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Customer Buying Stages and Questions Worksheet

What are ALL of the questions our customers must answer in order to buy our product, service or solution?  Below are suggested customer buying stages and example customer questions to get you started.  Edit the buying stages and questions for your business and customers. 

	Customer Buying Stage
	Customer Buying Questions

	Status Quo


	1. Do we have a problem, how would we know (symptoms)?

2. How does it impact us (cost), why should we fix it?

3. How have others fixed it, how did it turn out?

4. Who owns the problem/solution, who should be involved?

5. Where do we go to learn more?

6. 

7. 

	Priority Shift as a Result of Realizing the Pain and Impact, Committed to Change


	1. What are the real causes of the problem?

2. What is the scope of the problem?

3.  What are industry best practices, consultants, case examples

4. How would we know it’s time to make a change

5. 

6. 

7.

	Research to Define Requirements, Justify Investments

Sales Process Stage?

	1. What are the key business criteria for making this decision?

2. How can we solve this problem with our current team/resources?

3. What models or best practices can we follow for decision and implementation?

4. What is the appropriate budget, timeframe, resources based upon expected ROI

5. 

6. 

7.

	Evaluate Options

Sales Process Stage?


	1. What’s the difference between approaches, vendors?

2.  How reliable is the company: to deliver, service, viable?

3.  

4. 

5. 

6. 

7.


	Step Back

Sales Process Stage?


	1. What has changed since we began our process?

2.  What have we learned that might change our decision/criteria?

3. 

4. 

5. 

6. 

7.

	Validation of Selected Solution

Sales Process Stage?


	1. How do we compare vendors and their proposals?

2.  How do we validate what they propose – references?

3.  What options don’t we need?

4.  Where can we negotiate better terms?

5.  Does the implementation plan seem feasible?

6. 

7.

	Finalize Decision and Contracts

Sales Process Stage?


	1. 

2. 

3. 

4. 

5. 

6. 

7.


Execute the Complex B2B Sale 

Through Innovative Communications

