
 

SELLING TO THE NEEDS  
OF YOUR PROSPECT  

FOLLOW THE CHAIN OF PAIN  

SPACE IS LIMITED! 
Register online at www.iewbc.org or call (909) 890-1242 

 

Why do people buy? To satisfy a need or solve a problem. If several vendors satisfy the 
need or solve the problem, how does the prospect choose one? The sales person who 
thoroughly understands the full impact of the prospect’s problem, and what else it affects, 
will be able to add value to the prospect and win the sale. 
 

The following is a partial list of workshop topics: 

Inland Empire Women’s Business Center 

The IEWBC is a cooperative program between IECE and the US Small Business Administration. This U.S. Small Business Administration Cooperative Agreement is partially funded 
by the SBA. SBA’s funding is not an endorsement of any products, opinions, or services. All SBA funded programs are extended to the public on a nondiscriminatory basis.   

Reasonable accommodations for persons with disabilities will be made, if requested at least two weeks in advance. Contact Carla Ulloa, 909-890-1242, 202 E. Airport Dr. Suite 155 
San Bernardino, CA 92408. No check accepted. 

Program of:  

Instructed 
by:  

Date:  Thursday, February 18, 2010 
Time:  6pm to 9pm  
Cost:  $15.00 online or $20.00 at the door 
Location: IECE Business Resource Center  

 202 East Airport Drive, Suite 155 
 San Bernardino, CA 92408 

Melinda Oschmann 

• Learn to ask strategic questions to dig deeper into the problem 
• Discover a process to follow their chain of pain and bring problem to the forefront 
• Develop and add valuable solutions that contributes to their vision 


