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The 10 Sales Conversations 
The best of the best salespeople lead sparkling conversations that get the job done. What makes them the best of the best is the recognition 

that there is not just one type of conversation. Just as an elite athlete knows that a certain “play” may unfold a number of different ways, elite 

salespeople are great at executing 10 different types of sales conversations. Each of the different types of conversations requires a different 

mindset, a different set of knowledge, skill and discipline in order to execute it well, and drives toward a different outcome. Which conversation 

will you be in today? Tomorrow?

10 SALES CONVERSATIONS

DISCOVERY
CONVERSATIONS
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BIG
CONVERSATIONS

PRESENTING
CONVERSATIONS

TEAM
CONVERSATIONS

TEACHING
CONVERSATIONS

Determine 
desired progress

Be distinctive & 
ambitious

Differentiate 
yourself & your 
solution

Elite team

Educate & inspire 
action

Earnings calls

10K’s

Social listening

Ambitious pricing

Access more 
stakeholders

Position against 
competition

Preparation

Persuasion

Performance

Process Leader

Perspective Leader

Contract

Content

Conversation

Curiosity: How 
might I discover 
what progress this 
person is trying to 
make?

Boldness: How 
might I get some 
big items out on 
the table?

Gift-giving: How 
might I package 
this presentation 
like I would a gift 
to a loved one?

Role-clarity: How 
might we play our 
positions so well 
that the client is 
blown away?

Inspire: How 
might I help this 
person learn and 
grow? 

Listen at 3 levels

11-14
questions

Levity

Calibrate impact

Make offers

Balance boldness 
& humility

Stories

Metaphors

Analogies

Less is more

Clean handoffs

Balancing roles

Tell stories

Design little ‘f’ 
failures

Give examples

Qualify

Stay in the 
question

Silence

Humility

Get to money 
first

Prototype 
proposals

Few slides, 
more images

“So what” & 
“For example” 

Opening & 
closing

Preparation

Endorsements

Stay in your 
lane

Loop-backs

Tools

Clean slides

BE MAGNETIC
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10 SALES CONVERSATIONS

PROSPECTING
CONVERSATIONS
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NETWORKING
CONVERSATIONS

C-SUITE
CONVERSATIONS

DIFFICULT
CONVERSATIONS

NEGOTIATING
CONVERSATIONS

Generate 
opportunities

Broaden & 
diversify contacts

Be a trusted 
advisor

Embrace healthy 
conflict

Create & claim 
value

Prospecting script

Value proposition

Differentiators

Sales Trailer™

Targets

Readiness

POV

Stories

Impact questions

Process

Calm, not defensive

Respond

Goal

Plan B

Items Matrix

Value: How might 
I show value very 
quickly and secure 
a meeting?

Acquisition: How 
might I meet 
and secure new 
connections?

Elevate: How 
might I provide 
a POV on the 
big issues being 
faced?

Listen: How 
might I stay in the 
question and
gain a full picture 
of this challenge?

Ambitious: How 
might I expand the 
range of what’s 
possible here?

Crispness

State your POV

Take risks

Shift gears quickly

Drive the 
conversation

Exit cleanly

Zoom out to 
big picture

Zoom in to
social &
emotional
needs

Clarify

Spend time
above response

Diffuse the heat

Questions

Identify value of 
each item

Handle pushback

Make the calls

At least 9 tries

Ask for what 
you want

Every week

Everywhere

Follow up

Prepare

Call high

No fear

Encourage

Confirm

Check

Go first

Anchor high

Propose 
options

BE UNSTOPPABLE


