GNOSTIC SELLING....

SEASON 4 EPISODE 1

The Goal of
Discovery Calls

& HOW THIS GOAL... AND THIS GOAL ONLY
WILL DRIVE MORE CONVERSION.




! AGENDA

;THE GOAL OF A SELLER
WHILE: SELLING ‘

WHAT A SELLER IS HUNTING FOR IN DISCOVERY:
TQ ACCOMPLISH THAT

© 2025 Flip the Script fliptheSCLi_pf.éq



! AGENDA

:.'HOW ABUYER BELIEVES THEY SHOULD GO ABOUT THAT

*ACTVH

.WHAT A. BUYER IS HUNTING FOR IN DISCOVERY:
TO ACCOMPLISH THAT.

ACT VIII
WHAT HAPPENS WHEN THEIR 2 SETS OF GOALS, AREN'T THE SAME
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.WHYZTHE BUYER SHUTS DOWN
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AGENDA

A CT XIII

-----

\ACT xnv

' ;;.'HE TYPES OF QUESTIONS TO ASK:
fB[RD SEVEVIEW.

.ACT XV

HOW TOKNOW:
IF'YOUR GOAI. ISN T CLEAN, & COMPLETELY IN YOUR BUYER'’S BEST INTEREST.

_ACT XVI |
iso.... WHAT SHOULD YOU DO, AFTER TODAY?
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" THE GOALS OF A SELLER:

.~ WHILE SELLING.
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OAL OF A SEL

WHILE SELLING...
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THE GOALS: OF A SELLER .....
WHILE SELLING.

| AS MANY OF
OUR PRODUCTS POSSIBLE.

(SURE WITHIN ETHICAL REASON—- OF COURSE.) "

‘IR f"\"_'].r'.' LN !
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THE GOALS: OF A SELLER .....
WHILE SELLING.

AT THE HIGHEST
~ PRICE POINT POSSIBLE.

el -.(suRE WITHIN ETHICAL REASON- OF COURSE.) . 5

‘IR f"\"_'].r'.' LN !
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THE GOALS: OF A SELLER .....
WHILE SELLING.

-~ WITHAS FEW
' DISCOUNTS POSSIBLE.

el -.(suRE WITHIN ETHICAL REASON- OF COURSE.) . 5

‘IR f"\"_'].r'.' LN !
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THE GOALS: OF A SELLER .....
WHILE SELLING.

"IN THE QUICKEST
" TIME FRAME POSSIBLE.

Loy ;;-.(suRE WITHIN ETHICAL REASON~- OF COURSE.) . 5

»
£ 57
P 3 ;
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~ WHAT DOES A SELLER SAY
- THAT THEIR GOALS ARE?

' WHILE SELLING.
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JESTIONS, TO KNOW IF THEY SHOULD

TELL THEM TO BE LESS AFRAID-

KING Q

-\

ipt

fl

t
2
=
[}
(2]
©
<
£
o
[
)
I
=}
13N
©



" WEDON'T

UALLY SAY THAT.
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WHAT DOES A SELLER .....
SAY THAT THEIR GOALS ARE?
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WHAT DOES A SELLER .....
SAY THAT THEIR GOALS ARE?

' TO HELP YOU MAKE
{E BEST DECISION POSSIBLE.
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WHAT DOES A SELLER .....
SAY THAT THEIR GOALS ARE?

~ TOCONNECT YOU
' WITH THE RIGHT PERSON.
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flip_theslcr'i_p,_t"‘.cqm




WHAT DOES A SELLER .....
SAY THAT THEIR GOALS ARE?

I M DEFINITELY NOT
-:-RYING TO SELL YOU ANYTHING TODAY...
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 HOW SELLERS BELIEVE THEY
 SHOULD GO ABOUT THAT:

 WITHIN DISCOVERY.
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HOW SELLERS BELIEVE .....
THAT THEY SHOULD GO ABOUT THAT.

FIND A TOFPAIN - FINDALOT or GET THE MOTIVATIONS  GET WHAT THE BUYE

& IMPACTS ' OF THE BUYER..... SHOULD CHANGE....
';INCREASE THE o ; > " TO INCREASE THE SO WE KNOW, WHY & THEIR “WHY BEHIND
CES THAT THE' ... CHANCES, THAT THE THEY WOULD BUY. THE WHY".

IVER wiLL BUY  BUYER WILLBUY.
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HOW SELLERS BELIEVE .....
THAT THEY SHOULD GO ABOUT THAT.

- “MAP” OUR USE ALL OF THIS

" PRODUCTS.... INFORMATION...
TO THI ,_PROBLEM THE - TO THE SIZE OF TO GET THE BUYER TO
.SPECT ISTRYING .. PROBLEM, THAT THE “SEE THINGS IN A
SOLVE. = : = - BUYER WANTS TO DIFFERENT WAY".
" SOLVE.

USE EVERYTHINGVW
LEARNED....

TO GET THE BUYER TO
“AGREE ON THE
PROBLEM TO SOLVE".
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HOW SELLERS BELIEVE .....
THAT THEY SHOULD GO ABOUT THAT.

o " STRIKEUP A MUTUAL FOLLOW-UP WITH THE
& ACTION PLAN... BUYER....

SO WE CAN HOLD THE WITH “I'M CONFUSED”
. BUYERACCOUNTABLE, EMAILS, WHEN THEY
-TO BUYING. DON'T MOVE
sl FORWARD, AS
PLANNED.

fliptheéjérx_iv_p:t.gqj
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'WHAT SELLERS HUNT FOR

"IN DISCOVERY:

~ TOACCOMPLISH THAT.
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WHAT SELLERS HUNTFOR.....
IN DISCOVERY, TO ACCOMPLISH THAT.

THEBUYER'SPAIN. - - THEIR WHY. THEIR IMPACTS. WHAT THEY'VE
R T SELF-DIAGNOSE.....

IN THEIR CURRENT &
FUTURE STATE.
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WHAT SELLERS HUNTFOR.....
IN DISCOVERY, TO ACCOMPLISH THAT.

WHOELSETHEY'RE - - WHO ELSE THEY'RE THEIR TIMELINE. THEIR BUDGET.
EVALUATING. ...~ .. " USING RIGHT NOW. .
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WHAT SELLERS HUNTFOR......

IN DISCOVERY, TO ACCOMPLISH THAT.

THEIR DECISION® " - - THEIR DECISION WHO ELSE NEEDS TO BE
MAKINGPOWER.: -~ - ' CRITERIA. INVOLVED.
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flipthescript.col




.~ WHILE BUYING SOMETHING.
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THE GOALS: OF ABUYER .....
WHILE BUYING SOMETHING.

SOLVEAPROBLEM: .- - USETHEFEWEST#OF  USE THE LEAST BE AT THELEAST
R T PRODUCTS e AMOUNT OF MONEY...  AMOUNT OF RISK.....

“TODOTHAT. - TO DO THAT. WHILE DOINGTw. @

&%
TN %
SR« A £
o, ausal W
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THE GOALS: OF ABUYER .....
WHILE BUYING SOMETHING.

USE .TH,F- LEAST . ATTRACT THELEAST INVOLVE THE LEAST SOLVE IT, WITHOUT
WOUNTOF PEOPLE.....-._A ' AMOUNT OF EYES.... AMOUNT OF EXECS...  PEOPLE KNOWING..
:o;pofa'ﬂ%i}\f;; 7 WHILE DOING THAT. WHILE DOING THAT. IF AT ALL POSSI |
B ol T THAT'S EVEN BETTER.
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THE GOALS: OF ABUYER .....
WHILE BUYING SOMETHING.

DEFI '_" T "'Lv DON’T
WANT TO DISH MY
PAIN- BECAUSE T -

'_I'HEREARE EXECS =
. INVOLVED...

MAKES ME LOOK BAD. :

IF THERE ARE EXECS

“IDON'T WANT TO
- SHOW THAT THE

SELLER HAS MORE

-~ EXPERTISE THAN ME-
- BECAUSE IT MAKES ME

LOOK BAD.

IF THERE ARE EXECS
INVOLVED...

I DON'T WANT THEM
TO KNOW THAT I'M
EVEN EVALUATING-
BECAUSE THEN
THEY'LL KNOW THATI
HAVE A PROBLEM.

SOLVE THE PROBUI.E'M,

WITHOUT PRODUCTS...

IF AT ALL POSSI*.
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THE GOALS: OF ABUYER .....
WHILE BUYING SOMETHING.

,-DUCA}TETHEMSELVES 8
THE PROBLEM.... -

:'SETHEYDO' e o
;EJ'WANTOR NEED : ] *
osowm*r ~
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- HOW BUYERS BELIEVE THEY

- SHOULD GO ABOUT THAT:

-IN AND OUTSIDE OF DISCOVERY.
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HOW BUYERS BELIEVE .....
THAT THEY SHOULD GO ABOUT THAT.

READINGABOUT ~ ~ -~ BYSELF-EDUCATING  BY HEARING FROM
>ROBLEM. -~ - . - ABOUTTHEPROBLEM.  PEERS...

ABOUT HOW THEY'RE
SOLVING FOR THE
PROBLEM- AND HOW
SUCCESSFUL THEY
ARE, IN DOING THAT.

BY FINDING WAYS TO
SOLVE THE PROBLEM....

WITHOUT BUYING ANY
PRODUCTS.
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HOW BUYERS BELIEVE .....
THAT THEY SHOULD GO ABOUT THAT.
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- WHAT BUYERS HUNT FOR
- IN DISCOVERY:

 TO ACCOMPLISH THAT.
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WHAT BUYERS HUNTFOR......
IN DISCOVERY, TO ACCOMPLISH THAT.

YOUR PRODUCT

YOUR PRICING: *.: .~ . 'YOUR COMPETITIVE
SR ROADMAP.

" 'DIFFERENTIATION.

THE AVERAGE RESULTS, -
THAT PEOPLE SEE....

FROM USING YOUR
PRODUCTS— =

& NOT JUST GLOSSED
OVER CASE STUDIES.
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WHAT BUYERS HUNTFOR......
IN DISCOVERY, TO ACCOMPLISH THAT.

THEtEss' lNTERACTiON - THEFASTERTHEY CAN  THE LESS PRESSURE
VITH

" THE BETTER. THE BETTER.

"~ 'EVALUATE.... WHILE EVALUATING....

DURING EVAL—)THE I.ESS
ACCOUNTABILITY ‘

THE BETTER.
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WHAT HAPPENS WHEN

. THOSE 2 SETS OF GOALS

- AREN'T THE SAME
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WHAT IS VALUE(ABLE):

TO A BUYER.
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WHAT IS VALUE(ABLE).....

@ 3)

“ . SOMETHING THEY SOMETHING THAT
BELIEVE..... THEY’VE MISSED.
“THAT ISN'T TRUE.

( THAT IF THE ACTED UPON-

"." - WOULD ACTUALLY HURT THEM.)

SOMETHING THAT’S
GOING TO HAPPEN....

TO THEM, THAT THEY
DIDN'T KNOW ABOUT.
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WHAT IS VALUE(ABLE).....

TO ABUYER.

SOLVETHE =
.0 7% PROBLEM....

A WAY TO SOLVE THE

(OR PART OFIT)
WITHOUT USING THE

~ SELLER, OR THEIR
" PRODUCTS.

GUIDES, RESOURCES,
OR SUGGESTIONS...

AROUND HOW TO
SOLVE THE PROBLEM.

KNOWLEDGE OF HO
THEY COMPARE....

TO OTHER BUYERS, IN
TERMS OF
PERFORMANCE, OR
INSOLVINGTHE
PROBLEM, THAT THEY
WANT TO SOLVE.
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WHAT IS VALUE(ABLE).....

TO ABUYER.

KNOWLEDGE OF HOW

CLQSE THEY'ARE....

" TO HAVING TO START,

TO SOLVEFORA

- PROBLEM.

1y

KNOWLEDGE OF THE
BOILING POINT....

AT WHICH THEY NEED
TO START, TO SOLVE A
PROBLEM.
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THE 2 TYPES
OF VALUE:

AND THE 8 LAWS AROUND IT.
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P
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S INFORMATION...

THEY DIDN'T KNOW.
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IS

~ YOU'VEGOT...
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WHAT THE BUYER....




WHAT THE BUYER....
BELIEVES .




WHY THE BUYER....
BELIEVESIT .




WHAT THE BUYER....
HAS SELF-DIAGNOSED .
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WHAT THE SELLER....




WHAT THE SELLER....
BELIEVES .




WHAT THE SELLER....
HAS DIAGNOSED .




WHAT ABUYER DOESN'T KNOW....
& WHERE THEY WERE WRONG .

°

. D

WHERE THE BUYER.

WAS WRONG.
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WHAT ABUYER DOESN'T KNOW....
& WHAT THEY'RE UNAWARE OF .

. .~ - MISSEDDIAGNOSIS ‘ :

© 2025 Flip the Script




© 2025 Flip the Script




WHATIS VALUE....
TYPE #1: MISDIAGNOSIS .
' MISDIAGNOSIS e

EVERYTHING THAT
YOUR BUYER
SELF-DIAGNOSED....

INCORRECTLY.
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ALUE TYPE #2

FINDING A MISSED DIAGNOSIS.

’ ... .
0. "
.
. .
A
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WHATIS VALUE....
TYPE #2: MISSED DIAGNOSIS .

. MISSED DIAGNOSIS | :
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_';*;; OF ADDING VALUE.

THE 8 LAWS

d .
.
, ols .
0. p!
.
Py
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THE LAWS OF ADDING VALUE
LAW #1

. THE MORE UNKNOWNS
- THAT YOU FIND....

TR THE BETTER.
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THE LAWS OF ADDING VALUE
W.\"'}- 7.

THE BIGGER UNKNOWNS

~ THAT YOUFIND.... |
' THE BETTER.
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THE LAWS OF ADDING VALUE
LAW #3

" . THE MORE IMPACT o
| -.’._':_UNKNOWNS, THAT YOU FlND..
 THEBETTER. b
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THE LAWS OF ADDING VALUE
LAW #4

_ LOSER TO WHEN THE UNKNOWNS
O_ULD HAVE IMPACTED THEM....

iyl o THEIBET TER.
@ © 2025 Flip the Script
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THE LAWS OF ADDING VALUE
LAW #5

-+ THE QUICKER
YOU FIND THE UNKNOWNS....

.- THE BETTER.
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THE LAWS OF ADDING VALUE
LAW #6

" THE MORE RESOURCES :
| SEND, ABOUT THE UNKNOWNS....

i THEBETTER.

© 2025 Flip the Script

fliptheéicr'ipt‘ co



THE LAWS OF ADDING VALUE
W.\"'}-7/
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THE LAWS OF ADDING VALUE
LAW #8
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HOW TO FIND A
MISDIAGNOSIS:

IN DISCOVERY—- A BRIEF OVERVIEW.
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STEPO

LEARN
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o STEP 2

OUNTER THE MISDIAGNOSIS:

~ WITHASTAT.




-~ STEP3
. ASK A QUESTION TO:

CONFIRM YOUR MISDIAGNOSIS
i - (BY ANOTHER INDICATOR)

T OR

DOUBLE DOWN ON YOUR
- MISDIAGNOSIS

© 2025 Flip the Script
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HOW TO FIND A
MISSED DIAGNOSIS:

IN DISCOVERY- A BRIEF OVERVIEW.
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STEPO

LEARN
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STEP1

" QUANTIFY THE
~MISSED INDICATOR
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ro\

S

SURFACE THE MISSED DIAGNOSIS

WITH A STAT
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OR

'DOUBLE DOWN ON THE

MISSED DIAGNOSIS
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THE TYPES OF
QUESTIONS TO ASK:

A BIRD’S EYE VIEW.
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- EXTENSIVELY
IN EPISODES 11-14....
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WE AS A
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THE TYPES OF QUESTIONS, TO ASK.....

A BIRD'S EYE VIEW.

'nons ABOUT THE QUESTIONS THAT
' ARE OBJECTIVE.

QUESTIONS WITH

DEFINED GUARD RAILS.

QUESTIONS ON THEIR
METRICS, IN SPECIFIC.

© 2025 Flip the Script

flipthescript.cor




HOW TO KNOW:

THAT YOUR GOAL ISN'T CLEAN,
& COMPLETELY IN YOUR
BUYER'’S BEST INTEREST.

flipthes.cfi_p:t"‘.gom
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HOW YOU CAN REALLY KNOW.....
IF YOUR GOAL ISN'T THIS.

i " YOU DON'T KNOW.... YOU THINK THAT YOU OFTEN ASK
g s SELLING.... QUESTIONS....
THE INDUSTRY IS AN “EASILY WITH THE INTENTION,
... AVERAGES, OF YOUR TRANSFERABLE SKILL". OF “LEADING THE
-BUYER'S METRICS. BUYER"”, TO SAY
i~ SOMETHING.
© 2025 Flip the Script fllpthescrlpt.co




HOW YOU CAN REALLY KNOW.....
IF YOUR GOAL ISN'T THIS.

THE E)GSTENCE oF A
BLEM- & THEN,
YQU PITCH, WHEN
AND IF‘THEY DO

YOU WANT THE BUYER
ONFIRM.... i

" YOU BASE
EVERYTHING..

THAT YOU BELIEVE-

ON WHAT THE BUYER

- BELIEVES.

YOU FEEL LIKE YOU
HAVE TO FIND PAIN...

FOR A BUYER, TO HAVE
REASON TO BUY.

YOU GET REALLY
EXCITED....

WHEN YOU HEAR, THAT
THE BUYER HAS PAIN.
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HOW YOU CAN REALLY KNOW.....
IF YOUR GOAL ISN'T THIS.

YGUFEEL LIKE WITH " WHEN THEY MENTION ~ YOU CAN'T WHEN THE BUYERIS |
- i - APROBLEM... SUMMARIZE... TALKING.....
IHE:MQR,E;RA!N;;T,HE-; i3 YOU BREEZE RIGHT THE PROBLEM- ORTHE  YOU'RE BUSY
R e i THROUGH IT. DETAILSOFIT-EVEN5  THINKING OF YOUR
SF MINUTES AFTER THE NEXT QUESTION.
CALL HAS FINISHED. ~
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HOW YOU CAN REALLY KNOW.....
IF YOUR GOAL ISN'T THIS.

vausmueel.s WITH

YOU DON'T YOU OFTEN WATCH YOU THINK SALES...
> PRIORITIZE OBJECTION WEBINARS
THE QUESTIONS THAT; _ LEARNING ABOUT BUT NOT WEBINARS, IS MAINLY ABOUT
SHQULD ASK 2 YOUR BUYERS. THAT YOUR BUYERS.... RELATIONSHIPS.
WOULD ALSO WATCH.
© 2025 il the Sor flipthescript.com




HOW YOU CAN REALLY KNOW.....
IF YOUR GOAL ISN'T THIS.
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SO...
WHAT SHOULD |
DO AFTER TODAY?
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WHAT CAN 1 DO DIFFERENTLY.....
STARTING TODAY.

= 8 % .
.
e
°

. CHANGE THE OUTCOME-
I YOU'RE LOOKING FOR, ONCALLS.

flipthescript.com
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WHAT CAN 1 DO DIFFERENTLY.....
STARTING TODAY.

~ ALIGN YOUR GOALS- :
IRELY TO THOSE OF YOUR BUYER.
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WHAT CAN 1 DO DIFFERENTLY.....
STARTING TODAY.
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WHAT CAN 1 DO DIFFERENTLY.....
STARTING TODAY.

© ANDHIT PLAY-
- ONEPISODE 2. :)
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