 Facilitator Key
SPIN/Strategic Selling Connections

	Strategic Selling Concept
	SPIN Linkage

	Strengths and Red Flags
	Strengths – use clarifying and extending Need Payoff Questions to build the value of your strengths in the customer’s mind.

Red Flags – link with SPIN will very much depend on what the red flag is.

	Single Sales Objective
	Connect to Advance in  SPIN-actions to commit the customer at each selling event

	Even Keel
	No Implied Need

Problem and Implication Questions to uncover problems and issues they are currently holding in their subconscious mind.

First of all plan around the USP/KSP of the product/service that is part of your proposed Single Sales Objective

	Trouble
	Immediate Implied or Explicit Needs

If Implied use Implication questions to develop and NPQ to convert to Explicit Needs

If Explicit Need build with NPQ

-ask questions to determine a strategy to differentiate

Use benefit Statements when proposing the ABC solution

	Results
	Communicating your products uniqueness with benefit statements which match their explicit needs and show how ABC can fulfill their results.

	Personal Wins
	The link to SPIN would be using NPQ extenders looking at the positive personal implications to the customer of having the ABC solution

	Personal Loses
	Implication questions-implications of bad decision or no decision E.g. Loss of credibility

	Getting to the Economic Buyer
	To overcome Blocked.  Very much depends on who the blocker is. Can use Advantage statements & NPQs to show blocker how to win.

	Competition
	Identify your USP/KSP vs. buying from someone else/using internal resources//using budget for something else/doing nothing and link to Implied Need.  Use IQ to grow and use NPQ to convert to Explicit Needs and to build further value.

	Sales Funnel-Above the Funnel
	Situation questions for information gathering.

Ask Problem and Implication questions to uncover and develop Implied Needs

	Sales Funnel-In the Funnel
	Ask questions to uncover and develop Explicit Needs

	Sales Funnel-Middle of In the Funnel
	Reconnect other products to develop additional Single Sales Objectives and potentially expand the current Sales Objective

-Develop Solutions

	Key Teaching Point for Funnel
	At each step in the sales process (which can be several months long) we need to see identifiable levels of commitment from the customer. In this way we can be sure that we are advancing the sale. This commitment, called “Advance” in SPIN is asked for on every sales call.


