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Win-Loss Interview Guide
Interview buyers within 2-4 weeks of the decision. 20-30 minutes, recorded with permission, both wins and losses.
Opening
	QUESTION
	WHY IT WORKS

	Walk me through how the evaluation started.
	surfaces the trigger

	Who was involved in the decision?
	maps the buying committee


Decision drivers
	QUESTION
	WHY IT WORKS

	What mattered most in the final decision?
	ranks the real criteria

	Where did we stand out, and where did we fall short?
	balanced by design

	Which alternatives did you evaluate seriously?
	names the true competitors


Experience
	QUESTION
	WHY IT WORKS

	How was the sales experience itself?
	separates product from process

	What almost changed the outcome?
	finds the swing moments


Close
	QUESTION
	WHY IT WORKS

	If you were us, what would you fix first?
	one actionable answer

	Anything I should have asked?
	catches the unknown unknowns


Logging
Summarize in one sentence, tag the primary reason, and file into the deal log within a week; insight decays faster than pipelines move.
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