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Use Discovery to
Inform Your Sales
Approach

Problem Types 5
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A Knows problem and root cause.

Knows preferred solution type.

Looking for the right provider.
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Aware of pain and can confidently describe
problem and root causes.

Aware of multiple ways to solve problem but
unsure which to choose.

Aware of pain but can’t confidently describe cause,
extent, or possible outcomes.

Not aware of problem or impact on their business.
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Drive your deal forward by
aligning your strategy with
the customer's problem type.

Identify the Customer’s

Problem Type

Respond to the Customer’s

Problem Type

e Gauge the Customer’s
Commitment

e Plan Your Next Steps

©2026 CORPORATE VISIONS | ALL RIGHTS RESERVED 2

70 minutes



