
  

Inquisitive Sales Professionals ask… 

“If not, why not?” This could easily be the most important question you can ask yourself - 
or the members of your sales team - as you compete in an ever-changing marketplace that 
is distorted by the virus. The answers you give to the sample questions below can help you 
do a meaningful self-examination and identify some valuable opportunities you might be 
overlooking. 

Here are the sample questions. See if any relate to anything you might need to address for 
your company. 

1. Do ALL of your staff members know ALL of the products and services you offer...and 
why yours are better?   If not, why not? 
 

2. Do ALL of your staff members know about ALL of the departments and people within 
your organization, and how to transfer calls to each without exception?  If not, why 
not? 

 
3. Do ALL of your current clients and prospects know ALL of the products and services 

you offer? If not, why not? 
 

4. Do ALL of your current clients purchase ALL of the products and services you 
offer?  If not, why not? 

 
5. Are your current customers happy with your products and services? If not, why not? 

Using these as thought-starters, what other “If not, why not?” questions do you need to 
pose for yourself and your team members? 

 

 



Additionally, the directive “You’ve got to ask!” becomes important! 

1. Are there other products and services your customers would like for you to provide 
for them? If so, what are these products and services?  (If you are not in the position 
to offer these needed products and services now, do some research on companies 
that do offer what your customers want. Find out who the really good sources are 
and tell your customers about them. (Maybe these new companies will refer 
business back to you in return.)  You've got to ask! 
 

2. Are your current customers happy with your customer service responses? If so, ask 
for examples. If not, really ask for examples!  (Bad telephone manners and 
procedures - especially voice mail nightmares - are at the top of the list 
of offenders.) You've got to ask. 

 
3. Rude and non-resourceful staff members can be ruining your business over the 

phone and face-to-face...and you may never find out. Your hard-earned callers 
simply take their business elsewhere. Have someone you know call in and drop in 
from time to time to evaluate the customer service experience they encounter. 
You've got to ask. 
 

4. Are your former customers interested in giving you another shot at their business? 
Why did they leave you in the first place? Have you fixed the problem? They did 
business with you before. Why not find out what it would take to earn that 
business back?  You've got to ask. 

 
5. Are there people in other departments or branches within their company to whom 

your current customer contacts can introduce you?  You've got to ask. 

In fact, while visiting an established, satisfied customer (hopefully an internal advocate), 
why not request that they call people they know (within their company or someone else) 
who could use your outstanding products and services while you are visiting and introduce 
you to them over the phone? (Get the person you are visiting to set an appointment for 
you and you're almost there…just by asking!) 

These are only a few examples of questions we can help you answer to evaluate 
your positioning for your current business development story. We can work with your team 
to identify any additional information you may need to incorporate into your story in order 
to make certain you are on-target from the perspectives of your customers or clients. 

 

 



U.S. Learning is offering a new program: Pivot for Profit! 

Your access to responses to all of the examples above is covered in our 
high-energy Pivot For Profit Program that will be launched inDecember – 
just in time for fine-tuning your 2021 planning. We invite you to 
participate and see how well what we are offering just might be the 
perfect fit for your strategies. 

 

 

I am writing a book now titled 
Pivot for Profit. It will be published 

as a part of the program 
mentioned above. Email me at 

Don@DonHutson.com to reserve 
your free copy of the e-book 

version. 

Let’s make 2021 a year to 
remember in our sales 

achievements! 
 

  
 

 

 

 
 

 
 

 
 
 
 

 
 
 
 



  
 

 
 

 

 

Don Hutson is a #1 NY Times and Wall Street Journal 

International Best-selling author, a Hall of Fame speaker, 

and CEO of U.S. Learning based in Memphis, TN 

www.DonHutson.com 

901-767-5700 

 


