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“A No. 2 pencil and a dream can take you anywhere.”  

- Joyce Meyer 
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Consultative Selling - Session Description 
 
In this session we develop a holistic consultative selling approach to legal business development. We 
also critique consultative selling methods used in history and show why the hybrid approach used at 
many firms, "The Pipeline" has a number of advantages for the services industry in which we work.  
 
The transition from service focused selling in Business Development to need-focused selling was the 
direct result of market changes. Increased competition and client’s greater access to information and 
sophistication began the shift of power in a pitch from a fee-earner to a client. Consultative Selling is all 
about the dialogue between the fee-earner and client. In Consultative Selling, the fee-earner learns about 
client needs before talking about the services they can offer. Service knowledge is transformed into a 
tailored solution when the solution is delivered and positioned based on the client’s needs and language. 
With Consultative Selling, the client’s needs come first. Needs are identified through a combination of 
preparation and effective probing and drilling-down into client answers. Consultative Selling took the hard 
edge from legal service selling and replaced it with the strong but flexible edge that is custom fit to the 
client’s needs. Fee-earners of all levels will benefit from this session, but it will be particularly of use to 
those of a more mid to senior level who encounter clients more often in face-to-face meeting situations. 
 

 

Key Concepts 

 

1. Worst Case Scenario Questions 

2. “What’s bothering you, Thomas?” 

3. The Origination Bonus Mistake (+10%) 

4. “How much would you save if?” 

5. The “You are too expensive!” Objection 

6. A White Knight 

7. Commodity Work / Premium Work 

8. Peak Desire 

9. A Discount / A Mark-Up 

10. Closing & Trial Closing 

11. The Doctor Analogy 

12. The Babushka Rule 

13. The KISS Rule 

14. The “What’s Your Problem?” Mistake 

15. Open Questions 

16. The Black Box Approach 

 
If you have any questions, or would like some help, contact me at any time – john@nixedonia.com 


