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Command of the 
Message (CoM)
Sales Question Bank
The Command of the Message (CoM) methodology is a sales 
framework focused on structured discovery, qualification, and 
alignment, ensuring that value and differentiation are 
communicated consistently across the organization. Elite 
sellers using CoM spend the majority of the discovery call 
uncovering the buyer's current state, negative consequences, 
and desired outcomes before positioning the solution.

Here is a comprehensive question bank and dialogue guide 
based on the Command of the Message methodology, ready 
for download.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Guiding Principle 
(Discovery)

Contextual 
Discovery

Contextual 
Discovery

Scope 

Definition

Scope 

Definition

Initial Pain/
Problem

I. Opening & Current State (Before 
Scenarios)
The goal of this initial phase (Part 1: Current State) is to develop a 
holistic, objective overview of the customer’s problem, process, and 
organizational impact without pitching.


Specific Pain 
(Example)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Specific Pain 
(Example)

Sales Process 
Discovery

Specific Pain 
(Example)

II. Negative Consequences
After establishing the current state, the seller digs into the 

Negative Consequences (Part 2), which are the tangible, 

unfavorable operational or financial outcomes resulting from the pain.


Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Guiding Principle 
(Quantification)

Urgency Creation

Quantification 
(Financial)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Quantification 
(Operational)

Resource Drain

III. Future State & Positive Business 
Outcomes (PBOs)
This phase (Parts 3 & 4) pivots to the outcomes, clarifying the ideal future 
state and ensuring that the potential benefits are compelling enough to 
secure discretionary funding from the Economic Buyer.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Guiding Principle 
(Vision Setting)

Vision Setting

Vision Setting



Executive 
Alignment (Quali

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

PBO Validation

PBO Validation/
Enablement

IV. Required Capabilities (RCs) & Metrics
This stage (Parts 5 & 6) shifts to defining the necessary solution 
components and the measurable Key Performance Indicators (KPIs) that 
the technical buyer will use to judge success.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

RC Prioritization 
(Qualification)

RC Definition



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Metric Definition 
(Technical Succe

Trial Scope 
(Metrics)

Current Metrics 
Validation

Trial Scope 
(Metrics)

V. Trap-Setting Questions (Differentiation & 
Qualification)
Trap-setting questions (analogous to Discovery Questions) are open-
ended, two-sided questions that proactively introduce your Defensible 
Differentiators into the customer’s Required Capabilities list, often setting 
a trap for competitors who lack that specific capability.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Trap Setting 
(Messaging)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Trap Setting 
(Process)

Trap Setting 
(Negotiation)

Trial Scope 
(Metrics)

Competitive 
Discovery

Trap Setting 
(Talent/Scaling)

Trap Setting 
(Implementation 
& Adoption)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Objection: Price / 
Value

Objection: Tech 
Stack / Adoption

Objection: Do It 
Internally 
(Resources)

Objection: Do It 
Internally 
(Change 
Management)

Competitive 
Strategy (Sandler 
Example)

VI. Objection Handling & Competitive 
Response
CoM provides frameworks for responding to common objections, often 
redirecting the conversation back to the Positive Business Outcomes 
(PBOs) and Required Capabilities (RCs) that have been agreed upon.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Post-Discovery 
Transition

Solution 
Positioning

Final 
Confirmation 
(Proof Points)

VII. Next Steps (Closing)
While CoM is primarily a discovery framework, the conclusion of the call 
leads directly to defined next steps (Part 7, 8, 9).

The Command of the Message framework depends on strong discovery (Parts 1–

4) and linking Required Capabilities and Metrics (Parts 5–6) to the value 

uncovered.

Since its efficacy relies on the quality and structure of the underlying Value Cards 

that these questions are designed to uncover and validate, would you like to focus 

next on creating a compelling Value Card structure for your specific offerings?



SPICED
Sales Question Bank & Dialogue 
Scenarios
The SPICED methodology is designed to systematically 
diagnose a prospect's situation, focusing on uncovering the 
true business Impact necessary to solve their Pain. It serves 
as a comprehensive framework for discovery, qualification, 
and internal forecasting.

Here is an exhaustive list of sales questions used in the 
SPICED methodology, categorized by purpose and 
component.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Guiding Principle 
(Discovery)

Discovery 
(Technology)

Discovery 

(Facts/Fit)

Discovery 
(Process)

S - Situation (Discovery, Contextualization)
Purpose: To gather objective facts, circumstances, background details, 
and functional specifics about the prospect's organization, tools, and 
roles. This helps determine if the prospect is a good fit.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery 
(Workflow)

Discovery 
(Information 
Access)

P - Pain (Discovery, Diagnosis)
Purpose: To address acute challenges and frustrations (emotional or 
rational) that brought the prospect to seek a solution.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Diagnosis 
(Elicitation)

Objection 
Handling/
Prioritization

Diagnosis 
(Emotional/
Rational)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Quantification 
(Rational Impact)

Implication 
(Rational Impact)

Scope/Priority 
(Rational Impact)

Individual/
Emotional Impact

I - Impact (Discovery, Quantification, Value 
Setting)
Purpose: To reveal the core business objectives (Rational: increasing 
revenue, decreasing cost, improving customer experience; Emotional: 
individual-level benefits) that the solution must solve.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Timeline (Direct 
Ask)

Validation 
(Importance)

Testing Urgency 
(Consequence)

Testing Urgency 
(Consequence)

CE - Critical Event (Qualification, Urgency 
Creation)
Purpose: To identify the deadline or time-sensitive milestone by which the 
prospect must achieve the desired impact, creating a sense of urgency.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Process Mapping 
(Past Experience)

Process Mapping 
(Steps)

Process Mapping 
(Parallel Tracks)

Process Mapping 
(Technical Gates)

Process Mapping 
(Stakeholders)

D - Decision (Qualification, Process 
Mapping)
Purpose: To understand the process, committee, and criteria involved in 
purchasing (or renewing/expanding) a solution, including stakeholders 
and approvals.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Diagnosis/
Alignment 
(Summarize)

Diagnosis 
(Context/
Preparation)

Empathy/Trust 
Building

Trust Building/
Social Proof

General Conversational Techniques 
(Diagnosis, Alignment)
Purpose: Structuring the conversation flow (Discovery Call), ensuring 
clarity, trust, and alignment before advancing the deal.



SPIN
Selling Methodology Question Bank
The SPIN Selling Methodology, developed by Neil Rackham based 
on extensive research into major sales transactions, defines four 
powerful types of questions (S-P-I-N) used primarily during the 
Investigating Stage to uncover and develop customer needs. The 
goal is to move the buyer from stating Implied Needs (problems) to 
expressing clear, strong Explicit Needs (wants or desires for a 
solution) before presenting capability.

Here is the super detailed and exhaustive question bank organized 
by the four stages of a sales call, ready for download.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Opening / 
Consent

Opening / Clarity 
Check

I. Preliminaries (Opening Stage)
Purpose: To gain the buyer's consent to move quickly and effectively 
to the Investigating Stage (asking questions). Traditional techniques like 
relationship building around personal interests or using an Opening 
Benefit Statement are often risky or ineffective in major sales.

II. Investigating Stage: SPIN Questions 
(Discovery, Qualification, Value Building)
The Investigating Stage is the most important for success in larger 
sales. The goal is to develop needs using the four types of questions in 
sequence.

A. Situation Questions (S)

Purpose: To gather facts, background, and data about the customer's 
current situation. Used sparingly, as excessive use can bore or irritate 
the buyer.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Contextual 
Discovery

Organizational 
Facts

Contextual 
Discovery

B. Problem Questions (P)

Purpose: To explore problems, difficulties, and dissatisfactions, 
uncovering Implied Needs.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery (Implied 
Needs)

Diagnosis

Discovery 
(Dissatisfaction)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Clarification/
Follow-up

C. Implication Questions (I)

Purpose: To take an Implied Need (problem) and explore its 
consequences or effects, building the seriousness and urgency of the 
problem so it justifies the cost of a solution.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Value Building / 
Seriousness

Linking 
Consequences

Value Building / 
Urgency

Quantification



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Explicit Needs / 
Value

D. Need-Payoff Questions (N)

Purpose: To ask about the value or usefulness of a solution. They focus 
the buyer on solutions, obtain Explicit Needs, get the buyer to state 
benefits, and reduce objections.

Benefit Elicitation 
(Extend)

Transition/
Closing Focus

Benefit Elicitation 
(Clarify)

Internal Selling 
Rehearsal



III. Demonstrating Capability & Objection 
Prevention
Purpose: Once Explicit Needs are developed, the seller demonstrates 
capability using Benefits (statements showing how the solution meets the 
Explicit Need). Objections are prevented by building value using 
Implication and Need-Payoff Questions first.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Objection 
Prevention

Handling 
Capability/Can 
Objections

Handling 
Capability/Can’t 
Objections



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Key Concern 
Check

Proposing 
Commitment 
(Advance)

Alternative 
Commitment 
(Advance)

IV. Obtaining Commitment (Closing)
Purpose: To obtain an Advance (an action that moves the sale forward). 
Traditional closing techniques (Assumptive, Alternative, etc.) are ineffective 
or detrimental in major sales.



MEDDICC
Sales Question Bank & Dialogue 
Scenarios
MEDDIC is a qualification methodology, not a sales 
methodology, designed to help B2B sales organizations 
systematically qualify complex enterprise deals and achieve 
predictable revenue growth. Developed by Dick Dunkel at 
Parametric Technology Corporation (PTC) in the 1990s, with 
contributions from sales leaders like John McMahon and 
Jack Napoli, MEDDIC emerged from analyzing hundreds of 
sales opportunities to identify recurring patterns that 
determined why deals were won, lost, or slipped quarters.

The acronym stands for six core qualification 
elements: Metrics, Economic Buyer, Decision 
Criteria, Decision Process, Identify Pain, and Champion. 
Unlike basic frameworks like BANT (Budget, Authority, Need, 
Timeline), which treat qualification as a one-time checkbox 
exercise, MEDDIC is applied continuously throughout the 
entire sales cycle from initial discovery through contract 
signature.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery (The Big 
7 Intentions)

Discovery (The Big 
7 Intentions)

Discovery (The Big 
7 Intentions)

Discovery (The Big 
7 Intentions)

Discovery (The Big 
7 Intentions)

Discovery (The Big 
7 Intentions)

I - Implicate the Pain (Discovery, Urgency 
Creation, Quantification)
The goal of these questions is to move the customer past merely 
Identifying the pain to Implicating the pain, making them feel the 
negative impact and subsequent urgency to solve it.




Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery (The Big 
7 Intentions)

Quantification & 
Implication

Implication 
(Hypothetical)

Deep Discovery / 
Two-Sided

Quantification & 
Value

M - Metrics (Quantification, Value Validation)
Metrics quantify the value your solution provides and must be easily 
understandable to all stakeholders, especially the Economic Buyer.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery (M1 - 
Proof Points)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery (M2 - 
ROI)

Price 
Conditioning/
Value Setting

Closing/Urgency 
(Objection 
Handling)

E - Economic Buyer (Access, Alignment, 
Commitment)
These questions focus on identifying the Economic Buyer and confirming 
their motivations and sponsorship.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery 
(Champion 
Coaching)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery 
(Champion 
Coaching)

Access/Price 
Conditioning

Alignment/
Validation (Killer 
Question)

Closing/
Commitment 
(Killer Question)

D - Decision Criteria (Discovery, Influence, 
Qualification)
The Decision Criteria (DC) represents the requirements used to judge the 
solution. The goal is to influence this criteria towards your unique 
strengths.


Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery/
Validation



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Influence/Closing

Qualification/
Consensus

Qualification 
(Relationship 
Criteria)

D - Decision Process (Discovery, Timeline 
Management)
The Decision Process (DP) defines how the decision will be made.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery/
Mapping

Discovery/
Mapping



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery/Timing

Discovery/
Acceleration

Validation/Go-
Live Plan

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery/
Validation

Risk Mitigation 
(Proactive)

Risk Mitigation 
(Scenario 
Planning)

P - Paper Process (Discovery, Risk, Closing)
The Paper Process (PP) defines the steps after vendor selection leading to 
a signed contract. These questions often overlap with DP Risk mitigation.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Role Definition 
(Upfront Ask)

Testing Power/
Influence (Killer)

Testing Internal 
Selling

Testing Vested 
Interest

C - Champion (Qualification, Testing, 
Coaching)
The Champion is someone who has power, influence, and a vested 
interest in your success, and acts as an internal seller.




Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Discovery

Trap Setting 
(Discovery)

Trap Setting 
(Commitment)

Objection 
Handling (High 
Road)

C - Competition (Discovery, Trap Setting, 
Objection Handling)
Competition includes rivals, internal build initiatives, other projects, and 
inertia (doing nothing).




Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Risk Discovery 
(General)

Risk Discovery 
(Technical/Legal)

Risk Mitigation 
(Go-Live Plan)

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Next Steps (Jedi 
Mind Trick)

R - Risks (Discovery, Monitoring, Mitigation)
Risks are specific threats identified in the deal that must be monitored 
or overcome.

General Questions (Qualification & Closing)
These essential questions help manage the overall process and gain 
commitment.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Next Steps 
(Traditional)

Final Qualification 
(Doubt)

Qualification 
(Access)

MEDDICC is fundamentally a Qualification Methodology, designed to ensure 

efficient resource allocation and forecast accuracy. While the questions listed serve 

multiple purposes—from deep discovery to closing commitments—their overarching 

function is Qualification.

Would you like to explore how to integrate these questions into a specific sales 

methodology, such as SPIN Selling or Command of the Message, which MEDDICC is 

designed to complement?



BANT
Sales Qualification Framework: 
Comprehensive Question Bank
BANT is a fundamental qualification methodology developed by 
IBM. It is widely used to obtain an early steer on an opportunity. 
However, modern sales environments—especially complex, 
enterprise sales where Oliv AI operates—require depth and 
consistency that manual BANT checklists often miss.

Oliv AI's Value Proposition for BANT Users:

Deal Intelligence: BANT only addresses early qualification, but 
continuous qualification is necessary throughout the deal 
lifecycle. Oliv AI ensures accurate deal data collection and 
visibility (Deal Intelligence).

Coaching: Sales reps often forget methodologies. Oliv AI 
monitors calls to ensure reps adhere to the BANT format and 
scorecards (Coaching), identifying hesitation or non-adherence.

CRM Automation: Reps face pressure to update CRM fields. 
Oliv automatically updates CRM fields related to qualification, 
ensuring consistent and proper data capture across the 
organization.

The questionnaire below integrates advanced discovery techniques 
(drawing from methodologies like SPIN and SPICED, which Oliv is 
trained on) into the foundational BANT structure.



Key Question 
Threads

Examples of Discovery 
Questions

Oliv AI Navigation & Guidance 
(How to Handle Scenarios)

Quantifying Pain/
ROI

Testing 
Commitment

Budget 
Availability

Oliv AI Insight

1. B - Budget: Establishing Financial 
Commitment
The Budget step confirms whether the customer has the financial 
capacity available for the solution. Discussions around cost should be 
framed by the expected Return on Investment (ROI) and the 
quantifiable cost of the unresolved problem.



2. A - Authority: Mapping the Decision Process

The Authority step determines who has the power to buy and ensures 
you engage all necessary stakeholders. BANT is often insufficient here 
for enterprise deals, which require mapping the full Decision Process.

Key Question 
Threads

Examples of Discovery 
Questions

Oliv AI Navigation & Guidance 
(How to Handle Scenarios)

Decision Process

Gaining Access/
Commitment

Identifying 
Stakeholders

Oliv AI Insight



3. N - Need: Developing Urgency Through Pain and Impact

The Need step identifies if the customer has sufficient Pain to buy. This 
is the core of sophisticated qualification frameworks, which seek to 
develop Implied Needs (problems) into Explicit Needs (a clear, strong 
desire for a solution) by focusing on Impact.

Key Question 
Threads

Examples of Discovery 
Questions

Oliv AI Navigation & Guidance 
(How to Handle Scenarios)

Uncovering Pain 
(Implied Needs)

Confirming Value 
(Need-Payoff)

Developing 
Impact (Explicit 
Needs

Oliv AI Insight



4. T - Timing: Ascertaining Urgency and Critical Events

The Timing step qualifies when the customer plans to purchase. This 
must be tied to urgency, often rooted in a Critical Event (CE).

Key Question 
Threads

Examples of Discovery 
Questions

Oliv AI Navigation & Guidance 
(How to Handle Scenarios)

Timeline 
Definition

Implementation 
Process

Testing Urgency 
(Critical Event)

Oliv AI Insight



Conclusion: Ensuring Scalable Success 
with Oliv AI
BANT is effective for identifying qualified opportunities early in the 
sales cycle. However, to scale successful qualification, you need 
technology that ensures adherence, captures vital data, and 
provides timely coaching.

Oliv AI helps sales organizations master the BANT methodology 
(or any chosen methodology) by turning it from a static checklist 
into a dynamic, supported process:

Continuous Adherence: Oliv uses AI to monitor sales 
conversations and scorecards (like a BANT scorecard), 
guaranteeing reps consistently follow the framework.

Actionable Coaching: Managers receive data on which BANT 
elements reps are missing or mishandling, enabling targeted 
coaching.

Eliminating Admin: Oliv automates the tedious work of updating 
BANT fields in the CRM, freeing up reps to focus on valuable 
selling conversations.

If you are serious about moving beyond basic qualification and 
ensuring your methodology sticks, Oliv AI makes your investment in 
training—whether BANT, SPICED, or MEDDIC—profitable and 
scalable.

This downloadable content is presented from the perspective of Oliv AI, synthesizing sales 

intelligence and methodology best practices to enhance the execution of the BANT 

qualification framework.




Sandler
Sales Methodology Comprehensive 
Question Bank
The Sandler Selling System is built upon a methodical, control-
oriented, and psychological approach to qualification, rooted in 
Transactional Analysis (T-A). Questions are the core tool for 
successful execution, moving the focus from the seller's product to 
the prospect's emotional pain and subsequent commitment.

Here is a super detailed and exhaustive question bank organized by 
the components of the Sandler Submarine and associated 
techniques, categorized by purpose, and ready for download.



Dummy-Up 
Technique 
(Reinforcement)

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Relationship 
Building

Dummy-Up 
Technique

Trust/Bonding

Dummy-Up 
Technique

I. Rapport Building & Dummy-Up (Bonding, 
Trust, Discovery)
The goal is to make the prospect feel comfortable and more "OK" than 
the salesperson, allowing the prospect to talk 70% of the time.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Setting the 
Agenda/Objective

Managing 
Rejection 
(Closing)

Internal Fear/
Defusing

Consent and Time

Managing 
Acceptance 
(Closing)

II. Up-Front Contract (UFC) (Qualification, 
Process Control)
The UFC establishes clear ground rules for the meeting, setting mutual 
expectations regarding objective, time, roles, and conclusion.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Confirming 
Appointment

III. Pain Step (Discovery, Urgency, Qualification)

The Pain step moves the prospect from "Well" to "Critical". The goal is 
to obtain emotional responses, not just intellectual ones.

Clarifying and 
Validating

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Initial Diagnosis 
(Implied Needs)

Quantification/
Impact

Previous Attempts

Context/Status 
Check

Drilling Down 
(ISS)



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Vision Casting 
(Magic Wand)

Testing Urgency/
Commitment

IV. Budget Step (Qualification, Financial Alignment)

This step must be thorough because when the prospect is in real pain, 
they will pay whatever it takes to get rid of it.

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Initial Budget 
Elicitation

Bracketing 
Technique

Handling "No 
Budget"

Testing Low 
Budget/
Commitment



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Monkey’s Paw 
Technique

That Could Be a 
Problem Reverse

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Process Mapping 
(What, When, 
How, Who, Why)

Mechanism (How)

Timeline/Urgency 
(When)

Stakeholder 
Identification 
(Who)

V. Decision Step (Qualification, Process Mapping)

This step nails down the decision process, stakeholders, and 
commitment to a "Yes" or "No" outcome, avoiding "Think It Over".



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Testing Solo 
Authority

Intermediate 
Decision Testing

Rehearsal 
Technique

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Thermometer 
Technique

Addressing Low 
Score

Raising the Score

VI. Fulfillment Step (Closing/Commitment)

This is the presentation stage, where the solution is presented only 
against the validated pain points.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Final Closing 
Question

Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Defusing Buyer's 
Remorse

Final 
Commitment 
Check

Key Concern 
Check (Rule 33)

VII. Post-Sell Step (Objection Handling, Commitment 
Cementing)

This step secures the deal against Buyer's Remorse by proactively 
raising compromises or potential roadblocks after the verbal 
commitment is secured.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

General Reversing

Reversing 
Statements

Stroke-Repeat-
Reverse

NRS - Handling 
Hostility

Objection 
Preemption 
(Defusing)

Last Resort / 
Consultant Mode

VIII. Advanced Conversational Techniques (Used across all 
Stages)

These techniques, especially Reversing and Negative Reverse Selling 
(NRS), are integral to the Sandler methodology for controlling the 
conversation and uncovering truth.



Purpose 

Category

Specific 

Question/Focus

Variations

/Rephrasing

Example Q&A/
Dialogue Scenario

Challenging 
Negative 
Prospects (NRS)

Let's Pretend 
(Qualification/
Commitment)
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