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Win Without Pitching

Sell And Price Like The 
Expert You Are



• Actionable skills and ideas for your next sales conversation

Overview

• Positioning check in

• Modeling language, find your own voice



• As an expert advisor, you have two jobs

• Deliver your expertise

• Sell your expertise

Why It Matters

• You need to bring expert you, not salesperson you. It’s possible.



Expert You Vs. Salesperson You





The Four Conversations

1. Which conversation is this?

2. What is my objective?

3. What framework do I use?

the probative

conversation

the qualifying

conversation

the value

conversation

the closing

conversation



The Probative Conversation

Objective

To prove your expertise to the client and move, in their mind, from vendor to expert

the probative

conversation

the qualifying

conversation

the value

conversation

the closing

conversation

the probative conversation

the qualifying

conversation

the value

conversation

the closing

conversation



Are You Meaningfully Different?



• Think of your most highly coveted prospective client—someone with whom you do not have a direct or referred 

relationship

• Note the person you want to reach

• You get one phone call

• What do you say in that phone call?

• Specifically:

• Introduce you/the firm

• Explain why you’re calling (your ask)

• (You have 3 minutes)

Exercise: Outbound Introduction

the probative conversation



Gain Power 
Through Positioning



• Think of your most highly coveted prospective client—someone you do not have a direct or referred relationship

• Note the person you want to reach

• You get one phone call

• What do you say in that phone call?

• Specifically:

• Introduce you/the firm

• Explain why you’re calling (your ask)

• (You have 3 minutes)

Exercise: Outbound Introduction

the probative conversation
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A Peek At 
The Qualifying Conversation



The Probative Conversation

Objective

To prove your expertise to the client and move, in their mind, from vendor to expert

the probative

conversation

the qualifying

conversation
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the closing
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• Note the person you want to reach
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• What do you say in that phone call?

• Specifically:

• Introduce you/the firm

• Explain why you’re calling (your ask)

• (You have 3 minutes)

Exercise: Outbound Introduction

the probative conversation



• Think of your most highly coveted prospective client—someone you do not have a direct or referred relationship

• Note the person you want to reach

• You get one phone call

• What do you say in that phone call?

• Specifically:

• Introduce you/the firm
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• (You have 3 minutes)
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the probative conversation



Reflect



A Peek At 
The Value Conversation



“To what extent did you affect the buying 
process?”

the qualifying conversation



• Think of your most highly coveted prospective client—someone you do not have a direct or referred relationship

• Note the person you want to reach

• You get one phone call

• What do you say in that phone call?

• Specifically:

• Introduce you/the firm

• Explain why you’re calling (your ask)

• (You have 3 minutes)

Exercise: Outbound Introduction

the probative conversation
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the probative conversation
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• Note the person you want to reach

• You get one phone call

• What do you say in that phone call?
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the probative conversation



Reflect



The Three-Option Proposal



Basic

$ $$ $$$

• Deliverable

• Deliverable

• Deliverable

• Deliverable

Win Without Pitching proposal for Acme LLC

• Outcome

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Payment terms

Enhanced Bespoke

• Outcome

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Payment terms

Keep it to one page

1

Name based on what 
the client is buying

2

Base or standard service

3

Show what the client gives 
up in the cheap option by 

including it elsewhere

4

Get Creative!

5

the closing conversation



Creative Concepts Specified To A “T” Welcome Home

$ $$ $$$

• 2-3 conceptual 

floor plans with 

indicative 

placement of 

furniture and 

joinery

• Mood board to 

demonstrate the 

design direction

• Assessment of 

benefits/disadvanta

ges of each option

Choose this option if your 

home isn’t working for the 

way you want to live, but 

you aren’t sure where to 

start or how to optimize the 

space to meet your needs

Win Without Pitching proposal for Lee Family

• Selected finishings, 

fixtures and 

appliances

• Samples of 

finishes where 

available

• Detailed 

specification 

documents for your 

trades

Choose this option if you 

have design & trades 

sorted but want assistance 

to select the perfect 

finishes, fixtures and 

furnishings that will make 

your home sing

• Detailed plans, 

elevations and 

reflected ceiling 

plans

• 3D image of your 

new design with 

samples of finishes 

and materials

• Detailed budget 

and timeline for 

completion of the 

project

Choose this option if you 

want your home to be a 

true reflection of you and 

your family with the ease 

and peace of mind of 

having it professionally 

designed, down to every 

last detail

Name based on what 
the client is buying

Show what you can do 
(profitably) for the 

client’s budget

Keep it to one page
1

2

3

Show what the client 
gives up in the cheap 
option by including it 

elsewhere

When pricing value, 
sell outcomes, not 

deliverables

5



Basic

$ $$ $$$
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• Deliverable
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Name based on what 
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2

Base or standard service

3

Show what the client gives 
up in the cheap option by 

including it elsewhere

4

Get Creative!

5

the closing conversation



Closing Is Facilitating
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• Deliverable
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2

Base or standard service

3

Show what the client gives 
up in the cheap option by 

including it elsewhere

4

Get Creative!

5

the closing conversation



Basic

$ $$ $$$

• Deliverable

• Deliverable

• Deliverable

• Deliverable

Win Without Pitching proposal for Acme LLC

• Outcome

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Payment terms

Enhanced Bespoke

• Outcome

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Deliverable

• Payment terms

Keep it to one page

1

Name based on what 
the client is buying

2

Base or standard service

3

Show what the client gives 
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the closing conversation



The Four Conversations

1. Which conversation is this?

2. What is my objective?

3. What framework do I use?

the probative

conversation

the qualifying

conversation

the value

conversation

the closing

conversation



● Pre-order Blair’s new book 

○ https://www.winwithoutpitching.com/book/the-four-conversations-a-new-model-for-selling-expertise/

● Subscribe to our thought leadership

○ https://www.winwithoutpitching.com/insights/

● Listen to 2Bobs

○ https://2bobs.com/

● Subscribe to our YouTube Channel

○ https://www.youtube.com/@WinWithoutPitching/videos

● Attend a training workshop

○ https://www.winwithoutpitching.com/workshops-wwp/

● Check out the other books

○ https://www.winwithoutpitching.com/books/

Additional Resources

the probative conversation

https://www.winwithoutpitching.com/book/the-four-conversations-a-new-model-for-selling-expertise/
https://www.winwithoutpitching.com/insights/
https://2bobs.com/
https://www.youtube.com/@WinWithoutPitching/videos
https://www.winwithoutpitching.com/workshops-wwp/
https://www.winwithoutpitching.com/books/
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