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In Sales EQ, Jeb Blount opens a rare window into the behaviors and mindsets of 
the world’s highest earning sales professionals and shows us how to build on the 
“Four Intelligences” required for ultra-high performance. 

The Four Domains Of Sales Intelligence
1. Innate Intelligence:  Innate intelligence is synonymous with your IQ.  

Blount says, “I’ll put my money on a high IQ person any day.” But some 
high-IQ salespeople damage relationships with customers by talking down 
to them or overwhelming them with elaborate solutions to basic problems.  
Temper IQ with the below “intelligences.”

2. Acquired Intelligence:  Acquired Intelligence, or AQ, is about willingness to 
learn.  We can acquire new knowledge through practice, training and read-
ing. Ultra-high performing salespeople jump on every opportunity to brush 
up on their skills, study what their competitors are doing, and view adversi-
ty as a learning opportunity.

3. Technological Intelligence: Also known as TQ, this domain of intelligence 
involves our overall fluency with technology. Ultra-high performers figure 
out how to adapt technology to their lives to gain more time for higher-val-
ue human interactions.

4. Emotional Intelligence:  The ability to perceive, interpret and manage your 
emotions, as well as the emotions of others, is called Emotional Intelli-
gence (EQ).  Having higher than average IQ+AQ+TQ is not enough to 
overcome an absence of EQ. Strengthening our EQ starts with our ability 
to tap into our basic human empathy.  

Empathy comes when you intentionally give others your complete attention, turn 
off your self-centric thoughts and become genuinely interested in what they’re 
saying.  The most powerful way to make someone feel important is giving them 
your undivided attention. When your customer is the center of attention and 
telling their story, it makes them feel appreciated, and emotionally connected to 
you.
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