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“Let’s play a game!” 

Twenty Questions  
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Quiz yourself . . . 
 
 

 
 
 

 
 

Check with the answers on the following page.  
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Answers 
 

Here are the short answers to the questions. If you want more details, please review 
the document for that part of the course, and you can always contact us for more 
information. 

1. Reduction of pain – Increase Pleasure 

2. FUD – Fear Uncertainty and Doubt 

3. From the buyer’s perspective 

4. WIFFM - What’s in it for me? 

5. Pace and Priority 

6. Assertive, Analytical, Animated, Amiable 

7. User or Worker, Technical, Coach, Economic Buyer 

8. Curiosity 

9. Ask Questions and Listen 

10. Assumptions 

11. Asking the four types of questions from Surface to Follow-up to Insightful 
to closing. 

12. Most of us think we are better at than we are, and it takes 100% of your 
effort 100% of the time. 

13. If we do not do it well, we will fall prey to assumptions, make mistakes, 
and miss opportunities. 
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Answers - Continued 
 

14. Any concern of a prospect or customer either stated or not that can keep 
you from closing a sale or moving a sale forward. 

15. LEA – Listen, Empathize, Ask 

16. Features are what something is, benefits are what something does to help a 
customer or prospect. 

17. The more effort that is required on the part of the customer the more reward 
the benefit must provide. 

18. Any request a salesperson ask of a customer to make a commitment to the 
salesperson. 

19. At the end of any encounter with a customer or when you believe it is in 
the customer’s best interest to move forward. 

20. Hopefully, a lot of things. 
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