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Question Type Stage Goal What to Ask

Situation Opening The opening stage is all about
building rapport and establishing
trust. You’re trying to make a
good first impression – while at
the same time, gathering the
details you need to flesh out a
picture of your prospect’s current
situation.

● Tell me about your company
● What do you sell?
● Who is your target audience?
● What is your role there?
● What does your average day look

like?
● Can you tell me about your current

processes?
● What tools/solutions are you

currently using to handle X problem
or Y use case?

● What made you choose those
solutions in the first place?

● Are they effective?
● Who manages X use case/process?
● What resources are allocated to this

problem/use case?
● Who owns the budget?
● Who is in charge of the strategy for X

use case?
● What are your priorities this

quarter/year?
● Why do those priorities matter to

your business/customers?

Problem Investigating Here, your job is to dig deeper,
asking probing questions that
help you understand the
opportunities, challenges, and the
“why” behind the prospect’s
problems. But – it’s important to
avoid making assumptions or
pushing a solution too soon.
Instead, you’ll want to guide the
prospect toward the information
that enables them to identify and
diagnose their own problems.

● How important is solving X problem
to your business?

● Does your current approach ever fail?
● Do you think that problem can be

solved?
● What will it take to get closer to

solving that problem/pain point?
● If it were up to you, what would your

approach to solving the problem look
like?

● How important is it to you
personally? What about your team?

● What are your biggest day-to-day
challenges?

● What barriers do you anticipate in
making a decision? Implementing a
solution? Getting users to embrace
the change?
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● What happens if you don’t solve this
problem?

Implication Demonstrating
capability

This is where you introduce the
product or service you’re offering.
You’ll want to make clear how
your product/service helps
buyers achieve the desired
outcome.

● How does X problem impact your
work?

● Would solving it help your career?
● How does it impact your team’s

work?
● How does it impact your

customers/stakeholders?
● Has your current solution ever

caused your business to miss critical
milestones/targets?

● Why? What happened?
● How much are you spending on your

current solution?
● How many hours do you/your team

spend using that solution?
● If this problem didn’t exist, how

would you use your budget/time
differently?

● What goals are you unable to achieve
because of this problem?

● How much more could your team
achieve each week by solving X
problem?

● If you had more resources to solve
this problem, how would you spend
them?

Need-payoff Obtaining
commitment

At this point, your goal is
convincing the buyer to take the
next step – that might mean
convincing them to loop in other
decision-makers, book a demo, or
go ahead and sign the contract.
This stage might span multiple
meetings and phases – and in
many cases, it’s where reps
encounter the most objectives.

● What would solving this problem
mean for your business?

● How would finding a solution help
you succeed in your role?

● How would it help your peers,
partners, and subordinates?

● How would solving the problem
enable you to do A, B, or C?

● Would X solution increase
stakeholder buy-in?

● Would Y tool help your team do A, B,
and C?

Created by the team at Weflow❤

https://www.getweflow.com/?utm_source=inbound&utm_medium=blog&utm_campaign=upgrade

