
Conversational Selling - Part 1

Pull not Push - Using 

questions not statements to 

guide the conversation and 

establish need

Conversation Control

Three Disciplines of 
Behavioural Intelligence - 
Choosing what to say or do 

next in a conversation

3 Level Questioning

Phase One Questions - 
Establishing Current Reality 

and Desired End Results

Information Gathering

Pull - Information In

Three Phases - Structured 

approach to the sales 

conversation - joint problem 

solving

Information Giving

Solution

Problem

General Specific

Push - Information Out

Testing Commitment

Behavioural Precision
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Current Reality

New Information

Thoughts and Feelings

Motives and Values

What's the current state?

What's changed?

What's your thinking?

Why is that important?

Seeking Information

Seeking Proposals

Giving Information

Making Proposals

Phase One

Phase Two

Phase Three


