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CERTIFICATION

Client Type Determines Potential

Technology Strategic

Views technology spend 
as an investment that 
provides a competitive 

advantage

Technology Dependent

May not view technology 
spend as strategically, 

but business is so reliant 
technology that they are 

forced to maintain it

Technology Averse

Does not appreciate the 
importance of technology
and in certain cases may 

fear it and its cost



CERTIFICATION

Existing Client Sales Approach

MOST SUCCESSFUL: 

QBRS WITH TECHNOLOGY 
STRATEGIC CLIENTS

POTENTIALLY SUCCESSFUL: 

QBRS WITH TECHNOLOGY 
AWARE CLIENTS

LEAST SUCCESSFUL: 

QBRS WITH TECHNOLOGY 
AVERSE CUSTOMERS



CERTIFICATION

If We Do Our 
Job Right…

Seek
Technology 
Strategic Clients

Accept
Technology 
Dependent 
Clients

Transform
Dependent 
Clients to 
Strategic
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Qualifying Clients During QBRs With QBS

Establish Credibility

Use Diagnostic/Status 
Questions to uncover 

needs and Qualify 
Prospect

01
Identify Need

Use Issue Questions to 
discover if there are 

Active or Latent Needs 
and to make Client 

aware of Need

02
Connect Implications

Use Implication 
Questions to create 

Emotional Connection 
to Solution and Build 

Urgency

03
Position Away 
Alternatives

Let them know you 
can help

04

QBS Research Inc™
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Strategic Business
Review…How Often?

Technology Strategic 

or “A” Clients

Technology Dependent 

or “B” Clients

Technology Averse or 

“C” Customers
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QBR Sales Expansion Process

Preparation

•Service Delivery Reports
•Security Reports (AV/AS, Web Filtering, PEN, 

etc.) 

•Backup Reports
•Patching/Updating Reports
•Compliance Reports

•User Surveys

•Trending

Delivery

•High-Level Overview of Reports
•Attention to Customer SAT

•Conduct Business Needs Analysis
•Align Service and Solution Recommendations 

to increase efficiencies, reduce costs, mitigate 
pain and reduce risk

•Conduct Budget Discussions

•Ask for Referrals!



CERTIFICATION

Transforming Technology Dependent To 
Technology Strategic Clients

1st Quarter

Introduce Technology & Security Roadmap and Budget Discussions

2nd Quarter
Accelerate Roadmap and Budget Discussions

3rd Quarter
Each Meeting Revolves Around Roadmap and Budget



CERTIFICATION

Result of 
Transformation

Funnel!

Sales

Your
Fill



After Project
Plan Creation

3 Year Strategic Technology 
Roadmap
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Advanced 
Client 

Technology 
Solutions 
Roadmap



CERTIFICATION

Quarterly Business 
Review Agenda 
Template
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QBR Do’s and Don’ts

Create a recurring 
schedule

Prepare and be on time

Develop a consistent Agenda

Transform Dependents

Be strategic

Miss or reschedule
QBRs

Spend too much time in weeds

Perform service

Leave without a budget commitment

Leave without referrals



After Project
Plan Creation

• Business Owners

• Trusted Sales Engineers

• Trusted Sales Professionals

Who Performs QBRs?


