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Phrases and Questions to Engage Customers 
1. Please say more about that.

2. That sounds interesting.  Could you elaborate a bit more?  

3. How would you feel if . . .?

4. What would it mean if . . .?

5. What would you think about . . .?
6. What could we do to make sure that people in this program are successful?  
7. What does it mean for you when . . .?

8. On the one hand, you . . .and on the other hand, you . . .
9. It sounds like . . .is pretty important to you.  

10. How did you decide (to, that) . . .?
11. How would you describe what was going on there?
12. How did you learn to do that?

13. How did you develop an interest in that?  

14. What is there about . . .that you find appealing?

15. What would it take to change that?  (Used when people talk about reasons they “can’t” do something.)  
16. I keep hearing a theme/message that . . .
17. A little while ago I thought I heard you say . . ., then a little later I thought I heard you say . . ., and now I’m sensing that . . .What do we get when we pull all of this together?
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