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Hello and welcome. Today’s content call is going to be about a subject that 
I call the energy of sales. I know that this is an area that a lot of people 
struggle with, in their business. And we are actually going to be taking a full 
day to take a really deep dive into this fascinating subject at the Accelerate 
Retreat. 

So you want to make sure that that is a high priority because we are going 
to be really dissecting and taking this subject to pieces so that you have a 
true understanding and see the importance of sales and what I call the 
energy of sales in your business.  

So today, in preparation for that, I want to give you something here that’s 
going to give you an outline, a framework, some core concepts around the 
energy of sales and sales conversations so that you are already able to 
start practicing and taking this aspect of your business to the very next 
level. 

And as always, I am going to share intimately some of my own stories 
around sales as well because I wasn’t as proficient in sales as I am now. 
And I will be very candid with you as well, sales is a skill that we constantly 
work to improve and master. So I’m constantly looking on how can we 
build on the skill because it is so crucial to the business? 

I’m not teaching this today from a level of sales expertise and this is 
something that naturally came to me. No, this is really an area of my 
business I’ve had to dedicate—I was going to say hundreds of hours—I 
think thousands of hours would be far closer to the truth. I’ve invested a 
lot of money to learn about sales and training with top sales people and 
really dedicating the time and energy to this aspect of my business. 

So I’m wanting to bring that to you in a condensed format today and to 
share with you that there is so much more that we are going to be going 
into as I said at the Acceleration Retreat. So I think what’s really interesting 
is even when we say the word sales, to immediately even think about what 
does that conjure up in your mind? 
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What immediately springs to mind when you even hear that? Is it 
something positive, do you already have some negative connotations 
around what sales might look like and have you been on the receiving end 
of a less than ideal experience?  

Because that’s often the case for many people is they have experienced 
what I call sleazy type selling and they don’t want to associate themselves 
with that type of a salesperson and as a result they avoid this aspect of 
their business. So just even notice for yourself, what automatically comes 
up.  

And again, to be really transparent here I’m going to share with you where 
I was at because I suspect some of you are in the same place. I loved what I 
did so much in my business and I can honestly say looking back I was 
growing my business on a wing and a prayer. There was an awful lot of 
hope going on, I didn’t have clear strategies.  

There were some things that I was actually doing well but I didn’t realize 
that I was doing them well or why I was doing them well. So I was really 
approaching my business in a very blind unconscious way. I loved what I 
did and just wanted to help people with what I did and what I did was 
coaching. It was coaching them to achieve their different life goals, actually 
what that looked like back then. 

And I was so hang up on what I did that I was completely avoiding this area 
of sales. I didn’t see myself as a salesperson, I didn’t see myself as a 
business person. All I wanted to do was do the work with the clients that I 
loved doing and help them achieve those results and that breakthrough. 
That’s where my attention was. 

And I didn’t realize that I had a serious missing link in my business. And I 
was able to keep my head in the sand for a while simply because, those of 
you remember my story, I had landed myself a pretty, big, juicy contract. 
And once I had that contract I was able to grow it within that same 
organization. 
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Now, actually that didn’t involve, really didn’t involve selling back then. I 
was asked to write proposals and things and I was accepted in a lot of 
organizations. When you are actually a sort of favorite partner for them 
and they are getting great results and testimonials they often looked for 
people that are already working with them to give them more work. Often 
not a lot of sales is involved so it was an easy fix. 

Until the time that I lost that contract and that was really the gift in that 
was for me to look at taking my business seriously and to have to be very 
honest with myself and say I really don’t know what I’m doing here and I 
actually really don’t know the first thing about how to go out and replicate 
this business, replicate this client and  bring new clients into my business. 

So I knew there was a missing link and I was overwhelmed. I was 
researching on the internet, I was seeing all of these things that I could be 
doing in my business or I thought I should be doing in my business from 
online marketing to networking to speaking to websites, to branding. You 
name it, I was thinking at the time that was the way that I was going to get 
clients. 

And as you also know one of my strategies is to go out and network, that’s 
actually how I built my business. I rebuilt my business in Europe and I have 
rebuilt my business successfully again here in the States. On this particular 
occasion I bit the bullet and I was going out networking for one of—I think 
it was pretty much my very first networking event. 

So that also shows you how my head was in the sand. I wasn’t doing all the 
things that I do know to grow my business and I think I had gone out for 
the very first networking event and happened to meet a sales coach there. 
And he was pretty in my face, he had a very different approach, it wasn’t 
the usual person I was used to meeting. 

He asked me some very direct bold questions at that event. It immediately 
got me thinking and immediately got me thinking that I wanted to know 
more about potentially how he could help me. And so we set up a next 
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steps conversation and by the end of that conversation I was practically 
begging him to sign me up. And it was a $10000 investment.  

I also want you to know the context around this happening, what was 
going on for me at the time, I had just lost a six-figure deal. My head was in 
the sand, I didn’t have a clue what I was doing, I was very close to 
bankruptcy. This was the time I discovered my own money story was 
rearing its ugly head and I was having to look at that as well. 

I actually had less than $2000 in assets across the board that I could tap 
into before I was going to have to declare bankruptcy. And I made a 
$10000 investment in a sales program. And there are two reasons for that; 
partly to do with the skill of the conversation that I had with the sales 
coach was so impactful that it left me in zero doubt that that’s what I 
needed for my business. 

And secondly that he was the person to help me. I could have gone and 
got a book, I could have gone and spent $20 but instead I invested $10000. 
So I was absolutely certain, as I said, that he was the one. And because I’d 
been on the receiving end and I knew how impactful it was for me, I was 
ready to say yes. 

I was also at a crucial point in my business. It really was a make or break. I 
was experiencing a lot of what we call pain emotional distress and I 
needed a solution and I needed solution quickly. Because as I said the bills 
were coming in, the money pretty much had run out and I really was in a 
tight pinch. 

Now for those of you that have ever gone through my program How to Get 
Five Clients in the Next 30 Days and Generate Immediate Income, that is 
the program that I created as a result of that training because I was able to 
work with that coach, learn what I needed to learn at that time around 
sales. 
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Enough to be able to take it out, implement it, again through networking 
because that was my core strategy at the time and generated $20000 in 30 
days. So I knew then that I was on to something. And now all of a sudden I 
had the key. And that was the gift. Now I had the key, I knew what I needed 
to do. 

When I needed to bring in money I now had a format, a process to go 
through. And that’s what I am going to be sharing with you today on this 
call. That was quite some time ago so our work has evolved considerably 
since then. But today I want to give you some of the nuts and bolts pieces. 
But I also want to give you some mindset as well before we get started. 

A lot of us have negative connotations around sales and it took me that 
very positive experience and to be on the receiving end of it and to see the 
results and the transformation that happened as a result of that. The 
interesting part of that story is I actually then went on to become his 
coach. It was an amazing relationship that we had and as I said it was 
hugely transformational, a huge turning point, not only in my life but in my 
business.  

And I had not had that sales conversation back then I can honestly say I 
don’t know if would still be in business today. Because I can’t imagine what 
the alternatives would have been and that’s really what I needed. So that 
was transformational for me. But a lot of us have been on the receiving 
end of let’s say sleazy salesmen. 

The often quintessential salesperson that comes to mind is the used car 
salesperson. We’ve been here in the local market recently purchasing cars. 
And it’s always interesting to see what the approach is and particularly to 
see what the approach is when you purchase cars depending on the level 
of market and the level of quality that you are looking for. 

But the very traditional way that people sell is what my coach used to call 
showing up and throwing up. Showing up and throwing up, and I know 
that that’s a fairly graphic image and it certainly was when he shared with 
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me. And I thought I want to share this with you because the minute I had 
that image I thought, well I never want to do that.  

But once he shared with me what it was I realized that I was really guilty 
and that was what I had sort of had  been doing in my amateur way when I 
had been experimenting with some conversations. Let me share with you 
what showing up and throwing up looks like. 

You’ve probably met people as well at networking events or people that 
are just trying to sell to you. Showing up is they are right there in front of 
you, very essentially pitching to you and trying to persuade you with a ton 
of information as to why what they have to offer is of benefit to you. 

And it often does feel like literally somebody has just thrown up all over 
you. A whole lot of information that you aren’t interested in, you haven’t 
said yes to, you haven’t necessarily engaged in that conversation. And 
certainly on the receiving end it feels incredibly unpleasant. 

And it’s all about them, it’s all about them actually trying to get something 
from you which is the sale. That’s why it feels so sleazy. That’s why we have 
the connotation of the used car salesperson because we know full well 
that they have quotas they have to meet. And they are more interested in 
meeting their quotas that really serving the client in front of them. 

So with this show up and throw up it’s all about them. It’s all about what 
they need to get, meeting their numbers, meeting their targets, whatever 
that is and there is very little focus on the client. And again, being new to 
the States, when I first arrived here I was networking multiple times a 
week, multiple, multiple new connections and it was shocking to find out 
how many people still approach sales like that in this day and age. 

There has been so much written about sales and the psychology of sales 
and yet there are still these old school methods that are being used. And 
people didn’t care about me one bit. There were no personal questions, 
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nothing about getting to know me, getting to know what was important for 
me, what I was struggling with and how they might be able to help me. 

No, it was all about pitching, literally throwing up their fantastic service or 
new product all over me in the hope that I was going to say yes. Honestly I 
think I would have said give me strength, get me out of here, I’ll sign up just 
to get rid of you. I actually had one guy, he’s springing to mind, as we were 
chatting. And I can’t remember what it was. We were having a conversation 
in one of these types of throw-up sessions and I mentioned like 
relationship and that was important to me. 

He actually turned to me and said I don’t know, I don’t care about people. 
That’s not something that’s important. And I thought, you just revealed 
something to me you want us to have a conversation that’s all about you. 
The other key mistake as well in sales and again absolutely raise my hand 
as guilty, is not having a clear process to follow.  

That was the key piece of learning that I took away from that sales coach 
way back when. He said to me, you’ve got to have a process Vanessa. You 
don’t know what you are doing, you are winging this. How do you know 
what questions you should be asking, how do you have a repeatable 
process as well so that you can do it again and again and see what works 
and see where you get stuck and see where you get triggered so that you 
know where you need to improve. 

If we have a repeatable process we can do that. If we are winging it and 
each time is different, really challenging to find out how to improve. And 
even more importantly,   know a lot of you have big, bold visions for your 
companies and the work that you want to put out in the world, that’s why 
you are here with me. 

And I certainly do as well. So for those of us, those who want to be working 
with team and building a company that really expands beyond us, we also 
need a clear process of sales because at one point we are going to have to 
train other people to do it for us or assist us in it. So again we need a 
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system so that’s why what I learned there from my sales coach is you’ve 
got to have a system or a clear process to follow. 

In that process as well, part of that is being able to move clients forwards 
so that there is a clear next step. Essentially, it’s moving clients forward to 
making a decision. You’ll hear a lot when we talk about the marketing and 
sales, all about getting them to yes. It’s not actually getting them to the yes 
and that’s not the energy that I come from because that’s more about 
manipulation and persuasion. 

But what it is about is getting a client moving forward and making a 
decision, whether that decision is a yes or a no and being okay with a no. 
No is really okay because it’s a clear decision and then we can move on. 
One of the worst things we can do in a sales conversation is lead a client to 
a place of indecision where both of us are left hanging as we actually don’t 
know what is happening next. 

Other key mistakes as well that I see and again I’ve committed myself and 
certainly see with many, many small businesses and solopreneurs. 
Honestly, it’s the number one reason why you will go out of business and 
they will go out of business, is avoiding sales. Somehow thinking it’s not 
necessary, it’s not something that they want to do, that they are not a sales 
person just simply avoiding this part of the business. 

If there’s one thing I want you to get crystal clear on and take away from 
this training call today is that sales is the only aspect of your business that 
brings in money, the only aspect because it doesn’t come into your 
business any other way. It’s always through sales. 

And typically, again unless you are really mastering the art of the online 
business which is a similar philosophy but again it’s a different beast in 
terms of getting sales. Typically those sales are going to be happening 
through a conversation. That’s what sales is, it’s a conversation that has the 
potential to transform that perspective client and get them to make a 
decision that can really transform their life or their business. And another 
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key mistake as well that I see around sales is confusing it to marketing. It’s 
similar to not having a process or not understanding where marketing 
ends and sales begin. 

And again, I don’t want to go too deep into this today but again I see that a 
lot. A lot of people think well I’m going to all these networking events, I’m 
doing that, that’s marketing or I’m speaking, the money is still not coming 
in, I’m still not getting the results. Well those are marketing activities and 
we still need to have a strategy that’s going to pull those prospective 
clients into that conversation, into that selling conversation so that you can 
see if indeed they are a fit for you or not. 

Because otherwise you really have got a hope strategy and that’s probably 
again one of the top mistakes I hear in business. I’m hoping if I just keep 
doing more of what I’m doing I’m going to get the results. Not necessarily. 
That’s wishful thinking on both times. Why? If you keep doing the same 
thing over and over again where you are already not getting the results 
that you want would miraculously turn around and give you some new 
results.  

In other words we call that insanity. The definition of insanity is trying to do 
the same thing over and over again and achieve different results. So we 
want to be strategic, very purposeful around what are we doing, what are 
the activities that we are engaged in and ultimately what are the outcomes 
that we are looking for? 

And to share again a little bit some of the areas I really struggled with, I 
said that I was just so keen to do the work that I loved doing because I 
believe so much at my core, the potential of human beings to be 
successful, given the right tools, the right guidance and the right training. 
That’s really my passion. And so when I was having those conversations a 
key learning for me was that I was all about wanting to motivate and 
inspire and almost tell the client just how amazing they could be. 
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So it was all about I was great about actually painting the picture of what 
success might look like for them. But what I never wanted to do in those 
sales conversations was take them into a place of discomfort and ask 
those tougher questions. Yet that was my experience of being on the 
receiving end of those tougher questions and being in my own discomfort 
that was able to create such a phenomenal transformation in my own 
business.  

But I had to learn as well that taking people into that level of discomfort, 
first of all I had to learn that people make decisions and they move and 
they move forwards when there is a real level of discomfort, in sales 
language we’d actually call it pain. That’s what moves people because as 
human beings our subconscious mind is wanting to keep us stuck, it’s 
wanting to keep us playing small, always playing those games at us. 

It’s wanting us to tell ourselves rational lies as to why we think we can’t do 
something. Wanting to tell us, sure it will pass and in a couple of months’ 
time it will get better, the timing is not right. All of these stories that we tell 
ourselves to keep ourselves away from the pain and the discomfort of the 
reality of our situation. 

And what I had to discover for myself was avoiding those questions was I 
really didn’t want to cause discomfort to other people. Again, I share I still 
don’t want to today. It’s not about intentionally wanting to hurt people. But 
also what I had to realize, what was coming up was my desire to be nice. 
Nice girls, particularly English ones, that’s the story I would tell myself, 
don’t say things like that or don’t ask questions like that. 

I had a need to be liked. I was over empathizing with my clients when they 
told me their stories, their worrisome stories as to why they couldn’t do 
anything. And I would find myself caught up in those stories without any 
real process to guide me and good questions to help move the clients 
forwards to making a proper decision that was going to serve them. 
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Another key part of learning is that in terms of motivation and actually 
making decisions it’s pain that motivates us in the short term. It’s not 
pleasure, it’s pain, really getting connected with the consequences of not 
taking action. When I was able to look back on that sales conversation 
where I signed up myself I realized that was exactly present, you bet I was 
in pain. 

My bank account, I had the reality that stared at me in the face. If I don’t 
solve this problem I know exactly where this is headed. I loathed 
embarrassment as well. I’ve shared that people thought I was successful 
because I had this big deal and here I was no longer successful. 

So I was in that place of pain and made a very quick decision from that 
place. And in that pain really lies the heart of our commitment to change. I 
want you to think about that just for yourself that anything you’ve done, 
any major decisions. We are all mature people here, you’ve had many 
times in your life, where you’ve got to a place where you simply are no 
longer going to tolerate the status quo. 

And then you shift. And it’s because at that point you just associate too 
much pain with staying where you are and it’s that that makes you move. 
And yes, what actually pulls you through in the longest term and motivates 
you then on a longer term basis, is the pleasure, the ultimate pleasure that 
you will receive and you will receive as a result of that decision.  

But if we really think about that in the context of a classic example, and 
this is pulling on some of the work in money breakthrough, is that we have 
a level in our bank account. When we see that level going down too low all 
of a sudden there’s a level of pain that’s associated with it and now we are 
ready to do something and move into action. 

It’s also classic with sales teams as well. Why did they procrastinate 
because they actually got until the end of the month because all of a 
sudden they are not hitting their quotas and now they know there’s going 
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to be consequences and pain associated with that and guess what, they 
pick up the phone. 

For those of you that have ever gone on a diet or lost weight, got fit at 
some point you’ve probably piled on quite a few pounds before you’ve 
actually said you know what, no more I can’t stand this anymore. I hate the 
way I look, I hate the way I feel, I hate my energy, my clothes don’t fit 
anymore. You have a size you associate I’m just simply not going there and 
that pain moves you to action. 

And then once you make a decision from that place it is ultimately the 
pleasure of the outcome that you are going for that will keep you moving 
forwards. And these all come into play in the sales conversation because 
that’s what we need to know is really and truly that if people don’t connect 
with the consequences of their current situation and the reality of what 
that really looks like. 

And sometimes they are just really in a place where it would be a nice to 
have but it really isn’t for now because there’s no real sense of urgency to 
move forwards. And typically people don’t buy in that scenario. Again, you 
need to know that so you are not wasting your time having too many 
conversations with people simply don’t fulfill the criteria where you’d be 
able to help them. 

I want to move into two parts around the sales conversation. It is all 
important but then one part is often not spoken about and this is really 
key is who you need to be, who you are being within that sales 
conversation. This is key, I can give you questions and I’m going to be 
giving you questions, we can give tactics and strategies and all of that stuff. 

But the one thing I can’t give you is that who you need to be in that 
conversation and the qualities you will have to develop within yourself if 
you want to be masterful in sales. And for somebody that really has a bold 
vision for their company, six figures, multi six figures, getting into seven 
figures and beyond, the key to that level of success will be sales mastery. 
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That is the key there. So understanding who you are and who you need to 
be in the sales conversation is also key. And I want to share with you some 
core qualities that you will need to demonstrate and build within yourself. 
First of all is the quality of courage. It takes courage to enter into a 
conversation. This is a vulnerable place that we are entering into. 

Passionate about what you do and wanting to help people and when you 
enter into that conversation you don’t know what’s going to happen. Yes, 
you are potentially going to risk rejection. In fact you are going to be 
rejected far more times than you are going to hear yeses. That’s the reality. 

And those of us who are in business for ourselves we often take that level 
of rejection quite personally and find it difficult to detach. The person is 
really rejecting themselves, they are rejecting the solution for themselves. 
But when we are solopreneurs and we are so intimately involved in our 
business, it often feels like a personal rejection of us as a human being. 

And so we have to learn again to be able to cope with and master and 
understand what’s really going on for us in that conversation. Courage is 
about the willingness to take those risks and ask those difficult questions, 
even when you are going to be feeling nervous. 

Boldness, you have to be bold in a sales conversation. You’ve got to show 
up differently to everybody else. That’s why that sales coach got me, he 
showed up so differently. And yes he was very bold. I’m not saying he was 
disrespectful by any stretch of the imagination, he was highly professional.  

But he was bold. He went straight in there and asked some of those tough 
questions that really woke me up and got me thinking, galvanized me into 
action. So you’ve got to be bold too, this isn’t a place of being wishy-washy 
and meek and apologizing and being overly polite. This is a place to take 
leadership. You are going to have to be confident as well. 

I see so many people lacking in confidence in their business and you know 
that filters through absolutely, necessarily to the sales conversation but 
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ultimately when somebody is coming to you in that sales conversation is 
because they’ve got a conversation that needs to be solved. And more 
often than not they can actually be buying your confidence that you can 
help them. 

That’s often what they are saying yes to in that moment. So you’ve got to 
show up as somebody that is confident in your ability to help people in 
your area of expertise. And show up confidently in that sales conversation. 
So again, you are not apologizing, you are not hemming and hawing, you 
are getting straight to the point. 

You will have to develop persistency. I said at the beginning you will 
receive far more no’s than you will receive yeses. That takes a level of 
persistency to keep working through that, particularly when you just have 
a series of no’s one after the other and that’s all you start to see. 

That’s a great place for your subconscious mind to now start playing havoc, 
wrecking havoc and saying you don’t really want to be doing this after all, 
you’ll find another way, perhaps there’s another quick fix, perhaps you 
don’t really need to do sales, perhaps you are being sold a lie, perhaps you 
don’t want this business after all, perhaps this isn’t for you. 

That’s where persistency, persistency to keep pursuing your goal and 
working through it but persistency to keep having those conversations, to 
keep mastering the skills even in the face of no’s so that you get those 
yeses. And the last quality to develop is the quality of detachment. If we go 
back to the sleazy salesperson it’s all about what they can get. 

They are not coming from a place of service, typically. They are looking at 
what is it that they can get and really take from you. And when we 
approach sales with that level of energy, again we can sniff it practically a 
mile off. It’s very unattractive, it’s repellant. And when we are coming from 
a place in our business, particularly when we know full well that we want to 
cover our expenses, we want a different lifestyle for ourselves.  
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We still have to keep this level of detachment so that we don’t start to 
project an energy of neediness of pushiness of wanting to get rather than 
to be in a place of service or giving. And that’s what detachment is all 
about. Detachment is about detaching yourself from what the other 
person might think about you, what the other person might say and 
ultimately being detached to the outcome of getting a sale. 

It’s not just about getting them to close whatever. It’s about coming from a 
place of service. And that’s what one of my recent mentors really showed 
me, shifted for me was to teach me that sales was ultimately not 
something we do to somebody else, which is often by the way what it feels 
like when we are on the receiving end of that sleazy type selling. 

It’s not something that we do to somebody else it’s something that we do 
for somebody else. Because as somebody experiences that transformation 
of saying yes to whatever it is they are saying, now you are in a place of 
service and that person now has the potential to change their life or their 
business through that conversation. 

So I want you to reflect on those different qualities. Let me just recap them 
again; courage, boldness, confidence, persistency and detachment. Five 
core qualities there that you will need to develop within yourself. And ask 
yourself, which of those do you feel is really strong for you right now and 
which of those is an area that most definitely requires some work. 

And I would suggest as well you start to keep those really permanently in 
front of you even before you are having a sales conversation so that you 
keep them top of mind as a refresher. Because how you show up, and 
again we are going to look at this in a deeper way at the retreat, looking at 
how you really manage your energy in that moment, is key to the success 
of that sales conversation. 

So the next part of that sales conversation and it’s when we are looking at 
how we show up and really what is it that we need to do in that sales 
conversation. There are some core pieces that you have to cover to have a 
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successful conversation. We’ve actually put together a template for you 
with these questions so you can actually have them in front of you. 

I think that’s being posted to certainly on the members’ page and they are 
going to be posted to the Accelerate Facebook page as well so you’ve got 
them close by. I just want to talk you through those now so that you 
understand the rationale of what’s there. So I’m going to talk you through 
the blocks in the process here and you’ll see what I’ve put together are 
different parts of the process. 

There are actually five different parts and questions, key questions you can 
ask in each place. The very beginning part of the conversation needs to be 
about finding out what the prospective client wants because this is about 
their goals. The goals that they want to achieve or their vision, it doesn’t 
matter what line of business you are in, it’s the same. 

And you are going to find out what they want because if you don’t find out 
what they want and why they want it you certainly can’t help them get it. 
Often, this is part of where the transformation takes place, this is where it 
starts in these questions. Because how many times do people truly ask us 
and care what it is that we want, right? When we look at this in distinction 
to what I’m going to call the sleazy sales conversation which is all about 
them. It’s all about them talking me, me, me this is what I can do. This is all 
about me and my service. 

Whereas when we start to ask a prospective client about what is it that 
they want it’s a completely different energy. So what do you want? And you 
are going to ask that in relation to your area of expertise. So I might be 
asking things like, what is it that you want for your business? 

Or what is it that you really want for your lifestyle if you are a lifestyle 
consultant or what is it that you really want for your health if you are a 
health expert. Other ways to ask is what is it that you truly desire or what 
is your vision for XYZ? So that’s more of a business type question so you 
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can pick these ones here that really best work for you in the most 
authentic way. 

But when you ask those questions you are really looking for clarity that 
they have in when they state the answer. Most people will answer these 
questions very generically. If I was to ask many people, what is it that you 
want in your business? I want to grow, I want to serve more people, I want 
to build a big team, it’s very generic, who doesn’t say that? 

So part of your job in that initial part of the conversation there is to help 
them to get really specific and actually get into the details of what they 
want. So it might even be, so you say you want to grow your business, 
what does that specifically look like? So you are getting that level of clarity 
and that’s a gift that you are actually giving to them in that moment. 

Once you have got, you are starting to get into the real specifics now of 
what they want and again imagine if you were to say this to somebody—
let’s take it to another context of I want to buy a new house. You wouldn’t 
say, okay good, a house, I know what you mean. You would ask where is it, 
what does it look like, how big is it, what are the details? To get that really 
clear and specific. 

Once you’ve uncovered what the goal is you want to be able to dig deeper 
into why they want it. This is a key, key part of the sales conversation that 
most people miss. Because this now is tapping into the emotion of why it’s 
important to them, right? And that’s really important because you’ll now 
personalize this, find out what’s important to them and potentially this is 
what is going to move them to action. 

So why do you want that, tell me a little bit more about that, what’s behind 
that big vision? And you are digging deeper now. When somebody starts to 
share with you what they want more specifically and why they want it, they 
are opening up to you. These are not everyday conversations.  
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They are probably conversations they’ve possibly never had or rarely have 
and they are demonstrating a level of vulnerability that plays in their trust 
in you and this is a level of intimacy. So you need to tread carefully here. 
This is the place where you watch the tone of your voice, you watch the 
pace. You are really with them as they share with you their more intimate 
reasons of really why they want something and why it’s important to them.  

Once that is clear and only when that is clear, if you’ve really got an 
understanding and you can repeat it back to them as well, paraphrase it 
back in their words to make sure that you’ve got a clear understanding you 
want to find out what’s in the way of them achieving that. 

So I want you to remember in your business, irrespective of what you do, 
irrespective of your area of expertise, you are a problem solver. We are all 
problem solvers, that’s what we do, that is the business that we are all in. 
And people are coming to you because they have a problem. They are 
having that conversation because they have a problem or they are stuck 
with something. 

And you need to know what it is. If they didn’t have an obstacle they 
wouldn’t be having the conversation with you in the first place. But you 
need to find out what’s in the way. Questions like, why do you think you 
are not able to get five new clients in your business? You want to find out 
more about what that is for them.  

Why do you think it is that you are not able to achieve your financial goals? 
Why do you think it is that you are not able to really put some systems in 
order in your office environment? You want to really find out what’s in the 
way so that you can find out if this is something you can help them with. 

Alternatively, you can say what’s stopping you or slowing you down? 
Because sometimes it’s a question of speed, they sort of a sense but it’s 
just not happening quickly enough, another great question to ask there. 
Now sometimes people will say at this point in time, I don’t know.  
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And I really don’t believe that people don’t know. I think that’s a way of the 
subconscious mind getting us stuck, getting us confused, it’s really a way of 
keeping us playing small. There are times when we can draw a blank but 
we’ve typically dug around and asked quite a bit of questions before 
people would get to that point. But often when you do ask people what’s 
getting in the way, one of their conditioned responses can be I just don’t 
know.  

Again this is a place to be bolder and dig. And say, okay but if you had to 
take a guess, what would you say it is? Because sometimes they just don’t 
want to admit to themselves, they don’t want to admit that they don’t 
know or that they’ve been avoiding something or that they are really 
scared. There’s often an emotional piece there. 

So once you are clear of what’s in the way of them achieving their goals 
you are going to move into impact. And this is really the area where you 
are starting to look at what is that cost or the pain associated for the client 
if they stay where they are at now?  

And remembering that most people are going around in complete denial 
so they are telling themselves that it’s going to change, they are telling 
themselves stories that it doesn’t matter, they are telling themselves 
stories they wouldn’t possibly ever let that disaster strike, they would 
never let themselves get to that place. 

But the truth is you only have to look around you and see people who are 
stuck in patterns for years and years and years. Most people don’t bring 
about significant changes in their lives. As human beings it’s something 
that’s very challenging and again the mind is designed to really keep us 
stuck and telling rationale lies as to why we are not going to move 
forwards. 

So this is the place where you really want to understand what is the 
impact, the real implications of not achieving their goal. So you might just 
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ask, how is this impacting you? And don’t assume that you know just 
because it’s your area of expertise. That was a key mistake I used to make. 

I’d worked with so many weight loss clients by that point, I knew 
everything, the cost it was having, the impact across the board. But it was 
so important for the client to start to see the impact for themselves and to 
connect the dots. You’ve got to let them do the work here. And again this 
could be one of the very first times they’ve started to come face to face 
with this. 

Give them the time and the space to work through this. But they need to 
see the impact and they need to actually own it and say it in their own 
words. So you want to give them time. Some other questions here are like 
what are you missing out on because of this, what other opportunities are 
you missing out on? Because when we are stuck with something, 
something else necessarily isn’t happening. 

If we are preoccupied with something, if we are putting all of our focus into 
a problem we are solving, often something else isn’t happening. So if our 
health is suffering and we are moving on with it that might be or perhaps 
our relationship is affecting our marriage or it’s affecting us in meeting the 
ideal mates of our lives. 

You want to ask, you want to get them really connected with what’s going 
to happen if they don’t solve this problem. That’s exactly what you are 
going to ask, what will happen if you don’t fix the problem? Get them 
grounded in that reality and really start to bring them closer to it. They are 
going to start to feel a level of discomfort at this point. 

This is typically where most people start to move away. They start to back 
off and feel a level of discomfort in the sales conversation. This is where 
you really have to hang in there because the gift is holding the client in that 
space of they can see what’s at stake for them. 
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So then another question that you want to be asking at that point, now the 
timeframe of this you can mix them with different timeframes because it 
sometimes it may need to be an even shorter time, pretty much. An 
example here is three to six months because for most people they keep 
putting things off and they kid themselves that it’s not for now, they are 
not ready, it’s for later. 

And they are not having the true sense of an urgency to solve that 
problem. So by asking them the question, where will you be three to six 
months from now if this problem isn’t addressed, you are really starting to 
bring this problem closer and closer to their reality.  

So it might be well if I haven’t got this solved I’m actually going to have to 
go back out and get a job. And again you are not going to let them off the 
hook at that point. In their mind they have some idea of what that looks 
like and now you are actually going to accentuate it with them.  

You are actually going to turn the volume up on this and ask them what 
does that mean to you to have to go and get a job, how would that feel, 
because now that they actually see themselves there they are going to 
start to really feel the pain of the implications of not solving that problem.  

So once you are really confident that you have got all of these pieces; you 
have found out what their goals are, you have found what their obstacles 
are, you are finding out now what the impact really is, now you start to 
move on to some commitment because now the client is going to be 
ready. 

If there’s true pain and there’s a sense of urgency they are going to be 
ready to make a change. One of my favorite questions that I love is, on a 
scale of 1 to 10 how important is this for you to solve? And again I want to 
hear it in their voice. I had somebody, I’ll share on a tangent, actually last 
week and he’s going to gain no prize for the highest number ever.  
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He actually said to me it’s 142 on a scale of 1 to 10. That made us all laugh 
and then he got his credit card out. So again, it shows that this works. How 
important is it on a scale of 1 to 10 for you to solve this? You want to hear 
this in their words so that if later they change their minds you are actually 
going to call them on it, hey you said this is a 10.  

And even if they say it’s a lower number you want to now question is that 
in alignment with the implications and their division. If all of a sudden they 
are saying it’s only a 7, hey help me understand, why is it a 7? It’s not just 
making sense, right? And you also want to directly ask them, are you 
willing to do what it takes to make the changes you need to make?  

Yes or no answer, you want that level of commitment from them. So now 
you are really moving them clearly towards being able to make an offer. 
And this is the point in the conversation where you want to be able to 
summarize a little of what’s been said so far. When I say summarize I don’t 
mean the whole conversation, just bring some pieces together. 

Again, these are suggestions as to how you might do that. One way is to 
say then, I understand how important it is for you, you said on a scale of 1 
to 10 it’s a 10, for you to be able to—you summarize their problems and 
again in their own words; state what they wanted instead. And I’d love to 
help you achieve that. 

And then you move in to describing your offer, the results that you help 
people achieve and what that would look like for the client. Alternatively 
you can also say, based on what you are telling me, if you learn how to do 
whatever that might be, XYZ, would you agree that you can achieve ABC, 
their goal? 

Yeah, for sure because now their mind has got this level of clarity, they are 
clearly seeing the problem and they are seeing you as the solution. And 
again there you lead straight into your offer. Clients need to know that you 
can help them and how you can help them. Fantastic, the great news is I’ve 
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got a program that is specifically designed to help you achieve just that 
and here’s how we would get started. 

And you want to be really bold there and just move them into your 
program. Let me take down your credit card details when can we get 
started? Or otherwise how would you like to pay for the program? I take 
PayPal, Visa, MasterCard. And that is it. That is the structure of a sales 
conversation and the key questions to ask. 

If you are on the phone I would honestly suggest that you keep this in 
front of you. But I think what’s most important to take away from today’s 
training is building those five qualities that I shared that you need to build 
to be really proficient in sales is a lot easier when you have a structure to 
follow. The structure will give you in a way the sense of freedom to know 
where you are at any point in the sales conversation. 

Not only from a standpoint of being able to think well where do I need to 
improve, is my beginning sloppy, is it at the end, which is the part I struggle 
with? But then it also enables you to be more creative and to show up 
more fully when you have that structure to follow. 

And the message that it’s also going to be communicating to your clients is 
that you really know what you are about. You are asking great questions, 
you are probably getting them to think through what they want, possibly 
one of the first times ever, and to associate what is the sense of urgency 
and what is the pain for not solving that problem. 

And they just naturally see you then as the person to help them. You’ve 
naturally stepped into that position for them. So just before we open the 
line on this and just to bring this into ourselves some practical, sales is not 
going to happen unless you are speaking to people. This is about the art of 
sales conversation so you have to be speaking to people, real, live people 
that have a pulse and a heartbeat. 
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And you need to know your numbers. This is where this leans back in, in 
the business. So your goals for the month, whatever your financial goal is, 
you need to know how many clients you have to sign up to reach that goal. 
This becomes math, it’s not an emotional problem, this is pure math. And 
then you start to work back from that. 

And then let’s just imagine, I’m going to keep this real simple, say that 
signing up three clients and you know your prices for your packages and 
programs, three clients are going to help you to get to your goal. As a very 
conservative estimate for a conversation rate—when I say conversion rate 
it’s how many conversations you are having that actually convert into 
paying sales. 

You could say it’s 30%, so that would mean that you actually need to have 
nine sales conversion. If you have a conversion rate of 30% you actually 
have to have nine conversations. And the great thing about this is then you 
start to see where you have to put your focus and where you need to 
spend your time and energy. So if you know you need to have nine 
conversations during the month, let’s say. 

And these are very conservative numbers I’m doing. At that point you look 
to your calendar and say how many sales conversations do I already have 
scheduled and what do I need to do in order to make that happen? And I 
can guarantee that it’s not sitting at home on your own behind your 
computer. That does not bring money into your business. 

So at that point you’ve got to go out and have conversations with people, 
real people with a pulse and a heartbeat and find out what it is that they 
are struggling with. And you can break it down into the ridiculous. So you 
look at how many sales conversations are on your calendar right now. 

Well if you know that you need more or less have nine conversations and 
you haven’t got any scheduled now you know what the problem is and 
now you know where you need to put  your attention because that’s the 
piece to be focusing on. If you are having the conversations and they are 
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simply not converting, then you need to look at what’s missing from that 
conversation. 

What are the pieces that you are really not proficient in so that you can 
improve that and ask good questions about how you can do that 
differently. Or what are the qualities you just simply aren’t exhibiting, 
demonstrating in that conversation. And as I said you start breaking this 
down to the ridiculous because you start to look at how many 
conversations do I need to be having on a daily basis? 

How many conversations have I had today, how many am I having today? 
And I want you to think that even though a lot of you are in the business of 
a service, not having a conversation about what you do on a daily basis is 
akin to having let’s say bakery that’s just permanently closed.  

Because for every day you are not having that conversation that would be 
exactly the same as seeing a bakery with a CLOSED sign when everybody 
wants bread or donuts or whatever it is they would want. And you have to 
think about your business like that. I know a lot of you haven’t got a brick 
and mortar business, they are home-based, they are service but it is 
exactly the same. 

People need what you have to offer but it is your responsibility to go out 
there and make the connections and communicate. Because they are not 
going to miraculously find their way to you. 


