
T H E  Q U E S T I O N S

QUALIFIED PROSPECT = 
Differentiated VISIONMATCH x VALUE x POWER x PLAN®
DIFFERENTIATED VISIONMATCH: 
・ What Business Issues are preventing 

them from achieving their business 
objectives?

・ Is the Business Issue specific and 
time-bound?

・ Is there an impact to the business/
individual if the Business Issue isn’t 
addressed?

・ What are the underlying Problems 
that we trying to help them solve? 

・ Did we deliberately introduce 
Problems that lead to a discussion 
around additional Solutions?

・ What is our unique strength? 
Why us vs. someone else 
(or doing nothing at all)?

VALUE: 
・ What is the Business Value (or impact) 

to them if we address their Business 
Issue and underlying Problems?
・ Was the Business Value uncovered 

and agreed upon by the buyer? 
・ Has the Business Value been 

quantified?
・ Do we understand their Personal 

Value?

POWER: 
・ Who makes the final decision and have 

they made this decision level before?
・ Do we have access to the Power 

person? Have we validated that 
they have ultimate decision-making 
authority?

・ Do we understand the decision-
making process?

PLAN: 
・ Have they agreed to a Mutual Plan 

of activities to persuade them to do 
business with us?
・ Does this Plan have regular milestones 

or checkpoints, and has the buyer 
agreed to schedule meetings with us 
to review progress?
・ Does the Plan include all of the 

steps necessary for the buyer to be 
successful?
・ Is the Mutual Plan confirmed in a letter 

or email and agreed upon by the 
buyer?

ASSESSING OPPORTUNITIES

ARE YOU PREPARED TO…
・ Have a business dialogue by using the O-P-C questioning cadence?
・ Discuss their Business Issue and underlying Problems?
・ Introduce Problems that map to our differentiated Solutions?
・ Bargain for access to additional decision-makers?
・ Uncover the buyer’s view of the ideal Solution?
・ Uncover the Business Value and Personal Value of resolving their 

Business Issue from their perspective? 
・ Uncover all of the decision-makers and their decision-making process?
・ Uncover action items and POC activities they require to move forward?

PRE-CALL
PLANNING
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