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Can your salespeople answer every question

Before your people make a sales call, they need to prepare by quickly
running down this checklist.

Here are four critical questions they need to answer before scheduling a
meeting:

1. What does the buyer need?

» What specific, measurable results does the prospect expect to gain
from what I'm selling?

» What is this person risking?

« How can I limit that risk?



Can your salespeople answer every question

2. What are the prospect’s buying procedures?

* How quickly is the person looking to buy?

» Is there any part of the process that’s out of his or her control?
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Can your salespeople answer every question

3. What information do I need about the competition?

* Who's competing for this sale?
* What are the competitors” primary strengths and weaknesses?

* What is the price differential — and is price a major factor with the
prospect?

* What is the availability of competitive products?

* What are the competitors’ post sale capabilities (when it comes to
things like service, etc.)?
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4. What do I do if I experience resistance?

» What do I do if the prospect gets confused about what I'm trying to
sell?

* How can I make sure the prospect has a clear understanding of my
capabilities?
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Disclaimer: The information contained in this presentation is intended solely for your Eersonal reference. Such information is subject to change without notice, its accuracy is not
guaranteed and it may not contain all materialpinformation concerning ].W. Owens. The Com})any makes no representation regarding, and assumes no responsibility or liability for, the
accuracy or completeness of, or any errors or omissions in, any information contained herein. In addition, the information contains white papers , presentation from others, industry
material, public or shared information from others and J.W. Owens that may reflect the his current views with respect to future events and performance. This presentation does not
constitute an offer or invitation to purchase or subscribe or to provide any service or advice, and no part of it shall form the basis of or be relied upon in connection with any contract,
commitment or decision in relation thereto.



