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Winning Sales 
Conversations: 
Asking the Right 
Questions. 
  
  Top-performing 
salespeople know that 
asking questions is critical 
to the outcome of a sales 
call. However, an 
AchieveGlobal study of 
over 500 sales calls 
revealed that even though 
6,500 questions were asked 
by salespeople during those 
calls, only 22 percent of the 
customers felt that the 
salespeople asked the right 
questions-questions that 
reflected the salesperson's 
desire to understand the 
customer's business needs.  
 An intensive one-day 
workshop, Winning Sales 
Conversations: Asking the 
right questions 
Will show salespeople how 
to increase their 
effectiveness on each sales 
call by asking questions 
that help initiate 
relationships, understand 
customer needs and build 
both customer and 
salesperson commitment.  
 Asking the right 
questions-at the right time 
can make the difference 
between just meeting sales 
goals and exceeding them. 
 
 
 

Fundamentals of Asking Questions  
Salespeople will: 
 Examine the typical questions 

they ask about facts, thoughts, 
feelings and needs.  
 Discuss using open and closed 

questions to obtain information 
about customer facts, thoughts, 
feelings and  needs. 
 Identify internal and external 

barriers to listening. 
 Practice behaviors and skills 

that help overcome barriers to 
listening. 

 

Initiating a Relationship 
Salespeople will: 
 Identify questions that help 

establish credibility 
 Practice asking questions that 

demonstrate and build 
understanding  of the customer's 
world. 

  Practice asking questions that 
demonstrate interest in the 
customer's thoughts and feelings 
 Identify how to qualify an 

account by uncovering and 
assessing the potential  for 
business.  

 

Understanding Customer needs  
Salespeople will: 
 Examine and practice a strategy 

for exploring needs a customer 
is aware of. 
 Examine and practice a strategy  

for discovering needs the 
customer is not aware of. 

 

Building Customer Commitment 
Salespeople will: 
 Identify and practice using 

questions that help to elicit and 
understand customer concerns. 
 Discuss asking for commitment 

(closing the sale). 
 Examine questions that 

demonstrate commitment to 
ensure smooth delivery and 
satisfactory performance of 
product 

 
 
 
 

Benefits to Salespeople 
Winning Sales Conversations: 
Asking the Right Questions enables 
salespeople to:  
 Ask the right questions at the 

right  time. 
 Listen in a way that builds 

understanding and rapport. 
 Obtain critical information 

about a customer's situation and 
needs.  

 

Benefits to Customers 
 Helps customers clarify business 

need-needs the customer may 
not have previously considered. 
 Increases customers' confidence 

in a salesperson's ability and 
professionalism. 
 Leads to more efficient and 

productive selling relationships 
and solutions. 

 

AchieveGlobal: The Sales 
Performance experts 
AchieveGlobal has more than 35 
years experience in building high 
performance Sales Organizations. 
We offer a wide range of services, 
including research, training, 
consulting, and authomated tools. 
Whether your goal is to increase 
customer loyalty, penetrate new 
markets, or differentiate your 
organization from the competition, 
AchieveGlobal will work with you 
to develop and implement a 
solution that strengthens your sales 
results and builds your competitive 
and advantage 
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