


Discovery Questions 

 
CClliieenntt  AAsssseessssmmeenntt  
 

A.  Behavioral Style: 

 

 1.   (O / SC / D / ID)  3.   (O / SC / D / ID) 

 

 2.   (O / SC / D / ID)  4.   (O / SC / D / ID) 

 

B.  Strategic Selling Notes: 

 

 Economic Buyer:  User Buyer:   

 

 Technical Buyer:  Coach:   

       

 

 

 

 

What Prompted You To Get In Touch With Us About Your 
Interest in Natural Gas? 

 

 

Tell Me About Your Experience With Natural Gas? 



 

Do You Have Questions About the Safety of Natural Gas? 

 

Have You Had Technical Training During Your Career? 

 

Who Do You Usually Turn To For Their Advice Regarding 
Technical Improvements To Your Company/Home? 

 

How Long Have You Been Thinking About Converting to 
Natural Gas? 

 

What Held You Back? 

 

What Makes Things Different Now? 

 

What Do You Imagine You Would Like Most About Natural 
Gas? 

 

Do You Think Natural Gas Would Be Cheaper or More 
Expensive Than Heating Oil? 

 



Do You Know of Any Reason Why You Should Not Get Started 
With This Project NOW? 

 

Is There Anything Else That You Would Like To Share With Me 
That Is Important To You? 

 

 

 

 

 

 

 

 



The Hierarchy of Needs
Abraham Maslow

Basic Needs/Survival Needs

Safety & Security Needs

Love/Social Needs

Psychological/Ego Needs

Self-Actualization



Maslow’s Hierarchy of Needs









WHO ARE YOUR BUYERS

They might not be who 
you think they are



THE USER BUYER

• Has greatest need to use your product.
• Usually the person you speak to first.
• Can advocate strongly for your selection
• Usually does not  have authority to 
release $$$



THE ECONOMIC BUYER

• Has Authority to approve the purchase

• Interested Spouse or Homeowner

• CEO, CFO, Purchasing Manager, VP



THE TECHNICAL BUYER

• The Most Often Misidentified Buyer.
• Person Who Must Approve the Purchase 

Relative to Technical Requirements.
• A Friend or Family Member Who Has Technical 

Competence.
• The Person Who Can Say No, But Seldom Will 

Say Yes.



THE COACH

•Not Involved in Buying Decision
•Can Influence the Buyer
•Someone From Another 
Department Who Understands the 
Buying Process.

•A Friend or Relative Who Can 
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