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Sales discovery question planner

Ask the questions that could change the next step.

Organise questions around the customer’s present process, desired change, decision route and
timing. Separate observed evidence from the seller’s interpretation.

Inside the worked example

Fictional inputs and outputs from the included workbook. Amounts use one illustrative currency.

Buying topic Present process
Current assumption Manual handovers
Unknown topic 0

Your purchase would include

The complete guide, an editable .xIsx workbook with 50 prepared rows, the worked example and a
decision log.

A question planner, not a scripted persuasion system or automatic qualification model.

Preview only. Buying is not open yet.
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