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The Superstat 
Sales Academy
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How to Avoid "We'll 
Think About It” 

Asking the right questions to make the sale
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Welcome to the 
WEBINAR!

TURN YOUR 
CAMERA ON!

4

Our Objective
• Learn how to ask the right questions to the right 

people 
• Learn how to use the ‘Pain-O-Meter’ to discover 

pain 
• Discover how to put a cost on the Financial Impact 

of the Problem
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Stalls and Objections

What do you 
hear?
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Stalls and Objections

Why do we hear 
them?
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Stalls and Objections

Not interested
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Stalls and Objections

We’ve not uncovered 
the real ‘pain’ or 

problem

10



01/07/2022

4

What do People Buy

People don’t buy
features and benefits
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The Real Problem

What was her pain?
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Three Questioning 
Strategies to Close 

the Sale 
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Three Strategies
1. Reversing

2. Pain-O-Meter

3. Costing out the problem (COP) 
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1. Reversing
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What is Reversing

Answering a question 

with a question 
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1. Reversing 

Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
you find out if prospects actually have pain or not!

Let’s look at an example in a selling situation so you can see how it works. 
Assume you’re a contractor selling residential roofing to long-time homeowner 
Jasmine Washington. Jasmine says to you, “Can you tell me a little bit about 
the roofing products that you would recommend for my house?” Most roofing 
salespeople would instantly jump at this opportunity to list all the products that 
they offer — what colors are available, how long material lasts, and so on and 
so forth.

We recommend that you not do that. Instead of listing features and benefits, 
we recommend you respond to Jasmine’s question with something like, 
“That’s a very good question. We offer a wide variety of roofing products, 
and it would probably take me four hours to go over all of it. Can you be a 
little bit more specific as to what you might be looking for?”

In response, Jasmine says, “Well, we’ve had the house re-roofed three 
times over the past 25 years. Every single time, it didn’t last as long as 
they said it would.”

—continued on page 3
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Reversing

What would be the best toners 
for us use?
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—continued on page 3
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Reversing

We specialise in compatible 
toners …. 
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Reversing

We specialise in compatible 
toners …. 
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Reversing

Well, we’ve used compatibles 
before. Every single time, they
didn’t last as long as they said 

it would.
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Reversing

What would be the best toners 
for us use?
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Reversing
That’s a very good question. We offer a 
wide variety of toners, and it would 
probably take me four hours to go over 
all of it. Can you be a little bit more 
specific as to what you might be 
looking for?
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Reversing

Well, we’ve used compatibles 
before. Every single time, they
didn’t last as long as they said 

it would.
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25



01/07/2022

9

Reversing

Can you give me an example?
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Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
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so forth.
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—continued on page 3
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Reversing

Last week we had a report to 
print for a major client of ours 

…
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Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
you find out if prospects actually have pain or not!

Let’s look at an example in a selling situation so you can see how it works. 
Assume you’re a contractor selling residential roofing to long-time homeowner 
Jasmine Washington. Jasmine says to you, “Can you tell me a little bit about 
the roofing products that you would recommend for my house?” Most roofing 
salespeople would instantly jump at this opportunity to list all the products that 
they offer — what colors are available, how long material lasts, and so on and 
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—continued on page 3
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Reversing

How did that affect you?

3 Questioning Strategies to Help You Close the Sale       2www.sandler.com

1. Reversing 

Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
you find out if prospects actually have pain or not!

Let’s look at an example in a selling situation so you can see how it works. 
Assume you’re a contractor selling residential roofing to long-time homeowner 
Jasmine Washington. Jasmine says to you, “Can you tell me a little bit about 
the roofing products that you would recommend for my house?” Most roofing 
salespeople would instantly jump at this opportunity to list all the products that 
they offer — what colors are available, how long material lasts, and so on and 
so forth.

We recommend that you not do that. Instead of listing features and benefits, 
we recommend you respond to Jasmine’s question with something like, 
“That’s a very good question. We offer a wide variety of roofing products, 
and it would probably take me four hours to go over all of it. Can you be a 
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In response, Jasmine says, “Well, we’ve had the house re-roofed three 
times over the past 25 years. Every single time, it didn’t last as long as 
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—continued on page 3
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Reversing

We lost the contract
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1. Reversing 

Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
you find out if prospects actually have pain or not!

Let’s look at an example in a selling situation so you can see how it works. 
Assume you’re a contractor selling residential roofing to long-time homeowner 
Jasmine Washington. Jasmine says to you, “Can you tell me a little bit about 
the roofing products that you would recommend for my house?” Most roofing 
salespeople would instantly jump at this opportunity to list all the products that 
they offer — what colors are available, how long material lasts, and so on and 
so forth.

We recommend that you not do that. Instead of listing features and benefits, 
we recommend you respond to Jasmine’s question with something like, 
“That’s a very good question. We offer a wide variety of roofing products, 
and it would probably take me four hours to go over all of it. Can you be a 
little bit more specific as to what you might be looking for?”

In response, Jasmine says, “Well, we’ve had the house re-roofed three 
times over the past 25 years. Every single time, it didn’t last as long as 
they said it would.”

—continued on page 3
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Pain

The gap between where the 
prospect is and where they 

want to get to
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2. Use the Pain-O-Meter

The Pain-O-Meter is a simple, powerful process that consists of four main 
questioning areas:
1. Surface-level problem
2. Impact on family/team
3. Personal impact
4. Emotional pain/buying zone

The first two levels of questioning focus on the pain indicators, while the last two 
levels are the true emotional pains. As you can see in the illustration, there is a needle 
as if on a meter, (like a speedometer). If a question you ask leads the prospect or 
customer to share a surface-level problem, then the needle is on the far left of the 
Pain-O-Meter: “First-level pain.”

—continued on page 5
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Late deliveries
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1. Reversing 

Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
you find out if prospects actually have pain or not!

Let’s look at an example in a selling situation so you can see how it works. 
Assume you’re a contractor selling residential roofing to long-time homeowner 
Jasmine Washington. Jasmine says to you, “Can you tell me a little bit about 
the roofing products that you would recommend for my house?” Most roofing 
salespeople would instantly jump at this opportunity to list all the products that 
they offer — what colors are available, how long material lasts, and so on and 
so forth.

We recommend that you not do that. Instead of listing features and benefits, 
we recommend you respond to Jasmine’s question with something like, 
“That’s a very good question. We offer a wide variety of roofing products, 
and it would probably take me four hours to go over all of it. Can you be a 
little bit more specific as to what you might be looking for?”

In response, Jasmine says, “Well, we’ve had the house re-roofed three 
times over the past 25 years. Every single time, it didn’t last as long as 
they said it would.”

—continued on page 3

First Level Pain
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as if on a meter, (like a speedometer). If a question you ask leads the prospect or 
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Pain-O-Meter: “First-level pain.”

—continued on page 5
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Listening for Pain
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Upset

Disappointed

Worried

Anxious

Concerned

Angry
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The problem the prospect 
brings you is never the real 

problem
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1. Reversing 

Reversing is an extremely simple and effective way to uncover a prospect’s pain. 
It’s simply answering a question with a question … with a purpose. Your goal in 
reversing is to dig deeper, toward the root of the prospect’s pain. Reversing helps 
you find out if prospects actually have pain or not!

Let’s look at an example in a selling situation so you can see how it works. 
Assume you’re a contractor selling residential roofing to long-time homeowner 
Jasmine Washington. Jasmine says to you, “Can you tell me a little bit about 
the roofing products that you would recommend for my house?” Most roofing 
salespeople would instantly jump at this opportunity to list all the products that 
they offer — what colors are available, how long material lasts, and so on and 
so forth.

We recommend that you not do that. Instead of listing features and benefits, 
we recommend you respond to Jasmine’s question with something like, 
“That’s a very good question. We offer a wide variety of roofing products, 
and it would probably take me four hours to go over all of it. Can you be a 
little bit more specific as to what you might be looking for?”

In response, Jasmine says, “Well, we’ve had the house re-roofed three 
times over the past 25 years. Every single time, it didn’t last as long as 
they said it would.”

—continued on page 3

Pain
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Costing out the Problem

Help prospects discover 
exactly what their pain is 

costing them
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Costing out the Problem

48

Costing out the Problem

10% 
Savings

10% 
Additional 

Cost
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Costing out the Problem

10% 
Savings

10% 
Additional 

Cost
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Costing out the Problem

Pain in the 
Present

Gain in the
Present
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Costing out the Problem
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Costing out the Problem

53

Wrap Up
• Learn how to ask the right questions to the right 

people 
• Learn how to use the ‘Pain-O-Meter’ to discover 

pain 
• Discover how to put a cost on the Financial Impact 

of the Problem
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