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​“People usually tell us what they want​
​before they tell us what they need.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Preface​
​"See a need. Fill a need."​

​Some ideas stay with us long after we first hear them.​

​For me, one of those ideas came from the animated movie​​Robots​​. Throughout the film, the​
​character Bigweld lives by a simple philosophy:​​"See​​a need. Fill a need."​​When I first heard​
​those words, they reflected the kind of person I wanted to become, someone who looked for​
​opportunities to help others rather than waiting to be asked.​

​Over the years, my work in sales, leadership, coaching, education, and training taught me​
​something equally important.​

​Before we can fill a need, we first have to understand it.​

​That realization changed the way I approached every conversation. I discovered that the best​
​outcomes rarely came from having the quickest answers. They came from asking better​
​questions, listening with genuine curiosity, and taking the time to understand the person before​
​offering a solution.​

​As I applied those principles, I realized they extended far beyond sales. They strengthened​
​leadership, improved coaching, enhanced teaching, and even deepened my personal​
​relationships. That's when the NEED Cycle began to take shape.​

​The NEED Cycle isn't a script or another communication technique. It's a practical framework​
​built on one simple belief:​

​Understanding should always come before influence.​

​My hope is that these pages encourage you to slow down, stay curious, and approach every​
​conversation with a genuine desire to understand before you respond.​

​Because the best solutions don't begin with better answers.​

​They begin with better understanding.​

​Kevin Young​
​Creator of The NEED Cycle™​



​“Understanding should always come​
​before influence.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Introduction​

​Understanding Before Influence​
​The NEED Cycle wasn't created in a boardroom or during a brainstorming session. It evolved​
​over years of conversations, observations, successes, mistakes, and a genuine desire to​
​become better at helping people.​

​Throughout my career, I've worked in telecommunications, financial services, retail leadership,​
​fitness, transportation, education, marketing, and community organizations. While those​
​industries may seem very different, they all shared one thing in common.​

​They were about people.​

​As I gained experience, I began noticing a pattern. The professionals who consistently created​
​the greatest impact weren't always the smartest, the most experienced, or even the most​
​charismatic. They were the ones who remained curious. They listened carefully, resisted​
​assumptions, and took the time to understand the person before recommending a solution.​

​One lesson became impossible to ignore.​

​People usually tell us what they want before they tell us what they need.​

​That realization fundamentally changed the questions I asked. Instead of asking,​​"How do I​
​solve this?"​​I began asking,​​"Do I truly understand what's happening here?"​

​The more I asked that question, the more I noticed the same progression in every meaningful​
​conversation. Whether I was helping a customer, coaching an employee, teaching a student,​
​leading a team, or supporting a friend, the best conversations followed a remarkably consistent​
​pattern.​

​They began by noticing.​

​They continued through exploration.​

​They required thoughtful evaluation.​

​Only then were they ready for a meaningful determination.​

​Those four stages became the foundation of the NEED Cycle.​

​Notice. Explore. Evaluate. Determine.​



​The NEED Cycle isn't a script or another communication technique. It's a practical framework​
​for understanding people before offering solutions. It encourages us to replace assumptions with​
​curiosity, quick answers with thoughtful questions, and persuasion with genuine understanding.​

​My hope is that, as you read this guide, you'll begin seeing conversations differently. You'll​
​notice opportunities you may have overlooked, ask better questions, and discover that better​
​understanding naturally leads to better decisions.​

​That's where the NEED Cycle begins.​



​About This Guide​
​The NEED Cycle™ was designed as a universal framework for understanding people before​
​offering solutions. While its principles remain consistent across virtually every profession, the​
​conversations and challenges naturally vary from one industry to another.​

​This edition serves as a broad introduction to the philosophy and methodology behind the​
​NEED Cycle. It establishes the foundation upon which future industry-specific editions will be​
​built. Whether you work in leadership, sales, coaching, education, healthcare, customer​
​success, human resources, recruiting, financial services, or another people-focused profession,​
​the core principles remain the same.​

​Future editions will explore how the NEED Cycle applies within specific industries using​
​examples, case studies, and practical applications tailored to those unique environments, while​
​remaining true to the framework presented in this guide.​

​If you're interested in bringing the NEED Cycle to your organization through a keynote,​
​workshop, or professional development session, I'd love to hear from you. Every meaningful​
​change begins with a conversation.​

​Kevin Young​
​Creator of The NEED Cycle™​

​📧​​kevin@theneedcycle.com​
​🌐​​www.theneedcycle.com​
​💼​​linkedin.com/in/kevin-young-corner-brook​
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​“Every meaningful conversation begins​
​with awareness.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Chapter 1​

​Notice​

​"Every meaningful conversation begins with awareness."​

​The first stage of the NEED Cycle is also the one most people overlook.​

​We live in a world that rewards speed. We're encouraged to respond quickly, solve problems​
​immediately, and demonstrate our expertise through fast answers. While those instincts often​
​come from a genuine desire to help, they can also prevent us from fully understanding the​
​situation before us.​

​Notice is the discipline of slowing down.​

​It means becoming fully present and observing what is happening before deciding what it​
​means. It requires us to look beyond the obvious, paying attention not only to the words being​
​spoken, but also to tone, body language, emotion, environment, and context.​

​In many conversations, what we notice first is only a small part of the story.​

​A customer may ask for a less expensive option when their real concern is confidence in the​
​purchase.​

​An employee may appear disengaged when they're actually overwhelmed.​

​A student may seem unmotivated when they're struggling with self-confidence.​

​A friend asking for advice may not be looking for answers at all. They may simply need​
​someone willing to listen.​

​Too often, we respond to what is visible without taking the time to notice what lies beneath the​
​surface.​

​One image has helped me visualize this throughout the development of the NEED Cycle.​

​Like an iceberg, the request we hear is often only the portion that's visible. Beneath the surface​
​are motivations, fears, priorities, experiences, and unmet needs that rarely reveal themselves​
​immediately. If we respond only to what we can see, we risk solving the wrong problem.​



​That's why noticing isn't passive.​

​It's intentional.​

​Before asking your first question, pause for a moment and ask yourself:​

​●​ ​What do I know?​
​●​ ​What am I assuming?​
​●​ ​What might I be missing?​
​●​ ​What deserves my curiosity?​

​These questions shift our focus away from finding quick answers and toward developing​
​genuine understanding.​

​I've learned that some of the most important moments in a conversation happen before a single​
​recommendation is made. They happen while we're paying attention, resisting assumptions, and​
​allowing ourselves to become curious.​

​Notice isn't about collecting information.​

​It's about creating the awareness that makes meaningful understanding possible.​

​Because until we truly notice what's happening...​

​we're not yet ready to explore it.​

​Figure 1. The​
​visible request is​
​often only a​
​small part of the​
​conversation.​
​The deeper​
​need usually lies​
​beneath the​
​surface.​



​“Curiosity creates understanding.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Chapter 2​

​Explore​
​"Curiosity creates understanding."​

​If Notice is about becoming aware, Explore is about becoming curious.​

​Once we've recognized that there's more beneath the surface, our responsibility shifts from​
​observing to discovering. This is where meaningful conversations begin to unfold, not because​
​we have the right answers, but because we're willing to ask the right questions.​

​Exploration is driven by curiosity, not assumption.​

​Too often, we enter conversations believing we already know what the other person needs. We​
​hear a familiar problem, remember a similar situation, and begin mentally preparing our solution​
​before the other person has even finished speaking. While experience is valuable, it can also​
​become a barrier if it causes us to stop exploring too soon.​

​Curiosity keeps us from jumping to conclusions.​

​Instead of asking questions simply to gather information, we ask questions to gain perspective.​
​We want to understand not only what someone is experiencing, but why it matters to them.​
​Facts tell us what is happening. Curiosity helps us discover what those facts mean.​

​This is where active listening becomes one of our greatest strengths.​

​Listening isn't simply waiting for our turn to speak. It's paying attention to the words being said,​
​the emotions behind them, and even the moments of hesitation or silence. Sometimes what a​
​person doesn't say is just as important as what they do.​

​As you explore, resist the temptation to lead the conversation toward your own conclusions.​
​Instead, invite the other person to tell their story in their own words. Open-ended questions​
​often reveal far more than questions that can be answered with a simple "yes" or "no."​

​Questions like these create space for deeper understanding:​

​●​ ​"Can you tell me more about that?"​
​●​ ​"What led you to that conclusion?"​
​●​ ​"What concerns you most?"​
​●​ ​"What would success look like for you?"​
​●​ ​"Why is that important to you?"​

​Notice that none of these questions assume an answer. They invite discovery.​



​One of the most useful tools I've developed is what I call the​​Question Ladder​​.​

​Figure 2.​​Each thoughtful question moves us closer to understanding the true need.​

​Each thoughtful question builds upon the​
​previous one, gradually moving the​
​conversation beyond surface-level requests​
​and toward the underlying need. Rather than​
​trying to uncover everything at once, the​
​Question Ladder reminds us that​
​understanding is built one question at a time.​

​Exploration isn't an interrogation. It isn't about​
​asking more questions than anyone else.​

​It's about asking better questions, listening​
​carefully to the answers, and allowing curiosity​
​to guide the conversation naturally.​

​The more effectively we explore, the more​
​complete our understanding becomes. Only​
​then are we ready to evaluate what we've​
​learned.​

​Figure 3.​​Meaningful conversations unfold​
​through curiosity, not assumptions.​



​“Gathering information isn't the goal.​
​Understanding what truly matters is.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Chapter 3​

​Evaluate​
​"Gathering information isn't the goal. Understanding what truly matters is."​

​By the time we've reached the Evaluate stage, we've already noticed what was happening and​
​explored it with genuine curiosity. We've asked thoughtful questions, listened carefully, and​
​gathered valuable insight.​

​Now it's time to make sense of what we've learned.​

​Evaluation is where understanding begins to take shape.​

​Not every piece of information carries the same weight. Some details explain the situation, while​
​others reveal what truly matters. Our responsibility is to separate symptoms from causes, wants​
​from needs, and assumptions from reality.​

​This requires more than simply remembering what was said.​

​It requires thoughtful reflection.​

​Throughout our conversations, we naturally form opinions about what we're hearing. We​
​connect the dots based on our own experiences, beliefs, and previous conversations. While​
​those experiences can provide valuable perspective, they can also introduce bias if we're not​
​careful.​

​That's why evaluation requires us to pause before reaching conclusions.​

​Ask yourself:​

​●​ ​What have I learned?​
​●​ ​What evidence supports my understanding?​
​●​ ​What assumptions am I making?​
​●​ ​What information still feels uncertain?​
​●​ ​Am I solving the right problem?​

​These questions help ensure we're responding to the person's actual situation rather than the​
​story we've created in our own minds.​



​One tool I often use is what I call the​​Conversation Compass​​.​

​Figure 4.​​Evaluation keeps us aligned with understanding rather than assumptions.​

​Just as a compass helps us maintain our direction, thoughtful evaluation keeps us focused on​
​what matters most. It reminds us to continually check our understanding before moving forward.​
​If new information changes our perspective, we adjust our course instead of forcing the​
​conversation toward a conclusion we've already decided upon.​

​Evaluation also requires empathy.​

​Facts alone rarely tell the complete story. Two people can face the same circumstances while​
​experiencing them in completely different ways. Understanding how someone feels about a​
​situation is often just as important as understanding the situation itself.​

​Sometimes, the greatest value we provide isn't our expertise.​

​It's our willingness to understand before we advise.​

​The better we evaluate what we've discovered, the more confidently we can move toward​
​meaningful recommendations.​

​Only then are we ready to determine the best path forward.​



​Chapter 4​

​Determine​
​"The first legitimate need isn't always the most important one."​

​The final discipline of the NEED Cycle is Determine.​

​By this point, you've noticed what was happening, explored with curiosity, and thoughtfully​
​evaluated everything you've learned. Now comes the responsibility of deciding how to move​
​forward. This is where many conversations go off track.​

​As soon as we uncover a legitimate need, it's tempting to stop exploring and immediately begin​
​offering solutions. After all, we've identified a real problem, so why continue? Because the first​
​legitimate need isn't always the most important one. In fact, one of the biggest mistakes we can​
​make is assuming that the first need we uncover is the one that deserves our attention.​

​Imagine someone walks into a fitness facility asking to lose weight. That's a legitimate need. But​
​as the conversation continues, you discover they're preparing for knee surgery and want to build​
​strength for a faster recovery. The original goal was real, but it wasn't the most important one.​

​Or consider a customer shopping for a less expensive product. Saving money may be a​
​genuine concern, but after further discussion, you discover they're actually worried about​
​making the wrong decision because of a previous bad experience. Their need isn't simply a​
​lower price. It's confidence.​

​These moments are what I call the​​First Legitimate Need Trap​​.​

​Figure 5.​​The​
​first legitimate​
​need may reveal​
​the​
​conversation,​
​but it doesn't​
​always define it.​



​It's easy to become so focused on solving the first problem we discover that we fail to uncover​
​the one that matters most.​

​Determining the best path forward requires us to prioritize, not simply respond.​

​Ask yourself:​

​●​ ​Which need will create the greatest positive impact?​
​●​ ​Which need is driving the others?​
​●​ ​Have I fully understood the situation before making a recommendation?​
​●​ ​Am I solving the root problem or merely addressing a symptom?​

​When we've done the work of noticing, exploring, and evaluating, the final decision often​
​becomes surprisingly clear.​

​At this stage, our role is no longer to persuade.​

​It's to guide.​

​Sometimes the right recommendation confirms what the other person expected.​

​Sometimes it doesn't.​

​Either way, recommendations built on genuine understanding create trust because they're​
​based on the person's best interests rather than our own assumptions.​

​Determining isn't about convincing someone to accept our solution.​

​It's about helping them arrive at the solution that best serves their needs.​

​When we reach that point, we've completed the NEED Cycle.​

​But we haven't reached the end of its application.​

​Because these same principles extend far beyond sales.​



​“A framework proves its value when it​
​extends beyond the situations that​

​inspired it.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Chapter 5​

​Beyond Sales​
​"People don't need better answers. They need people who care enough to understand first."​

​Although the NEED Cycle was inspired by years of consultative selling, I quickly realized it was​
​never really about sales.​

​It was about people.​

​Every day, people make decisions, solve problems, navigate conflict, and build relationships.​
​Whether those conversations happen in a boardroom, a classroom, a doctor's office, or around​
​a dinner table, they all have one thing in common.​

​Someone is trying to understand someone else.​

​That's why the NEED Cycle isn't limited to one profession or industry. Its principles remain the​
​same wherever meaningful conversations take place.​

​A leader who notices changes in an employee's behaviour before performance declines is​
​applying the NEED Cycle.​

​A teacher who explores why a student is struggling before assuming they aren't trying is​
​applying the NEED Cycle.​

​A coach who evaluates an athlete's mindset before changing their training program is applying​
​the NEED Cycle.​

​A healthcare professional who takes time to understand a patient's concerns before discussing​
​treatment options is applying the NEED Cycle.​

​A parent who listens to understand rather than simply react is applying the NEED Cycle.​

​The profession changes.​

​The framework doesn't.​

​That's because every meaningful conversation begins with understanding.​

​When we approach people with curiosity instead of certainty, we build trust. When we evaluate​
​thoughtfully instead of reacting emotionally, we make better decisions. When we determine​
​solutions based on genuine understanding, we create better outcomes for everyone involved.​



​The NEED Cycle isn't about becoming better at influencing people.​

​It's about becoming better at serving them.​

​That shift changes everything.​

​It changes the way we lead.​

​The way we teach.​

​The way we coach.​

​The way we sell.​

​The way we hire.​

​The way we parent.​

​The way we build relationships.​

​It changes the questions we ask, the​
​assumptions we challenge, and​
​ultimately, the impact we have on the​
​people around us.​

​My hope has never been to create another sales methodology.​

​My hope has been to create a framework that helps people communicate with greater empathy,​
​greater clarity, and greater purpose, regardless of where those conversations take place.​

​Because understanding people isn't just a professional skill.​

​It's a life skill.​

​And the more intentionally we practice it, the greater our ability becomes to influence positively,​
​solve meaningful problems, and help others move forward with confidence.​



​“Understanding people isn't just a​
​professional skill. It's a life skill.”​

​— Kevin Young​
​Creator of The NEED Cycle™​



​Chapter 6​

​Living the NEED Cycle​
​"Understanding people isn't just a professional skill. It's a life skill."​

​Learning the NEED Cycle is only the beginning.​

​Like any meaningful skill, understanding people requires practice. Reading about curiosity​
​doesn't make us curious. Learning the value of active listening doesn't automatically make us​
​better listeners. Growth comes when these ideas become habits that shape the way we think,​
​communicate, and lead.​

​The NEED Cycle isn't meant to be something you pull off the shelf only when you're preparing​
​for an important conversation. It's a mindset that can influence every interaction, whether you're​
​speaking with a client, a colleague, a family member, or a complete stranger.​

​The more intentionally you practice​
​the four disciplines, the more naturally​
​they begin to work together.​

​You notice details that once escaped​
​your attention.​

​You become more curious and less​
​reactive.​

​You evaluate situations with greater​
​clarity.​

​You determine solutions with greater​
​confidence.​

​Over time, these disciplines become part of who you are.​

​You begin asking questions instead of making assumptions.​

​You become comfortable with silence because you know understanding often grows there.​

​You stop feeling pressured to have all the answers and start trusting the process of discovery.​

​That's when conversations begin to change.​



​And when conversations change, relationships change.​

​Teams change.​

​Organizations change.​

​Communities change.​

​The NEED Cycle isn't about becoming the smartest person in the room.​

​It's about becoming the person who understands the room.​

​Because the people who create the greatest impact aren't remembered for always having the​
​right answers.​

​They're remembered because they made others feel heard, valued, and understood.​

​That's the challenge I leave with you.​

​The next time you enter an important conversation, resist the urge to solve.​

​Pause.​

​Notice.​

​Explore.​

​Evaluate.​

​Then determine.​

​Not because it's a process to follow.​

​But because it's a way of thinking.​

​A way of leading.​

​A way of serving.​

​And ultimately, a way of helping others make better decisions through genuine understanding.​

​The NEED Cycle begins with a single conversation.​

​My hope is that the next one changes everything.​



​“The quality of our solutions will never​
​exceed the quality of our understanding.”​

​— Kevin Young​
​Creator of The NEED Cycle™​
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​“My hope is that the NEED Cycle helps​
​spark a revival of genuine human​

​connection, where curiosity replaces​
​assumption, understanding replaces​
​persuasion, and service once again​

​becomes the foundation of every​
​meaningful relationship.​

​The world doesn't need more people with​
​better answers.​

​It needs more people willing to ask better​
​questions.​

​Because changing the world doesn't​
​always begin with a grand gesture.​

​Sometimes...​

​...it begins with a better conversation.”​

​— Kevin Young​
​Creator of The NEED Cycle™​


