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NO.1

Thelmportanceof DiscovenConversations

Recognize the pivotal role of discovery
conversations in understanding your prospect's
unigue needs, challenges, and aspirations.

Effective discovery sets the stage for tailored

solutions.
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NO.2

EstablishindgRapportand Trust

Begin the conversation by building
rapport and establishing trust. A

comfortable and open atmosphere
encourages the prospect to share

candidly.
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NO .3

ActiveListeningand ProbingQuestions

Master active listening and employ probing
guestions to dive deeper into the prospect's

situation. Listen attentively and ask open -ended

guestions that encourage elaboration.
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NO.4

UncoverPainPointsandChallenges

Discover the prospect's pain points and
challenges. By understanding their
problems, you position yourself as a

valuable problem solver.
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NO .5

ClarfyGoalsandObjectives

Probe to understand the prospect's goals and
objectives. This information helps tailor your

solution to address their specific aspirations.

0O0O0O0




O0O0O0

NO.O

Identify CurrentSolutionsand Gaps

Learn about the prospect's current
solutions and identify gaps. This insight
allows you to present a solution that
complements and enhances their

existing setup.




0O0O0O0

NO.7

UnearthDesiredOutcomes

Discover the outcomes the prospect hopes to
achieve. Align your solution with these desired

outcomes to showcase its value.
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NO.3

HandleObjectiongGracefully

Anticipate objections and address them
tactfully during the discovery phase.
Acknowledge concerns and provide

Insights that mitigate objections.
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