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INTRODUCTION

Why Questions Change
the Direction of
Conversations

In many cases, one well-timed question can achieve more

than ten arguments.



INTRODUCTION The Power of Questions

A manager walks into a meeting prepared with strong arguments. He has data,

examples, and a clear explanation of why his proposal makes sense.

At first, the conversation seems constructive. But twenty minutes later,
something changes. The other person becomes defensive. The tone of the
conversation shifts. Both sides keep repeating their arguments, and the

discussion slowly turns into a debate — and eventually into a conflict.

This situation is surprisingly common in professional communication. In
negotiations, meetings, and difficult conversations at work, people instinctively

rely on arguments. They explain. They justify. They defend their position.

But the more they argue, the more resistance they often

create.

When people feel that someone else challenges their position, they naturally
begin to defend it. Instead of moving closer to a solution, both sides become

more entrenched in their viewpoints.

@ 2026 AksConsult (Akchurina Consulting and Soft Solutions Lid. ). All nghts reserved. 01



INTRODUCTION The Power of Questions

People try to win the conversation with arguments, while experienced
negotiators know that the real leverage often comes from asking the right
questions. A well-placed question can completely change the dynamics of a
discussion: instead of confrontation it creates dialogue; instead of resistance it
invites reflection; instead of pushing the other person into a defensive position,

it opens space for cooperation.

THE RIGHT QUESTION CAN

» Reduce tension in a ditficult conversation

» Uncover hidden concerns or motivations

» Encourage the other person to think more deeply about the situation
»  Shift the focus from emotions to problem-solving

 Help people reconsider their position without feeling pressured

Another common trap in communication is assumption. When something feels
unclear, people often begin interpreting the situation instead of clarifying it —
assuming what the other person meant, why a proposal was rejected, what

silence means. But assumptions are often wrong.

This guide explains why that shift matters and how to apply it in practice.
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PART ONE

Why Questions Are
More Powerful
Than Arguments

The stronger the arguments become, the stronger the

resistance on the other side.



PART 1 - MORE POWERFUL THAN ARGUMENTS The Power of Questions

When people want to convince someone, they explain their reasoning, present
facts, and defend their position. This approach seems logical — yet

conversations rarely work this way.

Very often the opposite happens: the stronger the arguments become, the
stronger the resistance on the other side. Understanding why this happens is
essential for anyone who regularly takes part in negotiations, decision-making

discussions, or difficult workplace conversations.

1. Questions reduce resistance

When people feel that someone challenges their position, they naturally move
into a defensive mode. This is not always conscious — it is a normal
psychological response to perceived pressure, and arguments easily trigger it.

Statements such as:

» “This approach doesn’t make sense.”
» “This proposal 1s unrealistic.”

»  “You're looking at the problem the wrong way.”

turn a discussion into a debate. Both sides begin defending their views instead

of exploring possible solutions.
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PART 1 - MORE POWERFUL THAN ARGUMENTS The Power of Questions

Questions work differently. A well-formulated question creates space for

reflection instead of confrontation. Compare the following responses:

STATEMENT QUESTION

“This deadline is unrealistic.” “What constraints are most

important for you when setting this

deadline?”

The second version invites the other person to explain their reasoning rather
than defend it. Instead of escalating the conversation, a question slows it down

and reopens the dialogue.

2. Questions reveal information arguments cannot

Arguments focus on presenting your perspective — but the most valuable
information often lies on the other side. People carry concerns and constraints

that are not immediately visible:

- Internal pressure from management
»  Budget limitations

 Fear of creating a precedent
 Reputational risks

» Previous negative experiences
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PART 1 - MORE POWERFUL THAN ARGUMENTS The Power of Questions

These factors rarely appear in the first minutes of a conversation, yet they
frequently determine how people make decisions. When you ask people to
explain their thinking, they often share information that would otherwise
remain hidden — context that can completely change how a negotiation

develops.

3. Questions help avoid false assumptions

When information is incomplete, people interpret the situation based on their

own expectations. They may read:

» Silence as disagreement
» Hesitation as a lack of competence

» Emotional reactions as hostility

In reality the situation may be entirely different. Silence may signal uncertainty;
hesitation — a need for more information; emotion — pressure from other

stakeholders. Questions provide a simple way to test those assumptions directly:

INSTEAD OF INTERPRETING — ASK

_ "What concerns you most about this proposal?”
_ “How does this timeline affect your team?”

_ “What factors are important for you in this decision?”
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PART 1 - MORE POWERFUL THAN ARGUMENTS The Power of Questions

Practical principle

A simple principle captures the essence of this approach:

Don't assume — ask.

The habit of asking thoughtful questions helps professionals:

» Reduce unnecessary conflict
«  Uncover important information
» Understand the real interests behind positions

» Move conversations from confrontation to collaboration

For this reason, experienced negotiators rely less on persuasion and more on
inquiry. The next section introduces five types of strategic questions to guide

professional conversations more effectively.
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THE POWER OF QUESTIONS

Continue With
the Full Guide

This preview covered the Introduction and Part One. The complete guide
adds four more parts — the five types of strategic questions, six real
difficult-conversation cases with practical phrases, rules for asking better

questions, and a quick-reference cheat sheet — plus a full practice

workbook, worked answers, and space for your own question bank.

Marina Akchurina
17 years of international negotiation & dispute-resolution
expertise
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