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INTRODUCTION

In this ebook we will share surprisingly 

simple ways to turn problems with 

sales playbooks into opportunities:

1. It’s Incomplete

2. It’s Not Memorable

3. It’s Too Simplistic 

4. It’s Stale 

5. It Looks Like Everyone Else’s

We want our playbooks to provide a framework with 

strategies that help the team convert new opportunities to 

wins. From new hires looking to learn the sale to veterans 

looking for new techniques proven to close, playbooks can be 

powerful tools for an evolving business. When was the last 

time your playbook evolved? 

NFL teams adjust their plays for each new opponent they 

face.  Why? If they don’t change along with context and 

maturity of their opponent, they will get steamrolled.  Just as 

NFL playbooks evolve and expand for each opponent, your 

sales playbook must evolve to help you navigate sales 

engagements.

Let’s face it, sales playbooks often don’t evolve, leaving your 

team running last week’s plays against the well-prepared 

opponent who’s watched your tapes.

Teams that fix their playbooks 

as part of a training program 

see an increase of 25% 
forecast deals won. 

– Source CSO Insights



It focuses on what’s simple 
vs. what’s necessary to 
advance the sale

While jam-packed with lots of guidelines, tips and value 

statements the sales playbook is incomplete. It has a 

sales methodology to traverse the sales process 

stages, sure, but it talks about the ‘what’ not the ‘how’. 

If it leverages BANT, you are guided to ask questions 

about budget, authority, need and timing. If it’s 

MEDDIC, you focus on metrics, economic buyer, 

decision criteria, decision process, identifying pain and 

a champion. 

From the surface it seems like you have everything you 

need to ask about but what happens when the 

prospect isn’t referencing your sales playbook? 

Nobody told the prospect that their answers should 

fully disclose everything that will influence the final 

decision, so it’s up to your team to ask about sensitive 

topics in positive way. And either your assuming their 

answers are fully transparent OR you don’t have a clue 

that they aren’t sharing all that they could be.

PROBLEMONE

IT’S INCOMPLETE



The information you need to advance the sale is always a limited set of 

factors. Write them down… Bullet point them… The art is in “how to 

get them”.

The key to uncovering what your prospects should be sharing with you 

– and getting them to open-up and be more candid – is to reduce 

barriers to sharing the right information. Some salespeople rely on 

experience, but at BIA we rely on decades of research showing the 

simple ways to tell what individuals truly care about and how to follow-

up and make them actually want to share their hidden knowledge. With 

open and transparent responses during the sales cycle, your team will 

have a substantive edge in advancing the discussion to close.

TIPONE

GETTING THE RIGHT 

INFORMATION TO 

ADVANCE THE SALE



It talks about the steak, not the 
sizzle

You spend 2 days locked in a meeting room so that you can 

become familiar with the new sales approach being cast for 

the team. The trainers are passionate about the material and 

want your team to learn what they are presenting. They watch 

over each role play as a mentor and coach you when you 

stumble with your response. But, when you go back to the real 

world of speaking with a prospect, you can’t quite get the 

questions out. You recall that it seemed so easy when the 

trainer was next to you, the booklet was in front of you, and 

there was no pressure.  Sound familiar? 

Despite best intentions and jam-packed with great information, 

many playbooks and trainings just fall flat – if not within weeks, 

definitely within months. It’s not because the trainer didn’t care 

or wasn’t knowledgeable about the content – they ARE 

experts, they live and breathe what they teach. It’s simply that 

the sales team forgets what they were taught. Research 

shows that people will have forgotten an average of 50 

percent of the information presented within one hour; 70 

percent of new information will be forgotten within 24 hours, 

and within a week, forgetting claims an average of 90 

percent. 

PROBLEMTWO

IT’S NOT 
MEMORABLE



What if you could experience sales playbook training that not only 

focused on the custom needs of your sales organization but, also 

exposed you to a unique approach that teaches behavior assessment 

and information elicitation techniques – developed and delivered by 

former US Intelligence agents? 

Yup, that training exists! Merging outside expertise to reinforce your 

priorities for the team yields an extra 1 in 10 opportunities advancing 

to the next stage.

TIPTWO

TECHNIQUES AND TRAINING 

YOU’LL NEVER FORGET



Your playbook assumes 
prospects are willing to 
submit to lengthy question 
audits

The sales playbook is technically a checklist, making 

the sales team assume that the same series of 

questions can be asked of any prospect and that the 

responses will lead to nirvana. Not only is this not the 

case, but it also does not allow the non-rockstars to 

foster a good relationship with the prospect.

PROBLEMTHREE

IT’S TOO 
SIMPLISTIC



When engaging with a prospect the flow of the exchange should be 

based on natural conversation and positive relationship development. By 

leveraging simple, easy to learn techniques you can increase the 

effectiveness of each encounter and shift the relationship from “sales 

person” to “trusted advisor”.

Leveraging just 3 psychological techniques can double information 

quality

TIPTHREE

IT’S NOT A SALES SCRIPT, 

IT’S JUST A CONVERSATION… 

SO BE NATURAL

FUN FACT - Most mid-career sales professionals

believe they are good at conversational information

exchange, but did you know that even top

performers miss 30% of opportunities to convert

conversational ‘tells’ into quota-crushing insight?
(Source: BIA statistics based on B2B discovery call audits 2019 – 2020)



Playbooks get stale over 
time

Playbooks get stale over time. It’s not intentional, it’s 

just a fact. And more often than not, the tribal 

knowledge and plays that are in the minds of top 

performers just don’t make it to the playbook that others 

can see. There are a number of reasons for this:

• Mentality 1: If I have too much success with my 

approach, our goals will go up and who wants that

• Mentality 2: I don’t get rewarded for sharing the 

techniques that work best for me

• Mentality 3: If I share my winning formula, others will 

outperform me

With no incentive to update it as new encounters arise, 

most sales playbooks will contain the same tactics and 

techniques for years and years, no matter how many 

salespeople come and go.

PROBLEMFOUR

IT’S STALE



Getting your sales team to want to share their winning war stories really 

goes back to making the approach, training and techniques memorable. 

When you expose your sales team to a unique way of engaging with 

prospects that teaches behavior assessment and information elicitation 

techniques that were once top secret, they get better at uncovering 

information and feel empowered to share the experience with others.

TIPFOUR

ADOPTION AND UPDATING 

KEEP IT FRESH AND 

EMPOWER THE TEAM



Wash, Rinse, Repeat…

It’s the old “build it once, sell it a thousand times” 

philosophy. 

It’s easy to have sales enablement build a playbook 

that looks like one everyone is used to. And we all 

do it – both you and the competition. 

Pretty soon, it’s the same play run over and over, 

but is it right for your business? 

What’s your Sales Advantage?

PROBLEMFIVE

IT LOOKS LIKE 
EVERYONE 
ELSE’S

https://biadvisors.business/bia-for-sales/


Everyone knows a differentiated value proposition is critical. Can your team 

rattle off why us, why now for each prospect?

The playbook your team uses should be developed based on the strengths 

and weaknesses of the sales team as well as the specific pain points of the 

clients you serve. 

Playbooks tend to look the same because you all come from the same 

angle, you’re all addressing the same class of problems.

How can yours be different? By steering conversations toward the 

motivators and influences that are driving the client.  You can leverage 

techniques for getting the prospect to tell you – and only you – the hidden 

motivators and decision factor that make them unique.

Can you do that with a playbook? Sure, that’s the BIA Sales Advantage.

TIPFIVE

KEEP IT SIMPLE… BUT BE 

PRESCRIPTIVE TO YOUR 

CLIENTS AND SALES TEAM

https://biadvisors.business/bia-for-sales/


IMPROVE YOUR 
PLAYBOOK WITH BIA 
SALES ADVANTAGE

Not Your Traditional Sales Training 
and Playbook Mindset

In sales – just as in the real world -- intelligence 

gathering techniques are rooted in the 

fundamentals of good communication paired with 

decades of research in interpreting answers. It’s 

about building relationships, practicing active 

listening, and understanding the connections 

between emotion, information, and intent that 

even expert communicators outside the 

intelligence community miss.

For over 18 years, Business Intelligence Advisors 

(BIA) has been developing and refining its 

proprietary Tactical Behavior Assessment® (TBA) 

methodology – a process rooted in techniques 

developed by the Central Intelligence Agency – to 

help clients better understand the psychology of 

information. Through this methodology, BIA has 

helped businesses from around the world to gain 

deeper insight into business transactions, 

negotiations, and internal power structures.

BIA Sales Advantage combines the 

groundbreaking TBA process with Verbal Judo 

techniques that goes beyond traditional sales 

methodologies and processes. We combine 

your sales playbook methodology with our real 

world training so your team can deliver world 

class selling. BIA experts deliver a custom 

training that speaks to your sales team strengths 

and weaknesses, and client pain points 

providing:

• A unique and memorable training that teaches 

behavior assessment and information 

elicitation techniques developed by US 

Intelligence 

• A shift in mindset from “salesperson” to “trusted 

advisor” 

• A workshop for sales executives to learn how to 

recognize specific, universal signals that can be 

leveraged during an information exchange

• A question framework and elicitation model that 

makes your team 2x more accurate in 

uncovering what your prospects should be 

sharing with you

BIA Sales Advantage is based on words and 

answers, not pop science – making for better 

listeners, better sales and more wins.



If you would like to learn more about our BIA 

Sales Advantage and how we can help you and 

your team to improve performance, please 

contact us at 617-226-2615 or send a message 

to info@biadvisors.com.
Don’t change your sales process.

Change your results.
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Contrary to pop culture portrayals, the art of

leveraging behavioral insights does not have to

be the exclusive domain of an elite few within

the intelligence community, nor is it an activity

used to gain the “upper hand” in a transaction.

By learning how to interpret signals visible to you,

and only you, and using techniques to get deeper,

more accurate information than your competitors,

you’ll be able to more fully engage them in the

sales process, gain deeper understanding of

their actual wants and needs, and by so doing,

dramatically improve your chances of closing

the deal and doing so on terms that will leave

everyone feeling like a winner.

NOW YOU’RE IN THE KNOW…

mailto:info@biadvisors.com

