i Sales Fundamentals
4 Converting Sales Calls

Conducting High Quality Client Calls

Needs Client Value

Fact Fi ; . - i
act Find Analysis Meeting Proposition Client

Unaware C——— client ) Connection
Awareness
\@. J@)
‘O‘|
Fact Finding Questions Need Analysis Questions
QUALIFY THE CLIENT TO WHY WILL THE CLIENT NEED
DETERMINE WHETHER THERE IS U ST A A e T T
AN OPPORTUNITY AND IF THEY
ARE WORTH TARGETING

Needs Analysis Questions

Needs
Based Sell

Problem




