
EMPOWERING 
QUESTIONS FOR YOU TO 
USE SO YOUR CLIENTS 
GO HMMM!



SEE THEM 
THROUGH THE 
GREEN LENS

• Here are some empowering questions, loosely taken 
from a positive deviance approach, along with the 
purposes for which they can be used. These are useful 
when you are wanting to point your client what positive 
outcomes they are looking for; and what can be 
“handled” with ease. These are only examples. Practice 
using them until you can say them with ease and 
certainty. Remember: the person you are supporting can 
tell if you really mean what you are saying!

• This person is a hero, whole and complete.

• This person has goals and dreams and a 
desire to make a difference.

• This person has their own answers.

• This person is contributing to me right 
now.

• This person deserves to be treated with 
dignity and respect.



I REALLY WANT TO KNOW

COUNT 1 … 2 … 3 … 4

TELL ME MORE!



Shifting attention to positive possibilities

What is important to you about this sale/purchase? (Tell me more about that)
How might it contribute to your life if you successfully sold or bought?
Are you willing to to let me support you in accomplishing these goals?
What can you be grateful for—right now—as we’re talking about this?
Would you be willing to allow yourself to have some fun during the process?
Might there already be a solution to this situation ? If so, what might it be?
Where might you be making this more difficult than it needs to be?
How might you do what is needed to (sell, buy, raise credit score, clean out house) with more ease?
What would you enjoy learning about?



Focusing on Positive Outcomes
If you sell or buy, how might it contribute to your life?
Are you allowing other people to support you or serve as resources for you?
What might you do to help me help you (Buy/sell)?
What will your experience be when you find the ideal home?
What if you were in your new home would make you jump for joy?
How will you know when you’ve found the right house?
Lets imagine you were really excited about this – what would your next thing to do?
Im curious … Just for a moment … Lets Suppose … I was wondering



Overcoming the negative
What could go wrong?
Whats the most challenging part of this?
If you were sharing secrets, What might get in the way?
What is the price of making this change? Are you willing to pay the price?
What’s holding you back?
What’s your backup plan?(Plan B?)
Whats underneath all this thats not being said?
That would be horrible if that were true! 
Really?
Never Always Just?
According to whom?
And if you did know? 
Imagine your 90 years old, happy healthy and in your rocking chair what advice would you give yourself 
now?



Questions for successful action
Do you see a goal for you that is important to you?
What are you willing to do next to be effective?
Who might support you as you take steps to handle this situation?
What do you want but don’t have?
What do you have but don’t want?
How important is this to you personally?
What is you lowered/changed your expectations (price range, area, etc) and found an Ideal home?
What will you think about this in 5 years? 
What price would make this home too good of a deal to pass up?
How much too much is it? (Commission Price etc) 

Generate excitement enthusiasm and confidence


