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Overview

Consultative Selling is less a rigid system and more a philosophy — one that treats every sales interaction

as a consulting engagement. The salesperson's role is to help the buyer make the best decision for their

situation, even if that sometimes means recommending a competitor or acknowledging their product isn't

the right fit.

The long-term payoff is enormous: trust-based relationships, high retention, referrals, and a reputation as

a trusted advisor rather than a vendor. Consultative Selling is most powerful in complex, high-stakes,

relationship-driven sales environments.

The Framework

Research

Know the prospect's business, their industry dynamics, their competitive pressures, and their recent

strategic moves before every call. Come prepared to add value.

Ask Before Telling

Open every engagement with diagnostic questions. Understand their current state, desired state, and

the obstacles between them before sharing a single recommendation.

Active Listening

Practice listening to understand — not to respond. Repeat back what you heard. Ask follow-up

questions. Demonstrate that you're processing their situation, not waiting for your turn to pitch.

Prescribe, Don't Pitch

When the time comes to recommend, frame it as a doctor would: 'Based on what you've told me,

here's what I think is the right approach and why.' Your recommendation should be earned by the

diagnostic work you've done.



convinco.co Page 2

Ongoing Partnership

After the sale, stay engaged. Share relevant insights. Introduce them to useful contacts. Act like a

business partner, not a vendor.

How to Use on Sales Calls

Pre-Call Research Spend 15 minutes minimum on the company's recent news, LinkedIn profiles of
attendees, and any shared documents before the call.

Opening Demonstrate your research: 'I noticed you recently expanded into APAC — I'm curious
how that's affecting your sales team's workflow.'

Diagnosis Use open-ended questions to map their current state and desired future state. Ask 'why'
at least twice for every major pain point uncovered.

Prescription Only recommend after you've diagnosed. Frame your solution as a direct response to
what they've shared — not a standard pitch.

Pro Tips

→ Build a research ritual: define the 5 things you'll always check before any call.

→ Track what you've learned about each prospect over time — build a relationship dossier.

→ Admit when you don't know something. It builds more trust than a manufactured answer.

→ The best consultative sellers are voracious learners of their customers' industries.
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Powered by Convinco — Your Invisible AI Sales Copilot

Every sales methodology in this guide becomes dramatically more effective when your reps can execute it

flawlessly on live calls — without relying purely on memory or experience. That's exactly what Convinco

enables.

Key Features

◆ Real-Time AI Guidance

Convinco listens to your live call and surfaces the
right question, reframe, or talk track at exactly the
right moment — invisibly, so your prospect never
knows.

◆ RAG-Powered Knowledge Base

Upload your whitepapers, battle cards, pricing
sheets, and case studies. Convinco instantly
retrieves verified answers to complex technical
questions mid-call.

◆ Objection Handling

Never freeze on a tough objection again. Convinco
generates contextual, on-brand responses based
on your playbook and the live conversation.

◆ Shadow Mode for Managers

Sales leaders can enforce their winning playbook
across the entire team without joining every call.
Scale coaching effortlessly.

◆ Post-Call Speech Analysis

After every call, get feedback on tone, filler words,
pacing, and clarity — so every rep improves with
every conversation.

◆ Cross-Platform Compatibility

Works with Zoom, Google Meet, Teams, and
virtually any calling platform. Zero friction to get
started.

Never freeze on a sales call again.
Equip your reps with an invisible, real-time AI sales copilot.
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Start for free at convinco.co or book a demo at tally.so/r/eqYkZk


