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Start with WHY?











Be a source of business 
intelligence and information 
with your prospects and 
customers.
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7 Steps to 
Selling Success



• Learn about the prospect’s industry

• Learn about the prospect’s company

- Website, Social Media, Search

• Have an Valid Business Reason (VBR)

• Walk the store

• Know the decision-maker’s name

• Prepare smart questions in advance

HOMEWORK

Getting More Appointments
      Using New Resources



Getting More Appointments
      Using New Resources



Getting The Appointment

Before The Call…

1. Create a Valid Business Reason for contacting 
the prospect

2. Prepare your Meeting Planner

3. Hone your Elevator Speech



Research 

• Learn about the 
INDUSTRY

• Learn about the 
BUSINESS

• Learn about the 
INDIVIDUAL

• Develop questions

• Informed

• Professional

• Open-ended

• Headquarters  or owner

• Fiscal year

• Background information

• Organizational structure

• Marketing practices

• New products / services

• Sponsorships and causes

• Walk the store









800-232-3131
MemberResponse@Rab.com



 The Customer-Centric
       Client Needs Analysis 
 



Our goal is to understand them. 
Find The Pain



Client Needs Analysis

Buyers are more likely to deal with 
salespeople who best understand the 
buyer’s needs instead of the seller’s 

own products or services.

   

More sales are lost by doing a poor 
job in the needs analysis stage of the 
sale than for any other single reason.





Why do people come to you?





Client Needs Analysis

First focus area: Your client / prospect / customer

1. What’s your story?

a. How did you get into this business, anyway?

b. Why do you do this, besides the money?

c. You are successful. What’s your secret or what are the things you 

did to get here?

d. What’s the next level for you?

e. What’s preventing you from being there?

f. If we were to ask your customers to describe you with one word or 

one sentence, what would that be?

g. Are there any misconceptions about your business?

h. What’s one thing you wish people knew about you?

i. Are you currently fully staffed? (If not, how short are you?)

j. What is not being fully staffed costing you?

k. How are you finding new staff members?



Client Needs Analysis
Second focus area: Their client / prospect / customer

1. Your customers and potential customers – what’s their story?

a. Why do they do business with you?

b. Do your customers engage with you on social media?

c. What similar product categories do your customers regularly use?

d. Who is your ideal customer? Think of one specific person and describe 

them.

e. If you could create the ideal customer that is currently not shopping from 

you, how would you describe them?

Third focus area: Competitors

1. If people aren’t buying from you, who are they buying from?

a. What are your competitor’s strengths? 

b. What are your competitors known for? (Use one phrase to describe them)

c. What are your competitor’s weaknesses/vulnerabilities?

d. What is something your competitor does that drives you crazy?



Client Needs Analysis
Fourth focus area: Financial

1. How many people shop here in an average week?

a. What percentage of them buy from you? 

b. When they buy, on average how much do they spend?

c. How often do they buy from you again?

d. What is something your current or future customers don’t 

know about you?

e. Do any of the brands you carry offer co-op funding? (If 

not aware…)

f. Would you like me to research that for you? Can you 

provide your dealer number?









Client Needs Analysis



CNA RESEARCH PROSPECTS
PROMPT: CHAT GPT:

My media company reaches females 30-42 
years old in XXX City.  Can you provide me 
with three locally owned companies who 
would benefit from advertising to my 
audience?



CNA RESEARCH PROSPECTS
PROMPT: CHAT GPT:

Tell me everything you can (business), 
owners, passions, history, why you think 
they are a good fit



CNA RESEARCH PROSPECTS
PROMPT: CHAT GPT:

What are the current challenges facing this business?



Additional CNA Research Prep
PROMPT: CHAT GPT:

So they booked the appointment, can you give 
me 5 productive questions that I can ask to 
further identify pain points and identify possible 
marketing strategies to deploy? This is a 
customer needs analysis meeting.



Client Needs Analysis
very important question

Final Question:

Of all the things we discussed today, what’s 

the ONE THING – that lingering issue, that 

if we could solve it, we would be heroes in 

your eyes?



Listen!







Timing is everything





Remember…

1. The one asking questions controls the 
conversation

2. Keep the client’s wall down with questions

3. DO NOT START SELLING!

Client Needs Analysis



800-232-3131
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