CAMWorks Sales Training: Discovery Questions 
HCL CAMWorks 
There are several benefits to asking prospects questions before attempting to sell them CAMWorks. When you take the time  to express genuine interest in their situation and their current challenges, you build rapport and gain the information needed  to provide the most effective solution for them, ultimately leading to a higher chance of closing the sale and building a strong  customer relationship. Below are some of the questions you may want to ask. 
What products does the  prospect manufacture? 
Understanding what the customer  produces and the types of products  they make allows us to identify which  CAMWorks features will drive the  greatest productivity gains. Become  familiar with their product line to  better understand their processes and  terminology. 
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What type of parts do they machine? 
Ask to see examples of the parts they machine. Knowing the specific parts they  produce will allow us to recommend the most suitable tools and processes,  maximizing productivity. 
How do they machine the parts? 
Understanding their machining methods and preferred CAM features will  enable us to provide a solution tailored to their needs. 
What type of CNC machines do they have? 
Inquire about the CNC machines they have, such as vertical or horizontal  machining centers, 4-axis or 5-axis mills, lathes, mill-turn machines, multi tasking machines, and EDM machines (wire and sinker). If you’re touring  the shop floor, ask about ALL the machines in use, as this could present  opportunities to recommend additional modules. 
What materials are they cutting and what challenges do  they face when cutting these materials? 
SOLIDWORKS CAM and CAMWorks can help overcome the challenges  of machining difficult materials. In addition, the TechDB can be used to  capture the processes that are successful so that future machining of the  same material is even more efficient. 
What are their current design and manufacturing  processes? 
It’s important to have a clear understanding of the customer’s existing  process for producing parts. This enables us to highlight areas where our  solution can improve efficiency and provide added value.
What do they dislike about their  [image: ]
current solution? 
Every customer experiences issues with their  
current product, regardless of what they’re using.  
Typically, they will be open about telling us these  
frustrations. If we can address the areas where their  
current solution falls short, they will be more likely to  
consider switching to our solutions. 
What CAD/CAM/CAE/PDM tools are  [image: ][image: ]
they currently using? 
Find out which software tools the customer is  
currently using for CAD, CAM, CAE, and PDM. This  
information helps us demonstrate how our solution  
can integrate seamlessly with their existing systems. 
What challenges are they currently facing? 
Ask the customer about their pain points. We can likely offer solutions for many of the issues they face. By  pinpointing specific areas where we can address problems or deliver significant productivity improvements, our  approach will be more effective. 
About HCLSoftware 
HCLSoftware is a division of HCLTech (HCL) that operates its primary software business. It develops, markets, sells, and  supports over 30 product families in the areas of Digital Transformation, Data Analytics & Insights, Al and Automation, and  Enterprise Security. HCLSoftware has offices and labs around the world to serve thousands of customers. Its mission is to  drive ultimate customer success with their IT investments through relentless innovation of its products. 
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