
Let me begin by making a profound statement…
Men and Women are different.   Those 
differences start with the fact that our brains are 
actually wired differently and our culture treats 
us differently.  But you already knew that so 

what I am going to offer you are ways to use those differences as assets rather than as 
liabilities.  In fact, I will go so far as to make a bold promise that you will see a huge 
impact on your bottom line when you absorb, embrace and most importantly 
apply what I will share with you.

The economy we have now is one that is morphing from one dominated by men and 
their preferred method of doing business which was transactional.  It has morphed into 
one that is geared more towards women and their preferred style of doing business, 
which is building a relationship first in order to close the deal.  Since women are known 
for building relationships, this is the first way to be able to secure having the “leg up” 
position, so to speak!

Studies show that women now account for 
85 percent of all consumer purchases 
including everything from autos to health 
care.  Add that to the fact that first time, 
women account for nearly half of the U.S. 
workforce. A winning combination in 
anyone’s business.  Unfortunately many 
companies overlook the fact that with that 
high a percentage of women making 
decisions the sales team that is in place 
doesn’t always know how to communicate 
with this market. 
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One of the major key gender differences is communication style.  Men are generally 
transactional and want to get straight to the facts and close the deal.  Women are 
relational and want to develop a relationship first.  Women are known for building 
relationships. Women have relationships with everyone they know and everything they 
buy.

Men exchange information and women have a relationship with the information they 
exchange.  As stated earlier, sales are moving away from transactional to relational and 
here is a reason why; Transactional sales can be considered manipulative.   A 
salesperson has a product or service that is in need of a buyer. The product is the focus 
instead of the customer’s needs.

Relationship sales are non-manipulative.  
They are customer focused rather than 
product focused. In this process, the 
sales person keeps the client involved 
and the solution becomes a joint venture.  
This type of sale is based on the idea that 
the sales person and the customer will 
develop a long-term relationship.  Since 
women tend to build relationships more 
easily than men, this is a trait that should 
be nurtured across both genders as it 
lends itself to better sales and better 
team cohesiveness.  

Another communication strategy found more often in women is the 
increased importance of asking questions.  Men ask questions to 
gather information while women will ask many more questions to 
both gather information and begin to cultivate a relationship.  For 
someone who doesn’t understand why, these extra questions may 
see incessant, but women understand that the more questions that 
are asked, the more you will find out about your client.
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While men concentrate on facts and figures and are closing the deal more quickly than 
women, and women are focused on connecting and solving problems together, the 
styles are different. Neither method is right or wrong, they are just different.  For those 
that both see and embrace those differences will most definitely see a difference in 
working relationships and in your bottom line.

With that said, how can you outsell every man in your office? 

Yes that seems to be pretty elementary but that is also the way to “sell”.  Let me tell you 
a secret…in 30 years of sales, I have NEVER sold anyone anything and yet I was the 
number one Salesperson, the number one Sales Leader and the number one Agency 
Manager.  How did I do it?  Simple…I had conversations with my clients. I built 
relationships with my clients and I included them in the solutions that we decided on 
together.  

Here is the truth; asking questions will begin the relationship with your client, listening 
will cement it!  Next up, we will explore some examples that you can use in your 
conversations with your clients.

Asking questions means different things to men and women. Men ask questions for one 
purpose only: To gather information. For women, asking questions serves two purposes: 
One is to gather information and the other is to show interest in what the other person 
has said to cultivate the relationship. For women, it’s all about connecting; connecting 
with the salesperson, their business, and connecting others.  As a salesperson it is up 
to you what kind of connection will be made.   Women ask a lot of questions, more 
than men and they simply cannot move forward until all of them are answered.   
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Sometimes they ask questions that men don’t think to ask.  Women have a relationship 
with everything they buy.  Men exchange information and women have a relationship 
with the information they exchange.   

Understanding the types of questions will help you understand what tools are in your 
toolbox.  Understanding how men and women communicate will help you understand 
which of those tools to use.  We’ll start with the types of questions.  Just to clarify – this 
is not an exhaustive list.  It’s more of a description of those types of questions you need 
in your sales toolkit.  

Closed Ended Questions
A closed-ended question is one with set answers – such as yes-or-
no or multiple-choice questions.  This is more of a “male” question 
because the questions are gathering information.  By the way, this 
will lead to the close whether you are male or female, but women 

just don’t start with this type of question.

Open Ended Questions
Open-ended questions require the person to provide their own 
answer.  It’s like an oral essay question.  It will begin a conversation 
and allows the client to be an active participant.  This is more of a 
“female” question because it is more relational and helps both the 
client and the salesperson to come up with a solution together.

Clarifying Questions
Clarifying questions will help you stay on the same page as your 
client i.e. “Is this what you had in mind?”  If the answer is no, you 
get to go back and ask more questions

Leading Questions
Leading questions are best when want to lead a customer through a 
logical thought process in order to better understand your product 
or service.  The result is a sequence of events that they follow as 
you describe them, which will lead them down the path to a greater 
understanding of your product or service.
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With these tools in mind, let’s explore how men and women approach questions – how 
they ask them, how they react to them, how they answer them, and how they use the 
information elicited from them.  

Remember, the core difference in the way men and women communicate is that men 
are transactional; and women, relational. This means that men want to get straight to 
the facts and close the deal quickly.  They look to develop a working relationship later.    
Women, on the other hand, want to develop a relationship first, and then they make the 
sale.

 Another aspect of gender communication differences can be seen in body language.  
So as you ask your questions, be aware of how you hold yourself.  When men listen to 
other men, they are often shoulder-to-shoulder and may not even look at each other.  
Men typically have minimal or limited eye contact with each other.  They typically don’t 
nod their head or respond with comments while listening.  

Men both deliver and listen for facts and figures.  They tend to disregard extraneous 
information.  Women tend to face each other, and trust people who look them in the 
eye.  They participate in the conversation, and want their contribution to be 
acknowledged.  This is because women are trying to determine if they want to develop 
a relationship with you and your company.
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So, whether you have “sales” in your title or if you are just selling yourself within your 
company or in an interview, keep these three questions in mind when it comes to 
making the sale.  

1: What are you trying to accomplish?  

Always keep in mind what the goal is of your questions.  Setting an agenda is best, or 
just jotting down a list of two or three key points you need to get across or facts you 
need to gather.  You want to take your time to do this right, but you also don’t want to 
waste anyone’s time.

2: What types of questions should you 
ask?
To begin building a relationship, you need to ask open-ended questions.  To get specific 
facts, ask closed questions, and clarifying questions.  To help customers walk through 
the decision-making process, ask leading questions. 

3: Who is your customer?  

If you’re asking a man questions, stick to the gathering of facts, and get to the point 
quickly.  If you’re asking a woman questions, you will need to dig deeper and help her 
understand how your product or service will fit into her routine and make her life easier.   

I hope that helps you with your next round of sales. Understanding and embracing the 
differences will surely help you be the top Sales Professional in your Company!
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