TRUST AND RESPECT INQUIRY PROCESS – Summarized concept of Jacques Werth

This process is designed to rapidly create a relationship based on mutual trust and respect which may be used as the basis for conducting business in a sales situation.  With practice this process can be accomplished in about 15 minutes.
1.   Ask the prospect something about them that sincerely interests you (Do NOT ask them something that you think will make them interested in you). 

2.   Based on their answer, ask another question that relates to what they said. You really have to listen in order for your next question to show that you are paying attention to what they are saying. They will lose trust in you if your questions show that you aren't paying attention. 

Based on their answers, ask question that lead to earlier times in their life. 


You are looking for two conflicts from their early youth, not necessarily with their parents, though that's who they are most likely to cite and that's okay. Siblings, teachers, friends – you are looking to understand them emotionally.  The best ages are between 6 and 9.  Most people do not readily remember incidents in their early childhood without prompting.  Many tend to block out incidents of upset, trauma and conflict, also. However, it is easy to open up almost anyone. 

Once, they are speaking about their early childhood, just ask questions about the immediate family. Here are some examples:


When you were in elementary school did live with your mother and father? 
If no; how did you feel about that? 
If yes: who else? 
Did you have any siblings? 
How many? 
What was the difference in your ages? 
What was your relationship like with your sister? 
What was your relationship like with your brother? 
How did you feel when he/she did that? 
How did your mother deal with that? 
How about your father? 
Which of your parents was the disciplinarian? 
What is the most severe discipline that he/she ever did? 
How did you feel about him/her when she/he did that? 

Here are some other questions that open people up about early childhood. 
Who was your first best friend? 
What is the first birthday party you remember? 
What was the first school you attended like? 
What was the first place you remember living in? 
You said you always were good at reading (or sports or music or math or whatever). When did you first realize that? 
How did your parents react to that? 
How did you feel about that?

3.   Keep asking questions until you reach the time in their life when they were about 6-8 years old. You are seeking to uncover TWO conflicts or traumas that happened. The ages of 6-8 are a very safe guideline, as sometimes the person had a major conflict or trauma later. 


4.   Ask how they have dealt with it. You take them back from that time in their life to the present.  Have they resolved it in themselves? Is it something they haven't gotten past? 

5.   Determine whether this person is worthy of your trust and respect.  The purpose of the TRI is to determine whether you trust and respect the prospect, using objective and subjective measures.  Use an objective measure first, assign a numeric rating to each aspect, first Trust and then Respect.  Whatever numerical ratings you give the prospect, if asked, he/she will give you almost the exact same rating.  This will tell you if there is a basis for a relationship, including a relationship necessary for a business transaction.
