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It seems like I 
never have 
enough 

prospects in the 
pipeline 

Don’t know who 
to call, or don’t 
like to make cold 

calls 

I don’t know 
what to say 
when I call a 
new prospect 

How do I ask 
questions that 
uncover unmet 

needs? 

How can I tell if 
they’re qualified 

to say yes? 
 

I know that 
relationship 
building is 

important, but 
my training was 
all about closing 
– what do I do? 

 
 

How do I make a 
presentation that 

is both 
informative and 

engaging? 

How can I better 
connect with my 
prospects and 
customers in a 

more 
meaningful 

way? 

I don’t want to 
cave when my 
prospects start 
negotiating, but 
I don’t know 

what else to do. 

How do I know 
when and how 
to close the sale? 

What is the best 
way to get 
referrals? 

What’s the best 
approach to take 
after I’ve closed 
the sale to keep 
the customer 
engaged? 

The Sales Pipeline Process is a vital part of the Sales Intelligence System which utilizes information from “Four People You Should Know”, a book 
published by Stu Schlackman in 2008.  In it, you learn how each personality style makes decisions, purchases and communicates differently.  

Understanding the “Four People” will enhance your ability to keep your sales pipeline full!  For more information, visit www.competitive-excellence.com. 
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