Elicitation Statements in Bangla — Set 2
100 additional statements for solution & ERP sales — numbered 31 to 130

Continues the library from the main elicitation field guide

How to use this set

¢ One statement, then stop talking. The silence after the statement is what produces the correction. If
you keep speaking, you have answered your own question.

¢ Never fire two in a row. Space them across a conversation. A run of statements starts to feel like an
interrogation, which is exactly what you were avoiding.

¢ Aim slightly optimistic. State a version of their business that is a little better than reality. Correcting
downward is easy and they will add detail. Stating something worse than reality insults them and
shuts the conversation down.

e The English column is for you, not for them. Never read it out.

On honesty: every statement here is built on " &I SIF)N" (my assumption), "STIGIFTYS" (usually) or

" fNREZ (surely) — assumptions and market observations you can stand behind. None of them claim a
source you do not have. Do not convert them into " @ﬁ’@” (I heard) to make them stronger. In this
market, an invented source will find its way back to you.

If the Bangla shows as boxes, install or select Nirmala Ul, SolaimanLipi or Kalpurush.

1. Opening and context

Use in the first fifteen minutes, before any product talk. Goal: understand the business and the owner's
personal stake.

# 1T A FAfSTe*N oo TI6 ‘ What it surfaces

31 NI W MY (N (7 T '@_ Growth story, capacity, recent
SN IR (1 O JHATN 2T nvestment appetite

. < AT, 1 i fRTGR & (A0 g2 Owner's personal attachment — tells
ACHINGT TG BIRCICR| you how to frame change

33 | IY197% \g? W Wﬂ'{ﬁ\(ﬁ\@ E@ﬁf@ Actual process scope you will have to
fRfBs (AT AT (@ 2GR 39-=65 | '
AR |

34 | OIR(A AANTHL EF[ GILIGH mﬂ—q’ ﬁ:(—(aﬁ' Buyer mix — determines compliance
WCNREHIT WHGI QAN (RIG | pressure

35 | fpW2 1 fSTo FNoa (6T ¥ | Capacity planning pain
WOR e =31




# AT AN BB TI® ‘ What it surfaces

36 | SN QIR R, SHNNTRF AX-FGQIC Subcontracting — a major costing
(RBTCAT TS T 7 blind spot

37 | O RN WIS PO [N T2 NANNH How much the MD is personally the
ARG CFpICR ST e = ystem

38 | SIS (MfY, fROIT 2ONE BIe] FAF STAW2 | Whether a trigger event exists

A




2. Current systems and data reality

Correcting the record works hardest here. State a slightly rosier picture than is likely.

# e gfS ST BB TN® | What it surfaces

39 | WTNTF I, (ATOTF*I GI6T AUTNT =TS Manual entry lag
ISR SR GRCIGIERT

40 | SIYIFT® mf_{[’ (-G W9 GO ™oty Which modules are actually live
TPLETS (ATOTFHGI AR (ATH Y|

41 | Orare 3 A6 foNGr FoATETN"6 S(Ie | Data fragmentation, confirmed in their
AT FTH | words

42 W f\W‘[ ™y W]'@'\BOIE‘ DIEIGERGIAS) Daily reconciliation pain
[RISACIERIe G X

43 | STNTF IRT 5T, O3 (AT 38 S WIP visibility gap
MG JIIFE WANTHE HICEINR AR |

44 | SIYIFTS IR TN CTONICY fXpIGipIIe] WIS | Inventory accuracy — bracketing
BN BNTSBIRA W& ¢ (AT Yo ATHB
NITA QIR |

45 | ST (FIEP NN (IFGO! JUTAT | Quality data on paper
ISR RISIACERI [

46 | ITNTF LT, W—Gﬂﬁ'\‘ﬁ PG Reporting turnaround — usually a
fRToMG BT20A ST SR (I FAT 0| strong correction

47 | {52 qUF PIRRTEAT 4N A Key-person dependency risk
JPGUNT AGCAN WGP (N2

48 | SYIYIFT® m W Gl Shadow systems — a strong adoption
signal

BITPIF (NEN(62N P, WP Sebrag | °°

R

3. Quantifying the pain

Once pain is admitted, express doubt that it costs anything. They will size it for you.

‘ What it surfaces

49 | |qIANTUL @fﬁ@cu G‘(‘W KA Oﬂ'(.'ﬁ Their own ROl number, in their own
FCE AP IG WOHA Offos zeTR w2 | ™o




# AT AN BB TI® ‘ What it surfaces

50 | T 4N, FISTCNeG foteT ST qga §R- | Delay frequency
GIRCH QM =T

51 | SIYIAT® 2 AR0G FIFEACO AT Air freight cost — hard money,
RI=TNC6 46 IR 20 (ATH €0 FAY bracketed
MO

52 | O A AN (ATOTR=N NI, ST Reframes the problem to what you sell
21 ©YT (RTS8

53 | f*5Y2 NI ((F4 {06 e Hidden labour cost of manual closing
IG5 fOrN GG A GIsITe =T 1

54 | SN Y19 26, SOF (NI WS Pre-costing accuracy — the biggest
AN TG NG (G T RMG pain

55 | YT Cr(f% Ol FOLTIT FIACY IQR Loss-making orders they have not
WSS H2-[S6T WG o5 (T 17| counted

56 | % G SATI*N NI =3 _FIFee Disbelief — opens a specific story
52 FYAT weT G Nt =W |

57 | OIR(e] WIHNNIE 00T (& SINT Y ©I6T The owner's personal cost
O (AR, PTas (ST (RN 1|

58 | OTNIF TN, RNCOBIA0® WGP ATHPT GIPIF | Working capital visibility
HATAIVCT SN PR AFSMFR FIATOE
TR

4. Budget and commercials

Bracketing only. Never ask for a budget figure directly.

#  qIeE GfEITe N CPeTNe \ What it surfaces

AYN IR ATRCACHI TNN2 = |

59 | WV O] BINSOIEd (PN Budget scale, anchored to a defensible
SIS WG (VR AN Fgonag | e
0.¢ (ATH S ATHG Y6 BLA|

60 | |19 SIGRIS Wgw G ATATHT Whether money is allocated or has to
(T AT (XG U (F2 be found

61 | STIYIAT® SNIATNCO*TN C‘Eﬁ'gm EEI) Whether they have costed the full

picture




# AT AN BB TI® ‘ What it surfaces

62 | OIR(eA z@‘g‘m P IRIT T 409 W JRLI WI9Y | Opens the TCO frame without a pitch
BT (MY FRAREI A2y =S|

63 | fN 52 TRIF"N N0 [T SRS The capex/opex objection before it
s (A A WA (7R lls you

64 | NI 419N f?ﬁ-[, Qﬁﬁgw o] W Hidden costs they have not budgeted
YIHOI TIPSR M L QTR
(TR

65 | HIYTIT® (‘qf‘Zjl REIAY] 5@'{3 Y ﬂ‘ﬁg@?{ ﬁ'cﬂ Appetite for phasing — and your land-
P FACS B, N G| and-expand path

66 | FANMI (P& 2091 AL YFT TEI© 80 Licence count without asking for
(TF 40-47 W& HOIA| headcount

67 | ©OI=(e] WINOI Gl w =T, i‘&}’ S 2 YT | Separates price objection from value
TS fRBGT FT (74T TN objection

68 | fy*5 2 WIS SISO (I BIHT (51T% (6T Sunk-cost sensitivity and who is
AT 92 I (S 2 (e defensive about it

69 | STNIF 4T, (HTN0 BIGr WRACOIN-fof @3 | Cash-flow constraint — often the real
2[R SR ST plocker

70 | SIHIFTS 2 40N gj(.\g((‘%‘ ATS SBIGE Breaks a competitor's perpetual-
(BB 46 =TT W-FANRGOIR (@I =1 | | "oonee anehor




5. Decision process and authority

Getting this wrong slightly is what makes people correct it precisely.

# e gfS ST BB TN® | What it surfaces

71 | TN 4T, a2 m AN TorNo2 Whether you are with the economic
SO | buyer

72 | IYETS Cl'Tf_‘if, mw AT GG Eﬁna Likely pilot demand — plan for it early
fRTTT 4RI ROAE B FICO I |

73 | OTRA IRV WF CWE‘E% Number of approval gates
(ACHE AN B SRN-TF AN

74 | {52 G2 499 m Sp] W3] (Y(F | Hidden group-level approver
A N (NMINT HFPIF I AT

75 | SN 4TFN e, SHANTRS (I =36 Formal evaluation body you have not
e FG (w2 met

76 | SrgrgTe AN NG (ATF 7S @ fox | Size of the buying committee
(AT BRAGH (1P So® ACHA |

77 | OIR(A WA TP D FAIN, WG FI2AS | Champion vs signer, cleanly separated
STIRNGI GG STIH FAER |

78 | WINTF 419N, @p Y @191 G2 490 d Whether procurement will force a
STPOSTIE A _\‘JTW AT RSk

79 | f*S T2 (PIAT (GOIF T (IO Wﬁw Formal process requirements
LG (VN 5Tt *F T

80 | SIYIAT® (MY, ATIIIIT VT STIA18 g2 Family influencers — the invisible veto
YAV FTFITS TOTNS (M | in RMG

6. Competition and alternatives

Never ask who else is quoting. State a version of it.

# Qe QS ITe N o TN \ What it surfaces

N |

81 | OTNTH 19T, A NI (eTT<Pple] AT PN 'TS Category of competitor
LN SR (RATRA |
82 | IYIAN® g2 (HSTNC0 fON-GIF0I WIN JIFATF | Names, offered voluntarily




# AT AN BB TI® ‘ What it surfaces

83 | OIR(A WNICHA COUNT JUTHT I, ®Y How far the competitor has actually
(ATFIZT (TR | got

84 | f*52 T (FIAT (OHT AN (SPICA | Depth of competitor engagement
40T 2T SBIG H I

85 | NI 41N f2e, STH (PTG GIGT Scope gaps in the rival quote
VRSO TGS AT |

86 | STYIFTO B (FIOBTATC® IO NRGHTN The hidden cost in a cheaper offer
S e 27

87 | OIZCe] ST AT ANTTHS TS (ATH2 Relationship bias you are fighting
RIERAVI(e5]

88 | HTNIF I, NIV BIOT WA (PICAT SN Their genuine differentiators — worth
SR SR (5T VTR (FE knowing

7. Timeline and urgency

If nothing corrects your date, there is no deadline — and no deal yet.

# e GfEITe N ot \ What it surfaces

89 | ITNTF 4T, GIECRRIRGIGECIAICI ﬁ'ﬁg Whether a real target date exists
oIy A4 5F =TI

90 | IYIFY® HTid WI9F foN NS (I @« | Their blackout windows
fSTCEN By w1 I |

91 | OTECe fO™Gr G2 NITIT NS 20 Links their date to your decision date
AN GIYHCO #1209 (IO AT |

92 | f 53 <o IR BIe] XS E =T A compelling event you did not know
BN @S AL (HIAT 1 (R about

93 | |TNIF 4T @{, ES m 9 IQER Whether it is planned or exploratory
2R T |

94 | YIS (MY, g2 4ACNT ATG % AR Cost of delay, stated as market fact
fRRTET CoTtet = T iR Tl

% | SRl OO fFg (N2, ST TR S@I | Often triggers a strong urgency
ﬁm ml correction




‘ What it surfaces

9% | fY*5N2 IRT (NI NGO WYY fFg FAIF | Audit-driven deadline
IR AGI AT




8. Internal politics and blockers

The highest-value section. Nobody will name a colleague in answer to a question.

#  QquEr GfS S Te=N oot What it surfaces

97 | ST 4RI, (IR SJAROIRGIL @ Floor-level resistance
STCBN AT (@1 SR |

98 | SRS (Wi, TTAT IQ IR YT ATH(S PIGy | Names the incumbent-skill anxiety
PR @Tﬂ]‘i NEIGIL @[-3{ Wﬁ@(.@ TG | without accusing anyone

9 | WOIRLe W9 o W01 U JiaRras, ©lq Vendor loyalty and who owns the old

ST ST1EBT JUTNT SITAIR SR decision

100 W Cﬁ WIKRR T (¥ Wﬂ KGRV Job-security fear — the quiet deal
PG FN AE| iller

101 | qTI9 419910 f?@{, W@?@ﬂ %ﬁ WW Who benefits from things staying
O YRR RS opagte

102 | SIYIFT G- (Ao WNGIA1R Where adoption will stall
ENFATCEHTAL ST AT 9O
Ble |

103 | TR W36 NGOG AR(IS TS U« T | Bandwidth of the person who must
(I TG AT (N2 deliver

104 | |19 SIGRIE Gf@'[ QTN 2(F (9 _ICAT The strongest hidden objection in
A W&” | family businesses

9. Technical, data and migration

Technical people correct technical inaccuracy faster than anyone alive.

# 1T AfFAfSTe*N oo TI6 What it surfaces

105 | |19 qu'c‘ﬂ', @fi‘f@ﬂ W WK ﬁ@ﬂﬂ True state of master data
LEIER DRIV A EER RV (451

106 | IYI9T® mfi[’ \gaﬁ (‘zp@q; f\\gq_m JIY Duplication — the real migration effort
TN FHTBIN (GIBICAT ACH |

107 | SIR(e JTA O ERVK3) ®Y RIGICR Migration scope, and cost
JICEASGIR NS RS |

108 W 3#;@ CEAICERE ﬁ'(ﬂ GFPId Infrastructure risk for a cloud
deployment
CPICNT TS R T ploy




# AT AN BB TI® What it surfaces

109 | ITT9 419911 f@{, HIANTTIG AT (III*TN Hardware gap in the project cost
JIRCPNG HINE TS (ATHR AR

110 | STIYTIT® RO 02 TPoSICIT A Existing systems that must stay
RfBTI*NOIR RGN ([ ST (3|

111 | 1R W@ﬁ?{ ﬁ'csf AN (PICAT N Deployment preference before you
(N2, FIOG (1R G| Propose

112 | STNIF 4T, TI6I (M 12T A1/ Data-residency objection, surfaced

early

AN (FICAT G (N2

10. Buyer and compliance pressure

The strongest source of urgency in RMG. Always test for it.

#  Jreer Gf AT oo TN What it surfaces

113 | ;19 I, IANNTCHS IIALST QUTAT The compelling event
GGG (GUARID RTNG Bra |

114 | S{IYETO SSATANY ANEDT Q4N ATATB (53N | Whether the pressure is already

GIG! SIS SCBN (A0 1| coming

115 | OTR(e] WOTod AN \b?(“t{; tofs Fq090 Hidden audit-preparation cost
ST R BN IS =T AT

116 | f*5T2 FUATCITS WGLG ©IoT AT FYTAT | Past audit findings — a ready-made
RGN S| business case

117 | N1 419 fiq, HHNTHF A o New requirements landing on them
@I TGS FIIB BT (| now

118 | 1419 o Cl«‘fif, Q?ET':‘T SIBIE) W PERVISE] Builds urgency from market fact, not
RISUEI i'ﬂaﬁw BI3(® &F FJ| pressure




11. Objections and negotiation

Use these to separate the stated objection from the real one.

#  QquEr GfS S Te=N oot What it surfaces

A6 N2 ACH |

119 | OIX(e HINOIR AP NG 14T, A y@ﬁiw Isolates the objection — or exposes a
AN W| hidden one

120 | IIYI9 41991, FOTBINO0 (TR AN WGR | Whether price is real or a proxy for
1T T (Feito A= | something else

121 | SI419e ..ﬂ? TN A Yo (YTB S¢& The actual size of the gap

122 | f*5T2 (I FMNCT AN FNCAT I Opens phasing as an alternative to
Wﬂﬁ OR0E 1| discounting

123 | TYI9 419910 f?@{, W ajaf"_z@m Risk fear hiding behind a price
01 FRCT S (I 7o &1 (W3 objection

124 | IR WA BT UG NI NI, SIAFSOI ICAT | Names the real objection so it can be
451 ST 5 5 1 o | answered

12. Stalls, silence and closing

Replaces "just following up" — which is not a sales activity.

# 1T AfFfSTe*N oo TI6 What it surfaces

125

WTNIK IRV, ATATGISOT QLT JNG SIS
ORGRE SRR

Where the proposal is actually stuck

126

SIHETO (MY, B2 STAR § AF NN (SOl
ST (A ACATHA] AR |

What changed internally

127

O WNIHd W (A0 =1 fFg O
(MBI A1 (N2

Any missing document blocking the
decision

128

T2 9 N 5 (AT ARG SN
5 AN |

Competing internal priorities

129

IR LI T, NI Q19761 Bt =CJ (ST6T
WANNTHT (ool [P =0T (7|

Whether a next step exists at all

130

OIR(E QY &Y JF6T ©ifFY {55 a1 A,
o1 g

Presumptive close by statement







Coverage map — which section to use when

Stage of the deal ‘ Sections to draw from

First meeting / discovery 1,2,3
Qualification 4,5,7
Solution design and scoping 2,9
Building the business case 3,10
Competitive positioning 6,4
Risk and blocker mapping 8,9
Proposal and negotiation 11,4
Stalled or silent deals 12,5,8

Target for every first meeting: leave with budget range, decision process, timeline driver, competing
options and the internal blocker — and no more than three question marks used.



