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A framework for consulting business development that treats the sales conversation itself as
genuine advisory work — offering real insight and value before any contract is signed —
turning the sales process itself into the first demonstration of trusted advisor value, rather
than a separate pitch phase.

Isn't giving away genuine insight during the sales process just

free consulting? It can feel that way, but this playbook's core argument is that offering
genuine value during the sales conversation is what actually differentiates advisory-led
selling from generic pitching, and typically improves win rates enough to more than offset
the "free" insight given.

How much insight is too much to give away before a contract is

signed? Enough to demonstrate genuine value and distinctive thinking, not so much that
you've effectively solved the problem for free — this playbook's discipline is calibrating that
boundary deliberately rather than either extreme.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type":
"Question", "name": "Isn't giving away genuine insight during the sales process just",
"acceptedAnswer": { "@type": "Answer", "text": "free consulting?\nlt can feel that way, but
this playbook's core argument is that\noffering genuine value during the sales conversation
is what actually\ndifferentiates advisory-led selling from generic pitching, and\ntypically
improves win rates enough to more than offset the \"free\"\ninsight given." } }, { "@type":
"Question", "name": "How much insight is too much to give away before a contract is",

"acceptedAnswer": { "@type": "Answer", "text": "signed?\nEnough to demonstrate genuine
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value and distinctive thinking, not so\nmuch that you've effectively solved the problem for
free — this\nplaybook's discipline is calibrating that boundary deliberately rather\nthan
either extreme." } } 1}
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I'm Mithun A. Sridharan, Founder of this website - Think Insights - on Strategy, Management

Consulting, Leadership, Digital Transformation, and Data Literacy. Follow me on social
media or connect with me on LinkedIn for updates.
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