsibility then is to conduct the training during sales 
meetings. For most sales meetings, this training follows a simple 
pattern: 

! Go over the review questions in the Project Guide; have the 
group call out correct answers and facilitate any appropriate 
discussion. 

! Review the field work. Have individuals take turns presenting 
their experiences. For each experience, facilitate a group 
discussion of whether the response was the best possible; and if 
not, what would be a better response. This is a good 
opportunity for role-plays. When appropriate, have one person 
take the role of the customer (or take that role yourself) and 
have another respond. Then, lead the group in discussing the 
effectiveness of the responses and making suggestions on how 
they could be improved. 

Keep in mind, your purpose is to: 
! Reinforce training points 
! Identify and refine best practices (see next topic) 

In short, focus on the positive. Rather than saying a response is wrong, 
ask how it could be done better...with more authority...in a way that 
moves the customer back to a more appropriate step of the sales 
process...in a way that gets customers into the dealership. 
Reward the behavior you want, rather than beating down your team 
for any mistake. 

Best Practices 
Being a professional means... 

! Using a vocabulary specific to your profession. 
! Following an agreed-upon system of standards and practices. 

The five-step sales process taught by PSI provides both of these. An 
advantage is that once your sales team understands the system—and 
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has a vocabulary to discuss it—they can improve it; by continually 
identifying and refining best practices. 

This leader’s guide gives you the structure for refining best practices 
by using your sales meetings to: 

! Find out from your sales team which statements, questions and 
techniques are working best right now. 

! Refine and improve these best practices 
! Ensure that everyone knows about and is using your best 

practices  

Materials 
Be sure you bring to the training: 

! This Leader’s Guide. 
! A copy of a student Project Guide that you can use as a 

reference. 
! Flip chart and pad of flip chart paper (or white board). 
! Markers for writing on the flip chart (or white board). 

Ensure that all sales team members bring: 
! Their own copy of the Sales Performance Tune-Up Project 

Guide with their completed projects up to date. 
! Pen and paper for taking notes. 

Classroom Preparation 

Make sure the classroom is provided with: 
! Comfortable seating and writing surfaces for everyone 

attending. 
 



Sales Performance Tune-Up • Sales Manager's Guide  

  

John Morley work sample • John@IDforHire.biz • (818) 317-4458 4
 

Tips on Presentation 
“The will to win is not nearly as important as the will to prepare 
to  win.” 

—Bobby Knight, US basketball coach 

The more you prepare, the more successful you will be. It’s important 
to know the material so you’re not tied to reading the Leader’s Guide 
as you present. Knowing the “script” allows you to listen to the group 
and respond to its needs. 

Tips on memorization 

! Reduce this Leader’s Guide to key-word notes if it helps you be 
more spontaneous. You can highlight key phrases or write a few 
key words or notes that can trigger your memory of the content 
in the margin of the guide. A quick glance at those key words 
will get you back on track. 

! Rewrite key points. Writing again by hand will help you learn 
the material. 

! REHEARSE! All your key words and notes won’t mean a thing 
if you don’t know the material. Rehearsing is time-consuming 
but you’ll be glad you did it when you can sail through the 
training component of your sales meetings without any 
problems. 

Make it your own 

! Customize activities to suit your style and the needs of your 
sales team. 

Methods for Effective Facilitation 

To elicit the participation you need from the group: 
! Focus on participants rather than on your notes. 
! Look at people while you are talking and be sure to make eye 

contact with them when they talk. 
! Keep it positive: There are no bad ideas or suggestions. Some 

may be “interesting,” but none deserve to be called bad. Or you 
can say, “That’s a good point, because it raises a concern: by 
saying that you open yourself up to...” 



Sales Performance Tune-Up • Sales Manager's Guide  

  

John Morley work sample • John@IDforHire.biz • (818) 317-4458 5
 

! Don’t waste time arguing the details. Keep it moving. Offer 
“Something else you may consider in that situation....” Don’t let 
yourself be trapped in a corner by presuming to be the authority 
on everything. Allow everyone their opinion and let anyone 
disagree. If all else fails, say: 

“I will be glad to discuss that with you after the meeting, 
but right now we need to keep it moving.” 

! If you are questioned; rather than being defensive, ask, “What 
would be a better way?” 

! Listen. Don’t get caught up in thinking about what you are 
going to say next—be sure to listen to questions and comments. 

To limit a talkative person: 

! Avoid interrupting in the middle of a sentence. 
! Listen for a remark that you can reinforce; after you reinforce it, 

move on to someone else. 
! Ask closed-ended questions. (YES or NO answers)  
! Reduce eye contact with the talkative person. 

To encourage a silent person: 

! Make eye contact while addressing a question to the group. This 
gives the person the opportunity to respond, without putting 
the person on the spot. 

! Watch body language; ask for a comment if the person seems to 
have a reaction. 

! Address people by name and ask their opinions after someone 
else has made a comment. 

Using the Script 
The following script is designed both for preparing you to facilitate the 
training and to function as a script and check list as you conduct the 
training. It includes three different types of prompts: 

EXPLAIN: These are suggestions for words that can be read, or better yet, 
paraphrased in your own words. 

CONDUCT: This is an activity for you to facilitate, such as going over the Review 
Questions. 

DISCUSS: This will typically be a question intended to begin a group discussion. It will 
sometimes be followed with: 
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 You are looking for: 
• These are the type of responses to 

draw out of the group. 

It is not: 
• These are typical incorrect responses or 

misconceptions. 

Consider this script a starting point: revise it to better fit your own 
style as you study it and practice. Learn to present this information in 
your own words. 
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Training Script 

Script 

CONDUCT: Be sure that everyone has their Project Guide. 

EXPLAIN: “You have already been in at least one of the seminars being given 
here by Performance Strategies, Inc. Part of their total program are the 
projects you are directed to do in your Project Guides. 

Another component is the one-on-one coaching you are receiving from 
Will Robertson. 

An additional component will be reviewing what you have written in 
your Project Guides. This will be a part of the appropriate sales 
meetings for the duration of the program. 

The purpose of these reviews are to first make sure you've done your 
projects; not so much to see if you got the answers right, but to help 
reinforce what you're learning. 

A second purpose involves the Field Work. In that part of your 
projects, there are no right or wrong answers. What we want is to 
know what you are encountering as you try out the new things you 
are learning; to let us know how well they are working. 

Then, as we see what works best, we can all adopt those better ways of 
working on the phone and working with customers. In the end, we’re 
all selling more vehicles and earning more money.” 

Review Questions 
CONDUCT: The Review Questions. 

Read each question out loud and let the group respond (correct answers are 
in the appendix of this document). 

Field Work 

EXPLAIN: “The field work for this project involves leadership attitude, which is 
at least half of selling; because sales excellence breaks down to: 

! Saying the right words 
! Saying them with authority 

That authority comes from being a leader.” 

DISCUSS: “Why is it important to take a leadership role?” 

(You may want to write responses on the flip chart.) 
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Script 

 You are looking for: 
• The customer is looking to 

you for guidance. 
• Leaders are easier to trust. 
• You must be perceived as a 

leader in order to control the 
sales process. 

It is not: 
• To manipulate and pressure the 

customer. 
• To gain advantage over the 

customer. 

EXPLAIN: The classroom training stressed the importance of a Leadership 
Attitude, along with three techniques for achieving it: 

! Think Positive  
! Envision Success 
! Emulate Leadership Behavior That You Admire 

Field Work—1. Think Positive 

EXPLAIN: “The first Field Work exercise helps you to create a positive attitude, 
by asking you to write down things that put you in a positive state of 
mind.” 

CONDUCT: Go around the room, asking each person to read one item from their list. As 
time allows, go around the room more times. 

KEEP IN MIND: Items on this list can be as general as it being a nice day outside to 
something as specific as a customer who offered a sincere thank-you 
yesterday. Anything that makes people happier to be alive. 

ASK:  “Remember the last time a customer sincerely thanked you for some 
information you provided over the phone.” 

CONDUCT: Ask one or two people to describe the phone call they are remembering. 

EXPLAIN: “Now, keep that moment in mind every time you pick up the phone. 
Customers need you and appreciate you. Forget about all the times 
that customers were rude, abrupt or indifferent.” Focus on the 
positive. 

DISCUSS: "You make a mistake on the phone, but catch it right away. 
What should you focus on when you hang up the phone?" 

 You are looking for: 
• How quickly you caught the 

mistake. 
• How well you recovered. 
• How well the customer 

accepted your mistake. 

Do not dwell on: 
• The mistake. 
• Not being perfect 

DISCUSS: "You make a mistake on the phone, and DON’T catch it. What 
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Script 
should you focus on when you hang up the phone?" 

 You are looking for: 
• You have just learned 

something. 
• You can turn this into an 

opportunity to demonstrate 
excellent service by calling 
the customer back to 
correct the mistake. 

• How to avoid the mistake in 
the future. 

Do not dwell on: 
• The mistake. 
• How bad you’ve screwed up 

EXPLAIN: “As explained in your Project Book, affirmations help to keep you in a 
positive frame of mind.” 

CONDUCT: Go around the room, asking each person to read one affirmation from their 
list. As time allows, go around the room more times. 

DISCUSS: For each item, “Does saying this make you feel better or worse 
about yourself? If it makes you fell better, it’s a good affirmation. 
Keep it and use it.” 

Field Work—2. Envision Success 
CONDUCT: Go around the room, asking each person to describe the sale that made 

them feel the best they have ever felt about being a sales professional. 

KEEP IN MIND: This is a feel good exercise. Help everyone reinforce in their memory a 
vivid recollection of being a winner. Let everyone build their confidence from 
sharing their victories. 

CONDUCT: Go around the room, asking each person to describe the face of a happy 
customer (what they have written in their Project Guide). 

EXPLAIN: “Keep this face in mind when you pick up the phone. You put the 
smile on that face and you can do it again.” 

 

Field Work—3. Model Behavior 
CONDUCT: Go around the room asking each person for the name of someone with 

leadership attitude who they admire. This could be a statesman, a 
professional, a news caster, a teacher or even someone at your dealership. 
– Tip – TV, Movies, Sports, Others 
Ask for a description of each leader mentioned. You are looking for 
attributes such as good eye contact, stands up straight, speaks with 
conviction and other specific behaviors that your sales team can use to 
strengthen their own personal style. 
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Script 
KEEP IN MIND: Movie actors, in the roles of heroes and statesmen, generally have no 

personal experience doing what their characters have done. But they still 
sound convincing. How? They envision themselves as a genuine leader and 
they practice...practice...practice.  
Your sales team can do the same. Have them imagine themselves as a 
leader they admire.  Have them imagine what it would be like to be that 
person, leading a customer through the sales process, and 
practice...practice...practice. 

Field Work—Practice...practice...practice 
CONDUCT: Conduct role-plays of answering phone calls. Make up your own calls or use 

some of the following. For each call, have someone in the group: 
! Identify where the customer is in the sales process (provided in 

parentheses after each example). This is important. 
! Provide a response that will move them to the most 

appropriate step of the sales process if necessary and then 
move the process forward – in other words, back up to where 
they need to be. For example – if the customer starts off with  a 
discussion of economics then the salesperson should address it 
but quickly back up to trust or discovery.  

“I’ve had my Acura for about five years and I’m wondering if they’ve 
changed enough to make it worth buying a new one.” (Discovery step) 
“I’m shopping around and a friend told me he likes his Acura. Can you shoot 
some information over to me?” (Trust step) 
“I was in there last week and drove a RL. I think I should’a been looking at a 
TL.” (Solution / Value Creation step) 

EXPLAIN: “Your next project involves the Trust step in the sales process and 
your trust statement. Be sure that you have completed this project by 
[GIVE DATE OF SALE MEETING IN WHICH THIS PROJECT WILL 
BE REVIEWED].” 

“This project takes five days to complete. This means that you need to 
write something in your project book every day for five days, so don't 
think you can wait until the last minute to complete this.” 

 

 

ASK: “Are there any questions on the project or what we have discussed 
today?” 
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“Do you have any other topics you feel should be part of such 
interactive sessions with me?” 

 

“Is there anything we can do at our place of business to make it possible 
for you to do your job better?” 
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Project 2—Your Trust Statement 

Script 
EXPLAIN: “This second project is on building trust. Building trust is the first step in the 

five-step sales process. This makes it very important, because it sets the 
tone for the rest of the sales process.” 

Review Questions 
CONDUCT: The Review Questions. 

Read each question out loud and let the group respond (correct answers are 
in the appendix of this document). 

Field Work 
DISCUSS:       The Field Work. 

Go through the group one by one.  
Ask the first person for the most typical situation that made it difficult to 
make a trust statement, letting them choose from any of the five examples 
they should have written in their project book.  
Ask the group to critique the trust statement, asking for better suggestions. 
 

KEEP IN MIND: Trust statements must be unique to the person. If you happen to be a 
senior sales consultant or have many years of experience that would be 
good to include in a trust statement; if not, you may need to stress your 
training or that you have recent experience with a particular model. Let the 
entire group make suggestions on each others trust statements so that 
everyone leaves with trust statements that they will be comfortable using the 
next time they answer the phone. 

Ask the next person for the most challenging situation. 
Alternate between typical and challenging.  
As your time allows, work through the group additional times. 

ASK: “Does everyone now have a trust statement that you can say with authority 
the next time you pick up the phone?” 

(If anyone does not, help them develop one.) 

CONDUCT: Go around the room, having everyone give a trust statement to you, as if 
you were a customer who called on the phone with a moderately challenging 
opening, such as,  
“I need a safe car for my wife, it has got to be a good price and I’m not going 
to stand for a lot of sales talk.” 

KEEP IN MIND: Speaking with authority comes from confidence. And confidence comes 
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Script 
from doing something so many times that it comes naturally. These trust 
statement role-plays are an opportunity to have your sales team practice 
their trust statements under the pressure of having an audience. Keep it 
positive, but keep it up, until everybody sounds convincing. 
As necessary, review techniques from Project 1, Leadership Attitude, to 
ensure that everyone speaks with authority. 

EXPLAIN: “Your next project involves the Discovery step in the sales process. Be 
sure that you have completed this project by [GIVE DATE OF SALE 
MEETING IN WHICH THIS PROJECT WILL BE REVIEWED].” 

“This project takes five days to complete. This means that you need to 
write something in your project book every day for five days, so don't 
think you can wait until the last minute to complete this.” 

ASK: “Are there any questions on the project or what we have discussed?” 
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Project 3—Discovery 

Script 
EXPLAIN: “Today we’re going to review the Discovery step in the Five-Step Sales 

Process.” This is critical because it is when you learn the concerns and 
issues that affect the customer’s purchase decision.  

Review Questions 
CONDUCT: The Review Questions. 

Read each question out loud and let the group respond (correct answers are 
in the appendix of this document). 

CONDUCT: Role-plays that demonstrate how to use information on how a customer is 
SPACED: 

“Let’s go back to that question on how a customer is SPACED and practice 
how to use that information.” 
“We’ll start with a typical feature you may point out, such as ABS. For a 
customer concerned about safety, what benefit would you stress for ABS? 

 You are looking for: 
• In an emergency situation 

that forces you to break 
hard, you are less likely to go 
into a skid. 

• It requires less skill to handle 
an emergency situation, 
since you can push on the 
brake pedal as hard as you 
want and the car will 
prevent the wheels from 
locking, which is what 
typically causes a vehicle to 
go into a skid. 

You are not looking for: 
• You can break hard going into a 

corner without worrying about 
your wheels locking up. 

“For a customer interested in performance, what benefits would you 
associate with ABS.” 

 You are looking for: 
• You can break hard without 

worrying about going into a 
skid caused by your wheels 
locking up. 

• You can break hard going 

You are not looking for: 
• Safety-related benefits. 
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Script 
into a corner without 
worrying about your wheels 
locking up. 

“For a customer interested in appearance, what benefits would you 
associate with ABS.” 

 You are looking for: 
• You may want to skip this 

feature to focus on 
something more 
appearance-oriented. 

• Assume that safety is 
important to everyone and 
stress a safety benefit.  

You are not looking for: 
• Performance-related benefits. 

“For that same customer, interested in appearance, what benefits could be 
associated with leather, or leather-trimmed seats.” 

 You are looking for: 
• Rich, elegant look. 
• Confidence that your passengers will recognize your 

good taste. 
“For those same leather, or leather-trimmed seats, what benefits could be 
stressed for a customer concerned about durability.” 

 You are looking for: 
• Leather resists wear. 

“For that same customer, interested in durability, what benefits could be 
associated with the generous warranty period and long interval before 
the first tune-up is required” 

 You are looking for: 
• Reassurance that Acura has built lasting quality into the 

vehicle. 
“For that same generous warranty period and long interval before the first 
tune-up is required, what benefits could be stressed for a customer 
concerned about economy.” 

 You are looking for: 
• Reduced maintenance and repair expenses. 

As time allows, continue with role-plays for different customers, each with a different 
concern represented by one of the letters in SPACED, at different points in a 
walk-around: 
Front-right fender Under the hood 
Driver’s seat  Passenger’s seat 
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Script 
Read seat  Rear of car 

Field Work 
DISCUSS:       The Field Work. 

Go through the group one by one.  
Ask each person: 

“Other than the Six Discovery Questions we have already discussed, 
what is the most effective discovery question that you have written in 
your project guide?” 

After the question is stated, ask: 
“How did your customer respond?” 

Ask the group to critique the discovery question, asking for better 
suggestions. 
As time allows, go through the group additional times. 

EXPLAIN: “Your next project involves the Solution step in the sales process. Be 
sure that you have completed this project by [GIVE DATE OF SALE 
MEETING IN WHICH THIS PROJECT WILL BE REVIEWED].” 

“This project takes five days to complete. This means that you need to 
write something in your project book every day for five days, so don't 
think you can wait until the last minute to complete this.” 

ASK: “Are there any questions on the project or what we have discussed?” 
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Appendix   

Review and Leadership Attitude—Answers to Review Questions 
1. What are the five steps of the sales process? 

1. Trust 4. Economics 

2. Discovery 5. Close 

3. Solution (value + agreement)  

2. What are the six most effective questions to use during the discovery step to 
learn what you need to know about a customer? 

1. Experience—Have you been looking at other vehicles or am I the 
first you’ve talked with about a new vehicle? 

2. Attractions—What have you seen or heard about that you like? 
3. Avoidance—Have you seen or heard about anything you don’t 

like? 
4. Authority—Will you need information for others or just yourself? 
5. Timing—How soon were you thinking of purchasing? 
6. Application—What is the most important issue you are considering 

(SPACED)? – Safety, Performance, Appearance, Comfort, Economy, 
Durability.  

3. Especially at the beginning of a phone call or meeting, it is good to respond to 
a customer's statement or question with a sincere compliment. How is it best 
to end your response, in order to better control the sales process? 

Ask a question that raises an issue in the step that you need to return to. 

4. In order to establish value, what must you achieve when presenting the 
customer with a benefit? 

Agreement that the benefit is of value to that specific customer. 

5. When is the best time to minimize objections that may be raised in the 
Economics or Close step? 

Solution / Value Creation step. 

6. What is the most effective technique for minimizing objections that may be 
raised in the Economics or Close step? 

Obtain agreement on all issues that typically come up later as objections 
(price range, color, trim level, use of the vehicle, etc.) Then, if an objection is 
raised, you can refer back to the agreement reached earlier. 
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7. In order to close, two things must come into balance within the mind of the 
customer. What are these two things? 

a. Value b. Price 

8. In seeking help from a doctor, what two steps must be completed before price 
can even become an issue? 

a. Diagnose b. Prescribe 
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Project 1, Trust—Answers to Review Questions 

 
1. When answering a telephone call, what critical piece of information should 

you give and what critical piece of information should you receive? 

give; Your Name receive: The customer’s name 

2. What is the most appropriate tone, pitch and pacing of voice to use once you 
can tell the tone, pitch and pacing of the customer's voice? 

Match your customer, as appropriate 

3. What is the appropriate tone to use if a customer is angry or abusive? 

Remain calm, professional and firm – take the position of a leader, not a clerk. 

4. If a customer hesitates to give you their name, you should (circle the letter for 
the correct answer): 

c. Say something similar to, "That's not important right now, how can I 
help you?" 

5. When transferring a call, what two pieces of information should you provide 
to the customer? 

The name and title of the person to whom the call is being transferred 

6. Which steps of the five-step sales process can be effectively handled on the 
telephone? 

Trust, discovery and Value Creation 

 

7. Which steps must be handled face-to-face, in the dealership? 

Economics and close. 

8. Good techniques for getting the customer into the dealership include (circle 
the letter for the correct answer): 

a. Withhold information and be evasive. 
b. Determine what the customer wants and position a vehicle on 

the lot as being just the vehicle they are looking for. 
c. Explain that it is a better use of the customer's time if they can 

see a vehicle to confirm that it is what they want before 
negotiating all of the variables that determine the final price. 

d. All of the above. 

e. Selections b and c but not a. 
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Project 2, Discovery—Answers to Review Questions 
1. The Discovery step is the customer’s turn to talk and your turn to listen. What 

technique can you use to ensure that this happens, so that you learn about all 
concerns and issues that will trigger the customer’s purchase decision? 

 Ask open-ended questions, such as the Six Discovery Questions. Then 
listen carefully. Continue asking questions such as, “Is there 
anything else that’s important to you in selecting your new car?” 

2. Why is it dangerous to present features and benefits before the discovery step 
is adequately completed? 

It can prompt objections, since you may bring up a feature that is  not of 
value to your customer. This also means that your customer is now 
focused on what they don’t like about the vehicle (or don’t care 
about) and it may raise additional concerns associated with having to 
pay extra for unwanted features. 

3. What are the six typical areas of customer concern represented by the acronym 
SPACED? 

Safety, Performance, Appearance, Comfort/Convenience, Economy, 
Durability 

4. Why is it critical to discover how your customer is “SPACED?” 

To know what will make the vehicle more valuable to that specific 
customer. This information is then used to choose the most 
appropriate benefit to stress when presenting a feature. 

5. What are the six questions that will help you learn what you need to know 
about your customer in the Discovery step? 

1. Experience—Have you been looking at other vehicles or am I the 
first you’ve talked with about a new vehicle? 

2. Attractions—What have you seen or heard about that you like? 
3. Avoidance—What have you seen or heard about that you don’t like? 
4. Authority—Will you need information for others or just yourself? 
5. Timing—How soon were you thinking of purchasing? 
6. Application—What is the most important issue you are considering 

(SPACED)? 
6. Despite being critically important, why do you want to get through the six 

discovery questions quickly. 

This step of the process is not particularly interesting to your customer 
and is typically perceived as being of help to you rather than them. 
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7. Why is the Discovery step critical to minimizing objections? 

Concerns and issues surfaced in the Discovery step (and resolved in the 
Solution step) can’t become objections later in the process. And if 
they are brought up later, they can be addressed by referring back to 
earlier agreements, which is possible only if those concerns and 
issues are revealed in the Discovery step. 

Project 3 —Solution Step 
1. The Solution step can also be considered the value creation step, because this is 

the point in the sales process where you help your customer to understand 
the value they will receive from the vehicle. This is done by presenting 
features and associated benefits. For each feature you present, how do you 
know which benefit to stress? 

From determining in the Discovery step what the customer’s main 
concerns are, how they will be using the vehicle and how they are 
SPACED. 

2. Who determines what is or is not valuable? 

The Customer. 
3. In the classroom training, a balance scale was used to illustrate the relationship 

between value and price. When is a sale ready to be closed? 

When value equals or exceeds price. 

 


