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Use this worksheet to help you define, identify and understand the key wants your prospects/decision makers have.





This exercise is designed to get you thinking about how you can leverage the 5 Wants to make more effective sales presentations and better position yourself, your organization, your products/services, benefits and your price.








Complete one exercise for each type of decision maker you sell to.








What type of decision makers do you sell to? (Example: CEO’s, Corporate Executives, Entrepreneurs, Doctors, Attorneys, etc.)





What industry are they in?  _________________________________________________





What is their position or title?  _______________________________________________








1.  Primary Want: What does this decision maker what you to understand about them? (Example: Freedom and independence is paramount for this decision maker)   





____________________________________________________________________________________________________________________________________________________________________





2. Provider/Vendor Want: How does this decision maker want your organization to “be”? (Example: Working with a company that designs totally customized solutions is what this decision maker wants from a provider.)





____________________________________________________________________________________________________________________________________________________________________




















3. Product or Service Want: How does this decision maker want to perceive your product or service? (Example: Using a product or service that isn’t too theoretical or abstract is important to this decision maker.)





____________________________________________________________________________________________________________________________________________________________________








4. Benefit Want: What outcome does this decision maker want more than anything else? (Example: This decision maker wants to have complete control and wants to minimize chaos.)





____________________________________________________________________________________________________________________________________________________________________





5. Price Want: How does this decision maker want to perceive your price?


(Example: This decision maker wants see the price as being easily justified.)





____________________________________________________________________________________________________________________________________________________________________








Notes:


_____________________________________________________________________________ _____________________________________________________________________________


_____________________________________________________________________________ _____________________________________________________________________________


_____________________________________________________________________________ _____________________________________________________________________________


_____________________________________________________________________________ 
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