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Purpose:  Your goal is to identify your customers’ problems before they bring them up to you or your competition – even before they know they have a problem.  The best way to accomplish this is to anticipate clues that indicate those problems.  The purpose of this worksheet is to determine these clues that you should be anticipating and looking for on every sales call.  


Instructions:  Follow the steps below to develop the clues to look for when calling on customers, at any stage of the sales cycle.

1. Select a specific solution on which your office is focused and list it in the Solution column.  Get as granular as you can.  
2. For each solution, answer the question: “What problems are solved by this solution?”  List your answers in the Problems column.
3. Finally, answer the question: “For these problems, what clues could the customer give that would indicate this problem was real for them?”  

	Solution
	Problems
	Clues

	[bookmark: _GoBack]Hosted Access Control, specifically to Property Managers
	
Having to manage multiple systems at multiple sites.

Expired SLAs – equipment not current.  Getting current is expensive.
	
“I have so much on my plate that I don’t have time to think about securing my buildings, but that’s all I’m doing.”

Complaints about reporting being complicated.

“We keep getting told that we need to upgrade.”

Old Coke machines


	
THIS IS A SAMPLE.  USE THE OTHER ATTACHMENT FOR YOUR EXERCISE.
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