
Creating a Great Survey for Sales 
Outreach & Value Generation

Smart Surveys for Smarter Selling
Surveys are a powerful tool for gathering market intelligence, 
understanding customer pain points, and positioning your company 
as an industry thought leader. When designed strategically, they 
provide valuable insights that enhance sales outreach, foster trust, 
and drive engagement. However, the key to success lies in 
educating, not selling, when following up with respondents.
A great survey focuses on collecting relevant and actionable 
insights. The questions should be designed to uncover industry 
challenges, trends, and priorities while ensuring that the gathered 
information is useful to both the company and its target audience.
 



Using Surveys to 
Drive Insightful, 
Trust-Based 
Outreach

To encourage responses, 
participants should be offered 
value in exchange for their time. 
This could be in the form of 
exclusive access to survey 
insights, benchmark reports, or 
even small incentives. 
Communicating the benefits of 
participation upfront helps 
increase engagement rates. 
Targeting the right audience is 
also critical. Surveys should be 
distributed to decision-makers 
and influencers within the ideal 
customer profile. Getting the 
data right is one of the most 
crucial parts of the survey 
process.

Aligning survey topics with the company’s expertise further 
strengthens credibility. To maintain engagement, surveys should 
be kept short and to the point, ideally consisting of 8 to 10 
questions. Using clear and concise language is essential, as 
industry jargon can be a barrier to participation.
 



When structuring survey 
questions, it is important to 
think about how the responses 
will support future sales 
conversations. Questions 
should be designed to identify 
common pain points, assess the 
solutions respondents are 
currently using, and gauge their 
priorities for the next year. 
For example, asking about key
business challenges or 
preferred tools can provide 
valuable context for 
personalized outreach later on. 

Once the survey data has been 
collected, the follow-up process 
should focus on education 
rather than immediate selling. 
The best approach is to share 
valuable insights from the 
survey with respondents before 
introducing any sales 
discussions. 

Offering a personalized 
summary that compares their 
responses to industry 
benchmarks helps establish 
trust and positions the 
company as a knowledgeable 
resource. Instead of a generic 
sales pitch, outreach should be 
tailored based on individual 
responses. If a respondent 
indicated that cost reduction is 
a top priority, outreach should 
focus on providing strategies or 
insights related to that 
challenge rather than 
immediately pushing a product 
or service.



Fuel Outreach with Data, Not Pitches

Positioning a solution naturally 
within the conversation is more 
effective than a direct pitch. 
When prospects see how other 
companies have successfully 
addressed similar challenges, 
they are more likely to be 
interested in learning more. If 
survey findings reveal that 
companies using a specific type 
of solution have seen 
improvements, this insight can 
be shared in a way that invites 
discussion rather than forcing a 
sales conversation. 

Follow-ups should continue to 
provide value by sharing 
additional industry trends, case 
studies, or invitations to 
relevant webinars. Keeping the 
conversation insight-driven 
ensures long-term engagement 
and trust.
Focusing on education instead 
of selling is crucial because it 
builds credibility and fosters 
stronger relationships.



Decision-makers are far more 
receptive to valuable insights 
than to sales pitches, and 
companies that position 
themselves as helpful industry 
resources stand out from 
competitors. By providing 
information that prospects find 
genuinely useful, demand is 
created naturally, leading to 
more meaningful sales 
opportunities.

A well-structured survey is more 
than just a tool for lead 
generation—it is a method for 
understanding an audience, 
educating them, and creating 
sales conversations that feel 
organic and valuable. By 
prioritizing insights and 
relationship-building over 
immediate sales, companies 
can develop a more effective 
and trust-based approach to 
outreach.

https://simplydirect.com/#!/90-second-demo



