
The Winning 
by Design framework 
applied to SalesDeck 
within SalesDeck



Winning by Design supports Sales, 
Customer Success, and Marketing 
teams as they design, build, and 
scale their revenue organizations, 
specializing in Remote Selling. They 
now help global enterprise 
organizations and Fortune 500 
companies apply those best 
practices to achieve sustainable 
growth.

SalesDeck is a unique virtual selling 
platform that increases Sales team 
CVR and sales readiness, enables 
remote management, and vamps 
Sales operational excellence. Its 
gamified card system makes it 
easy to follow sales processes and 
collaborate with customers during 
virtual customer meetings.

About Winning by Design and SalesDeck



SPICED is a framework that helps 
you better diagnose your 
prospects. Just like a doctor, your 
prescribed solution should help 
them achieve their desired 
outcomes—and that prescription 
requires you to solve the source of 
their pains, not just the symptoms.

Using SPICED as a framework, you 
can find and organize information 
systematically to make sure you 
understand your prospect’s 
background, pains, desired 
impacts, and how and when they 
will commit to your solution. Use 
SPICED as a framework to gather 
information on calls, for hand-offs 
between teams, (e.g., prospecting 
to sales, sales to customer 
success), or for summarizing deals 
during internal forecasting 
meetings.

First meeting using the SPICED Framework
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SPICED, defined

S > Situation Facts, 
circumstances and 
background details about 
your propects

P > Pain The challenges 
that brought the prospect 
your way

I > Impact How you impact 
your prospect’s business

CE > Critical Event 
Deadline to achieve that 
impact

D > Decision The process, 
committe and criteria 
involved in purchasing a 
solution
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Exchange pleasantries. Ask 
approval to take notes/record the 
call. If applicable, ask if they 
reviewed the asset that was 
included in the calendar invite or 
pre-call email.

Open
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Orchestrate the call, check the 
time, set the end goal, and engage:

A > Appreciate: Appreciate you 
taking the time

C > Check time: Are we still good 
for 30 minutes? (ask everyone)

E > End goal: Typically at the end of 
this call, we agree to...Ask: Does 
that sound right?

Ace
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Help the decision process: 
go for Impact 
or Critical Event first? >

Test multiple situation / pains 
to find the one with impact and critical event 
that could motivate a decision

Alow the customer 
to share their Pain Points >

Use context to allow you
to get to the point faster >
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Begin with situational questions that show you have done some 
research, but also help you qualify the prospect based on basic 
minimal requirements. These are closed-ended questions that 
help set the context.

Situation 1: Conversion Rate
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When you begin asking pain 
questions, don’t just ask the 
generic and overused “What keeps 
you up at night?” Ask more 
thoughtful questions like, “When 
speaking to other Directors of 
Sales, they usually mention that 
challenges X, Y and Z are their top 
priorities to solve. To what extent is 
[X challenge] important to you?” 
Summarize what you've heard 
before moving forward. This 
demonstrates that you're actively 
listening and actually care about 
helping them.

Pain 1: Conversion Rate
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Early in the sales conversations, 
prospects care more about how 
their peers solved a similar 
challenge than hearing how good 
a particular solution is. Share a 
customer story that relates to their 
situation and pain — evenpersona 
or job title as the prospect you’re 
speaking with. The key is to  better 
if it involves a similar make sure 
your story includes a relevant use 
case and a pain that you’ve just 
identified they’re currently facing. 
When the meeting is over, your 
prospects will remember stories 
much more than facts and 
features

Storytelling 1: Conversion Rate
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Impact 1: Conversion Rate

Now you can begin to transition the prospect from emotional to more rational 
decision making. Attempt to quantify the value of your solution. Ask the prospect 
questions that describe the impact a solution like yours could have on the company. 
Discussing impact during the discovery call helps you close deals. The ROI of your 
solution is uncovered through value-based, open-ended questions
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Uncovering Critical Events requires 
recognizing similar patterns 
revealed by other customers to 
help you figure out the timing and 
events that matter to your 
prospect. Oftentimes, we confuse 
our Critical Event (hitting quota this 
month/quarter) with what the 
customer actually is driving 
towards. If you discover an event or 
date that the prospect says is 
important, test how urgent that 
timing is by asking, “What happens 
if you miss that date?”

Critical Event 1: Conversion Rate
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Critical Event 1: Conversion Rate
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Spice 2: Sales Readiness
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Spice 2: Sales Readiness
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Spice 3: Customer Engagement
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Spice 3: Customer Engagement
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Connecting The Wagons

At this point, you need to share how specific parts of your solution address each of the pain points that 
your prospect wants to solve. Show how Feature X will generate more ROI, or how Dashboard A will give 
them the visibility they need to solve their top priority. As you wrap up, ask if all their concerns were 
addressed and if their end goal was achieved. Then connect the wagons by scheduling the next 
meeting. Consider asking, “Who else on your team would benefit from joining our next meeting?”
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Early adopter 
program
Join the program now and get up to 80% OFF. 
Limited spots available.

Become an early adopter


