Elicitation is the art of drawing out
information without asking direct
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questions. Use natural conversation, .=~ ¥
targeted prompts, and psychological R TN
: triggers to get others to reveal o INFORMATION
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- Open-ended, non-threatening topic. f \. o #( Qo  CREATE COMFORT
Start with a neutral subject to build rapport \\-‘ . = Lower their guard.
¢ and create a comfortable conversation 5 | | |
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e Guide, don't interrogate. |
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e T[ravel

e [ndustry trends
e The local area

e Shared interests
» (General work life

“So, how have you

been finding the 'I @ LISTEN MORE
 transition to the Let them fill the gaps. J

new nfffce?" | _

USE FLATTER

“You seem to know a lot about this..”

Give genuine, specific praise to encourage
the other person to share their knowledge
and experience.

MAKE IT SPECIFIC

¢ Reference their role

» Mention a recent achievement
¢ Compliment their insight

“You seem to know

a lot about this industry.
+ How did you get
*_ involved with it?" §
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+ » the technical side,

Make a neutral or slightly provocative :ﬁﬁ‘ .-
statement to prompt a correction, : |
adding details you're looking for.
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USE FEIGNED IGNORANCE

“I don’t understand the technical side,
can you explain...?"

Admit a lack of knowledge to invite can you explain how
a detailed explanation. People often 2 ¥ that works?”
enjoy teaching what they know. "8 A
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» Be honest about your background g /
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“Is the budget closer to $1 million Is the budget closer

v/ They share key details
+/ You gain valuable insight
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~"It’s closer to 7 v/ The conversation

or $5 million?” to $1 million or

s . Offer a range to make it easier for them
b to provide specific information without
| feeling they're revealing too much.
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