
CARVE / SELLING

THE DISCOVERY
CALL PLANNER
FREE FIELD TOOL / 30-MINUTE PREP

01 / ACCOUNT CONTEXT

Two verified facts. One hypothesis to test.

02 / THE PROBLEM

What is happening today? Who feels it? What does it cost?

03 / FIVE QUESTIONS

Start broad, then probe for consequences, urgency and process.

04 / MUTUAL NEXT STEP

Agree on an owner, date and purpose—not a vague follow-up.
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THE 30-MINUTE DISCOVERY FLOW

00–03  /  Set the agenda

Confirm time, desired outcomes, and what would make the call useful.

03–10  /  Understand today

Ask how the current process works. Listen for workarounds.

10–18  /  Quantify the problem

Explore consequences, frequency, owners, and impact.

18–24  /  Understand the buying path

Ask about priorities, stakeholders, timing, and evaluation.

24–30  /  Agree on next steps

Summarize the problem and propose a buyer-owned next action.

AFTER THE CALL

Record what the buyer confirmed, what is still assumed, and the next commitment.
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