
Setting Expectation
 Let them know how long the meeting will take
 Find out if anyone else will be attending
 Remind your prospect that this call is about them
 Mention you’ll set up next steps during your call
 Ask if there’s anything else they’d like to cover.

Sample Question
 What caused you to reach out
 What made you want to take this call
 Walk me through
 Tell me about..
 Can you tell me about the moment you realized this 

was a problem?

The Decision Proces
 When were you hoping to have a solution set up
 Who else will need to be a part of the evaluation
 Is there a budget already set aside
 Who will give the final approval
 How does your company evaluate new tools?

Next Step
 Set the next meeting in stone, and be sure that you 

include an agenda
 Recap today’s call in an email with next steps
 Ask the prospect to confirm that everything in your 

email is correct.

I cannot sell 
something if I don’t 

understand the 
customer’s need.

—Stephanie Brito

THE RESEARCH

Who are you meeting with?


What is their title?


How long have they been with the company?


Is this prospect currently hiring?


Have there been recent leadership changes? 


What do they talk about on LinkedIn?


Who else might end up being part of this conversation?


Have they recently received funding?


How many employees do they have?


Where are they located?

Arm yourself with details about your prospect, their business, 
and any possible challenges they may have. 


Here are a few questions to consider:


THE CALL



Try to understand the prospect’s situation...without talking 
about yourself the whole time!

 Start with small talk. Make a good first impression by 
showing the prospect you’ve done your research.

 Set expectations. This gives you control over the call and 
ensures you and your prospect are on the same page.

 Ask questions. Use listening skills and softening statements 
to ensure your prospect feels heard, and take time to connect 
with them on a human level

 Summarize. Repeat what you heard back to the prospect, 
and ask them confirm that it's accurate

 The Decision Process. Find out if you’re going to proceed, 
and if so, figure out how their company brings on new tools.

NEXT STEPS



If you’ve identified a need, congrats! It’s time to solidify the next 
steps for your prospect. This ensures they’ll actually attend your 
next touchpoint.



That’s it! The perfect discovery call. Congrats, rockstar!


there’s a need!
no clear need

• Wrap up politely


• Leave the door open 

for next time.

The process of uncovering and understanding your prospects' pain.

CHEAT SHEET


