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Energy of Sales 

Recording Transcript 

Christine: Welcome everyone to our accelerate content call. Our topic for today is 

the energy of sales. Vanessa, I’ll let you take it from here. 

Vanessa: Thanks a lot Christine. Great subject today. We’re going to be going 

over a series of different conversations around sales because it is such an 

important part of the business. Some of you were with us at the beginning of the 

year, for those of you who weren’t I’d encourage you to listen to the Stepping Into 

the CEO training we did. I talk about the importance of a CEO, of looking at all 

the different aspects of your business. You’ve got to have your vision of where 

you want you business to go. Even if that vision is a 6 month vision because it’s 

really all you can see at this time, that’s ok. It’s a bigger vision of where you’re 

heading to. As a CEO it’s your responsibility to be planning strategically to get to 

that point you want to get to 6 months from now the same way you would plan a 

journey. You want to know your destination, some milestones along the way and 

ideally the fastest path to get there as well.  

The other areas, as CEO, that we have to keep our eyes on is the financial 

health of the company. It is a really key piece. If you’re not financially healthy, or 

at least taking steps to get there, you need to course correct and make significant 

changes. Any company struggling too long in the financial aspect won’t make it. 

It’s the reason most businesses fail. They also run out of resourcefulness and 

creativity to make things work. You must be looking at how you are going to grow 

and improve.  

We talked about is general admin, functioning, systems and the pieces any 

business needs to operate effectively. The other key areas are the functions of 

marketing and sales. Marketing is really the way you communicate what you do 

to your prospective clients. That can be through the spoken word, written word, 
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videos, newsletters, networking, speaking, sponsoring, one on one conversation. 

Marketing is the piece that really leads into your sales conversations. You’re 

moving them along a process of getting to know you through your marketing 

activities and the materials you use. There comes a point where you will have a 

conversation around what their goals are and how you might help them to 

achieve those goals. That really is the nuts and bolts about what sales is about. 

Those sales conversations are the only aspect of the business that directly brings 

money into the business. Unless you’ve cracked the code of the internet, most 

people aren’t going to just visit your website or pick up a flyer and buy from you.  

Really start to look at why sales get such a bad reputation and start to uncover 

why it’s important and some of the key elements that are involved at being 

effective at sales. I really get that most of you feel that I didn’t get into business to 

do sales. But the truth of the matter is, in order to get to do that thing that you 

love doing, you absolutely have to become more effective at both your marketing 

and your sales. Those are the 2 pieces that are going to impact your bottom line 

and keep you in business.  

A lot of people try to avoid it or outsource it, but the stage that you’re at in 

business now, you have to be the person to take this on. Only when your 

business becomes considerably more advanced will you get to a place where 

you have a sales team. I call it the energy of sales because it is so important, the 

energy you bring to it. When we talk about energy in this context, we talk about 

the emotion because that is going to permeate everything you do. If you 

approach this as something you absolutely dread, that is a low priority, that you 

feel inadequate at, you are bringing that to any communication you have with a 

potential client. That will effect what happens in that sales conversation. The 

energy of sales is so important. It goes way beyond the words you say in the 

conversation. We will get to some of those words today. For those of you that this 

is your first call about sales you’ve heard, there is some background that you 

most definitely want to do in the mastering the fundamentals section of the 

members page. There is already another call in there call the energy of sales and 
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another called overcoming objections. I won’t be specifically going over those 

today but I recommend you become familiar with those, whether for the first time 

or if you’ve heard it before. 

Most of us have negative connotations around sales.  We might think that we 

didn’t go into business to do sales, might think we’re not good at it, don’t 

understand it. The other piece is that we’ve often had bad experiences with 

sales. So we don’t want to be considered as that kind of person. We’ve all had 

those experiences with, say, a second hand car salesman. They get a bad rep. 

We’ve all had those experiences with someone not listening to what your needs 

are and what you really want and really forcing their pitch on you, telling you 

everything that’s amazing about the product they’re trying to sell you. And you, 

on the receiving end, feeling like they don’t really care about you. The truth is, 

most of them don’t. You can always tell a really good sales person because they 

really care about you. If you ask them, the pressure is coming from sales quotas, 

many of their salaries are strictly commission-based. If they don’t make sales, 

they don’t get paid. So the client isn’t necessarily the priority. There are a lot of 

really outdated sales models still used today. It’s about getting people in a room 

and you presenting to them to get them to the sale. “Show up and throw up”, a 

perfect way to describe it. You show up and verbally throw up all over them. I’m 

giving it to you in this way so that you don’t do this. This model is about telling. 

We’ve all been in this situation where we felt trapped, backed into a corner or 

even bought something we didn’t want. It builds up a lot of negative connotations. 

So we start to learn that sales can be manipulative, insincere and something to 

be avoided. The truth is, though, that all of us sell. If we look at the broader 

sense of what selling actually is. Selling is really about influencing somebody to 

take connection steps. Ideally, we want to expand that definition, in context to our 

business, is selling them something that will help them to achieve their goals. It’s 

about influencing someone else, helping them make decisions and helping them 

to move forwards. The truth is we’re doing it all day long. We don’t even realize it. 

Those of you who have kids know well we’re often selling them on ideas. How do 
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we get them to tidy their rooms if they don’t want to but there’s a great movie on? 

We’re influencing so that they take action.  

One of my very outspoken mentors asked, “How many of you are having sex?” 

You’re selling yourself. It’s about this notion of influence.  

When we start to add this idea that we are going to influence someone positively, 

for their benefit, we start to see that sales is being of service. When we think 

about the example with our kids, yeah, they don’t want to be doing their 

homework, but we’re influencing them to do it because it’s going to help them 

achieve their bigger life goals at some point. Having that conversation with them 

is a service.  

The mindset shift that I was able to make is that rather than doing it to people 

we’re doing it for people in a more collaborative way that helps them clarify what 

they want and take a step in the direction of their goals. Sometimes taking that 

step means deciding it’s not for them and that’s ok. It’s clarity at some level.  

We start to see sales in a bigger, broader context of being of service. Without 

sales consistently, no business can survive. It’s the oxygen to any business, 

yours included. We all know the feeling of getting a new client. It feels great. It’s 

typically very energizing. Someone else you get to help, somebody you know you 

will be part of benefitting their lives and businesses through the work you offer. 

It’s a really exciting idea.  

If you are in business for yourself, you have to build skills in and continually 

improve and master. This is not something that you are likely to say, “Ok, got 

that. Done.” And move on. People study sales for years and years, build whole 

careers around it. I say that so that you really set yourself up with the right 

mindset. That it is something that you will be continually trying to improve upon 

and dedicating time to it.  

If we look at winning the game of sales, so much of it is shifting our own inner 

game. I believe, and I’m certainly not the only one who says it, the psychology of 
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the inner game represents 80% of any success. The inner game, the energy you 

show up with. Your beliefs and assumptions. Your fears and anxieties are all part 

of your inner game, will be responsible for 80% of your success. The skills you 

then put on top of that are 20%. They are a smaller part of it. Those pieces are 

relatively easy. The “soft skills” are really the hardest skills but they are going to 

give you the biggest return once you really understand that aspect of yourself.  

Believing in ourselves, believe in our services, believing in our ability and desire 

to help others is fundamental to success in sales. That’s not to say you can’t see 

ways you can do things better. If you have a growth mindset, you’re committed to 

always improving, you’ll always see ways to improve. Starting where you are 

now, what needs to be fundamental to success in sales is to believe in yourself 

and your ability to help people through your services. Your desire to serve 

people, I think goes such a long way.  

What is selling? Think about a time when you had a positive sales experience. 

Most of us don’t like to feel sold to, because we feel out of control in the process. 

But most of us do like to buy. A good example, to think about how the process 

can be positive, for me is thinking about buying a home. It’s typically one of the 

biggest purchases you will make in a lifetime. It is a significant purchase. When 

we bought our home in Europe, I went privately. It was a private sale. I 

purchased it privately. When I sold that house, I did it the same way. I learned a 

lot and made a profit. When I purchased my next house here in the States, we 

were still living in Europe. When I think back on that process and what we got at 

the end of it is a beautiful home we absolutely love living in. We got so much of 

what we wanted. The real estate agent that worked with us found out what it was 

that we really wanted. She spent time clarifying that with me so that she got 

really clear about what it is we wanted. She was able to do that work and to do 

the research and help me achieve that goal.  

To say that sales are sleazy and bad, and to be a negative experience when I’m 

living in a home that is beautiful for my family is just not true. We forget how 

positive that impact is when we are able to work with somebody and influence 
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them into taking action. In this case, she influenced us to make a big investment 

on the other side of the world for the benefit of us. Sure she got a commission 

out of it but we are still reaping the benefit of it years later and we will continue to 

reap the benefits.  

Sales is something you do for people. It also takes place in a collaborative way. 

She didn’t just show up and tell me what I needed. She worked with me, 

collaboratively, to find out what we were looking for. Where were the margins we 

could work inside of.  

You become the partner with someone. You are helping, as well, in that process 

someone to gain clarity. Helping people from a place to disorder in their thinking 

process to helping them to get clearer. It’s that level of clarity that helps them to 

make decisions and move forwards. It’s said in sales, the confused mind doesn’t 

buy. Your helping them to get clearer and clearer and to make a commitment to 

what they want. You’re helping them to make those decisions. They’re making 

the decision. We made the decision to buy our house but with the guidance of an 

expert. That’s why we chose to work with her. She provided a lot of information 

that helped us. She had a handle on the market, prices, good areas of town, 

schools and other information that comes into play.  

This is about your role in that sales process. It’s not about you convincing 

somebody to buy from you. Not at all. Nobody wants to feel sold to or pushed 

into a corner. It’s about you helping your prospect to clarify what they want and 

lead them to making a decision. In sales, one of the things we often fear is 

hearing the world no. But no is a decision. And if the goal of sales is to help 

people get clear so that they can make a decision we have to be ok with yes and 

no, both sides of that. Most people freak out when hearing nos. When somebody 

makes that decision, the transformation begins. So if we think about it from a 

sales perspective, using my house as an example, when I walked into it I just 

knew it was “the one”. I’m not going to lie to you, it was outside of our budget, as 

in over it significantly. Of course, in that moment of excitement, are all of those 

questions going through our heads. We came to a place where we had to make a 
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decision. Were we going to put in an offer? As you know, the minute you make 

that decision, your mind starts working to see how you can make it happen. Now 

you’ve got clear on what you want. So, we put in an offer to see if we could get 

lucky, which wasn’t going to happen, but once your mind is made up the mind 

starts to working on how to make it happen as opposed to “can I make this 

happen?” They are very different. Can I make this happen is full of doubt. How is 

full of solutions. So you make a decision, you know that’s when the magic starts.  

We signed the contract for the house on our way to the airport. We finalized the 

deal, by proxy, when we were actually in Europe. The moment you sign, that 

you’ve made the decision, and you know you’ve made the commitment, you 

begin to imagine the changes that you are going to make. That only really gets to 

happen when you’ve made the decision. That is exactly the same for sales. 

Sales is the first step in the process of that transformation. When they say “yes” 

now the transformation begins. Now their mind is going to go to now I made this 

commitment, how am I going to make this happen? Sales is really rooted in 

service. You’re helping them make a decision around those things that they want 

so that they can enjoy the transformations that come from that. It is such a 

positive place. You wouldn’t have anything in your life without sales. Your house, 

your clothes, your pets, your horses….they all came through a sale. I don’t think 

that they miraculously appeared in your living room one day. Some things you 

will be really appreciative that you were able to buy because of the benefits you 

received from them. So when we start to shift and think about how positive it’s 

been. I hope you start to see the positive role you can start to play in someone’s 

life as well. When you don’t come from a place of service you’re really robbing 

them of an opportunity to get clear and to start getting those transformations for 

themselves.  

Some of the problems come in when we start to tell ourselves that we need the 

sale. This is probably one of the things that puts people off selling. They have 

been on the receiving end of it. It’s very needy and comes across as very pushy 

and you don’t want to be like that so you just avoid it altogether. Neediness 
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means we lose the opportunity to be of service because now what we have in our 

mind is the sale and the result. We had 2 realtors, the first was fired quickly 

because she wasn’t listening and I started feeling pressured. The second really 

stuck with us and stayed with us through that process. At no point did I ever pick 

up on any neediness. Very respectful of what I wanted. It was very much in 

service and not neediness. When we come from a lack mindset, meaning each 

sales conversation starts to mean too much to us, you’re saying to yourself there 

are no other opportunities. We live in a world with billions of people and all of us 

are in the people business, we somehow decide that one or two opportunities 

gone and now the well has dried up. The truth is there are so many people that 

you could be helping.  

The other truth is that you are not focused enough on those business 

development activities. You haven’t got a consistent plan so that you’re bringing 

in those opportunities in your own world of business on a regular basis. You start 

thinking it’s feast or famine. Equally so we get impatient. We meet someone for 

the first time and we think we need that sale and now it’s like a dating game. The 

next thing they want to do is jump into bed with you when you haven’t even 

worked out if they are a potential coffee partner for you, you’re put off. I use 

extreme examples here but often it is like a dating game. We building that know/ 

like/ trust relationship. We’ve been there too many times where we feel like 

someone is practically jumping on us. We have to be mindful but we don’t want 

to close everyone – not everyone is a potential or ideal client. We have to be 

thinking about this through the lens of the champagne client. Are these really the 

people we feel excited about serving? Do we feel that connection with them? 

With that connection it becomes so easy. When we come from a place of 

neediness and lack it isn’t going to happen. We have to always take a stand for 

being in service. Always take a stand for that. Also remember, if we aren’t getting 

as many no’s as perhaps we should be, if everyone is saying yes to us, it is a 

clear indication that your price is too low. Oftentimes that comes from a place of 

desiring to be liked by everybody and to avoid feeling rejection. We need to be 

mindful of that. We have to get used to the fact, in any healthy sales process, 
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there are going to be far more people saying no than there are going to say yes. 

Part of the growth in sales is to get beyond your need to be liked. Get beyond 

your fear of rejection- they are not rejecting you as a person. If they say no then 

you have already provided service, you’ve helped them get to that clear outcome. 

There are times that it really isn’t the right thing for someone. It might not be 

strategically the right time for somebody to move forward. We must get out of this 

mindset that everyone is an ideal client, that we can serve everybody and that 

they are ready to move forward now.  

When you come from a place of service, you are really coming from a place of 

detachment. When I talk about detachment it’s that you really care about a 

person that you are having a conversation with, you care about the outcome for 

them, but you are detached about the outcomes for you. That’s a tricky place to 

navigate. When you become overly attached to the outcome, that’s when we 

move into that place of pushiness and neediness. It often shows up in a 

conversation by shifting from asking questions to telling them. Now it has shifted 

to our outcome instead of theirs.  

The other piece to add here is that sometimes we feel that we have a need to 

educate people. This comes from a place of telling. It’s slightly removed from this 

old style of selling (pitch and sell/ show up and throw up). We need to educate 

them about our services, products and ourselves. All of a sudden, we’re dropping 

in our credentials and our training. At that point the client or prospect hasn’t 

asked any of those questions. But we’re in our education or telling mode. It really 

comes from our own insecurities there, feeling the need to tell. A golden rule, 

again from my sales coach, is that you never answer a question that hasn’t been 

asked. Some of you are telling way too much. What that can do is confuse the 

prospect’s mind. Remember, this is all about clarity. We have to be really mindful 

of that in the conversation.  

Some of the other mistakes as well, probably one of the biggest, is not asking 

enough questions. I didn’t say, not talking enough. Your job in the process is to 

ask questions that clarify what the client wants and why they want it. What they 
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want is their goal and their vision. Why they want it is their deeper motivation and 

is personal to them. We only find out that information when we ask questions. 

Your job is to ask questions and to listen. The prospect should be speaking 80-

90% of the time. Most sales conversation, it’s actually the reverse. Too much 

telling and not enough questions and the sales person is doing the majority of the 

talking instead of listening. When you ask questions and you really listen at a 

deeper level to the responses, you build a connection with that client. They will 

feel heard and validated. It’s one of the most important aspects of being a 

human. We can achieve that in a sales conversation through listening. When you 

listen deeply to somebody and you’re able to paraphrase back to them what you 

heard and share your understanding, you really build that connection. Do you 

think that when you make that deeper connection that they will just walk away? 

Those are some of the keys of building relationships in the process.  

Equally so, another big mistake is trying to persuade or convince people to buy 

from you. Sometimes we do that in very subtle ways. We slip in our 

qualifications, start telling, start to get needy, sometimes even discounting. 

Giving stuff away as a way to convince somebody to step into a program with us. 

I love to give special deals and be generous but that needs to come from a place 

of giving value and generosity and not of neediness.  

These are some of the key areas that can really affect your energy when you go 

into your sales conversations. You really need to think about what is the place 

you’re coming from? What is the mindset that you are entering into that 

conversation with? Are you excited? You should be. Excited about the 

opportunity to have a conversation that is going to help somebody. You need to 

think about your own energy. Is it low? Is it flat? Is it excited? Do you come 

across as someone who even cares? You want to think about where your energy 

is at so that you communicate that. People engage in that selling process and 

buy your confidence. They are investing in the outcome but they are picking up 

on your confidence. A lot of people when they enter a sales conversation, their 
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voice is one of hesitance, they aren’t leading the conversation powerfully and 

with confidence and prospect will start picking that up.  

How clear are you on what you offer and what you can help somebody with and 

who you can help. If you are entering into that conversation really doubting that 

piece, you are going to sabotage that whole conversation. It warrants doing that 

extra work to get clear on knowing who you can help and what can you help 

them with. For example, you don’t want to be selling loaves of bread yet you’re 

communicating that you’re selling something totally different like bottle of 

shampoo. You want to go in clear. It’s that clarity that will help you move 

somebody through the process of getting them clear.  

You also want to think about, in those conversations, where are the places that 

you start to lose clarity or leadership? Where are those places? We all have 

them. When I went through sales training we used to pick apart the sales 

conversations and find out where were the pieces where all of a sudden I was 

losing all of my energy. For some people it’s even starting off, they don’t start 

well. Be somebody that can start the conversation off powerfully and take the 

lead so that they know they are in good hands and feel confident. Do you start to 

lose clarity when somebody else is telling you a whole life story and you find 

yourself getting hooked into it. That’s another place in a sales conversation to be 

mindful of. People like to tell their stories. When their story is similar to theirs, we 

can find ourselves emotionally hooked into it. This particularly comes up around 

the money part of the conversation. When you hear “I can’t afford it” or their story 

resonates with you, you can over empathize. Is that a place that you hesitate? 

Do you hesitate when it’s time to make an offer?  You’ve gone through the 

process. You know they’d be a great client. You know that you can help them. 

You seem to have a great rapport, but all of a sudden you hesitate. It can be 

those subtle things that someone else picks up on, that lack of confidence. Or is 

it that part when you state your fees? This should be the simplest part, you state 

your fees then you get silent. You’ve got to start to understand that inside of the 

process, how are you entering into the conversation and what else happens 
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throughout that conversation. Where are the places you are strong? Where are 

those places you still need to work?  

Are you even dedicating time to this in your business? How much time? If you 

were to look at your agenda for the next month, how many sales opportunities do 

you actually have? How many conversations to you have scheduled with 

prospective clients? How much time do you have blocked off that you are going 

to reach out? If it’s not on your calendar I can tell you it’s unlikely to happen. 

Then what happens is that we start to get into that panic situation and then we 

start to feel like we really need it and not doing what we’re supposed to be doing 

which is the very thing we want to avoid. 

I know I shared a lot today, but I haven’t shared the specifics because you 

already have a training on that. If you’ve already gone through it, it’s not new, I 

suggest you go through that as a refresher. Anyone who is new really needs to 

listen to it. I want you to really start to think about this now as a key part of your 

business and really step into that CEO role. Start to track what it is that you are 

doing around sales and be very honest about it. Start from where you are at. If 

you were having 5 conversations now, what would happen if you doubled that? 

You will really start to see where you can make a significant difference in your 

business.  

One of the tools we’ll make available is the Bold Money Focus Marketing 

Template. It’s really linking the whole idea of marketing and sales together for 

you in one simple template. I want you to take a look at that template. It’s a way 

of tracking your numbers. Set a goal for yourself for the next month. What would 

you really like to bring in for income. Don’t set crazy goals that will set you up for 

failure. If this is an area you have been struggling with, any area that shows 

progress will be good. Don’t undermine yourself. You have to decide where 

you’re at and what is your goal for this month. If you don’t have enough strategy 

sessions scheduled you need to get more scheduled. It’s a numbers game and 

it’s a skill game at this level. The other piece you have is to track your income on 

a daily basis. It doesn’t matter how small. This can be a real eye opener. We can 
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see that there are days and days where there is not income coming in. 

Depending on the business, sometimes this is the way of the business. You may 

have payment plans that income is coming in at different times during the month. 

Look at how many days you have conversation and see where sales are 

happening, or have the potential to happen. This gives you the real data so you 

can change. The data is real, we don’t’ have to get emotional about it, it is just 

information. We start to see what are the things that have to be improved to start 

achieving your goals. 

How are you going to approach that goal? If you set that goal, are you going to 

set yourself up for success and go play full out? Did you set yourself up to lose? 

How are you going to achieve that goal? For those of you that would really like 

some extra support on this, I’m going to find out a way that we can get some 

extra calls in. I want to really support you in achieving those goals. If you are 

committed to really setting a goal and going for it, playing full out and put energy 

in it, I’ll match your energy.  

 

 

 


