
Presenter: Kyle Evans

The conversation beneath the conversation

What is the motivation? How do they get there?
What does it actually mean to you? What is causing you to stop?

You are not sales people 
you are decision architects

KWU Ampitheater Stage

We are sealing to understand what people are 
actually trying to do. 

Know the difference between what a want and a need is.

Information → tell me more about that
Emotion → what is important about that?
Meaning → what does that mean to you?

3 deep with questions

Be genuinely curious

What is the one question that you should have asked?

What conversation in your life have you 
been solving at the surface instead of 
underneath?


