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9 POWERFUL SALES QUESTIONS
Q1: What led you to reach out to us?
Why: We ask this question to level with our prospect and begin the process of uncovering
what pain points they may be experiencing.
It allows us to frame our conversation with the prospect from a productive starting point vs.
from our own agenda. People hate getting sold to or talked at in sales. By figuring out what
led them to us, we open the door for a collaborative sales conversation.

Q2: Tell me about how you've attempted to solve XYZ in the past.
Why: We're continuing to contextualize and empathize with the perspective of our prospect.
It's possible they're approaching their solution concept entirely wrong, but we don't know
until we get a grasp on their mindset towards their problems.

Q3: Tell me about what went well and what didn't went well when
you previously worked with XYZ.
Why: This helps us identify what our prospect cares about most in a potential service or
product. It also helps us level with them from a place of reason vs. just pitching our product
and hoping the points we emphasize are the right ones. By taking the time to understand
even more how they've attempted to solve this in the past, we position ourselves as trusted
advisors that can understand what they're going through.
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Q4: What does not achieving XYZ desired goal mean to you?
Why: Aside from surfacing the prospect's pain points, we need to understand the
consequences they face when they don't achieve their goals. This question helps us attach
stakes to our conversation and bring greater weight to their consideration of our product or
service.

Q5: How urgently do you need to solve XYZ problem?
Why: This helps us prioritize our pipeline. If this is just a problem in a set of problems that
our prospect has to face, it may be on the backburner for a while. As such, it is less likely
they'd take immediate action to do business with us; on the other hand, if they had to solve
this problem in the next two weeks, it'd bring a high degree of urgency to both our prospect,
and our own selling process to make sure the deal is done swiftly.

Q6: Tell me about the approval process for a purchase like ours.
Why: We need to understand all the potential decision trees of our prospect before we
really transition to a closing conversation. Otherwise, we face potential pushback to closing
the deal in the final stages after they've already identified their problem, because they don't
have the necessary credentials to be calling the shots here. Knowing who has to be involved
in this process allows us to make closing something both sides are confident and feeling good
about, and not just us.
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Q7: Before we finalize things, is there anything you would like to go
over again or are unsure about?
Why: We ask this before we go into our closing action, because closing to us is more of a
logistical conversation. Our prospect should have decided before we ask this question -- this
question is mainly meant as insurance in case we want to cover our bases. This gives the
space for both sides to continue to hash out any potential objections that the prospect may
have.

Q8: If you were to work with us, how would you measure success
within 3, 6 or 12 months?
Why: This sets up our Customer Success team for a super productive conversation and for
an opportunity for us to delight our customer. How many times have you ever bought a
service where in your closing call, you're being introduced to a customer success team
member who already understands your goals and needs? It makes the world of a difference.

Q9: I've really enjoyed working with you to solve XYZ. Before I
hand you off to our customer success team, I was wondering if you
can think of one other person who could benefit from learning more
about our product or service?
Why: This is a super low-lift way for the prospect, soon to be customer of yours to help you
get more leads. If your company has a referral program, even better -- incentivize them with
the carrot and stick there (I.e. gift card) -- either way the important thing here is to build the
habit of asking for introductions to keep building your pipeline.
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7 SALES Tips for Introverts
TIP 1: Accept that you're an introvert.
Once you begin to adapt your style to who you are, you'll sell more. I realized I was a good
listener, diligent with my follow up, and not overly bubbly. Being authentic went a long way.

TIP 2: Leverage your listening skills.
The problem many extroverts have is they share every imagine-able feature, but don't
actually listen to the needs of the buyer. Always be listening to your potential buyers -leverage your strength as a listener.

TIP 3: Parrot your prospect.
Build the habit of repeating or summarizing what they're saying. This is known as mirroring
and it's typically done within close friends or family in which the behaviors of one person
starts unconsciously imitating the patterns of another.
Example: your prospect says they really have problems getting their sales reps to hit quota.
You say: "From what it sounds like, hitting quota is a top concern for you with getting more
productivity from your sales team. Would you agree with that?"

TIP 4: Pace yourself and practice self-care.
In sales, there is always another thing to do. There is always more you could be doing.
Moderate your energy level and what meetings are actually going to drive you closer to your
quota. Use your calendaring app's buffer time feature. Snack throughout the day.
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7 SALES Tips for Introverts
TIP 5: Ask open ended questions to keep your prospects and leads
talking.
This is one of my favorite tips. Remember the stem, "Tell me..."
Example:
"NAME, tell me your biggest regret when it comes to your last engagement with an SEO
agency? "
Think of the who, what, where, when, why, and how questions.

TIP 6: Be the facilitator / guide for your prospect and let them take
the lead.
Be the person who organizes the meeting notes, summarizes key takeaways at the
beginning, middle, and end of each meeting, and rallies decision makers and influencers. This
can all be done behind the scenes or via written form in e-mail.

TIP 7: Build your days to work for you.
Figure out when you are most in flow and orient your days to match your flow points. For
example, if it's the morning, schedule 1-2 warm up calls at the start of your day, followed by
all your closing calls. Consider having your most important calls at the deadest times in your
office -- that's when there is less surrounding noise to distract.
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SHOULD yoU BE IN SALES?
HOW TO USE THIS GUIDE
Go through these 9 questions and answer strong yes, yes, or no.

THE QUESTIONS
Q1: Do you like problem solving every day?
Q2: Would your friends or family consider you to be persuasive?
Q3: Are you good at holding conversations?
Q4: Are you a good listener?
Q5: Are you a creature of habit?
Q6: Do you generally view failure as a learning opportunity?
Q7: Are you okay getting or hearing negative feedback?
Q8: Are you able to multi-task easily?
Q9: In your past experience, have you liked having a highly involved coach or teacher?

SCORING GUIDE
Each strong yes = 2 points
Each yes = 1 point
No = no points

QUIZ RESULTS
15-18: Definitely seriously consider a job in sales.
10-14: Sales may be a good fit.
7-9: There is likely another career path or job opportunity that'd be a better fit for you.
6 or below: I'd look elsewhere. You probably won't enjoy sales very much!
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HOW TO GET CUSTOMER REVIEWS
INITIAL EMAIL TEMPLATE
SUBJECT LINE: $20 for your time?
BODY:
Hi [CUSTOMER],
A new customer of our recently shared how important reading the
existing reviews of us on G2, a software review site, was in her
description to invest in [BUSINESS].
Knowing this, and that you've been with us for some time, I was
wondering if you'd be open to writing an honest review for us G2?
Knowing you're busy, we'd be happy to send you a $20 Amazon gift
card for your time.
Reply to this email and I can show you how!
YOUR NAME
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HOW TO GET CUSTOMER REVIEWS
FOLLOW UP EMAIL TEMPLATE
SUBJECT LINE: Following up on $20 Amazon
BODY:
Hey [CUSTOMER],
I know things can be busy. So I wanted to circle back to see if you'd be
open to leaving an online review about BUSINESS. It takes just 10
minutes for your time.
For your time, we're sending $20 Amazon gift cards when you
complete your verified review.
Thank you for your continued support either way.

YOUR NAME
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HOW TO GET CUSTOMER REVIEWS
TEMPLATE RESPONSE
Thanks so much, [CUSTOMER]. To review us, you can [click this link]
and follow the process.
When done, just screenshot the final completion screen and I'll wait
to confirm it's showing so that we can get you that token of
appreciation for your time.
[Here's the direct link to review us]
Best,
YOUR NAME
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HOW TO GET CUSTOMER REVIEWS
UPON COMPLETION EMAIL TEMPLATE
[CUSTOMER], thanks so much for the quick turnaround.
It takes a little bit for them to review and then make the review
public. But once it is, what's the best email to send the gift card to?
Thank you.
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