
 
 

 

BE BOLD.  PLAY B IGGER. ®  

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 1 of 12 

Leadership in Sales 

Recording Transcript 

Today, we’re going to talk about leadership in sales. I love this subject. I’m really 
passionate about the business about business, how business works to be able to 
get your own self expression and gifts out into the world. To make a massive 
impact into other people’s lives and businesses and be really well paid for it as 
well.  

We all love what we do, but we have to really start to get interested in the 
business itself, what it takes to grow a profitable, sustainable, and lucrative 
business. Mastering sales, or at least getting very proficient in the process, is 
absolutely key. There are few things that you can really avoid to be successful in 
business. You cannot get by without tracking. You can’t get by without marketing. 
The one thing that is guaranteed to stop the money flowing is lack of sales. It’s 
the one activity in your business that we can directly correlate with dollars in the 
bank account.  You can have the best website with the most amazing copy, 
messages, and images but if you’re not actually having conversations, you will be 
the best designed website that nobody knows about. 

Many of you heard my own story about the year I very nearly went bankrupt, and 
ended up generating 6-figures. The decision that I made that year, which was an 
intuitive decision at that time, that I was going to be successful and that I would 
be really honest with myself that I didn’t have a clue about sales. I did not focus 
on fancy marketing or anything else, I focused on sales because that was the 
piece that would get me the sales. How could I get in front of people in the 
quickest possible way? What would give me the quickest result?  



 
 

 

BE BOLD.  PLAY B IGGER. ®  

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 2 of 12 

I couldn’t be bailed out by anyone else, I had to make this work for myself. My 
accountant told me in May that I was about to go bankrupt and by December I 
had sold about 6-figures.  

Sales was the key to that. I had really invested in that one skill. I want to share 
with you different pieces around the sales process, the parts people don’t speak 
about much, so you can start to build your own knowledge and experience in this 
area.  

I would encourage you to check out Mastering the Fundamentals (Accelerate 
Members Area). In there you will see training in there around the Energy of 
Sales. I will be building on that training.  

We’re going to build on 3 areas. One is about understanding your process. What 
is the process you are going to be creating and leading with. Secondly, we’re 
going to be talking about energy and emotions. Also, the focus today is about 
how you start often dictates how you end. Often the questions that come up on 
sales is “How do I get people to say yes”. Often, people are asking the wrong 
questions. It’s about how you are set up for success in the first place, if you start 
strong in sales, with a good process, and you are really leading that process and 
not being led by something or somebody else (emotions).  There could be times 
where your presentation is clunky or you don’t ask the right questions but you still 
get the sale and that is because how you set it up supports you.  

If you get a lot of no’s in your sales conversations it is often because something 
is lacking in the beginning. It’s a place we don’t often look or unpick.  

As the leader of your business, it’s so important to identify what your sales 
process is actually going to be. We talk about this in Systems to Scalability. We 
need to know what our process is, or what our system is. Why? First, it’s so we’re 
not reinventing the wheel every time. It gets exhausting. It’s not a very scientific 
approach. It’s much like throwing spaghetti against a wall to see what sticks. We 
may not know exactly what made it stick, maybe you got lucky. Maybe it’s cooked 
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properly. Maybe the wall is more adhesive. When you start to have a clear sales 
process you get clearer on the steps that you’re taking people through and you 
can start to look at where things aren’t working and where you need to make 
some adjustments. What is an area we can improve?  

9 times out of 10, people don’t work on their sales skills and that just isn’t going 
to work. The sales skills we’ll teach here are built on decades of experience not 
just from me, but from generations before.  

You want to create that predictable process so you can discern what is working 
and what isn’t working. Having that roadmap helps you to be more authentic 
inside of it. You have “tracks” to operate on. You don’t have to worry about that 
piece and you can show up more fully as the leader. On the flip side, the process 
also sets the direction for the people that you are going to be working with. Your 
prospects will feel safer and will be able to build that trust factor because you 
appear more calm, in control, and confident.  

Another aspect to the sales process is that later on, as you grow your business, 
there will come a point where you will want to have some help with sales. You will 
need to train other people. You can’t train other people if you have been just 
winging it and don’t have a system. Or you may be looking to outsource sales. 
But if you don’t know what you’re talking about or understand your own system, 
you won’t know if they are event he right fit for your business.  

When we’re looking at designing that process, we need to think about a couple of 
things. One of the biggest mistakes in sales, before the conversation is even 
started, is trying to have those conversations with anyone who has a pulse. What 
needs to happen is setting up a screening process. Getting on your calendar and 
getting to spend time with you is a privilege. What if you can design a process 
where you know your time is spent talking to the right people who will buy into 
your product or services? Knowing that you can expect to close a certain 
percentage of those conversations can help to build confidence.  
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When it comes to your screening process, the first thing you can do to is really 
value your time and your energy. When you think about your screening process, 
you are the prize. It’s about growing that higher end, boutique style, business. It’s 
not for everybody.  

An example of this is when I lived in Switzerland. I would go on Saturdays with 
my daughter and we would grab a snack and check out the shops. As you know, 
one of the things that Switzerland is known for are the Swiss watches. Over time, 
we created a small collection of Swiss watches. But when it comes to higher end 
jewelry stores, you don’t just walk in the door. Sometimes you can’t even see into 
the store. The front of the store is polished and fancy. There is usually a man at 
the door, with an earpiece and suit. As you approach, he opens the door for you 
so you can enter. Just by having him there, just the fact that you don’t get to just 
walk in the door, there is a level of discernment. It can be intimidating for certain 
people and they end up self-selecting themselves out. But those that really want 
to know what is on the other side, allow themselves to be let in. 

Thinking about this with your sales process, if you want to create a high-end 
business, you’re not for everyone. You want to think about who you want to let in 
to your door. Who do you want taking up your time and energy?  

So what do you need to screen for? You have to know your clients a lot better 
than I do. If I know them better than you do, you have a problem. I’m going to 
give you some guidelines so you can design your process.  

Some classic areas you want to be screening for include clients within your 
niche. You want clients you can serve that are in your field.  

You want to identify if they really have a problem that you can solve or help them 
with.  

You want to also screen for that sense of urgency. Is this a priority for them or 
not? A sense of urgency moves people forward. If it’s really not a priority, they 
are probably not the best person for you to be speaking to. 
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We definitely want to be screening in some ways for budget or willingness to 
invest. I am a firm believer in that people don’t just have massive budgets sitting 
around just waiting to invest and see where they can spend it. But if they right 
solution presents itself for an existing problem, they are willing to do what it takes 
to get the funds.  

We also want to be screening for people who are responsive and coachable. 
People who can follow instructions. I’m always amazed at what simple tasks 
people often just won’t do. Or they go silent and wait until the last minute to 
respond. These people are often more challenging to work with. Especially when 
this presents itself early into the “relationship”.  

You also want to screen for if you like them. A lot of people miss this. A question I 
often consider is “Would you invite them to dinner?” Would you spend time with 
them? Do you really like and respect them? If the answer is no, then it’s probably 
best to take it any further. And that’s ok.  

You want to screen to see if they are a decision maker. If you are dealing with a 
larger organization or business, are they the one who makes decisions? And 
there may be other people who are involved in the decision making process 
(business partners, spouses, etc.) 

So what could a screening process actually look like in the process? What we 
have worked with is 2 different processes over the years. From zero screening to 
eventually getting tighter and tighter in the process.  

One way is to ask a series of questions. Get them to fill out a questionnaire or 
application, depending where they are in the process. If we are in the beginning 
stages, and we’re not talking about making an offer, then we have a series of 
questions that we ask people to complete prior to me speaking to them.  

The other place that we screen is what I call the “quick audit call”. It’s like a try 
out. It’s a very brief conversation with somebody that I have, or someone on my 
team has, to see if it makes sense to have a more in depth conversation. I have a 
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team who really filters that, but in the early stages this will be something that you 
do.  

When we talk about the screening process as a series of questions, I don’t 
believe in a ton of questions. I think 5-7 questions that really gives you good 
background and prepares you for the conversation and shows you that they are 
committed. They are making the effort and showing that they are serious. Based 
on the answers, you can decide if it makes sense to have that next conversation 
or not. I prefer shorter questionnaire. If they are too long they become too 
cumbersome and become a barrier. Decide what is just enough to determine if 
they are willing to do the work and provides you with the information you need. 

When you ask these questions, think about your ideal client and what you want 
and need to know prior to speaking to them. The good news is that, often, those 
screening questions actually mirror what you would do in a sales conversation. 
They are like a mini sales conversation on paper. We’ll add an example into the 
Members Area for you to take a look at but here are some basic ideas:  

• We want to understand what kind of business they are in 
• Income levels (current, previous, goals) 
• If they had a magic wand, what would their lives look like? 
• What do they need help with? (provide options) Creates self-selection 
• Give them options to determine willingness to invest. ($0-??) 
• Option to say “I’m ready to invest in the right solution for me” 

These questions help us determine if they are at the right level in their business 
for us to really help them. Identify those key questions that you would want to 
know prior to speaking to someone.  

The second way that we screen is done by having a brief conversation, or audit. 
It’s a quick call where we can work out if this is somebody we can help (or if we 
want to). If yes, we’ll then put them into a more in depth conversation. Something 
we found is that we were wasting too much time speaking to the wrong people. I 
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realized that I could identify within 10 minutes if they were a good fit but I had 
dedicated 45 minutes to that conversation. It really is painful to continue a 
conversation with someone when you already know it’s not a great fit. It becomes 
really awkward. By streamlining, we are able to set expectations for both sides. 
It’s really about being on the same page and that’s what a good screening 
process looks like.  

This also sets up powerful first impressions when you take control. It shows a 
level of confidence. In that first conversation, while you want to build a rapport, 
you are not there to be their best friend, you are there to help them. You have to 
establish leadership and show you are an expert at what you are doing. 
Otherwise, you won’t have that respect. 

So what is the purpose of the questionnaire? The purpose is to decide if you 
want to spend time speaking to this person or not.  

With the audit, it’s similar. It’s about assessing if you can help this person and, if 
so, setting up that longer, in-depth conversation.  

So what does that actually look like? One of the things we do is to set up 15-
minute blocks of time on the calendar. To access that, they first need to complete 
a questionnaire beforehand. If they don’t complete the questionnaire, they don’t 
get on the calendar. Once they have that 15-minute call, we determine if we can 
help them. There is no selling at this time. For those that struggle with 
streamlining the process, this may be a struggle. You must be sure to have laser 
focus and take the lead immediately on that call. Welcome them, explain the 
purpose of the call, but skip the small talk.  

Ex: Hey Susie, really glad we have time to chat today. Welcome to the call. I 
have 15 minutes scheduled for our call today, does that still work for you? Great! 
This purpose of this call will be to simply to learn more about you and your 
business and see if we can help you. I’m going to ask you a bunch of questions 
quickly to gather information. If I can help you, we’ll set up a longer time to 
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discuss what that will look like. If I can’t, I will let you know immediately so I’m not 
wasting your time. Is that ok with you? Great, then let’s get started.  

In there, in that very first minute, we established rapport, established leadership, 
gave them the purpose of the call, we check in on time out of respect and to 
remind them that it will go quickly. Then we let them know there is a very clear 
next step; it’s either yes or no.  

So that’s the first minute, now you have 14 left. What do you do with that time? 
The next questions you ask will mirror the questions asked in the sales process. 
There will always be the same questions, but each level takes them deeper. 

A great question is, “What brings you to this conversation today?” It’s a great 
question that brings them to the here and now and lets them know why they 
showed up for the call. Ask them some questions around their goals. This is 
where you need to be able to laser through and get to the point. Here are some 
examples: 

• In one sentence or two, what is it that you want to achieve with………? 
(branding, video, building business, whatever it is you can help them with.) 
By saying “in one sentence or two” or “in 30 seconds or less” you enforce 
short answers and focus. 

• What is frustrating you right now? What does your reality look like now? 
• What specifically is not working for you right now? You’re digging for 

problems. The word specific is very important.  People tend to speak very 
generically.  

• What do you want help with?  
• How important is it for you to solve this now? On a scale from 1-10 (one 

being this HAS to happen right now). If it’s anything less than 8, it’s not 
urgent to them and it is unlikely they will move forward.  
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These are simple screening questions. 15 minutes - they will find so much value 
in this and we get messages from people saying how valuable it is, even when 
we send them on their way.  

At the end, you may have to say, “I’m not the best fit for you.” That’s ok. You 
might be able to refer them elsewhere, recommend a book or resource, or offer 
other insight. Then, you send them on their way.  

If you can help them, the next thing is to get them into that longer conversation. 
“The good news is, Susie, this is what we do all day long. These are the kinds of 
problems we solve all day long for our clients. The next step is for us to set up a 
conversation where we can dive a lot deeper into this and I can really help you 
with the “how” and what that would look like.” 

This is where you need to take leadership and let them know what is going to 
happen next. I want to offer framework for how this will look.  

“In the next conversation Susie, we are going to look at 3 things. It’s what you 
really want in your business/ relationships/ branding/ health/ etc. We’re going to 
be looking at what is working and what isn’t working right now. We’re going to be 
looking at understanding what is getting in the way so we can create a plan for 
you.” 

These are 3 things. You may want to encourage them to consider those 3 things 
before you speak again, perhaps via email. You can even create it as an 
“assignment”.  

Then you give them that next big step, which is to schedule them onto your 
calendar. I like to schedule them for an hour. I don’t want to feel the pressure, or 
for them to feel pressure. Schedule it right then and there if you can. If not, you 
may get your assistant to schedule it. Or, if you have an automated link where 
they can book it on your calendar themselves, send them the link immediately. 
Give them a short time frame to get it booked.  
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These are 2 screening processes. One’s a questionnaire that can lead to a 
longer sales conversation. One is a quick audit that you can do without a 
questionnaire. What we have ended up doing is combining the 2. It is working 
really well because we are not speaking to the wrong people. They are serious 
and committed.  

I want you to think about what an effective screening process could do for you 
and your business and which would you prefer right now. Make a decision so you 
can create it and start to work with it.  

A couple of things I want to finish up with here. The next thing is to get into 
conversations. We’ve given you questions and process to follow, but in terms of 
leadership you want to be calm, centered, confident, and in charge. This will 
immediately establish your leadership and ensure you are not being led by 
emotions. This happens frequently. You might over empathize, you buy into a 
story. We have to be very aware of that. Sometimes they reflect difficult moments 
we’ve faced and we start to feel bad for them. As a result we get entangled in 
their emotions and fail to remain calm and confident. This is a time for you to be 
in a calm space and take care of yourself first.  

Another thing to think about is keeping your energy high but grounded. If you go 
into fear in your conversation you won’t be grounded. But, equally so, if you go 
into over-excitement you aren’t grounded either. Losing a sale is often more 
about us than about our prospects.  

As you go through, there are a couple of rules of thumb. No matter where in the 
process you are, you should always follow these rules. You will want to write 
these down.  

• The amateur in sales speaks most of the time and listens very little. (70%-
30%) The pro in sales reverses that. You shouldn’t be hearing too much of 
your own voice in sales. It’s about asking questions and listening to the 
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answers. This is why we offer a few sample questions. See what works 
and what doesn’t work.  

• “He who asks the questions leads the conversation.” If you really take 
them through a sales conversation, there will be very few. The sort of 
questions you want the client to ask is “When can I start?” “How much 
does it cost?” “What does this look like?” You want to be the one leading 
and asking the right questions.  

• You want to understand your own triggers and areas of discomfort inside 
of the sales conversation. Think about your process to get them on the 
calendar. Think about how you start that process. Where do you struggle? 
Is it in the set up? Or do you struggle to get them into identifying their 
obstacles? Or do you struggle with impactful, pain-related questions? 
They are the questions we have to ask so the client gets connected with 
the real impact of staying stuck. For a lot of people, asking those 
questions is an area of discomfort. They feel like they are inflicting pain on 
the subject. Or do you really get stuck on getting commitments from 
people and making your offer? Do you find yourself getting fearful, 
nervous, excited? As you go through this process you want to be really 
studying for yourself and identifying those areas that are really tough for 
you. You can only build these skills through study and practice. No one is 
a brilliant sales person from day 1. A great tip is to record your calls and 
then listen to them. You will get so much valuable knowledge by listening 
to your own calls. Part of being a CEO is about being able to self asses 
and understand where your own weak links are and what areas you need 
to develop and continue to practice. Listen for your energy, your 
leadership, are you asking clear questions?  

As we finish up today’s training I want you to remember one thing: If you are not 
talking to people about how you can help them on a regular basis, you will go out 
of business. This is really important. Conversions happen inside of 
conversations. Converting someone from interested to invested happens inside 
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of conversation. This is the place where the magic lies in your business and it will 
give you confidence as you become more proficient.  

I’m going to give you some steps as to what you should be focused on right now 
where you are now.  

Developing your screening. What are the criteria you want to put into place to 
filter out or screen people to speak to you? Start it at the simplest level so you 
have something to build on. Could be 5-7 questions maximum. Think of it from 
the perspective of your ideal clients.  

Study the energy of sales. The energy and the flow. The key areas that really 
must be addressed in a conversation to see where your own weak links are. You 
can’t necessarily focus on improving the whole conversation. You need to focus 
on one thing at a time. In any sales conversations, there are only so many 
moves. There aren’t a lot of different things you need to do. What are the areas 
you are doing well that you can build on to go from amateur to pro and from pro 
to master? You need to address those weaknesses so they don’t catch you out.  

 

 


