PITCHMONSTER SALES ENABLEMENT GUIDE

B2B SALES LANGUAGE REFERENCE

50 Words to Use
In Sales

Smarter language for better sales conversations, stronger trust, and more confident
deals. The words you choose shape how prospects hear risk, value, clarity, and
confidence.
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WORDS & PHRASES SALES STAGES READY-TO-USE LINES BEFORE | AFTER

For reps, SDRs, AEs, founders & managers. Better wording doesn't make you sound pushy

BOOK A DEMO
— it makes you sound credible.



Why Word Choice Matters — Words #1—

20

THE CORE IDEA

Most B2B sales conversations are not won by saying more — they're
won by saying the right thing at the right moment. Specific words
lower resistance, create momentum, and make the conversation feel
collaborative, not transactional.

TRUST-BUILDING WORDS

‘F',V:RRADS’E WHY IT WORKS

Transparent Signals honesty, lowers skepticism early

Fair Makes the conversation feel balanced, not one-sided
Specific Buyers trust precision over general claims

Honest Builds credibility, especially around tradeoffs and fit
Practical Positions advice as grounded and immediately usable
Relevant Shows you're filtering for what actually matters

Realistically Sets credible expectations, reduces hype

Consistent Speaks to reliability — not one-off wins
Useful Keeps focus on buyer value, not product features
Credible Frames your case around trustworthiness and proof

CLARITY & CONFIDENCE

‘éV:§AD5’|5 WHY IT WORKS

Clearly Organizes thinking, reduces confusion

Exactly Creates alignment and shows active listening
Straightforward Lowers perceived complexity for the buyer

Real Makes outcomes feel concrete, not theoretical
Measurable Appeals to business-minded buyers and KPI owners
Focused Signals discipline and clear prioritization

Directly Links pain to value in a sharper, cleaner way
Priority Surfaces urgency and internal ranking

Outcome Moves the conversation from features to results

Impact Gives weight to real business consequences

HOW TO USE THIS GUIDE

- Build trust earlier in the conversation

- Ask better, deeper discovery questions

- Handle concerns without sounding defensive
- Reduce perceived risk for the buyer

- Guide prospects toward a clear next step

EXAMPLE IN CONTEXT

"Let me be transparent about where this works best and where it doesn't.”

"That is a fair question, especially at this stage.”

"Most teams use this to reduce ramp time and improve consistency."”

"Honestly, if speed is your only priority, another option may fit better."

"Let's keep this practical and focus on what managers can implement."

"I want to make this relevant to how your team actually sells.”

"Realistically, most teams need a few weeks before seeing strong adoption."

"The goal is not one great call. It is consistent execution across the team."

"Let me show the part most useful for frontline managers."

"You need a credible path to better execution, not just more activity."

EXAMPLE IN CONTEXT

"Clearly, the bigger issue is not volume — it's conversion quality."

"Exactly — the challenge is rep adoption, not training access."

"The rollout is pretty straightforward for teams your size."

"The goal is real behavior change, not another enablement asset."”

"You want something measurable, not just something people say they like."

"Let's keep this focused on what your VP actually cares about."”

"This directly affects how quickly new reps become productive.”

"Where does fixing this sit on your priority list this quarter?"

"Before we talk features — what outcome matters most here?"

"What impact does this have on pipeline quality today?"



Discovery, Objection-Handling & Closing Language — #21—
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DISCOVERY & CURIOSITY

WORD /| PHRASE WHY IT WORKS

Help me understand Opens discovery without sounding confrontational

Walk me through Encourages detailed, process-based answers

Currently Grounds the conversation in present reality
Ideally Reveals aspirations and the buyer's success criteria
What changed? Surfaces triggers, urgency, and internal context
Why now? Clarifies timing and genuine deal momentum

How often Quantifies frequency and scale of the problem

What happens if Exposes the real cost of inaction

Priority Reveals importance relative to other initiatives

Success Defines the buyer's own scorecard for the deal

OBJECTION-HANDLING & COLLABORATION

Valid Acknowledges the concern without surrendering
Depends Prevents oversimplified answers, shows judgment
Compare Reframes evaluation around the right criteria
Tradeoff Signals strategic thinking and genuine honesty
Usually Keeps statements credible and realistic

Together Makes the process feel shared, not imposed

Align Useful for multi-stakeholder and executive deals

Fit Low-pressure way to discuss qualification honestly
Shared Reinforces common goals and mutual understanding
Plan Gives buyers a sense of control and forward progress

RISK-REDUCTION,

Pilot Lowers commitment anxiety before broader rollout
Phased Makes change feel manageable, not overwhelming
Low-risk Calms fear around change and adoption

Support Reassures buyers they won't be left alone post-sale
Benchmark Gives buyers a reference point for measuring results
Timeline Brings urgency into a professional, neutral frame
Criteria Helps structure the decision process early
Decision Clarifies process, ownership, and readiness to move
Confirm Creates mutual clarity and commitment to next step

Next step Moves from expressed interest to actual motion

DECISION-MOVING & CLOSING

EXAMPLE IN CONTEXT

"Help me understand how coaching happens after live calls."

"Walk me through what happens after a rep misses the mark on a call.”

"How are managers currently reviewing call quality?"

"Ideally, what would change for the team in the next 90 days?"

"What changed that made this a priority now?"

"Why now instead of next quarter?"

"How often do reps get coaching that actually changes behavior?"

"What happens if this stays the same for another six months?"

"Is this a true priority, or one of several things being explored?"

"What would success look like after the first 60 days?"

"That is a valid concern, especially if adoption has been a problem before."

"It depends on how involved your frontline managers will be."

"The best way to compare options is around behavior change, not feature count."

"The tradeoff with the cheaper route is usually lower adoption."

"Usually, this stalls when enablement owns it but managers aren't involved."

"We can map that out together based on your current workflow."

"Before moving forward, let's align on rollout ownership."

"I want to be sure this is actually a fit before pushing ahead."

"The shared goal is better rep execution, not more content."”

"Would it be useful to leave this call with a simple evaluation plan?"

"A pilot helps you validate the workflow before a full rollout.”

"A phased rollout works better for distributed teams."

"This is a low-risk way to test whether managers will actually use it."

"Your team would have support during setup and early adoption."

"Let's benchmark current coaching behavior before measuring improvement.”

"What timeline are you working toward for a decision?"

"What criteria will the team use to evaluate the right option?"

"Who else needs to be involved before a decision gets made?"

"Can | confirm the next step is a session with your enablement lead?"

"The best next step is reviewing your workflow with your manager.”



How to Use These Words in Real Sales

Calls

5 RULES FOR NATURAL, EFFECTIVE DELIVERY

a Match the word to the moment
Use discovery language during discovery, risk-reduction near
evaluation, and closing language only when the buyer signals readiness
to move.

a Use precision to earn the right to lead
Show you understand the problem before pushing for a next step.
Clarity creates permission to guide.

a Keep the conversation buyer-centered
Use language that helps the prospect think better — not language that
makes you sound smarter.

BEFORE & AFTER: WEAK VS. STRONGER WORDING

X WEAK X WEAK

"Tell me about your sales process." "l understand.”

v STRONGER v STRONGER

"Walk me through how managers currently coach
reps after important calls.”

X WEAK X WEAK

"Let me know what you think."

v STRONGER v STRONGER

"Can we confirm the next step and who else should

be involved in the decision?" next quarter?"

10 READY-TO-USE SALES LINES

DISCOVERY
"Help me understand what changed internally that made this a priority now."

DISCOVERY
"Ideally, what outcome would make this project a clear win in the first 90 days?"

OBJECTION
"That is a valid concern. Usually the difference comes down to manager
involvement, not the tool."

FOLLOW-UP
"The shared priorities seem to be adoption speed, measurable impact, and a
clear rollout plan.”

CLOSING
"If this feels like the right fit, can we confirm the next step and the decision
timeline?"

"That is a valid concern. Help me understand what
feels most risky from your side."

"You should move fast on this."

a Sound like a person, not a script
"That's a valid concern" works only when it sounds genuine. Delivery
matters more than the word itself.

° Pair persuasive words with evidence
"Measurable," "credible," and "impact" land hardest when tied to
examples, data, or a real workflow.

c Don't force urgency — uncover it
Pressure creates resistance. Real urgency comes from "what changed,”
"why now," and "what happens if nothing changes."

X WEAK

"Let me show you some features."

v STRONGER

"Let me show the part most relevant to improving
manager-led coaching consistency."”

KEY INSIGHT

The best closing language doesn't sound like closing
language. It sounds like clear decision support.
Buyers move when they feel understood — not
pressured.

"What happens if this stays the same through the

DISCOVERY
"Walk me through how your team currently handles coaching after a missed
opportunity.”

DEMO
"Let's stay focused on the workflow your managers would actually use day-to-
day."

OBJECTION
"It depends on rollout approach — a phased start is often the lowest-risk path
forward."

FOLLOW-UP
"To keep this practical, I've outlined the shared priorities and a straightforward
next step."

CLOSING
"Who else needs to be involved before a decision — and what's the best way to
align them?"

Practice matters. The best words only work when reps use them naturally.

Ready to help your team sharpen discovery, objection handling, and closing in realistic Al-

powered scenarios? Build the muscle — not just the knowledge.

BOOK A DEMO
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