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Step Goal Questions to Ask
Rapport Learning more about your

prospect, their needs, and
the challenges they’re up
against. You’re building trust,
but also gathering
information you can use to
come up with the ideal
solution.

● What were you hoping I could help you with?
● What motivated you to take this call with me?
● When did you first decide to look into solutions

for X problem?
● What are one or two things you don’t like about

your current solution?
● What are your concerns about changing

solution providers?
● What should we know about your business in

order to put together the right
solution/terms/plan?

● Has anything changed since the last time we
last spoke?

● Is there anything I haven’t covered you’d like to
know more about?

Upfront
contracts

Establishing mutual trust,
ground rules, and
expectations so both parties
feel comfortable conducting
business.

Rather than asking questions, you’ll want to share the
following information with the prospect:

● Objective. Share your goal with the
prospect—what is the purpose of the meeting,
what do you hope the prospect will gain from
this interaction? Ask the prospect what they’re
hoping to gain by speaking with you, too—this
will help guide the bullet points of your meeting
and stay focused on the issues that matter to
the prospect.

● Rep agenda. Explain what you’ll be doing
before, during, and after the meeting.
Essentially, you’re laying out what you’ll be
doing to prepare,

● Buyer agenda. Consider what the prospect
will be doing before, during, and after the
meeting.

● Time. Be sure you tell prospects how long the
meeting should take before they accept the
invitation. If you anticipate it taking 45 minutes,
communicate that with the prospect and
confirm that they agree 45 minutes is
sufficient.
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● Outcome. Define your goals for this
interaction. What topics will you cover? What
will you do with the information gathered
during the meeting? What happens next?

Pain points Uncovering pain points by
asking the right questions.
You’re trying to understand
the problem, what’s causing
it, and its impact.

● Can you tell me more about X?
● Give me an example of Y…
● Can you be more specific?
● How do you feel about Z?
● How long have you been dealing with X

problem?
● Have you given up on solving the problem?
● What solutions have you tried so far?
● How did those solutions work?
● What was missing from prior solutions?
● How much do you think this problem has cost

you?
● Has anything you’ve tried so far worked?
● How does X problem impact your day-to-day

work?
● What do you think will happen if X problem

persists?

Budget Defining whether the
prospect is willing and able
to invest in your solution and
setting a dollar amount for
how much they can spend.

● At this stage, buyers often tell us there’s no
budget for this solution. Am I right to assume
that’s the case, here?

● Does your department have room to invest in a
more comprehensive solution?

● What are you spending on your current
solution?

● How much do you expect to spend in order to
resolve X problem?

● Where will the money for this investment come
from?

● Who controls the budget—and should they be
involved in this conversation?

Decision Here, the goal is two-fold. It’s
about understanding the
decision-making process,
who’s involved, and solution
requirements. It’s also about
assessing whether the
prospect is truly a good fit
before moving to the next
step.

● What’s your timeline for making a purchase?
● What other solutions are you looking at?
● Who else needs to be involved in this

decision?
● What does your boss think about this?
● How can I make sure that everyone who needs

to be involved gets the information they need?



Solution Wrapping up any “loose
ends” before going in for the
close.

● Has your team tried the demo yet?
● What else can I do to help you finalize your

decision?
● When can we get started?
● What would it look like if our solution helped

you overcome your challenges?
● If we make a deal, what would it mean for you

personally?
● Looking at everything we’ve discussed, is

there anything we haven’t covered?
● If so, what haven’t we addressed?

Post-sell Keeping customers happy
long after the deal is done by
continuing to offer valuable
solutions and proactive
support.

● What made you reach out to us?
● How can we help you get started with

[Product/service]?
● Now that you’re a customer, what can we do to

make sure your experience is perfect?
● What questions do you have about the

onboarding process?
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