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Strategies for Selling to the Analytical customer 
 

Getting an appointment 
 

 Making an appointment – not keen on “spec” calls.  
 If you write, send a business like letter which provides; 

o product / service information which addresses details and specifics 
o details about yourself and your company 
o reference to factual third party success 

 Follow up the letter with a phone call in which you confirm expectations 
about the duration and outcome of the first call. 

 

Opening the call 
 

 Do not underestimate the need to provide background information about 
you, your company and your expertise. 

 Approach this customer in an advisory capacity; acknowledge the 
Analytical’s “expert” status. 

 Show evidence that you have done your homework on the customer’s 
situation and possible needs. 

 Offer evidence of situations where your problem solving resulted in a 
solution to a particular patient problem. 

 Be conscious of how you are using the Analytical’s time. 
 

Questioning to uncover Real Needs 
 

 Ask specific fact-finding questions. Question the Analytical in an organised 
systematic manner, leading to a comprehensive exchange of information. 

 Attempt to balance the factual information by encouraging the Analytical to 
discuss ideas and feelings. 

 Be thorough and unhurried. Be prepared to listen to more than just what 
you want to know. 

 Indicate to the Analytical that you are in alignment with their thinking and 
can support their business aims. 

 Keep in mind that a comprehensive discovery process with Analyticals will 
pay off when you need to justify your recommendations and handle 
objections. 
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Matching 
 

 Make sure your presentation includes the strongest possible justification to 
buy. Clearly present all numbers and how they were arrived at. 

 Make your presentation organised, systematic and precise. 
 If you cannot answer a specific question, offer to find out the answer and 

get back to the Analytical with it. 
 Be reserved but not cold; decisive but not aggressive. 
 Limit use of emotional appeals or “who else is doing it” as evidence. 
 Recommend a specific course of action. 
 Give the customer the opportunity to review all documentation related to 

usage of your product or service. 
 

Action Closing 
 

 Ask for the decision directly, but in a low key way. 
 Expect to negotiate number or extent of usage; think through and be ready 

with the details. 
 Pay special attention to cost issues. 
 Work for a commitment now to avoid the Analytical’s tendency to delay or 

to ask for more data later. 
 

Handling Objections 
 

 When answering objections, respond to the Analytical’s principles and 
objectivity.  

In response to the objections to be reassured these people; 
1. Expect facts, evidence. 
2. Assume you have the right to come back later with answers. 
3. Expect answers that coincide with their principles and thinking. 

 

Follow up 
 

 Maintain periodic, regular contact with the analytical customer, checking to 
see that the product is performing satisfactorily. 
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Selling to Analyticals 

 

Some Classic Do’s and Don’ts when dealing with the 
Analytical Style 

 

You will have difficulty with this style if you: 
 

 Are disorganised and casual 
 Are late 
 Provide personal incentives 
 Push or coax 
 Use testimonials or opinions 
 Are flippant or gimmicky 

 
 
 
 
 

Instead you should aim to: 
 

 Be well prepared 
 Get straight down to business 
 Listen carefully 
 Be specific and logical when presenting the product 
 Be persistent and thorough when questioning 
 Be formal and unemotional when challenging 
 Give them time to put their point of view 
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