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J SAME SIDE SELLING

S3A CRISIS — 2. HOW TO START A CONVERSATION IN CRISIS ACADEMY.COM

For your potential prospect complete the following form.

Prospect Name:

¥ Description of Opportunity:

€3 Wnhat Problem Are They Trying to Solve? | [ What If They Don’t Solve the Problem?

B What Metrics Define Success? (3 Who Else Needs to Be Involved?

Who is doing the convincing? (indicate your opinion on the scale below)
O ) O O O O () O O

530 S

TIPS

Think Like a Doctor

Are you seeking symptoms that might be an indication of a condition that requires
treatment, or are you pitching your treatment before you've jointly completed the
diagnosis?

SELLING
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SAMPLE COMPLETED WORKSHEET

Prospect Name:

P Manufacturing ln Metropolls - XY Z ncorporated

¥ Description of Opportunity:

Client has what they think is the same Lssue as ABC as featured tn our ABC case stud Y.
(&)

€3 Wnhat Problem Are They Trying to Solve? | [ What If They Don’t Solve the Problem?

Client has what they think is the same Lssue as ABC.
o 1

. | r . 1 . We kee o en £s Ve've stavtl \ o to /(7;6
Eesentially, manufacturing design is taking too Long | WE Reep missing dendlines and we're stay DosE
marketshare
How long has this been going on?

We lost £5m Ln marketshare with our Latest tssue

weve been strugoling with this lssue for about 2

years, and haven't had Luck with several approaches. ) on mee to {imaug solve this
3 What Metrics Defme Success" (3 Who Else Needs to Be Involved?
=1 /\/ - oW Lt takes us 17 ~ weeks from the thme we oet a f/\;‘\/j boss, the vP ();i Ma WMT’QC“&'LU"';V‘V? («,SQV’A)

Our COO (Pat)

S doesnt create a town of new

orie for people who ave already overloaded

Who is doing the convincing? (indicate your opinion on the scale below)

TIPS

Think Like a Doctor

Are you seeking symptoms that might be an indication of a condition that requires
treatment, or are you pitching your treatment before you've jointly completed the
diagnosis?

SELLING
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