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Want to Close More Deals?   

Ask more questions. 
 

 Susan Bock 
2006 

  
 
Most of us do not respond positively to the word ‘selling’ as it conjures up a rather unpleasant feeling.  
Words such as ‘pushy’ and ‘aggressive’ come to mind when contemplating ‘selling’.  Have you been the 
recipient of the ‘talk and talk and talk’ approach, intending to wear you down until you give in and buy?  The 
bigger the price tag, the ‘harder’ the sell.  The mentality seems to be if the prospect is given enough 
information about the product or service, they'll want it.  Unfortunately, for the person engaged in the 
selling, this approach has me running away at Mach speed!. 
 
Perhaps that’s why ‘selling’ is so difficult for me…and that’s not how a business owner should think, right?  
The concept of asking rather than selling is so appealing to me because coaching is all about asking questions 
– I can ask questions for hours so the ‘asking’ approach is a natural for me.  It involves developing the ability 
to lead people with questions rather than push them with facts.  When you're talking, you're only spouting 
off what you already know.  Truly successful people in business understand that what really matters is 
inviting their clients to talk about their needs, then matching a product or service to those needs. 
 
By making your client prospects and their needs #1 in your dialog with them, they'll sense the level of 
importance you put on serving them well. 
 
One of the most important things you can do to become a better seller is to become a better listener.  
Improve your listening skills by taking notes, observing your prospect's body language, and concentrating on 
what your prospect is saying.  In addition, track how much talking you're doing.  If you're talking as much as 
your prospect, it's time to zip the lip and listen.  
 
Here are three suggestions help you shift from selling to listening:  
 
 Put your ego aside.   
Remember, the conversation isn’t about you, your product or service.  It’s about your client.  Ask open-
ended questions and listen to what they say.  If there is an opportunity to make a sale, great.  If not, the 
dialog remains open for another conversation.   
 
 Create a set-up for future success.   
If your prospect isn’t interested today, there’s always tomorrow.  Often times our prospects are the best 
sources for new ideas, services of offerings.  They are telling us what the need, want or expect.  
 
 Be an expert in your industry. 
Read everything you can about your profession, industry, products, and services.  Meet with people who 
have particular skills and talents you admire and share information with them.  Keeping your mind fine-
tuned helps you  eliminate future mistakes.  A great tip is to listen like you don’t have an opinion. 
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We can easily become victims of the time vampires - try to steer clear of these time-wasters:  
 
 Dealing with people who can't make the buying decision.   
Make sure the person you're speaking to is a decision-maker.  If they aren’t, ask them to open the door to 
the next level – inviting them along.   
 Working without a priority list. 
Randomly approaching the market without a plan is a huge time waster.  Make a top 10 list of your biggest 
accounts and a top 10 list of your biggest prospects.  Keep yourself focused so you can spend your energy on 
getting the best return on your investment.  And keep the pipeline full – adding new prospects to your top 
10 when a prospect is converted to a client. 
 Relying on technology rather than on relationships.  
Granted, a top-notch presentation can demonstrate professionalism, having your act together, and 
demonstrate your product value.  However, prospects become clients because of relationships.  It's difficult 
to establish relationships on a computer screen.  
 

 
### 
 
If you would like additional information on this fascinating subject, please visit my website at 
www.SusanBock.com 
 
Or call me 
714-847-1566  
 
Or send me an email 
Susan@SusanBock.com 
 
A special thank you to my editor who consistently provides me with encouragement, inspiration, and 
opportunity to laugh at myself. 
 
Susan Bock 
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