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“Happiness is not something you postpone for the future; it is something you design for the present.”  

- Jim Rohn 
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Role Play Scenarios 
 

After having read the paper on Legal Consultative Selling, see if you can come up with the questions 
that could be asked, by a lawyer, for each of the scenarios below – General Questions, Bothering 
Questions, Worst-Case Scenario Questions, and Value of Solution Questions.  
 

Scenario 1 

 

Anderson Heavy Industry is a major mechanical hardware supplier. It employs 500 workers at its sole 

plant outside a major northern city. The workers are all labor union members. Due to financial difficulties, 

the management of the company have decided to decrease employee numbers by cutting the workforce 

by 25%. If this can be done within the next quarter, they will make massive savings on their annual 

results. However, local labor law foresees that such a procedure may last two or three quarters and 

involve significant redundancy payments. In the worst case, this would paralyze the company or lead it 

into bankruptcy. The management are very concerned. Something has to be done.  

 
Scenario 2 
 

Eos Pharmaceuticals is a niche market player in alternative medicines. Recently, a class action suit was 
brought against the company for a product liability claim. Several of the medicines produced had had 
detrimental effects on customers. The management of Eos Pharmaceuticals are extremely worried. 
Under the local jurisdiction of where the claims where brought, they may even face criminal and personal 
liability ultimately.  

 

Scenario 3 

 

Albert Motors and Bethan Cars were two medium sized automotive producers. Their recent merger has 

proven to be a catastrophic disaster. The corporate culture of the two companies could not be more 

different. Their production facilities have been hit by numerous delays, management are fighting amongst 

one another and sales are plummeting. A de-merger or spin off is critical, unless some other solution can 

be found. Charlie Auto, a market leader in the automotive sector is said to be eyeing the struggling 

merged company with a plan for a hostile takeover. If they do succeed, management will be out of a job 

(and the employment market is far from ideal at present).  

 
If you have any questions, or would like model Consultative Selling answers to these three scenarios, 
then contact me at any time – john@nixedonia.com 
 

 


