




I ask Goal questions in a two part “Where-How” sequence. Part one is “Where” do you 
want you business to go and part two is “How” are you going to get there. Here is an 
example of how this sequence works:

Rep: “Where do you see your business going by the end of 2008?”
Prospect: “Delivery costs are way up with insurance and fuel prices going through the 
roof, I would really like to expand our walk-in and dining room business.”

Rep: “It sounds like you’ve given this a lot of thought, how are you planning to attract 
people here to the restaurant?”

Obviously this would lead to a discussion of advertising to drive the desired business. By 
getting the customer to tell you their goals, it becomes much easier to get them to consider 
investing in making their dreams come true. This also works with more long-term goals. 

Rep: “What plans do you have for the business in the next five years?”
Prospect: “Well my daughter is getting out of college next year and would like to get 
involved in the business. With her to help me I would like to open a branch office in 
Nexttown.”
Rep: “That sounds wonderful, I am sure you are very proud of your daughter. What plans 
do you have to increase your sales to raise the money you’ll need for the expansion?”

Goal questions benefit the salesperson in a number of ways – they differentiate you from 
the run of the mill salesperson. Most reps talk about their own product, a rep that talks 
about the future of a prospect’s business and who shows a genuine interest in helping 
them achieve their goals will always be welcome. Asking goal questions puts you in a 
position to recommend ongoing advertising programs. Long term plans require long-
term programs to bring in customers to generate the sales volume necessary to fund 
the prospects dreams. When revenue gets tight and the customer wants to cut back 
on advertising, a good understanding of their ultimate objectives will help the rep to 
convince the customer to maintain their program and “keep their eyes on the prize.” Goal 
questions enable the rep to partner with the prospect to make their dreams come true.

Conclusion 
Asking “time warp” questions allows you to better understand a client, to know where 
they came from and where they want to go. This “big picture” understanding is invaluable 
in planning your sales approach and in making recommendations that will help clients 
reach their goals. Asking these questions will let you reach your goals and as you know 
your goal is:

“Sales the final frontier…
Your mission…
To explore strange new prospects
Seek out new sales opportunities; new advertisers…
To boldly sell ads where no ads have been sold before!”

(Sorry, I just couldn’t resist)


