Sales Ideas

19 Penetrating Sales Questions You Need to Start Asking

What are the questions sales people should be asking to
increase their sales and improve their results?

Certainly this depends on your industry and/or
product(s). However, there are many questions that are
generic in nature or that can be easily modified to your
specific sales environment. Here are 19 high-value,
tough, penetrating and powerful sales questions that will
help you grow your sales.

Let’s start with high-level questions; these are important
if you sell to senior executives.

= What goals are you striving to achieve this quarter?

= How do those targets compare to last year’s results?

= What, if anything, is preventing you from achieving
these goals?

However, do NOT start your conversation with questions
like this because you have to earn the right to ask them,
especially if you do not have an established relationship.
It is much better to begin by demonstrating your
expertise, industry knowledge, and understanding of
your prospect’s business and/or company.

= We've noticed several trends occurring in the
industry lately. The two that stand out the most
are... How are these affecting you and your
business?

= When | was doing some research, | noticed on your
website that your company is... What progress are
you making on that initiative?

These questions are effective because they show that
you have done your homework and executives
appreciate that. In fact, many of them would like their
own sales team to take this approach before calling on a
new prospect. Questions like this also demonstrate that
you know what is happening in business as well as your
customer’s industry.

Assuming you have captured your prospect’'s attention
you can move the sales process forward by asking other
guestions that focus on a problem they may be facing.

= What are the 3 biggest mistakes being made by...?

= What challenges or difficulties are you experiencing
with...?

= What two problems are giving you the most grief or
taking up the most of your time?

Once you determine the key problems that your prospect
is dealing with the next step is to determine the impact of
the problem. You can do that by asking:

= What impact is that having on your business?

= What is this problem costing you in terms of (money,
profit, market share, customer loyalty, time to
market, etc.)?

= What will happen if you don’t take action?

= How will that affect your company? You personally?

It is critical to understand that business people do not
make buying decisions based on your ability to spew out
product specifications and information. Instead, they
want to know what result they can expect. In other
words, your prospect wants to know how your solution
will affect their top line (sales) or bottom line (profits).

That means you need to be prepared to ask questions
that focus on the future. When | talk to new prospects
about sales training, | often ask what they want to see as
an outcome or final result. This information then helps
me position my solution and the positive financial impact
training will have on their business. Consider these
questions.

= What is the ideal outcome you would like to see or
experience?

= How does this compare with your current results?

= You have stated that increasing market awareness
is one of your primary objectives. How will you know
that you have succeeded?

You need to determine the priority of this decision, how
the decision will be made, and what potential roadblocks
may prevent you from moving forward. Here are few
examples.

= How does this project rank in priority compared to
the others you are working on?

= Walk me through the process you follow when you
consider decisions of this nature?

= Who else do you normally consult with on decisions
like this?

= What potential roadblocks might prevent you from
moving ahead with this?

These may sound like difficult questions. And they can
be. However, with practise you can develop the courage
and confidence to ask these tough, penetrating
guestions. And in doing so, you will separate yourself
from your competition and increase your sales.
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Do you know what sales blunders are costing you money?
Get a FREE audio program, Sales Blunders That Cost You
Money and two other sales-boosting resources by subscribing
to Kelley’'s newsletter at www.Fearless-Selling.ca or email
Kelley@Fearless-Selling.ca
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