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Business development can make us feel like we always need to have an answer ready. When a prospect raises a concern, 
there can be an instinct to explain, solve the problem, or move the conversation toward the next step. We want to demonstrate 
that we understand their situation and have something valuable to offer. Sometimes, though, the most useful thing we can do 
is pause and make sure we understand what the other person is actually saying.

When someone shares a concern, what they say may only be part of the story. A comment about budget might really be about 
timing, priorities, or uncertainty about making a change. Hesitation about moving forward could have more to do with internal 
circumstances than the proposal itself. Taking the time to understand what is behind the concern can change the conversation 
because it gives you information you would not have had if you immediately moved into solution mode.

That can be difficult when you are already thinking about what you want to say next. In a business development conversation, 
it is natural to focus on how to respond, how to demonstrate your expertise, or how to keep the conversation moving. We can 
hear someone's words while already preparing our answer. A pause creates some room to listen differently. Instead of 
immediately defending an approach or offering a solution, you can acknowledge the concern and give the other person room 
to explain more.

That additional conversation can reveal what is really standing in the way. Imagine a prospect says, “We’re just not ready to 
make a decision right now.” The natural response might be to explain why your service could still be valuable or suggest 
another meeting. But asking what would need to happen before they feel ready could uncover something you would not have 
known otherwise. Maybe the timing is wrong. Maybe there is another decision that needs to happen first. Maybe the concern 
has nothing to do with your proposal at all.

Listening also changes how people experience the conversation. When someone feels heard, they are more likely to see that 
you are interested in understanding their situation rather than simply trying to win their business. That matters because trust is 
built through interactions, and the way you respond when a conversation becomes uncertain or difficult can tell someone a 
great deal about what working with you might be like.

This does not mean every concern needs to become a lengthy conversation. Sometimes it simply means slowing down long 
enough to make sure you understand what you have heard before deciding where the conversation should go. Giving 
someone that space can lead to a better conversation, even when it does not lead immediately to a business opportunity.

The strongest business development conversations are not always the ones where you have the perfect answer ready. They 
are often the ones where you took the time to understand the person sitting across from you. Knowing when to pause can be 
just as important as knowing what to say.
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