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Question Guide Worksheet

Use this worksheet to begin developing the questions that will position you
as an expert. Think of insightful questions you will use in each of the six
different categories to “open” the customer and prepare for the transfer of

trust (sale). Well thought out and prepared questions will effectively allow

you to gather the information you need to present a stronger closing by tying
the customer’s pain/fear/deficit/desire to the relief your product or service
can provide.

Having a well thought out Question Guide to study prior to EVERY call is
one of the BEST Pre-Call Preparation Strategies you can begin
implementing! When you are finished writing your own questions, ask a
respected colleague what questions he/she would ask.
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RAPPORT BUILDING

Relationship Development questions—qget in your customer’s head/heart.
The better the questions, the better the answers. The more answers, the
more information means more knowledge means more power means more
leverage, which is what we need in any negotiation situation.

LAY OF THE LAND

Data and Information about the operation

PAIN

Current challenges and issues facing the customer (Where does it hurt?) We
need to ask as many questions as possible to “Get it all out on the table!”
When you rip off the scab, they are more aware of the pain and thus, will be
more active in the search of a cure---YOU!




FEAR

Concerns the customer may have for the future. We need to position our
questions in the “What keeps you up at night”” format.

DESIRE

Goals (Where do they want to be?) Let your questions create a canvas on
which they will paint their ideal vision of the future. Asked correctly, they
will provide the paint and the brushes to paint their picture of the ideal
future with you in it!

DEFICIT

How can we ask a question that positions us as an EXPERT or a value added
advisor to the success of the prospect? Asked correctly, the customer may
not even know what the question means.




