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106 THE NEW CONCEPTUAL SELLIn:
9. New Information Questions force you to listen ang
accept the reality of current data; they help you clarify

the customer’s Concept and desired business results,

3. Attitude Questions identify the customer’s persong]
needs, values, and attitudes.

4. Commitment Questions help you locate your current
position in the sale by identifying what action the cus-
tomer is willing to take to move things forward.

5. Basic Issue Questions are specialized Commitment
Questions that help you identify customer concerns that
could result in the loss of the sale.

We’ll discuss Commitment Questions and Basic Issue
Questions in Part 5. This chapter concentrates on the first
three types of questions. We begin with the one type that
should always be asked near the beginning of a sales call,
but that few salespeople ever ask at all: the Confirmation

Question.



