
Discover what others are missing…
“They looked me right in the 
eye and…”

SIGNS YOU’RE
MISREADING 
BUYING 
SIGNALS



BUT THAT’S THE ART OF SELLING, RIGHT? 

What if it wasn’t all gut feel? What if there was real world evidence 

that true intent can be detected with scientific accuracy and give you 

a solid compass for understanding the hidden motivators that make 

or break relationships? What if that compass was discovered by US 

Intelligence years ago and adapted for Selling?

Sources: salesEQUITY survey of 6,000+ Sales and 

Client Service teams. Composite of 100+ BIA Sales 

Leadership trainee responses.

You heard what they said; 
evidence says you didn’t 
hear what they meant.

Language is imprecise, buyers and sellers aren’t 

always aligned – when relationships don’t advance 

and deals don’t close, it’s hard for veteran sales execs 

to admit they might have missed something.

Language is 
imprecise!

86%
of teams have gaps in their 

understanding of 

client/prospect satisfaction.

11%
of elite B2B sales professionals 

at the Leadership level can 

systematically and accurately 

identify written and spoken 

behavioral indicators.



Even the best salespeople become overly optimistic 

when “happy ears” take over and fill in gaps between 

what the prospect said and what the prospect meant. 

There are a number of common gaps that even the 

best salespeople interpret as positive, but then realize 

they lack the complete meaning of the response. 

THIS EBOOK DIGS INTO 3 COMMON 

SCENARIOS: 

1 When all roads lead to “YES” (except the 

one you’re on).

2
When you’re speaking to power (but it’s 

not speaking back).

3
When “I think we’re good” means anything 

but.



When all roads point to ”YES”

Think back in your career to when you first heard the term ‘happy ears’ – the very real phenomenon 

of hearing what you want to hear versus what was said. 

Most of us learned to combat happy ears by being hyper vigilant. Get the next meeting, ask ‘who 

else’, ‘what else’, ‘if we are able to deliver x, y, z, are you willing to move forward with our company’.

So, why do we still get pipeline surprises? Because we don’t always recognize that prospects resort 

to yes-like answers to avoid further discussion; we simply just don’t always process uncomfortable 

truths when we hear them.

If your team is reporting ‘YES’ for 

any answer other than a clear 

‘YES’, it’s time to backtrack and 

work on building the relationship. 

If the relationship’s there, but the 

hard ‘YES’ isn’t, it’s time for BIA.



When you’re speaking to 

power and it’s not speaking 

back

“It’s basically my call” is a “four-letter word” in Sales. Today’s 

decisions aren’t made in isolation, they’re made after a new partner 

navigates complex internal relationships and power structures. 

While it’s ultimately someone’s ‘call’, decision making is indeed a 

process.

Yet how often do we hear from our teams that they’re “at the 

decision maker?” Maybe they heard something like: 

“I’m in charge of making the recommendation.”

“I’m the owner, it’s basically my call.”

What if there was a hard and fast rule to identify when 

qualifications or hesitations signal concern, posturing, or 

simply modesty?

If your team is speaking to 

power, ask what precisely it 

said about timing, budget, 

stakeholders, and alternative 

solutions. If the response 

doesn’t speak to you, or the 

language is qualified, it may 

be time for BIA.



When I think we’re good means anything but

“What else?” That canonical sales question that’s 

meant to be followed by a long pause and be delivered 

at the ‘end’ of the conversation. 

How often is the answer, “I think we’re good?” From 

a behavioral perspective, that’s highly problematic. 

What wasn’t said?

In conversations like these, our teams need to walk the 

razor’s edge between professional and pushy. How do 

we navigate the line?

Presuming there’s MORE

THERE is only the first step. 

Adding a reason to share more –

and an expression of empathy –

goes a lot further. For helping 

your team learn the proven 

formula, you need BIA.

What if conventional wisdom is wrong? What if 

the ‘what else’ or ‘is there anything we should 

have addressed?’ questions are good, but not 

the optimal way to address the issue.

What if there was a combination of strategies 

that were proven to double the disclosure of 

information and reveal important psychological 

leakage around the state of the relationship?



Psychology of the prospect response
Many sales teams use a checklist or canned set of questions to navigate 

prospect conversations, approaching the conversation as an art when it 

is really a science. 

The key to uncovering what your prospects are really sharing with you –

and getting them to open-up and be more candid – is separating the words 

used to answer the question from the true intent/meaning of the answer. 

Whether it’s a question that made them sit-up and take notice or a topic that 

causes them to become hesitant, there are specific, universal signals that 

you can leverage whether you are in the same room or on the other end of 

the phone that can play a pivotal role in your ability to move from 

“salesperson” to “trusted advisor.” 

Uncovering this information early in the relationship will help you to gain 

greater insight into the actual needs, pain points, and predispositions of the 

prospect, as well as better gauge if this is going to be a long sales cycle or 

if you may be moving closer to a deal.

BIA proprietary sales techniques (validated in studies by the Harvard Business School) are derived 

from tools our Experts developed for US Intelligence that help identify and uncover information 

necessary to convert prospects into clients.



Discover the meaning of prospect 
responses with BIA Sales Advantage

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 bridging the gap between what is said and what is meant. 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 nearly 20 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 go beyond traditional sales methodologies and processes. 

We help your sales team understand the entire behavior – response paradigm so 

that they can breakthrough barriers and hidden motivators that will validate 

prospect intentions. 

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 any 

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 

behavior, words and answers, not pop 

science – making for better listeners, 

better sales and more wins.



If you would like to learn more about BIA Sales Advantage and how we 

can help you and your team improve performance, please contact us at 

617-226-2615 or send a message to gcerami@biadvisors.com.

Don’t change your sales process.

Change your results.
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By learning how to interpret signals visible to you, and only you, and using 

techniques to get deeper, more accurate information from prospect responses, 

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.

THE SIGNALS ARE THERE, AND 

NOW YOU KNOW THEM
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