MAP YOUR SOLUTIONS TO THEIR NEEDS

WHAT IS THE
PRODUCT / SERVICE
A N

DEVELOP AN
ACCURATE
CONTEXT OF THE
BUYERS SITUATION

WHAT ARE
WHAT ARE

YOUR PRODUCT THEIR DISC
FEATURES PREFENCES,
PAIN POINTS

AND BENEFITS AND NEEDS

\/ AIM TO FIND THE

COMMON GROUND
WHERE WHAT YOU CAN
OFFER MATCHES THE
BUYER’'S NEEDS

ONCE YOU'VE ILLUSTRATED THE COMMON GROUND, YOU THEN HAVE THE
GREATEST POTENTIAL FOR SALE
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