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Is your Sales Rep Asking You the Right Questions?

By William C. Sprunk, AKA “Sprunky”

Having been in the telecom industry since 1985, I have come in contact with many telecom sales representatives. Some have been very good and others well…not so thorough.

What I have found, is that high quality sales people ask similar questions and focus, as much, if not more, on your business than the services they are looking to sell.

The following is part of a class I have developed and taught to new Account Managers in the telecom field. These are questions that high quality sales people will thrive on to understand your business.  If your sales rep is not going down these roads in pursuit of your business, you should look for one that does.  Please keep in mind that this list is not complete, answers and specific situations will cause these questions to branch into many different directions.

These qualifying questions have been written with the perspective of a salesperson going into a client meeting. 

1. Business/Industry

2. What does your company do?  (Unless this is a cold call you should already know this or ask a more detailed question based on the research you have done.)

3. What are your responsibilities?

4. Where are your target markets? (Ask for regions and top countries)

5. Who are your competitors?

6. Please describe your typical sites in terms of number and mix of people?

7. Do you have any regional headquarters or other significant international locations?

8. Please describe your typical regional/international sites in terms of number and mix of people?

9. How do your international employees communicate to the U.S or other international locations?

10. What are your plans for expansion? New locations? New applications?

11. What does the future hold for your business?

1. Communications and Training

2. How do you communicate with employees, customers, suppliers and/or business partners on a regular basis?

3. What are your plans to improve communications across the organization?

4. How does your business utilize communications to reach your targeted goals?

5. How do your mobile or remote users access the network?

6. What do your users use for remote access?

7. Are there any difficult or hard to reach locations that you are having trouble communicating to?

8. What is your strategy to have better-trained employees to maintain a competitive advantage?

9. Who deploys technical and end user training for existing and new employees?

10. What type of training is currently being used in the organization?

1. Applications

2. What applications are you running across your network that is mission-critical to your business?

3. What applications are you running between locations?

4. Is some of the traffic/applications higher priority than others?

5. Do all of your business units take advantage of the same wide area transport?

6. What are your biggest challenges in deploying new technology and applications?

1. Telecommunications

2. What role does telecommunications play in your doing business?

3. How does telecommunications fit into your future business plans?

4. Do you like how your network works for you today?

5. What could your current provider do better?

6. Do you have a wide area network backbone to your international locations?  Does                                       it carry compressed voice?

7. What does your network look like today?

8. What do you want to do with your network?

9. What is your time frame for implementing changes to your network?

10. Who will implement the network?  (Internal people or are you looking for a partner to do this for/with you?)

11. How do you service/maintain your current network?

12. How do you get support on your network services when you need help?

13. How do you perform authorizations and billing?

14. Who does your technical design for you?

1. Important to know, but timing is everything

2. When does your current telecommunications contract expire?

3. How many minutes per month are being billed?

4. Is your project funded?  Are you looking for a partner to help jump-start the project financially?

5. Who makes your company’s telecommunication decisions?

6. What type of partner are you looking for - - hardware only, or a Total Solutions Company?

7. How important is it for you to team with a company that is 100% focused on your specific business model?

8. What is important to your company to receive from a service provider?

9. What is important to you to receive from a service provider?

1. Technology-related questions

2. Tell me about your network.

3. Do you have an electronic copy (i.e., Visio diagram) of your network diagram that I could have?

4. What is your network going to look like in the next 6 to 12 months?

5. What equipment do you currently have in place?

6. What technologies do you use: Internet, Private Lines, Frame Relay, ISDN, ATM, etc.

7. What protocols do you currently use: SNA, TCP/IP, IPX – Novell, etc.

8. How is your wide area network managed?

9. Is redundancy important to you?

10. Who makes your company’s IT decisions?

11. Would your company be interested in looking at technology/services which could make all of your employees more productive, while at the same time reducing costs?

1. Anticipated questions to ask ourselves

2. Why is this customer going to do business with us? (i.e., save them money, make them money, or both?)

3. How will my solution help their business?

4. What are my advantages in this market place?

5. What would a typical customer have in their network today?  And, what can I offer to compliment or enhance this?

6. What standards are customers most interested in?

7. Advantage of VoFR vs. VoIP vs. ATM vs. ISDN?  Or other technology?

8. What is a customer going to look for in VoFR vs. VoIP vs. ATM vs. ISDN? Or other technology?

9. What volume of calls can we handle?

10. Who are my biggest competitors today, and in the future?

11. What advantages does each of our competitors have and how do we overcome them? 

12. What is standing in the way of the customer making a decision?

13. What steps do we/they need to take to get the deal done? 
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