
Opportunity

HOW TO CHECK IF YOU CONTROL 
THE SALES PROCESS?



Are we going to close a deal?



Quick check

Opportunity Checklist:

• Why: Does the client have a problem? Is it big enough? 

What they will benefit by solving it?

• Why now: Priority? Budget?

• Why us: Why is our solution the best one? Who at the 

client told us so?



How to qualify an opportunity

Opportunity Checklist:
• Problem: What problems is the client trying to address? In what priority? Who 

define that this is a problem (we or the client)? Do we have joint understanding of 
a problem with the client?

• Impact: What are the financial and intangible costs and benefits? Did we calculate 
(present) them? Has customer agreed with them? How do we measure success? 

• Resources: Can they do it? Does the client have money and people capacity to do a 
project?

• Decisions: How will the decision be made, and by whom? Do we have access to 
economic buyer? Do we have support from all other roles in the client‘s 
organization?

• Constraints: What has stopped (or might stop) the organization from resolving 
these problems in the past?

• Our solution: Is our solution the right one? Does it solves client‘s problem? Did the 
client confirm that to us?



Solve problems



Do you sell Aspirin or Vitamins

IT’S EASIER TO SELL ASPIRIN THAN VITAMINS  

In sales, you should always be solving a business problem. 

Know your prospect’s pain points and offer a solution that helps 
solve them. 



Problem statement – what to think 

about

Urgent and 
expensive?

Understanding 

customers urgent 

and expensive 

problems

Who does it affect?

Knowing how these 

problems affect 

different segments or 

personas

Why us?

Understanding our 
solution portfolio, 
USP (unique selling 
proposition) and 
competitive 
landscape



Problem statement – selling elements

Root cause?

“The problem of 

[statement of problem] . . 

.”: What’s the goal or need 

of the audience; what’s the 

root cause problem your 

target market is trying to 

solve? What do 

stakeholders struggle with; 

what concerns do they 

have? Which detailed or 

lower-level problems are 

buried under bigger 

problems? Are the 

important issues called 

out?

Effect of successful solution?

“A successful solution would be to [important 

benefits that would successfully solve the 

problem].” What characteristics and qualities 

does an acceptable and/or compelling solution 

include? What would a (generic) solution do or 

have that addresses or resolves key issues and 

needs? A solution providing these benefits or 

capabilities would be just what the users need, 

with post-solution results or outcomes adding 

value.

Impacted stakeholders 
and user?

“. . . affects [users and/or 

stakeholders] . . .” Who 

specifically is impacted? This 

list isn’t limited to just the 

problem-sufferer; it includes 

others also affected directly 

or indirectly.

Impact of issues?

“. . . the impact of which is 

[statement of issues, costs, 

or other impacts].” Lacking 

a solution (preferably 

yours), what are the 

impacts and outcomes 

suffered as a result of the 

business problem? (In 

other words, what’s the 

business driver; why may 

the company be compelled 

to solve the problem?)



Solution statement


