 DIAGNOSTIC SELLING....

Why Buyers &
Reps Lie to Each

el ]




| LR AGENDA

e "-;WHAT DO BUYERS:
: 'NREAI.LY BEI.IEVE ABOUT SELLERS?

j_‘,}ACT ||
" \WHY DO BUYERS, BELIEVE THOSE THINGS:
pese i ‘& WHAT DO BUYERS DO, BECAUSE OF THOSE BELIEFS?

,5113ACTH|-
‘- SO, WHAT ARE BUYERS:
e a5 HOLDINGBACK FVR‘O‘IV‘I SELLERS, BECAUSE OF THOSE BELIEFS?
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S e AGENDA
o ACTIV .

.. WHY ARE BUYERS:
; * '».;;HOLDING THAT BACK FROM SELLERS?

S j_:-}-».,WHv Do BUYERS BELIEVE:
e Ha _‘:vTHAT SELLERS ARE HUNTING FOR PAIN, DURING DISCOVERY?

ACT VI |

" £7% WHY DO BUYERS:
Ly ; " “HC HOLD BACK PAIN &IMPACT SPECIFICALLY, FROM SELLERS?
. AcTVi

'WHAT IS A SELLER’S JOB? (FROM A BUYER'S PERSPECTIVE)
HINT IT S NOT TO MAP YOUR PRODUCTS—--> TO THEIR PAIN & PROBLEMS.
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EE AGENDA

A G "-gHow DOES “PAIN SELLING":
{7 J" ¥ 'NAFFECT A BUYER PSYCHOLOGICALLY IN THE SALES CYCLE?

j_Z}ACT Ix
%" THE ULTIMATE (& FAIR) REASON:
pr WHY YOUR BUYERS HOLD BACK.

;f;_A‘c-r‘x o
o 2 HOW A BUYER CAN TELL: A SELLER ISN'T TRYING TO HELP THEM.
;';".". -,AKA YOU RE NOT TRYING TO HELP SOLVE THEIR PROBLEM.
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© R AGENDA

o ACTXH
. THEONLY (POTENTIAL) REASON:
. 5 N.WHY A BUYER GIVING THEIR INFORMATION, TO A SELLER.... COULD BE WORTH IT.

ggﬁACTxu |
S “HOW YOU CAN SOLVE, THE PROBLEM:
P B A LITTLE BIT (WITH TECHNIQUE)

&;JaACTxm
o 'HOW YOU CAN SOLVE, THE PROBLEM:
e - ,A LOTTA BIT. (BY SHIFTING YOUR OUTCOME)
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 WHAT DO BUYERS:

REALLY BELIEVE ABOUT SELLERS?
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WHEN YOU THINK

OF A “TYPICAL SELLER".....

© 2025 Flip the Script fliptheScript.c.om, 3



© 2025 Flip the Script fliptheScript.c.om, 3



' WHY DO BUYERS BELIEVE
~ THOSE THINGS:
- & WHAT DO BUYERS DO....
~~ BECAUSE THEY BELIEVE THOSE THINGS?
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SO, WHY DON'T BUYERS
 TRUSTSELLERS?
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‘l"T -"_"LL COMES DOWN
_ TO THEIR GOALS.
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~ THEGOAL

~ OFABUYER
~ WHEN BUYING SOMETHING
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THE GOALS OF A BUYER....
WHEN THEY'RE BUYING SOMETHING.

THE GOAL OF
A BUYER...
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THE GOAL OF A BUYER....
WHEN THEY'RE BUYING SOMETHING.

IS TO SOLVE
A PROBLEM.
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~ THEGOAL

. OFASELLER
. WHEN SELLING SOMETHING
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THE GOALS OF A SELLER....
WHEN THEY'RE SELLING SOMETHING.
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THE GOALS OF A SELLER....
WHEN THEY'RE SELLING SOMETHING.
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© WHAT'S THE PROBLEM?
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, ~ THEBUYER
= WHAT THE BUYER WANTS
WHEN THEY'RE BUYING SOMETHING
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WHAT THE BUYER ....
IS ULTIMATELY_ AFRAID OF.

THAT THEY WON'T
BE ABLE TO SOLVE
THE PROBLEM.
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WHAT THE BUYER WANTS ....
BECAUSE OF THAT FEAR.




WHAT DOES ABUYER WANT ....
WHEN THEY'RE TRYING TO SOLVE A PROBLEM .

Jo lie

; THEY WANT TO BUY o THEY WANT TO BUY, THEY WANT TO BUY, THEY WANT TO BUY,
-:'THE FEWEST ~  ATTHE LOWEST... AT A LOWER..... WITH THE FEWEST....

}Z\AMQUVNT OF . " . " PRICEPOSSIBLE, IN PRICE POINT, THAN AMOUNT OF PEOPLE

& PRODUCTS POSSIBLE,’ "~ ORDERTO SOLVETHEIR OTHERS BUYING THE KNOWING, IN CASE

i TO SOI.VE THEIR - "'~ . PROBLEM. SAME THING. THEY MAKE A MISTAKE.
\PROBLEM : 3
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, ~ THESELLER
= WHAT THE SELLER WANTS
WHEN THEY'RE SELLING SOMETHING
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WHAT THE SELLER ....
IS ULTIMATELY AFRAID OF.




WHAT THE SELLER WANTS ...
BECAUSE OF THAT FEAR.
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WHAT DOES A SELLER WANT ....
WHEN THEY'RE TRYING TOHIT THEIR QUOTA .

Jo /e

' THEY WANT TO SELI. - THEY WANT TO SELL THEY WANT TO SELL THEY WANT TO SELL,
-;'THE MQST © .~ THEM, FORTHE... THEM, AT A HIGHER..... WITH THE MOST....

}‘Z"APRODUCTS POSSIBLE " HIGHEST TICKET PRICE PRICE POINT, THAN AMOUNT OF PEOPLE
INORDER TO HIT THEIR = POSSIBLE, INORDERTO  OTHERS SELLING THE KNOWING, SO THEY

i QUOTA o oo HITTHEIR QUOTA. SAME THING TO CAN GET HAVE MORE
ERFTALN, S R et £ OTHERS. LEVERAGE TO CLOSE
THE DEAL.
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WHAT THE BUYER WANTS ....
WHILE BUYING SOMETHING.

— THE FEWER, THE PRODUCTS.....
— THE LOWER, THE PRICE..............
— THE FEWER, THAT KNOW...........
— THE LOWER, THE (COMP) $5....

THE BETTER.
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WHAT THE SELLER WANTS ....
WHILE SELLING SOMETHING.
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ARE COMPLETELY...
MUTUALLY EXCLUSIVE .




SO, BECAUSE THEIR GOALS ...
AREN'T THE SAME .




AND THEIR AGENDAS ...
AREN'T THE SAME .

© 2025 Flip the Script




AND WHAT THEY WANT IS..
MUTUALLY EXCLUSIVE .




THEY JUST DON'T

TRUST EACH OTHER.
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& THEY SHOULDN'T

REALLY TRUST EACH OTHER.
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TRUST DEFINED.....
& THE 3 COMPONENTS OFIT.

‘;"-THAT THEY’RE " INTHEIR AGENDA.
};TELLING THE TRUTH d

YOU HAVE TO TRUST -~ YOU HAVE TO TRUST...

YOU HAVE TO TRUST...

IN THEIR ABILITY.

© 2025 Flip the Script
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MOST SELLERS....
DON'T GET PASSED #2.

el 'vou HAVE To TRUST...; ‘| YOUHAVETOTRUST... | YOUHAVE TO TRUST...

“‘:"TTHAT THEY'RE ~ | INTHEIR AGENDA. IN THEIR ABILITY.
E;TELLING THE TRUTH ik
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AND BECAUSE OF THE SELLER’S AGENDA....
THEY DON'T GET PASSED #1, EITHER.

vou HAVE To TRUST | YOUHAVETOTRUST... | YOUHAVE TO TRUST...

THATTHEV'RE - |"| INTHEIR AGENDA. IN THEIR ABILITY.
TELLING THE TRUTH i

© 2025 Flip the Script ﬂiPthescriPt-com



& BECAUSE

THEIR AGENDAS ARE DIFFERENT....
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HOLD THINGS BACK

FROM ONE ANOTHER
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SO, WHAT ARE BUYERS:

HOLDING BACK FROM SELLERS?
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WHAT ARE BUYERS....
REALLY HOLDING BACK FROM YOU?

. THEIRBUDGET. * " - THEIR TIMELINE. THEIR “DECISION THEIR BUYING
e 2 e S R AR MAKERS". PROCESS INTERNALLY.
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WHAT ARE BUYERS....
REALLY HOLDING BACK FROM YOU?

. % THEIR“PAIN". * " . THE“IMPACT”,IFTHEY  WHO ELSE THEY'RE COMPETITORS THEY'RE
Cdne p b " DON'T BUY/SOLVE. EVALUATING. USING NOW:

HOW IT'S GOING,

$$ THEY'RE PAYING,
AND

PROBLEMS THEY'RE
HAVING WITH THEM.
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- WHY ARE BUYERS:
. HOLDING THAT BACK FROM SELLERS,
& WHATEXACTLY ARE THEY AFRAID OF?
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WHY ARE BUYERS ....
HOLDING THAT BACK FROM YOU?

. T"SEMBARRASSING. - YOUMIGHT TELLTHEIR  YOU MIGHT TELLTHEIR  THEY DON'T KNOW
T " BOSS. COMPETITOR. WHAT YOU'LL DO....

WITH THE
INFORMATION.
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WHY ARE BUYERS....
REALLY HOLDING BACK FROM YOU?

: THEY DON’T KNOW - ITGIVES YOU IT GIVES YOU BECAUSEIT'S A
: “E; WHY You EVEN " = LEVERAGE.... LEVERAGE..... “WAR FOR POWER".

};NE'ED.THE] S SEe " TO SEND THEM TO HOLD YOUR PRICE,
: a.EINFORMATION TO BE ' FOLLOW-UP EMAILS. IN NEGOTIATION.
ABLE TO SELLTHEM

SOMETHING
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=  WHY BUYERS BELIEVE:
. . THAT SELLERS ARE “HUNTING”
~ FOR PAIN & IMPACT, IN DISCOVERY.
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WHY DO BUYERS BELIEVE .....
YOU'RE AFTER,

FINDING THEIR PAIN ?

5 i§§-sovou CAN "MAP" e

s TO BE ABLE TO SELL SO YOU CAN REMIND SO YOU CAN JUSTIFY,
" ""_":’THEIR"PAIN... - MORE EFFECTIVELY... THEM.... THE ROI OF BUYING.
;TO YOUR PRQDUCTS- - AGAINST YOUR OF WHAT HAPPENS IF
 AND FEATURES— & COMPETITORS. THEY DON'T MOVE
TO JUSTIFY THAT | FORWARD-
‘THEY SHOULD BUY IF THEY'RE NOT
_FROM You. . RESPONDING.
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WHY DO BUYERS BELIEVE .....
YOU'RE AFTER, FINDING THEIR PAIN ?

SO YOU CAN JUSTIFY i . SO 'YOU CAN JUSTIFY, SO YOU HAVE

rie : SO YOU CAN SELL YOUR
i ""_;':’&IOR ATTRiBUTE i»_ ] AFTER THEY BUY.... FOLLOW-UP FODDER. TEAM INTERNALLY....
:':; RANDOM ROl THAT'S OF WHY YOU’'RE NOT THAT THEY'RE “GOING
NQT RELATED TO THElR - THE REASON THEY TO CLOSE THIS
,-_'{PROBLEM DOESN'T : WEREN'T ABLETO QUARTER".
"HELP- THEM- &10 - . SOLVE THEIR PROBLEM
:'_ S_pMETH’lNGTHAT — & WHAT THEY DID
'YOUREALI.YCAUSED A THAT CAUSED IT.
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WHY DO BUYERS BELIEVE .....
YOU'RE AFTER, FINDING THEIRPAIN ?

@ = (2

SO YOU CAN PRESSURE . SO YOU CAN LOCK SO YOU CAN HOLD SO YOU CANBUILD A
% "_,'THEM oo+ THEMINTO ATIMELINE. THEM TO NEXT STEPS. MUTUAL ACTION PLAN.
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WHY DO BUYERS BELIEVE .....
YOU'RE AFTER, FINDING THEIRPAIN ?

so YOU CAN LAY oN ;' " SO'YOU CAN HOLD SO YOU DON'T HAVE SO THERE’S NO
* ""_":‘THE GUILT 4 .. " YOURTOPPRICING. TO GIVE THEM.... JUSTIFICATION TO...

: _|-' THEY AREN’T . ANY KIND OF GIVE THEM, ANY

- HOLDING UP "THEIR : DISCOUNT, IN BONUS TO CLOSE.
- END'OF THEBARGAIN", NEGOTIATION.

INTHEMUTUAL - =

~ ACTIONPLAN. - °
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=  WHY DO BUYERS:
. HOLD BACK PAIN & IMPACT SPECIFICALLY,
 FROM SELLERS DURING DISCOVERY?
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WHY ABUYER SHOULD HOLD THAT BACK.......
PREVIOUSLY STATED .

* THENYOUCAN'T -
| "HOLD YOUR PRICING. |

2)

THEN YOU CAN'T HURT

| THEM WITH THE INFO.

3)

THEN YOU DON'T HAVE
FOLLOW-UP FODDER.

4)

THERE’S NO UPSIDE TO
HAND ITOVERTO YOU.

© 2025 Flip the Script
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WHY IT'SIN THEBUYER’S BEST INTEREST ....
TO HOLD BACK THE IMPACT & PAIN .

 YOUCAN'TUSEITTO - IFTHEY'REGOINGTO  IFIT'S AMISTAKE BUT  IFIT'S A MISTAKE, THEN
MANIPULATETHEM: - ° MAKE A MISTAKE... THE PRICE IS LOW.... AT LEAST....

“THEY WANT TO SPEND THEY CAN JUSTIFY IT THEY CAN SAY IT WAS A
 AS LITTLE AS POSSIBLE AS A“WIN" TO CHEAP ONE.
- SOTHEY HAVE $$ LEFT OTHERS— BECAUSE
- OVER, TO TRY AGAIN. THEY SAVED $$ FROM
il WHAT THEY WERE
PREVIOUSLY PAYING.
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WHY IT'SIN THE BUYER’S BEST INTEREST

0000
TO HOLD BACK THE IMPACT & PAIN .
|4|='vou KNOW T . IFI"SAMISTAKE, THE  THEIR INTERNAL
:'IMPACTS OTHERS «i - " LESS PEOPLE.... CREDIBILITY.....
‘;fT_HEv CANREACH . THATKNOW THAT WILL TAKE LESS OF A
‘OUTTO & INVQLVE .~ THEY MADE A HIT, THE FEWER PEOPLE
'::,-OTHERS INTHE - THAT KNOW.

“" - MISTAKE- THE BETTER.
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. WHAT IS THE SELLER’S JOB?
(FROM THE BUYER'S VIEW)

" HINT...
" IT'S NOT TO MAP YOUR PRODUCTS—--—>
- TO THEIR PAIN OR PROBLEMS.
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WHY YOUR JOB (FROM THE BUYER’S VIEW)....
IS NOT TO MAP THEIR PAIN—> YOUR PRODUCTSIFEATURES.
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. “. BECAUSETHEY COULD- - THAT MAKES THEM BECAUSE YOU'RELESS  BECAUSE YOU'RE LESS
. ‘DO THAT THEMSELVES. ' FEEL “GASLIT".... QUALIFIED THAN THEM:  QUALIFIED THAN THEM:

“BECAUSE THEYHADTO TO DO THAT, BECAUSE TO DO THAT, BECAUSE

- RESEARCH, BECAUSE THEY KNOW MORE THEY KNOW MORE
YOU DIDN'T. ABOUT THEIR ROLE-SO  ABOUT THEIR INTERNAL
THEY SHOULD JUST DO PROCESS— SO THEY
THAT THEMSELF. SHOULD JUST DO THAT
THEMSELF.
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WHY YOUR JOB (FROM THE BUYER’S VIEW)....
IS NOT TO MAP THEIR PAIN—> YOUR PRODUCTSIFEATURES.

® "o '@

g ,:::‘f-:l':BECAUSE YOU RE LESS e BECAUSE YOU'RE LESS BECAUSE YOU'RE LESS YOU DON'T HAVE THE
QUALIFIED THAN THEM -~ QUALIFIED THAN THEM:  QUALIFIED THAN THEM:  CREDIBILITY TO DO THAT.

;-.To DO THAT— BECAUSE "TODO THAT,BECAUSE  TO DO THAT, BECAUSE
;- THEY. KNOW MORE. -~ '~ 'THEY EVEN KNOW THEY KNOW MORE

«*““ABOUT HOW TO SOLVE - MORE ABOUT YOUR ABOUT YOUR

' . :THEPROBLEM-SO. - . FEATURES- SO THEY COMPETITORS- SO

;7. THEY SHOULD JUST DO . SHOULD JUSTDO THAT  THEY SHOULD JUST DO
““THAT THEMSELF.  * . ' THEMSELF. THAT THEMSELF.
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WHY YOUR JOB (FROM THE BUYER’S VIEW)....
IS NOT TO MAP THEIR PAIN—> YOUR PRODUCTSIFEATURES.

s UPSETTING FOR
' -':;' THEM, BECAUSE et

;-‘;vou RE TREATING :
- THEM LIKE A KID= BY

e GATEKEEPING INFO & -

g iét:f;vPRICING ;
« = (BECAUSE YOU THINK YOU
A _'KNOWBETTER )

@ T @

IT S UPSETTING FOR

- THEM, BECAUSE....

“THEY WANTED YOU TO
"~ LEARN THEIR ROLE, TO

HELP THEM- BUT THEY
HAD TO RESEARCH

INSTEAD, BECAUSE

YOU DIDN'T.

& IT’S UPSETTING FOR
THEM, BECAUSE....

AFTER THEY HAD TO
DO ALL OF THE
RESEARCH- YOU'RE
TRYING TO MAKE
THEM “RUN THEIR
DECISIONS BY YOU.”

IN THEIR EXPERIENCE,
WITH SELLERS....

THEY NEVER EVEN MAP
THEIR PAIN & IMPACT
—=>TO THE PRODUCTS
THEY SHOULD USE,
ANYWAY.
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WHY YOUR JOB (FROM THE BUYER’S VIEW)....
IS NOT TO MAP THEIR PAIN—> YOUR PRODUCTSIFEATURES.

@ "o Fa

: IN THEIR EXPERIENCE : IN THEIR EXPERIENCE, IN THEIR EXPERIENCE, IN THEIR EXPERIENCE,
: “Z; WlTH SELLERS =~ WITH SELLERS.... WITH SELLERS.... WITH BDRs & SELLERS...

}Z\THEY RE I.EFT ALONE TO EVENIF THEY DO TELL SELLERS SIMPLY DON'T THEY ALREADY HAD TO
;- SOLVE THEIR PROBLEM = YOU WHAT THEY'RE KNOW ENOUGH, TOBE  REPEAT THEMSELVES
Rt f*fi_ANYWAYS (EVEN I~ TRYING TO SOLVE—> ABLE TO HELP THEM- WITH YOU & THE BDR-
43 ?;;THEY DO TELLYOU - .. ~YOUDON'TRELAY & THEY KNOW THAT. SO THEY THINK THAT
57 .'fTHEIR PAIN & IMPACT) - THAT TO CX, AFTER (& THE STATS CONFIRM THAT THEY'LL JUST HAVE TO

THEY BUY. P e THAR) DO THAT AGAIN.
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| IF ABUYER,
~ TELLS YOU THEIR PAIN:

A -~ HOW DOES IT HIT THEM, PSYCHOLOGY WISE?
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IF ABUYER TELLS YOU THEIR PAIN......
HOW DOES IT HIT THEM, PSYCHOLOGY WISE ?
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' THEY FEELEVEN MORE -~ YOU LOOK LIKE A THEY FEEL A BIT
. EMBARRASSED. - ° “KNOW ITALL". PLACATED.

4)

THEY FEEL LIKE A
LOSER, IF YOU TELL....

THEIR “STORY"”- OR
MAKE THEM A CASE
STUDY.
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IF ABUYER TELLS YOU THEIR PAIN......
HOW DOES IT HIT THEM, PSYCHOLOGY WISE ?

;I e FEELS GREAT TOBE . MAKESTHEMFEELAT  THEY'RE THE “VILLAIN",

R ! : “TELLING YOUR DOCTOR
-”-"THE HELPER".‘.".." B RS 4 - ODDS WITHYOU... IN THE STORY. THE TRUTH....”
:& FEELS AWFUL TO BE; " BECAUSE YOU'RE IN
».”THE HEI.PED" .. THE AUTHORITY ROLE-
: R SR - . WHO “HASIT ALL
TOGETHER".
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IF ABUYER TELLS YOU THEIR PAIN......
HOW DOES IT HIT THEM, PSYCHOLOGY WISE ?

- YOU'RE GATHERING
"‘-;'THE STORY.... e

Uh RELISHING IN = OF
THE STORY OF THEM

P e vm ]'HEIR ROLE

. BEING. UNSUCCESSFUI., '

THEIR JOB IS TO MAKE
- GOOD DECISIONS....

" & YOU'RE GATHERING
ALL OF THE EVIDENCE,

OF HOW THEY DIDN'T.

IF THE PROBLEM IS AN
INHERITED ONE...

THEY DON'T WANT TO
RISK SOLVING FORIT-
BECAUSE THEY COULD
GO FROM THE ROLE OF
THE SPOTLESS HERO....
TO THE BLAMED.

IF YOU'RE ACTIVELY
HUNTING FOR PAIN....

THEY FEEL LIKE YOU'RE
PLAYING A GAME WITH
THEM.
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IF ABUYER TELLS YOU THEIR PAIN......
HOW DOES IT HIT THEM, PSYCHOLOGY WISE ?

"‘.";'THEY DO BUY

FROM vou— THEN
 THEY'RE THE ONE-

THEN THEY FEEL LIKE lF

. “CHUMP" THAT YOUR'
¢ TRICKS, ACTUALLY
WORKED ON. .

IF YOU'RE PLAYING A

GAME IN SELLING....

“EVENIFIT'S A GOOD
 DECISION- THEY FEEL

LIKE IF THEY BUY...

YOU “WIN"....

& THEY “LOSE".

IF YOU'RE PLAYING A
GAME IN SELLING...

BECAUSE THEY KNOW
YOU'RE JUST AFTER
THEIR PAIN FOR YOUR
REASONS- WHICH
MEANS YOU'RE NOT
ON “THEIR TEAM".

IF YOU'RE NOT ON
“THEIR TEAM"....

THEY WON'T SHARE A
LOT OF NECESSARY
INFO FROM YOU- &
NEVER BE FULLY OPEN
WITH YOU.
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)\ THE ULTIMATE
' (&FAIR) REASON:

WHY YOUR BUYERS HOLD BACK.
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THEY HOLD BACK

ALL OF THEIR INFORMATION...
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AND THEY SHOULD

ﬂ_'_"_ HOLD BACK THEIR INFORMATION...
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BECAUSE EVEN IF THEY DO

TELL YOU ALL OF THAT INFORMATION...
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 THERE'S JUST NOTHING IN IT-

FOR THEM.
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HOW A BUYER CAN TELL:
A SELLER ISN'T TRYING
TO HELP THEM.

AKA....
YOU'RE NOT TRYING TO
HELP SOLVE THEIR PROBLEM.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

.~ THEY.GET QUALIFIED, ~ ~ YOU CLEARLY HAVEN'T  YOU CLEARLY HAVEN'T  YOU AREN'T TAKING
" " BY.ABDR,FIRSTTHING. - LISTENED TO THECALL:  LOOKED THEM UP... NOTES.

~ WITH THE BDR, THAT OR DONE ANY
THEY ALREADY HAD. “RESEARCH” ON THEM.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

: vou DON’T EVEN

" YOU GIVE THEM

S A YOU TRY TO BRACKET IF THEY SAY THEY'RE IN
i ""_"':KNOW - “PROBLEM PROFILES": THEM. A BRACKET...
:‘t’.i THE TYPICAL METRICS , AND ASK THEM IF ONE YOU DON'T DOUBLE
THAT THEIR PERSONA 3 OF THEM “RINGS A DOWN, ON WHERE THEY
S'MEASUREDQN ' e »BEI.L". ARE, IN SPECIFIC.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

. “YOUGOONMICRO' ~  YOUINTERRUPTTHEM,  YOU CLEARLY HAVE A

ne ON N Q@ YOU ASK GENERIC
Z " 'RANTS, ON:-EACHBIT. © - WHEN THEY GIVE.... CHECKLIST OF... QUESTIONS, LIKE....
= 7 ~'YOU ANSWERS- WITH QUESTIONS- THAT “WHAT ARE YOUR TOP
CUSTOMER STORIES, YOU ASK EVERY PRIORITIES, THAT
ABOUT HOW MUCH PERSON ON A CALL. YOU’'RE CURRENTLY
YOU'VE HELPED FOCUSED ON?”
“PEOPLE LIKE THEM".
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

' vou DON’T KNOW "~ YOU ASK QUESTIONS,  YOU WANT TO YOU ASK CONFIRMING
i ""_":'WHAT THE POSSIBLE .. THAT CLEARLY... CONFIRM THAT.... QUESTIONS, LIKE....

?i;ANSWERs MIGHT BE-  HAVE AN AGENDA- A PROBLEM EXISTS- “CAN YOU AGREE WITH
 TOTHE QUESTIONS . LIKELEADING, DIGITAL,  BUT AREN'T ME THAT____?"
f.;lTHAT YOU ASKTHE SUBJECTIVE, OR INTERESTED IN WHAT

‘ . SELF-DIAGNOSIS THE PROBLEM IS.
QUESTIONS.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

' You QUICKLY MO\IE ; " THEY GIVE YOU AN THEY BRING UP A

: ?'f"vfgpAST'rHlNGs, i ANSWER. PROBLEM THEY HAVE...

2 THAT THEY TELL vou»— - AND YOU HARDLY (IF AND YOU DON'T
" &HARDLY (IFEVER), . EVER), DOUBLE DOWN DEFINE THE LEVEL.
a;xme DEEPER FOR MORE, FOR MORE, OR
. CLARITY ON WHAT
THEY SAID.

YOU GO AFTER THE
BUSINESS PROBLEM...

FIRST THING/EARLY IN
THE CALL, & THEN YOU
STOP AFTER YOU'VE
GOTIT.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

. *YOUDON'TASKROOT  THEY TELLYOU ABOUT  YOU TAKE WHATEVER

" 00 YOU REQUIRE WHAT
5 " CAUSE QUESTIONS. ' - APROBLEM THAT... THAT THEY SAY.... THEY BELIEVE...
b S  THEY BELIEVE THEY'RE AT FACE VALUE- & TO KNOW WHAT THE

HAVING- & YOU HAVE NO THOUGHTS PROBLEM IS-YOU

DON'T ASK QUESTIONS ON WHETHER WHAT CAN'T DIAGNOSE

THAT HELP YOU THEY'RE SAYING, IS WHAT’S WRONG,

KNOW, THATIT'S THE CORRECT. WITHOUT THEIR TAKE.

- RIGHT ONE.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

'-~.;;§.f§-vou3R|Ne R
: ""_":"‘ONBOARDING REPS”..

70 YOUR CALI.S— TO.

: TO YOU SELL A BUYER"

_ TRAIN THEM, ON “HOW.

" YOU BRING YOUR
- BOSS TO THE CALL.

WHEN A SOLUTION
ENGINEER ATTENDS...

ANY CALL- YOU HAVE
NOTHING TO SAY, &
COMPLETELY STAY
SILENT.

YOUDON'T
FOLLOW-UP FOR.....

INFORMATION THAT
YOU NEED- (ABOUT
THE PROBLEM)- THAT
YOU DIDN'T GET ON
THE FIRST CALL.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

' vou ONLY FOLLOWEUP " YOUR QUESTIONS YOUR QUESTIONS ARE
i ,Wm., THEM FQR,,,, .. - DON'TBUILD OFF OF..  ALWAYS ABOUT....

3-?; LOGISTICS TO SET UP  ONANOTHER-ORTHE  THEBUYING
ANOTHER CALL- OR .. LAST ANSWER, THAT PROCESS—- YOURS, OR
- JUST TO CONFIRM - THEY GAVE YOU. THEIRS INTERNALLY.
“NEXTSTEPS, INTHE ’

- BUYING PROCESS. -

YOU ASK THEM TO
BRING SOMEONE ELSE...

WITH THE EXCUSE
THAT YOU WANT TO
“KILL 2 BIRDS, WITH
ONE STONE.”
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

_*YOUDON'TFIND -~ ~ .~ ALLOFTHEPROBLEMS  EVEN IF THEY'RE YOU SAY THAT YOUR
" ADDITIONALTHINGS... - THATYOULOOK FOR..  TALKING ABOUT.... ROLE IS TO....

- ONTHE CALLS, LATER ~  IN DISCOVERY— ARE A BIG PROBLEM- IFIT'S  SOLVE THEIR “SPECIFIC
 DOWNTHEROAD- . THEPROBLEMS THAT NOT THE ONE YOU & UNIQUE PROBLEMS” -
-~ ONLYONTHEINITIAL = YOUDIRECTLY SOLVE  SOLVE FOR, YOU BUT THEN DON'T ASK
‘DISCOVERY'CALL... -~ -~ FOR, AS A VENDOR. NAVIGATE THE OR UNCOVER WHAT
e R R CONVERSATIONBACK.  THOSE PROBLEMS ARE.
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HOW YOUR BUYER CAN TELL ....
THAT YOU'RE NOT AFTER SOLVING THEIR PROBLEM.

&) e Mo

' “YOUDON'THAVEA ~  YOUSAY THAT YOUR ON GROUP CALLS, YOU  YOU APPEAR TO BE
" “TAKE”",ATTHEEND. . - ROLE, ISFACILITATOR.  NAVIGATE THECHAT..  STEERING THE GROUP..

AWAY FROM TOPICS, TO DISCUSS THE

EVEN IF THEY'RE THINGS, THAT ARETO
IMPORTANT- IF THE YOUR ADVANTAGE AS
TOPIC DOESN'T SUIT A SELLER.

ORINVOLVE YOU.
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THE ONLY (POTENTIAL)
REASON:

WHY A BUYER GIVING THEIR INFO,
TO A SELLER.... COULD BE WORTH IT.
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HOW YOU CAN SOLVE,
THE PROBLEM:

A LITTLE BIT.
(WITH TECHNIQUE)
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WHAT TECHNIQUES YOU CAN USE....
TO “SOLVEIT". (ALITTLE BIT)

e | e

'TAI.KING WEI.L ABOUT EXPI.AINING WHY YOU GIVING THEM
A COMPETITOR el ARE ASKING.... POSSIBLE ANSWERS...

“AQUESTION- ORYOUR  TO THE QUESTIONS
 REASON FOR ASKING YOU'RE ASKING

IT.... IE THEY SEEM THEM- EARLY ON IN
CLOSED OFF, OR LIKE THE CALL, TO SHOW A
THEY DON’'T TRUST LEVEL OF BASIC

YOU. UNDERSTANDING.

DOWN-SELLING THE

BUYER.
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WHAT TECHNIQUES YOU CAN USE....
TO “SOLVEIT". (ALITTLE BIT)

0| @

TELLING THE BUYER THE TELLING THEM THE TELLING THEM THE

};WHEN YOU TRULY - "TOUSING YOUR LIKELY NEED, TO SOLVE
; b ON'! THINK, THAT -~ PRODUCTS, OR THEIR PROBLEM... (IN
: THEY NEED TOBUY- ' SERVICES-BASED ON ADDITION TO YOUR
SOMETHING TO SOLVE WHAT YOU KNOW PRODUCTS)- IF THEY
,‘ it t.'TI'IEIR PROBLEM -~ ABOUT THEIR SPECIFIC DO DECIDE TO MOVE
‘ SITUATION. FORWARD WITH YOU.

"".";'TRUTH. . TRUE DOWNSIDES.... THINGS THAT THEY'LL..

WARNING THEM ABOUT
THINGS THEY SHOULD...

LOOK FOR ON THE BACK
END- IF THEY DECIDE TO
MOVE FORWARD WITH
YOU- & WHATTO DO
ABOUT IT, WHEN & IF
THEY SEE THAT.
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HOW YOU CAN SOLVE,
THE PROBLEM:

A LOTTA BIT.
(BY SHIFTING THE OUTCOME)
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

PG PG

FIND AN UNKNOWN - FIND AN MIS- GIVE INDUSTRY STATS, GIVE A BOILING POINT,
3 ~':j, DIAGNOSIS(PROG) - DIAGNOSIS(PROG): OR BENCHMARKS... OF WHAT TO LOOK FOR:

}L‘A‘MI‘SSE’D,‘ROOT'. : “AROOT CAUSE, OF WHAT'S WHEN SOMETHING IS A

CAUSE, TACTICAL -~ TACTICAL/BUSINESS “NORMAL"-AS YOU'RE PROBLEM, THAT

A f;lf'i_PROBLEM IMPACT, OR ' - PROBLEM, IMPACT, OR DIAGNOSING, DURING PREVIOUSLY WASN'T,

iﬁ;;OUTCOME THAT THE.. OUTCOME... THAT THE THE CALL. OR CLOSE.
."BUYERHAD' = . - BUYERINCORRECTLY

PREVIOUSLY MISSED SELF-DIAGNOSED.
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

o TRY TO FIND 2 THINGS
:-'THEY DIDN‘T KNOW

A CALL-TO SET THE. -

TONE PACE, &WHAT et
:: THEY.SHOULD EXPECT |

: "".:.‘FROM YOU; MOVING -

® "o '@

END THECALLON A

- WHOMPER UNKNOWN.

EZ\EARLYON IN THE FIRST 2

DON'T “NEXT STEPS”
THEM, AT THEEND. ©®

FOLLOW-UP WITH INFO
THAT WILL HELP THEM...

SOLVE A PROBLEM,
THAT YOU DON'T EVEN
SOLVE FOR, WITH YOUR
PRODUCTS.
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

S A T SRR 3% W L F Y .
L B S 4 % s - S8 . A
K i 4T 4 pe i a o o B
. . S VR ) N Vi .
A ' bt L P o -
& oies s s <
: SRR R o 5
3 g g >
. . e
S o K i .

. “ STARTWITHA“NON” - BUTDON'TLEAVETHE  WHENYOUASKTHEM  FOLLOW-UP ON
. . 'BUSINESS PROBLEM. - CALL, WITHOUTIT. FOR INFO THAT THEY...  FINDING MORE INFO...

DON'T HAVE READILY THAT YOU NEED TO

AVAILABLE- BE HELP THEM FURTHER-
PATIENT, WHEN THAT YOU DIDN'T GET
THEY'RE LOOKING IT ON THE CALL.

UP. (& NOT BUYING-CENTRIC INFO.)
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

© 15)

el ASK THEM SPECIFIC - REFUSE SUBJECTIVE ONLY ASK OBJECTIVE NEVER LET A QUESTION
. PROBLEM QUESTIONS * ANSWERS FROMTHEM.  QUESTIONS. EASILY GO....

UNANSWERED- IT
SHOWS YOU (& THEM)
DIDN'T REALLY NEED
TO KNOW THE
ANSWER, TO HELP
THEM.
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HOW YOU CAN COMPLETELY SOLVEIT.....

& WHATTO DO, TOSOLVEIT. (ALOT ©)

T THEY SEEM A LITTLE R

ASK Qs TO THEIR ROLE THE DICE, OF ASK QUESTIONS TO AN
o I.OST OR SUSPlCIOUS .. SPECIFIC METRICS. WHAT THEY MIGHT.... ADJACENT DIAGNOSIS.

G|VE THEM A “RANGE" BE SEEING—- BUT

WHEN YOU'RE ASKING AGAIN, ONLY IF
! ~’;E*EABOU',I' APROBLEM- YOU'RE IN THE
?z;;OF WHAT THEY'D . DISCOVERY

7 fl.’IKEI.Y BE SEEING DOGHOUSE.
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

DIAGNOSE OTHER

3 ~':j, PROBLEMS

}‘;THAT THEY’D NEED TO

DIRECTLY SOLVE FOR

a.‘SOLVE IN TANDEM—' siie
x '~'~°". THAT YOU DON'T- )

@

TELL THEM WHAT

- COULD HAPPEN...

“IF THEY DON'T SOLVE

THE ADJACENT
PROBLEM- WHEN THE
PROBLEM IS ONE, YOU

DON'T SOLVE FOR.

23)

TELL THEM WHEN/IF IT
DOESN’'T MAKE SENSE..

TO BUY FROM YOU, IF
THEY DON'T SOLVE THE
OTHER PROBLEM AS
WELL- AKA. IT'S NOT
WORTH IT TO BUY.

TELL THEM WHEN/IF
THEY NEED TO SOLVE...

ANOTHER PROBLEM
FIRST—- BEFORE THEY
THINK ABOUT MOVING
FORWARD WITH YOU.
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

: f,:j, WHAT WILL HAPPEN...

F THEY DON'T sows

v (YOU DON'T HELP: -

|- WITH)~ ORIF. THEY
. 'DON'T'SOLVE THAT

 PROBLEMFIRST. °

WAI.K THEM THROUGH

THEOTHER PROBLEM

' TELL THEM WHEN THEY
- DON'T NEED TO BUY.

27)

TELL THEM WHEN YOU

THINK THEIR PROBLEM:

ISN'T AS BAD, AS THEY
THINK THATITIS.

WHEN YOU DON'T
KNOW WHY....

THEY WOULD SOLVE
THE PROBLEM, THEY
SAY THEY WANT TO
SOLVE- TELL THEM YOU
THINKIT’S NOT WORTH
SOLVING.
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HOW YOU CAN COMPLETELY SOLVEIT.....
& WHATTO DO, TOSOLVEIT. (ALOT ©)

% WHENTHEY'RE © -
i COMPLAINING ABOUT.. i

;J;voun COMPETITORS— ¥

 WHEN THEY BRING UP

A COMPETITOR....

FLIP THE

- CONVERSATION TO-

WHAT PROBLEM THEY
WANT TO SOLVE, WITH

EITHER ONE OF YOU.

3y

IF THEY MENTION
OTHER OPTIONS....

THEY'RE EVALUATING-
DON'T BITE.

IF YOU HAVE TO ASK
QUESTIONS ABOUT...

THE COMPETITOR-
AKA. YOU JUST CAN'T
HELPIT.. ®

MAKE SURE THEY'RE
VERY OBJECTIVEIN
NATURE.
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GOOD SIGNS:

THAT THEY DON'T SEE YOU,
AS A SELLER. (OR SLEAZEBALL)
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SIGNS—> THEY DON'T THINK THAT YOU'RE A SLEAZEBALL
GOOD SIGN #1

THE BUYER DOESN'T ASKYOU
* HOW YOU DIFFERENTIATE, FROM OTHERS.
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SIGNS—> THEY DON'T THINK THAT YOU'RE A SLEAZEBALL
GOOD SIGN #2

i THEY ARE “TEAMING UP"” WITH YOU
}350N A PLAN AROUND OTHER PROCESSES OR PEOPLE INTERNALLY.
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SIGNS—> THEY DON'T THINK THAT YOU'RE A SLEAZEBALL
GOOD SIGN #3

THEY EXTEND YOUR CALLS
" ORREQUEST CALLS WITH YOU.
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SIGNS—> THEY DON'T THINK THAT YOU'RE A SLEAZEBALL
GOOD SIGN #4

TH EY ADVOCATE FOR YOU/YOUR CREDIBILITY

TO OTHERS INTERNALLY, ON OTHER TEAMS.
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SIGNS—> THEY DON'T THINK THAT YOU'RE A SLEAZEBALL
GOOD SIGN #5

THEY DON'T HAVE “OBJECTIONS”

;;i IF ANYTHING IT'S A COLLABORATIVE & MUTUAL DISCUSSION
ABOUT HURDLES & IT FEELS LIKE YOU'RE TRULY TEAM MATES.
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