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QUALIFICATION MEETINGS WORKSHOP 
 
 
WORKSHOP OVERVIEW 
The saying “the one who is asking is leading” is absolutely right in this sales phase. 
The more I know about a client in the beginning the easier it will be later to develop the value propositions.  
Experience shows that most of the sales persons ask not enough. And so we don’t know which business pro-
cesses the client has and where we could bring in value to his business with our solutions. 
To deepen or to learn the question technique we have developed the workshop series Question technique. 
 
 

WHO SHOULD ATTEND ... 
Sales persons and sales teams (Account Manager, Sales Manager, Pre-Sales Consultants), who are interested to 
get better results from first project meetings. 

WORKSHOP BENEFITS 
 Repetition of different question techniques 
 Creation of best own SPIN questions 
 Development of joint action plans - together with the customer 
 Asking more questions 

 

WORKSHOP CONTENTS 
 Meeting structure inkl. small-talk 
 Deepening question techniques 
 SPIN-questions 
 Development of own questionnaire 
 Knowing mor about customer goals 
 Talking the customer language 
 Handling objections 
 Develop joint action plans (JAPs) 
 
 

DURATION 
The two-day workshop begins both days at 8:30, ending at 19:00 on the first day, and at 17:15 on the second day. 
The first implementation review takes place about 3 months after the workshop. 
 
 
PARTICIPANT PREPARATION 
Take with you own examples for upcoming customer meetings 


