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The tactical use of purposeful questions
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Core WIIFM 
Questions

1. What do you stand to gain if you do?

2. What do you stand to lose if you don’t?
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‘Motivational 
Interviewing’ 
Technique
1. “On a scale of 1-10 

(10 being the highest), how 
ready are you to do this”?

2. (If a low number) “Why 
didn’t you say an even lower 
number”? Or (If a medium 
number), “What do we need 
to do to move you up a 
notch”?
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REACH profiles



Your Style
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Personal	Style	
Interactions Try to:

Build genuine rapport
Affirm what you hear
Recognise personal interests
Avoid:
Rushing the conversation
Using an impersonal tone
Overlooking their concerns

Try to:
Focus on the big picture
Emphasise impact on people
Encourage brainstorming
Avoid:
Sharing unnecessary details
Limiting their feedback
Using an impersonal tone

Try to:
Focus on the bottom line
Emphasise results
Be clear and specific
Avoid:
Forcing personal small-talk
Controlling the conversation
Challenging their position

Try to:
Focus on the details
Emphasise logic and rationale
Draw out specific concerns
Avoid:
Using emotional arguments
Offering vague expectations
Pushing for a conclusion

Counselor Coach

DriverAdvisor
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