
POWER
QUESTIONS



1. I am curious before we get started what are your objectives for this meeting?

2. I noticed that you have never done business with my company before, why is that?

3. I am curious, how did you make the decision to purchase X? 
 a. Who was involved in that decision? (Gets to decision making process)
 b. Why did you decide to go that route?
 c. What consequences did you way?

4. How did you get started here?
 a. How long have you had this position?
 b. How did you get it?

5. When you started your business was it to create an income for yourself or to create 
    an asset.

6. How is business going? (Great opener)

7. Why do you think it is doing that? (Follow up to #5)

8. What got you into business? 
 a. What got you into this business line?

9. If far enough along in the relationship:
 a. What are the top operational/business challenges?
  i. Who is working on that problem?
  ii. How is success measured
 b. What are your sales goals for this year
 c. What is your top 

10. What are you trying to achieve with your marketing?

11. Marketing Questions:
 a. What is your CPL Cost per lead
 b. What is your CPS Cost Per Sale
 c. What is the LTV lifetime value of your customers
 d. What is the ATV Average Transaction Value
 e. What is the closing rate of your sales team?
  i. Does lead source affect that?
  ii. Does region/territory affect that?
  iii. Does tenure in database effect that?

12. If the relationship is far enough along:
 a. What is Profit to you?
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 b. What is your average customer CTP, contribution to profit
 c. What is the average profit by lead source? By Customer?
 d. If you and I were sitting together 5 Years from now how do you describe the 
     future to me?
 e. Have you achieved all you goals?

13. When the talk to you are the growth mindset?
 a. Questions to get to that:
  i. How do you see the future?
  ii. What about your children’s future?
  iii. Is business going in a different way?
  iv. What does your market share look like?
 b. What radical changes could come into the market to affect your business?
 c. Are you prepared?  

14. Just out of curiosity have you ever thought about working with us?

15. What would have to happen to resolve that concern to your complete satisfaction?

16. Issue Specific:
 a. How do you measure it?
 b. What is it now?
 c. What would you like it to be?
 d. What is the value of the difference?
 e. What is the value of the difference over time?

16. Money stall question:
 a. Is it that you do not see the value in the product or is it that you are just no liquid 
     at this moment?
 b. If you see the value with a solution or opportunity is the money easy to come 
     up with?
 c. Is it a logic or value issue?
 d. Who signs the checks?

17. How did we get here?

18. Closing Questions:
a. Are you ready to move forward?
b. Can I have your business?
c. This makes sense to me, what do you think?
d. Which option works for you?

19. What or who stands to lose if we move forward? What do they stand to win? 
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