The purpose of the discovery call

During the call, we want to discover:

1. What is for sale? Is there property, equipment, machinery or even another business?

2. Can adeal be done? Is the deal financeable?

3. What is the seller’s motivation, and personality? Common motivators are age, retirement, ill health;
personality can be helpful or obstructive.

Don'’t do any research prior to the
call, do your research on the call.
This is a huge time saver.

Ideal call length is 30 minutes -
unless the business is unsuitable.

Make notes - you can get
businesses mixed up after making
several calls

Early calls will be too long because
of building rapport; that doesn’t buy
you a business, it just oils the wheels.

Develop a personal statement to
position who you are and why you
contacted the owner; it helps
develop credibility and moves the
conversation on.

The sharper your acquisition criteria,
the shorter your calls will be.

If you don’t feel ready when they call, ]
arrange to ring them back; you need Aim to do as many calls as you can, for
to be able to concentrate. practice.

The twelve magic questions
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I S After the call

If you're interested, set up a meeting.
Y P g o Write your notes up into a spreadsheet.

If you're not interested, tell them.
This is the Columbo moment; they might e  Askyourself:

surprise you with new information. What did | learn from the experience?
Re-engage, listen a bit more.

What would | do differently next time?






