Stop the Monologue

18 Strategic Engagement Questions That
Increase Recall, Alignment & Faster
Decisions from CXOs.
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About the Author

Amit Sharma
CEO, Dishah Consultants

Amit Sharma is a renowned Sales Strategist and Business Leader, recognized
with 10+ business awards in India, Middle East and London.

e 20+ years in Sales & Leadership Consulting

e 35,000+ professionals trained

e 500+ corporate clients globally

e Author of “Sales Decoded”

e Creator of the 18-Question Engagement System

He specializes in turning sales presentations into structured, high-conversion
conversations using neuroscience-backed engagement frameworks.
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About Dishah Consultants

Dishah Consultants is a leading corporate training firm in India specializing in
Sales, Leadership, and Business Communication.

Trusted by 950+ corporates and having trained 1.5 lakh+ professionals, Dishah
delivers practical, measurable programs that improve conversions, leadership
effectiveness, and communication impact.

Our Core Focus Areas:

1. Corporate Sales Training Programs
2. Leadership Development Training Programs
3. Soft Skills Training Programs
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Why “Good” Sales Meetings Don’t Convert

Most sales meetings fail not because of product. They fail because of monologues.

Salesperson - Talks, Explains

Client = Listens, Nods

The meeting feels “good.” And then...

Post-Meeting Response

“Send the details again.”

“We’ll discuss internally.”

“Let’s revisit next quarter.”

Silence.

If this sounds familiar, you’re not alone.
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The Real Mistakes Salespeople Make and results

Py
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Talking for 510 minutes continuously °8)  Customer listens but does not process

deeply

Explaining features without confirming @@ . Customer asks for same details again (low
relevance & recall)

Presenting benefits without checking E®  Decision making slows down
acceptance

lgnoring silent stakeholders %@ ' Retention of your pitch is weak

Introducing price without inviting . Objections appear later instead of during .-
dialogue & meeting Hi
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The Attention Span Reality

8-10 Seconds

Average digital

attention span

Why it’s worse today

Microsoft Research
(2015 onward) Reels

Short-form video

Constant notifications

90-120 Seconds

" : Multi-tasking behaviour
Cognitive drift
begins in meetings

without interaction
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The 2-Minute Rule

Y Never speak more than 2 minutes without:
1. Asking a question

2. Confirming alignment

3. Inviting input
A — .

Attention is earned continuously.
Not assumed.
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The Shift

Top sales professionals don’t “present.”
They facilitate thinking.

They use structured engagement questions to:
v’ Keep attention alive

v’ Create micro-agreements

v" Surface hidden concerns

v’ Align stakeholders

v" Move decisions forward

This book gives you 18 such questions.
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How the 18 Questions Work Across the Meeting

01

02

03

04

05

06

Early Engagement Questions

Clarification Questions During Feature
Explanation

Benefit Confirmation Question

Stakeholder Alignment Questions

Engagement During Pricing
Discussion

Commitment & Movement . |
Questions : DISHAE!!
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SECTION 1 - Early Engagement Questions

Prevent Passive Listening

Why This Matters

= Studies show that when people respond verbally in the first few
minutes, engagement and retention increase.

= Participation increases commitment.

»  Silence reduces involvement.
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SECTION 1 - Early Engagement Questions

0, 0,
Use These 3
. Success Thumb Rule
Questions Early

= “Does this reflect your

t situation?” = If the client says “yes”
current situation:

within first 2 minutes,
alignment begins.

= “Is this similar to what
your team is

experiencing?” = |f the client stays silent

for 2 minutes, distraction
begins
*  “Would you say this is
one of your priority
areas right now?”
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SECTION 2 — Clarification Questions During

Feature Explanation
Avoid feature dumping

Why This Matters

= Salespeople often explain features hoping relevance is understood.

=  But relevance must be confirmed.

= Harvard Business Review research shows customers prefer
solutions linked to their situation over technical demonstrations.
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SECTION 2 - Clarification Questions During Feature Explanation

e
e
e o
Use These 3 Questions humb Rul
While Explaining SEIZERS Ul L
= “How are you currently = |f you don’t ask how they
handling this process?” currently handle it,

you are guessing.

=  “Would this approach

simplify your workflow?” " Guessing reduces

authority.
=  “Where do you see this
fitting into your existing = Mapping increases
?” authority. "l
system: Y DISHAH!
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SECTION 3 - Benefit Confirmation Questions

Convert Benefits into Acceptance

Why This Matters
= Explaining benefits is not enough.
= The client must validate that benefit.

= Psychology principle: People support what they help construct.
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SECTION 3 - Benefit Confirmation Questions

& o
Use These 3 Questions
After Stating Benefits Success Thumb Rule

= “If this improves X by

Y%, would that be =  Benefits without
meaningful for you?” confirmation = Information.

»  “Would this reduce the

bottleneck you mentioned = Benefits with confirmation
earlier?” = Agreement.
" Is this the kind of =  Agreement compounds.

outcome you’re aiming
for this quarter?”
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SECTION 4 - Stakeholder Alignment

Questions
Prevent silent resistance.

Why This Matters

= |n multi-person meetings, silence is dangerous.

= Group decision research shows one silent stakeholder can delay
decisions by weeks.

= Most salespeople talk to the most vocal person.

= Top professionals engage everyone.
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SECTION 4 - Stakeholder Alignment Questions

Py

L L
0, 0,
Use These 3 Questions Success Thumb Rule

=  “From a finance
perspective, does this make
sense?”

If everyone speaks,

*  “From operations side, is _
no one resists later.

this practical?”

= “Are we aligned on this
direction so far?”
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SECTION 5 - Engagement During Pricing

Discussion
Shift from defense to dialogue

Why This Matters

= Pricing is where most salespeople become defensive.

= But price resistance often hides one of three fears:
v’ Budget constraint

v’ Value doubt

v’ Risk anxiety

= |nvite clarity.
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SECTION 5 - Engagement During Pricing Discussion

O O
Use These 3 Questions Success Thumb Rule

=  “How does this compare
with what you had in
mind?”

Price objections shrink when
discussion expands.

= “Is the concern here about
budget or about value?”

= “If structured differently,

would that help?” -
DISHAE!
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SECTION 6 - Commitment & Movement

Questions
Move from interest to C/ECII’ hext steps

Why This Matters

= People are more likely to follow through when they articulate the next
steps.

= Don’t end meetings with: “Let us know.”

= Guide forward.
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SECTION 6 - Commitment & Movement Questions

P

L 2 L 2
0, 0,
Use These 3 Questions Success Thumb Rule

=  “What would be the logical
next step from your side?”

= “Is there anything = Clarity reduces delay.
stopping this from moving
forward?”
=  Ambiguity increases
follow-ups.

=  “Shall we align on the
implementation plan?”
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Final Insight

Great salespeople don’t push decisions.
They build decisions.

And decisions are built through guided thinking.

Guided thinking happens through questions.

Not monologues
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Now It’s Your Move
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If your meetings feel good but conversions are slow,
don’t improve your slides.
Improve your engagement.

Master these 18 questions.
Use them deliberately.

Watch your meetings shift from presentation to
participation.
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Our Corporate Training Services

Corporate Sales Training
Programs in India

Learn more

Leadership Development
Training Programs in India

Learn more

Soft Skills Training Programs
in India

Learn more
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https://www.dishahconsultants.com/sales-training-program-india
https://www.dishahconsultants.com/leadership-development-training-india
https://www.dishahconsultants.com/leadership-development-training-india
https://www.dishahconsultants.com/business-communication-training-india

_J1PROGRESS

SELLING™

MASTERCLASS
CLOSE MORE DEALS

Upcoming Courses for Individual Professionals

B2B SALES

— Win Deals * Defend Price * Close Faster —
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Leadership

Foundations
Course

IN ONE MEETING
WITHOUT COMPETING ON PRICE
,_"

@ Lead with (") Win Deals :
Confidence | @ Faster . (68 LIVE TRAINING | (Gf, PRACTICE LABS | [5 CERTIFICATION

Explore Our Courses
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https://dishahacademy.graphy.com/
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What our Client says:

_ ditendar Kavita Wagh

Sr. HR, Learning & Development GM Sales HR Head
Advance Laminates Honda J L Morison

"During the training, we have "All the participants enjoyed the "Wonderful sales training

experienced an unwavering sessions. It was a very fruitful and program from Dishah Consultants
commitment to excellence and wonderful learning experience. for our Hyderabad team. Focused

a passion to empower sales Thank you very much." on sales techniques. One of the
professionals to reach their full most engaging and beautifully

potential." delivered programs."
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Thank Yog_

Address
Head Office: #6, Vaikund Sundram, Karapakkam,
Chennai - 600097 (India).

PAN INDIA PRESENCE AND DELIVERY

@ Contact Number
+91-9884 62 3854

@ Email Address

enquiry@dishahconsultants.com
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