Enroll Your Prospects with SPIN Selling 
Get Real and Uncover the Clients Motivation to Act Now

Once we have received permission to probe, now it is our intent to discover if our offering meets the wants and needs of our prospects.  The ONLY way we can do this is by asking questions to uncover what those wants and needs are.  

Even if someone has a desire to own/use our product/service, we are still a long way from having someone who is ready to be a client.  There are often many emotional hurdles to making a change, and those hurdles tend to increase in size as the size of the commitment grows. We have all seen the gum and candy offered at the checkout counter in the super market.  This is an example of what one might call an impulse buy.  Impulse buys that are associated with salespeople often include anything sold door to door where the buyer is expected to make an immediate decision. 
As one might expect, there is minimal resistance to make such small purchases, so the type of questioning needed is more limited.  Oddly enough, most sales research was done with purchases of similar resistance.  So much of the sales information available is excellent for you as long as your offering inspires so little resistance.  

When our product or service requires a significant exchange of resources, or if it will demand of our prospects a change in their lifestyle, we need to be intentional about creating a powerful desire in our prospects.  We do this by uncovering not only their needs and wants, but also their wounds.  

To help our prospects make the buying decision, we must bring in not only how they will gain by using our product/service, but also what it might cost them if they do not.  And if we are the ones to tell them this, they still may or may not believe it.  To move forward, they must tell us why this is important for them, and let them feel both the cost and the benefit of their buying decision. 

Many people originally feel this is manipulative, but this is not the case when our intent is in alignment with integrity.  We are merely helping them to experience how the consequences of both choices might impact their lives and what are the implications of those consequences. Much like the ghosts from the past, present and future, we are allowing our prospects to decide for themselves what direction they wish to choose for their future. They question is, how do they want their personal Scrooge to live on Christmas day. 
This approach is very well documented with tons of research in the book, SPIN Selling.  SPIN is an acronym that stands for situation, problem, implication, and need payoff.  The bigger the commitment on the part of the buyer, the more important it is that our questioning help them process each of those phases.

Situation questions merely uncover the facts as they are.  They might sound like the following:

Have you ever engaged in a mentor/coaching relationship in the past?

How many computers do you have in your organization?

How much does your employee health benefit program cost?

How much do you spend on advertising?

When our prospect discusses their situation, we receive the answers about the facts.  However, we rarely have created a shift in the mind of the prospect, as they had those facts when we arrived. Raising awareness of one’s situation can create some discomfort that might ultimately move our prospects forward, but only when they are close to making a shift on their own.
Q. What are some situational questions that you might use with your product/service?

Q. How much emotion and positive energy do you feel being created? 

Problem questions go a bit deeper, as they require the prospect to identify how the facts might ultimately be a challenge for them.  These questions tend might sound like this:

Do you ever find it difficult to clarify your next best step and find yourself not taking action due to lack of confidence about the direction you should go?

Do you see it as a challenge that not everyone in the office has a computer?

Are you comfortable with the percentage of payroll costs committed to health care?
Have you been getting the return on your advertising that you expected?
Problem questions force the prospect to acknowledge the separation between their current reality and what would be more ideal. These questions ultimately fall short of connecting them with their pain, and therefore, if the commitment is of any consequence, fall short of inspiring action. Since people are often resistant to change, they may acknowledge the problem, yet minimize the consequence.
Q. What are some good examples of problem questions you might pose with your product/service?

Q. What do you feel in relation to energy created and movement inspired when sitting in the problem?

Implication questions make the prospect play out in their minds how those problems might impact their lives in the future. These questions require the prospect, in their own words to tell you how not solving that recently identified problem will cost them.  These questions might sound like this:
What are some of the implications of not acting boldly?
How do you think it affects effectiveness when people don’t have access to their own work station?

How does the spiraling cost of health care limit your ability to offer a comprehensive benefits package that is competitive in the marketplace?

What are the consequences to your bottom line when your advertising dollars are not connecting you with your target market?

Implication questions are powerful and make the prospect identify the cost of their current approach.  This can be seen as removing the bandages that hide the wounds we ultimately wish to heal.  Too often, our prospects have created behaviors that enable them to minimize the pain symptoms without addressing the root causes.  Implication questions challenge that approach and require that the prospect face the truth of their situation.
Q. How might you expand upon some of your problem questions and progress them to include the implications of those problems?

Q. How did you experience the energetic shift when the questioning moved toward the implication of the problem?

Q. Did the current reality become less comfortable and therefore more inspiring for change?

Healing the wounds is done in the needs payoff question and is magnified by our ability to help our prospect elevate their level of energy while in this space. Here, the prospect, in their own words, identifies how purchasing our product/service will meet their wants and needs while soothing their wounds.  When our prospects come from a position of safety and abundance (anabolic energy) results in the ability to see opportunities that are not conceivable from defensiveness and scarcity (catabolic energy). When you have a prospect answer with clarity how your product or service will enhance their situation, you are close to enrolling a new client. These questions might sound like this:

If you were to have a coach in your life, how might it help you to act more boldly on you vision?

If each person had their own work station, how might that impact your productivity and ultimately your bottom line?

If you could curtail the spiraling cost of health care, how might that help you to craft a more attractive and comprehensive benefits package?

If you were able to find an advertising medium that more effectively aligned you with your target market and promoted your brand, how might that help you meet your business objectives?

These questions are actually great “coaching questions” as you help the client to discover for themselves their motivation to take action and involve them in expanding their opportunity. You help the client recapture their power and expand their personal capacity.
Q. What would it sound like for you to ask your prospect to identify what might be great about moving forward with you and your offering?
Q. Do you feel the incredible power released when the client, in their own words, tells us why moving forward in this way is a great idea?

Exercises for Practice
Consciously, intentionally and systematically develop probing questions, particularly as it relates to the implications and need payoff.  Let’s engage all the people in our lives with powerful questions to help them commit to the actions that will ultimately enhance their lives.  When reviewing our communication, let’s identify the questions that created positive energy and discover how we can utilize this awareness to further impact our world in the ways we desire.
