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What is the difference between 
_________ and _____________?

Reverse –  There’s probably a reason that you asked? 
Menu Question – Typically when some one asks that question 
it is for one of several reasons….
3rd Party Story – Recently a lot of our customers have been 
asking about the__________. Is that the case here? 
Closed ended – What experience do you have with ______? 
Open ended – Happy to discuss that.  In order for me to 
provide that answer, I would need to know more about 
________ .  Can you share with me…



Pain
Uncovering 
Reasons
For Doing Business



Always Be Qualifying!

A B Q



Sandler Rules:
People buy emotionally;
they only make 
decisions intellectually.

No pain, no sale.



Four Buying Emotions

Pain in the 
Present

Gain in the
Present

Pain in the
Future

Gain in the
Future

AKA “Fear”



The Pain Puzzle
Observable

Surface-
Level

Problem

Reasons and
Causes of the
Problem

Business and
Personal Impact
of the Problem



Sandler Pain Funnel ®



To download: Scan QR 
code above or type 

this URL into your 
browser: 

https://www.mcdonell.sandl
er.com/download/204185/

http://www.mcdonell.sandler.com/download/204185/
http://www.mcdonell.sandler.com/download/204185/


SALES TOOLKIT:
Create Your Own

Pain Indicator Questions



To download: Scan QR code 
above or type this URL into your 

browser: 
https://www.mcdonell.sandler.com/d

ownload/204186/

https://www.mcdonell.sandler.com/downloadc/204186/
https://www.mcdonell.sandler.com/downloadc/204186/


SKILLS 
SIMULATION:

Practice Using 
the

Pain Funnel
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