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MODULE 13: SALES FRAMEWORKS FOR THE CMO

Sales Framework Picker
Fillable worksheet. Type your answers. Save the file.
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Describe the situation. Pick a framework. List the first call's key questions. Name the single piece of evidence that reframes the prospect.

0 1     S A L E S   S I T U A T I O N   D E S C R I P T I O N
Who is the buyer. What is at stake. What is the current state of the relationship.

0 2     F R A M E W O R K   P I C K E R
Tick the framework that fits. Only one.

PSS
Problem Solving Selling.

SPIN
Situation, Problem, Implication, Need.

CHALLENGER
Teach, Tailor, Take control.

MEDDIC
Qualify on six criteria.

SANDLER
Disqualify early, hold the frame.

CONSULTATIVE
Diagnose first, prescribe second.

NLP-AWARE
Language patterns. Rapport. Reframing.

0 3     W H Y   T H I S   F R A M E W O R K   F I T S   T H I S   S I T U A T I O N
Three sentences. Tie it to the buyer and the stakes.

0 4     T H E   T H R E E   T O   F I V E   K E Y   Q U E S T I O N S   F O R   T H E   F I R S T   C A L L
Order them. The first question sets the frame.
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0 5     T H E   S I N G L E   P I E C E   O F   E V I D E N C E   T H A T   R E F R A M E S   T H E   P R O S P E C T ' S   T H I N K I N G
A stat, a case, a quote. Specific. Memorable.
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