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Definition: A discovery call is an initial conversation between a service provider and a
potential client aimed at understanding the client's needs, challenges, and objectives.
This call serves as an opportunity to gather detailed information that will help in tailoring

a solution that meets the client's specific requirements. It is a crucial step in the sales
process, enabling the service provider to assess whether their offerings are a good fit for
the client's needs and to determine the scope of a potential project.

Key Components:

1. Introductions: Begin with brief introductions to establish rapport and set a positive tone for the conversation.

2. Purpose of the Call: Clearly state the purpose of the call and outline the agenda. This helps manage expectations and ensures that the conversation
stays focused.

3. Client Background: Ask questions to understand the client’s business, industry, and current situation. This includes learning about their products or
services, target market, and competitive landscape.

4. Challenges and Pain Points: Identify the specific challenges and pain points the client is facing. This involves probing questions to uncover underlying
issues and their impact on the business.

5. Objectives and Goals: Discuss the client's objectives and goals for addressing the identified challenges. This helps in understanding what success
looks like for the client.

6. Current Solutions: Inquire about any current solutions or approaches the client is using to address their challenges. This provides insight into what is
working, what isn’t, and potential areas for improvement.

7. Timeline and Budget: Discuss the client’s timeline for implementing a solution and their budget constraints. This helps in assessing the feasibility of
the project and aligning expectations.

8. Decision-Making Process: Understand the client's decision-making process, including who the key decision-makers are and the criteria they will use
to evaluate potential solutions.

9. Next Steps: Outline the next steps following the discovery call. This may include scheduling a follow-up meeting, developing a proposal, or conducting
further research.

When to Use Qualification Calls:
Lead Generation: When new leads are generated from marketing campaigns, referrals, or other sources, and need to be

assessed for quality.

Initial Contact: When first contacting a prospect to determine if they are a good fit for the product or service.
Sales Pipeline Management: To ensure that only qualified prospects move forward in the sales pipeline, improving sales
efficiency and effectiveness.

Advantages:

Disadvantages:

Efficient Use of Resources: Helps focus sales efforts on high-
potential prospects, saving time and resources.

Better Understanding of Prospects: Provides valuable insights
into the prospect’s needs and readiness, enabling more tailored
and effective sales approaches.

Improved Sales Forecasting: Qualifying leads accurately helps in
making more reliable sales forecasts and managing the sales
pipeline.

Higher Conversion Rates: By ensuring that only qualified leads
proceed, the chances of closing deals increase.
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See how Grillatech is working with our partners to develop a
sustainable footprint, and support our customers and suppliers to
reach the same goal. GrillaTech is 1ISO27001/22 certified and a
finalist in CRN Channel Services Partner of the Year award 2024.

Initial Time Investment: Requires time and effort to conduct
thorough qualification calls, which may not always lead to
Immediate sales.

Potential for Disqualification: Some leads may be disqualified
early, which could lead to missing out on potential opportunities
if not assessed carefully.

Dependence on Sales Skills: The effectiveness of qualification
calls heavily depends on the skills and experience of the sales
representative conducting them.
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for administration and partner registration

consultancy@grillatech.com

for projects and consultant desk team
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