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The flow of a meeting
From problem to opportunity

• Flow from problem situation to 
opportunity

• The diamond of meeting flow

• Opening – depth of questions

• Closing: probing skills
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Meeting tools and ideas on a page

Flow:

• The ‘opening’ presence, authority, impact 

• credentials, or ‘new thing’

• what you don’t say

• Rapport

• Open the problem (SPIN)

• Listening, building bridges

• Modelling values

• Co-learning, co-creating, collaboration

• Gifts, pricing – and value

Create a spark! 

Any map is better than no map, and tools you can use are the best tools
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Meeting tools and ideas on a page

You have:

• 1 minute for presence 

• 4 minutes for authority

• 20 minutes for impact

Rapport:

• Be like them, use their language, 
mirror their appearance

• Cut the bullshit, show you like them, 
show you want it

SPIN

• Situation questions

• Problem questions

• Implication questions

• Need-payoff questions

Flow:

• The ‘opening’
presence, authority , impact
credentials, or ‘new thing’
what you don’t say

• Rapport

• Open the problem (SPIN)

• Listening, building bridges

• Modelling values

• Co-learning, co-creating, collaboration

• Gifts, pricing – and value

Create a spark! 

Ethos – pathos – logos 

The ‘deep bump’
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The diamond opening part: depth of questions

Fact
finding

Uncover issues 
and problems

Impact, implications, 
and consequences

Intuition – aspirations, power, struggles – what is not said 

Head

Heart

Gut

Most consultants and 
salespeople stop here!

Your agenda – words, facts, 
info, task, what is actually said

Their agenda – intentions, 
motivations, needs, fears
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The diamond closing part: probing skills

You want ‘in order to… I need….’

Open

Pause

Open leading

Closed

Summary
and 

‘sweep’
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Language and other tips

• ‘We’ and ‘you’ not ‘Company name’ and 
‘client’ – then the inclusive ‘we’

• The presumptive ‘working together’ (‘we 
will’ not ‘we would’)

• Contract in the meeting ‘how can we make 
this time together most valuable to you?’

• Start with the end in mind: what  do you 
want them to think, feel, say, and do 
afterwards?

• Tell the client what they’re doing which is 
brilliant

• Show compassion for where they are at

• Don’t take sides – locate the problem in the 
relationships/system

• Ask about their experience with consultants 
– let them get it out before you respond!

• Ask the power question – the one they 
don’t know an answer to!

• Other power questions: ranking, sorting – 
‘most important’

• Again, model consultative process: share 
exploration of the power question

• Not ‘tell us your problem and we will solve 
it’ – ‘let’s explore together’…

• ‘What counts as success?’

• The be brief debrief – what went well, what 
could be better, what worked best together, 
what could we have done better together

Pick your favourites
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Close with probing skills…
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Always happy to talk…

Benjamin Taylor

+4479 3131 7230

benjamin.taylor@redquadrant.com

Connect @antlerboy on LinkedIn Twitter Mastodon

Blog: chosen-path.org / antlerboy.medium.com / LinkedIn Wednesday mornings

Systems community of enquiry: www.syscoi.com

Learn with me in the RedQuadrant tool shed

all links at www.bentaylor.com

mailto:benjamin.taylor@redquadrant.com
https://www.linkedin.com/in/antlerboy
https://www.twitter.com/antlerboy
https://mastodon.social/@antlerboy
https://antlerboy.medium.com/
http://www.syscoi.com/
https://bit.ly/RQtoolshedshowandtell
http://www.bentaylor.com/
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