
Consultative Selling



1. Sell a pen to your colleague in 2 minutes!

1. Record your persuasive attempt

2. Discover your selling style

Discover your selling style?



• Ratio: information given/ Informations requested = ?

Discover your selling style



Discover your selling style?
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Give information Receive information

5 4 2 013

Average

Strong giver

Consultative
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Need Creation

Trigger

Comparison
Current 

Situation
Future

Situation

Goals / Lifestyle

It is time to 
start thinking 
about buying 
a house. 

Event / Problem

We do not 
have enough 
space for the 
baby who is 
coming.



PERSONA

First name ?
Age ?
Sex
industry?
motivation ?
…



Reverse Engineering

FeatruesCustomer Problems

Problems



Reverse Engineering

Choose 3 Problems that your solution can solve for the client?

I : Problems

1..………………………………………

2..………………………………………

3 ..………………………………………

Problems



SITUATION QUESTIONS 
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Situation Questions at a glance



EXERCISE

"What situational questions are you going to ask?



PROBLEM QUESTIONS 

13



Problem Questions at a glance



How many units do you use each month?

Are you satisfied with your current contract?

Is there a part of your production that costs you more 
than you would like?

What was the growth of your company over the last 
year?

STATION BREAK
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SITUATION
QUESTION

PROBLEM
QUESTION



EXERCISE

"What situational questions are you going to ask?



IMPLICATION QUESTIONS 
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Implication Questions at a glance



• How difficult is it to replace the ink cartridges?

• Have you received more customer complaints since
the quality of your services decreased?

• How much do these issues cost you each month?

• Are you satisfied with the current results of your
investments?

STATION BREAK
QUESTION

IMPLICATION
QUESTION
PROBLEME



EXERCISE



|

Your Product 

"You are selling a glass ashtray that is:
•Heavy and solidly built
•Made of transparent glass
•15 centimeters in diameter
•With very deep cigarette rests
•Deliverable in 7 working days
•90 Euros for 100 pieces"
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Choose 4 implications for each difficulty listed previously. 
Imagine the client says 'very well but it's not worth it', why are 
they mistaken

II : Implications

1..……………………………………………………………………………………

2 ..……………………………………………………………………………………

3 ..……………………………………………………………………………………

4 ..……………………………………………………………………………………

Reverse Engineering

Implications



NEED-PAYOFF QUESTIONS 
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Need-payoff Questions at a glance



EXERCISE
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Reverse Engineering

Choose 4 Benefits for each difficulty listed previously".

III : Benefits

1..………………………………………

..………………………………………

2..………………………………………

..………………………………………

Benefits / gain
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Trigger

Comparison
Current 

Situation
Future

Situation

Unclear how to solve the 
problem

Problem is not big 
enough

Insufficient Means

Insufficient Knowledge
Event / Problem Goals / Lifestyle

Not sure if a 
new house is 
actually what
we need.

A Baby does not 
take that much 
space. We have 
time.

I don’t know if 
we can afford it 
at this stage.

I have no idea 
how to even 
start buying a 
house

Need Creation



Situation
Questions

Problem
Questions

Implication
Questions

Need Payoff
Questions

Implied
Needs

Explicit
Needs

Benefits

SPIN SELLING



How do we make purchase decisions?

Event / Problem

Current 
Situation

Future
Situation

Unclear how to solve the 
problem

Problem is not big enough

Insufficient Means

Insufficient Knowledge

1. Situation 
Questions

2. Problem 
Questions

3. Implication 
Questions

4. Need Pay-Off 
Questions


