
 

Yesterday we shared with you how to focus on getting to know someone and building a relationship, 
rather than just making a sale. You thought about how you normally feel when you go to meet a prospect 
and then how you would feel now you know you are simply looking to meet someone new.  
 
Today we are going to look at actively listening to your prospect, instead of talking.  
 
When you picture a “salesperson,” you probably imagine someone who spins your head with a fast and 
furious avalanche of words, words they're hoping to bury you in. If they give the prospect a moment to 
think and consider, they run the risk of losing the sale, so they don't give you a moment to breathe let 
alone think. This is how high-pressure sales work but this is not the approach you’re going to take. 
 
In order to get to know the prospect and determine whether your product or service meets their needs, 
you’re going to need to do a great deal of listening. The person will tell you everything you need to know if 
you just pay attention. 
 
Listening is a learnable skill and here are tips on honing it: 
 
Keep It Slow. Don’t be afraid of silences. Give the prospect plenty of chances to talk. Don’t talk because 
you’re nervous or you want to move things along. Keep it at the prospect’s pace. Remember that this is a 
conversation. You don’t want to overwhelm them, they too are imagining a fast and furious avalanche of 
words, so you can imagine how happy and relieved they'll feel when the pace is slow and steady. 
 
Talk Less Than the Customer. You should be talking less than 50% of the time, and even less than that is 
better. When you do speak, you should be asking questions to help clarify the prospect’s needs and 
goals. The goal is to deeply understand the potential customer's needs, not to assert your own opinions 
or ideas. 
 
Never Interrupt. Always give the person plenty of time to complete their thoughts and say whatever 
they’d like to say. If something comes to mind suddenly, take a note of it and say it when they’re done. 
Interrupting comes across as rude (even if it's your excitement about being able to help), and you don’t 
want your prospect to think you’re not being considerate of their time. 
 
Eliminate Distractions. Don’t try to do something else while talking to a potential customer. Stay off your 
phone or other devices. Try to speak to the person in an environment that’s quiet and calm. 
 
Check for Clarity. Repeat back to the person what they said in your own words or summarize to make 
sure you understood the main points. This is important because it shows you’re listening, but even more 
importantly, it verifies that you understand what they’re saying. By doing this, you can easily avoid any 
misunderstandings. 
 
Listen to What They Don’t Say. Pay attention to body language and tone in addition to the words the 
person says. You may be able to pick up some subtle indicators of how they feel that they’re not saying. 
 
Today’s Actions: 
Use the provided worksheet or your own notebook to complete today’s action step: 
 
How are you listening right now? 
• Do you interrupt? 
• Do you talk less than the customer? 
• Do you keep the conversation slow and steady? 
• Give each question a score out of 10. 10 being you're perfect at this and 1 being you have room for 

improvement. 
 

Imagine you've improved your score. Write down how you'd feel when the score is better. Write down what 

you did. 
 

 


