TAB One / One Call Plan
	One / One Call Information


	COMPANY NAME:  

	KEY CLIENT CONTACT:

	KEY CLIENT CONTACT:

	  

	MEETING DATE & TIME:  

	MEETING LOCATION:  


	Call Objectives

	PRIMARY:  

	SECONDARY:  

	CLIENT OBJECTIVES:  

	Meeting Agenda



	TIME:
	TOPIC:
	
	NOTES:

	1. 
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	3. 
	
	
	

	4. 
	
	
	

	5. 
	
	
	

	Credibility Points

	REFERENCE STORIES:
	SUPPORTING  MATERIALS / POINTS:

	1. 
	1. 

	2. 
	2. 

	3. 
	3. 

	4. 
	4. 

	5. 
	5. 

	

	Key Questions

	
DISCOVERY

When Used:

When meeting with a new buyer

To uncover missing info

To get the “big picture” on  critical business  issues

To resolve discrepancies

In response to an unexpected "no" to a Verification Question


Key Phrases:

explain to me, tell me, describe to me
	
VERIFICATION

When Used: 

To verify previously collected information:

· Buyers

· Buying reasons

· Solution

· Decision process

Before presenting any new capability info

To start a sales call

Key Words:

still, remain, continue,

now, currently
	
OPINION

When Used:
To uncover individual needs or concerns

To understand attitudes and values

To understand the client’s  opinion of the facts

To understand the real underlying issues 


Key Phrases:
what’s your opinion, how do you feel, what was your reaction 
	
ACTION

When Used:
To gain a client commitment

To move towards closure

To determine where you are in the sales cycle

To obtain client's okay to take an action

To get client to agree to take an action


Key Words:

decide, plan, recommend,

agree, commit, secure
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