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6 Intelligent Questions to Ask Your 
Sales Reps After Each Sales Call 

One of the most crucial keys to your sales reps’ success lies in analysis and review. 

Why is that? 
Analyzing and reviewing gives your sales reps ways to improve on what they are 
currently doing, and to continuously build their skillset. 
• The best way to do this is to sit down with your sales reps following each sales 

call, and ask them questions. These questions will get your sales reps thinking 
about their call from a different perspective. They will also give you insight into 
the help that your sales reps need and how you can provide them with the tools 
for success. 

• Though they do not need to be these exact questions, some form of the 6 
questions below will prove to be an incredible benefit to your sales reps, their 
success and thus your success. 
 

What to Ask Your Sales Team 
• Make it a point to schedule a short one-on-one with every one of your 

salespeople following a sales call. These questions will give them what they need 
to make their next sales call a successful one. 
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1. What questions did you ask the customer? 
• It is crucial that your sales reps know that the customer should 

not be the only one asking the questions. 
• Your salespeople reps should be focusing a great deal of 

attention on asking the customer questions, ones that they have 
prepared ahead of time. 

• These questions should be catered to each customer, so that 
they do not feel they are getting a general sales call. 

• Are the questions that your sales rep is asking focused on the 
business? Do the questions help your sales rep determine 
whether there is a sales opportunity or not? 

• The questions your sales reps ask their customers should set up 
an opportunity for the customer to discuss a current problem 
they are having, and for the salesperson to provide a solution, in 
the form of the company’s products or services. 
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2. What are the things your customer wants? 
• In other words, what are the customer’s motivations for 

buying? 

• Though your sales rep may be tempted to ask instead what 
the customer needs, that is not what they should be after. 

• Your sales rep should be digging into the customer’s pain 
points to learn how they can sell to the customer’s wants. 

• In order to successfully sell, you sales team needs to 
understand what the customer is looking for in a product or 
service, and then provide reasons why the particular 
product or service they are selling will help them get what 
they want. 
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3. How did you establish yourself as a trusted source? 
• In order for a customer to buy from a sales rep, they 

have to feel they can trust him or her. Thus, you will 
want to ask your sales reps how they set themselves 
up as someone the customer can trust as a business 
advisor. 

• During the call, it is ideal for your salesperson to 
provide the customer with case studies or other 
evidence of the value of the product or service. 

• This will require your sales reps to do some research, 
which will help them get to know the product or 
service better − this is always crucial to successfully 
closing a deal. 
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 4. How did you set us apart from competitors? 
• Your sales reps have to first recognize that your company is 

not the only one in existence selling this product or service. 

• Once your salespeople have accepted that, then they can 
move on to discovering how your company’s product or 
service is better than the others, and possibly even more 
importantly, how the sales reps themselves are different 
from other competing companies’ sales reps. 

• Your salesperson’s response to this question should dig 
deeper than the specifics of how the product or service is 
different − it should go into how your sales rep established 
that they have value for the customer that they will not find 
elsewhere. 
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 5. Who else plays a role in the customer’s purchase? 

• Many times, your customers are influenced by 
someone else in their life when it comes to 
purchasing products or services. 

• Whether it be a supervisor, a friend or someone else, 
it is likely that another person is in your customer’s 
mind when he makes a decision as to whether he will 
make the purchase. 

• It is your sales rep’s job to determine who those other 
influential people are, and how they can convince 
those people to jump on board with the purchase as 
well. 
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6. What does the buyer stand to gain from this 
purchase? 
• Your salesperson needs to be ready to give some 

financial information on what the customer will gain if 
they decide to purchase the product or service. 

• Whether it be improving productivity, increasing 
sales, reducing turnover or something else, the 
customer is more likely to purchase the product or 
service if they have some numbers or statistics on 
how the product or service will benefit them. 

• It is key that your sales reps always focus on satisfying 
the buyer’s wants. 
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 Specific Questions 
• If your sales reps are looking for some specific questions to guide 

them and get them started on diving into the minds of their 
customers, here are some great sales questions: 

• What do you dislike about your current vendor? 
• What do you dislike about the product you are currently using? 
• What concern(s) is stopping you from making this purchase? 
• What are you most excited about for your company in the 

coming year? 
• Who will make the final decision about this purchase? 
• What are the top 3 challenges you face at work right now? 
• What are your top 3 business priorities for the coming year? 
• What is holding you back from reaching your profit goals? 
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In Closing 
• By asking your sales team the above six questions 

after each sales call, you are setting both you and 
your sales reps up for higher chances of success. 

• Your goal is to get to a point where you do not 
need to ask these questions after each sales call 
because you know your sales rep has all of these 
areas covered. 

• By putting in a bit of extra time and effort, you will 
be thrilled when you get to that point, and see the 
increase in sales as an added bonus. 
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Good 
Selling ! 

Disclaimer: The information contained in this presentation is intended solely for your personal reference. Such information is subject to change without notice, its accuracy is 
not guaranteed and it may not contain all material information concerning J.W. Owens.  The Company 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 , shared 
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 
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