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Introd ​uction

Today's buyers are complex. They have confusing wants and needs.
They're strapped for time. They're hesitant to share inform ​ation -- yet
have endless access to product details online.
To provide value to these modern buyers, we need to ask good sales
questions. Whether you're new to sales and looking for a go-to list of
sales qualif ​ication questions or a manager looking to test new
questions with your team, this list of great sales questions to ask
customers will help you identify your their core needs.
Then, you can customize your sales presen ​tations and pitches to
their specific circum ​sta ​nces.

Credit: Tony Alessandra https: ​//b ​log.hu ​bsp ​ot.c ​om ​/sa ​les ​/23 ​-qu ​est ​ion ​‐
s-c ​ust ​ome ​rs- ​nee ​ds-si

Core Requir ​ements

Best questions to ask in a sales meeting

What are your short-term goals? Long-term goals?
What does this purchase mean to you? What does it mean to your
company?
What is your boss hoping to accomplish in the next year?
How do your team objectives play into your depart ​ment's strategy?
What do you perceive as your greatest strength? Weakness?
How does your company evaluate the potential of new products or
services?
Who has your business now? Why did you choose that vendor?

 

Best Sales Questions to Ask Customers

What are your short-term goals? Long-term goals?
What does this purchase mean to you? What does it mean to your
company?
What is your boss hoping to accomplish in the next year?
How do your team objectives play into your depart ​ment's strategy?
What do you perceive as your greatest strength? Weakness?
How does your company evaluate the potential of new products or
services?
Who has your business now? Why did you choose that vendor?
What are your buying criteria and success criteria?
Where would you put the emphasis regarding price, quality, and
service?
What level of service are you looking for?
What do you like best about your present supplier? What don't you
like?
What do you look for in the companies you do business with?
What might cause you to change suppliers?
What do you like best about your current system? What would you
like to see changed?
What do you perceive your needs to be? How important are they?
If you were me, how would you proceed?
Which trade associ ​ations do you belong to?
What will it take for us to do business?
How soon can we begin?
What is my best shot for getting back the account?
What did we do in the last sale that impressed you most?
What do you look for in your relati ​onship with a supplier?
Who was the best salesp ​erson who ever called on you?
If you could change one thing about your organi ​zation, what would it
be?
Do you struggle with [common pain point]?
What deadlines are you currently up against?
Which resource could you use more of?
Would you rather cut costs, save money, or increase produc ​tivity?

Great sales questions enable you to tailor your messaging to your
prospects' goals and show them your solution is the best choice.

Which sales questions will you use on your next sales call?
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