asktra

Be Curious

Asking questions is a key part of the sales process, as it allows salespeople to gather
information about their customers and tailor their sales solution accordingly.

Here are some tips for asking questions in sales:

1. Use open-ended questions: Open-ended questions are questions that cannot be
answered with a simple yes or no. These types of questions encourage customers to
elaborate and provide more information, which can help salespeople to better
understand their needs and concerns.

2. Ask clarifying questions: If a customer says something that you don't understand or
that raises additional questions, it can be helpful to ask clarifying questions to gather
more information.

3. Avoid asking leading questions: Leading questions are questions that suggest a
specific answer. These types of questions can be perceived as manipulative and may
not provide genuine insights into the customer's needs and concerns.

4. Use the "5 Whys" technique: This technique involves asking a series of "why"
questions to dig deeper and understand the root cause of a problem or need.

5. Follow up: If a customer raises an issue or concern, it can be helpful to follow up with
additional questions to better understand their perspective and needs.

By using these techniques, salespeople can ask effective questions that help them to
gather valuable information and tailor their sales pitch to the specific needs of their
custometrs.

Idea Sheets provide quick and actionable suggestions to drive more referrals and sales. Visit

www.referralsafe.com/asktra frequently for new additions.
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