
Know Your Audience. Understand what is important to the 

other person. Preface your questions by giving them the benefit 

first. This will set your question up for success. 

Give Choices. When you ask a question, avoid making it a yes 

or no answer. Let the other person choose between a yes and a 

yes. Give the other person two choices so they feel empowered 

that they are making the decision.  

Power of the Pause. We can get so worked up about asking 

the question that we forget to wait for an answer. Ask the 

question and stop. Give pause and allow the other person to 

answer. 

No is Not Final. Don’t be afraid to dig deeper to understand 

why they said no. Get a better understanding of what is 

important to the other person. Remember to replace, “Why 

not?” with, “May I ask, how come?” 

Understand the Rejection. Evaluate your approach and timing 

so you can have a better understanding of what influence you 

had on the “no”. This will help you eliminate knee-jerk reactions 

from the other person. 

Ask for Help. Rather than go in with your guard up, start your 

conversation with a smile, a pleasant tone and the simple 

phrase, “Hi, I hope you can help me, please.” This will put the 

other person in the mindset of wanting to help you. 

Practice Asking. Build your “ask muscle.” Start small and ask 

for things that don’t matter so much. You will be surprised at the 

yes’s you will receive.  

Stay Positive. If you don’t get your way, simply stop and 

reevaluate the “why” and go back to practice the 7 steps above.  
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