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Challenges to Better Understanding 
Whether we are speaking, listening, writing, or reading, communication is fundamental to 

understanding one another and building relationships. It is something we all do, and yet, there is 

much confusion over how to express our ideas, opinions and feelings in a way that will be 

clearly understood by the recipient. Perhaps it is because there is no “one size fits all” when it 

comes to human interaction. 

 

GROUP DISCUSSION: 

What do YOU view as poor communication? Comment on your personal pet peeves below.  

 

When I am talking one-on-one, I am annoyed by; _________________________________ 

 

In an email, I hate it when; ___________________________________________________ 

 

In a small group, I dislike it when; ______________________________________________ 

 

Our individual communication styles come from our own 

experience, learned behaviors and patterns we learn from 

others in our formative years. The big question is: does the 

current communication style serve us today? Does it 

strengthen or erode our relationships?   

 

 

Characteristics of a Good Communicator 
More than likely, it is not just one trait or skill that makes a person seem to be good in a 

conversation. Several ingredients go into the recipe of making a successful communicator.    

 

EXERCISE:  

Working with a partner, develop a list of what it means to be an effective communicator.  

 

1) ___________________________________ 2) ___________________________________ 

 

3) ___________________________________ 4) ___________________________________ 

 

5) ___________________________________ 6) ___________________________________ 

 

7) ___________________________________ 8) ___________________________________ 

 

9) ___________________________________10) __________________________________ 

 

What is at the heart of a good communicator?   How __________ make ______ __________. 
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Communicate with the Client in THEIR Medium 
Generations tend to prefer the communication method of their youth: 

 

 

 

 

 

 

 

 

Of course, the best way to find out your clients preferred communication style is simply to ask 

them. However, some dialogue deserves a phone call or even a face-to-face meeting. A text 

that reads; “Your loan was denied”, without further explanation is probably not a good one to 

send out.  

 

Notes: _____________________________________________________________________ 

  

___________________________________________________________________________ 

 

___________________________________________________________________________ 

 

___________________________________________________________________________ 

 

___________________________________________________________________________ 

 

Proximity Positioning 
When on a sales call or otherwise demonstrating your product or services, it is important to 

consider physical proximity. If the prospect visits you, be certain they are as comfortable as 

possible. If you are visiting a prospect’s home, you will want to sit at the kitchen table. Again, 

everyone needs to be comfortable. Be sure to ask for a glass of water.    

       

It is to the sales professional’s advantage to seat 

the prospective customers in such a way as to pick 

up on those subtle body language hints. That can’t 

be done with partners sitting on each side of you. 

Try to seat everyone so you can see everyone’s 

reaction as you go through your presentation. 

Position yourself in such a way that you may better 

read their body language.  

 

 

Millennials: Text 

Gen X-ers: Email 

Baby Boomers: Voice phone 



© 2020, Blaine Litttle  3 www.MomentumSeminars.com  

 

Gatekeeper versus the Decision Maker 

Just because one member of the family set up an appointment to meet with you, does not mean 

that individual will make the decision as to whether your services are used. Whether a listing 

appointment or buyer consultation, be certain to involve everyone in the discussion.  

 

 

The Words You Use 
The words you use will understandably set the tone for the presentation. What future issues 
are you creating by not being cognizant of how you craft your speech? Could you be saying 
things that may erode trust or unduly create fear in the mind of the prospect? Avoid clichés. Be 
mindful of what you say and how it might be misinterpreted.  
 

INSTEAD OF THIS…         USE THIS… 
I’m not trying to sell you anything Here is what I advise or my proposal 

Money back guarantee We accept returns or 30 days to return 

Saves you time and money State HOW or by what percentage 

Honestly Actions speak louder than words 

Feel free to call me Either book appointment or say nothing 

Opportunity Solution to your challenge 

Contract Agreement or the paperwork 

Signature Authorization or approval 

Price reduction Price adjustment or competitive pricing 

 
What are other words to avoid? _________________________________________________ 

  

___________________________________________________________________________ 

 

Top 10 Mistakes that can Tank Your Credibility 
1. Not getting to the point.  
2. Talking at people instead of with them. 
3. Not giving or asking for feedback in a timely manner. 
4. Using universal statements – “Always” or “Never”.  
5. Assuming other people have the same priorities. 
6. Not using active listening skills.  
7. Knee-jerk reactions and not gathering all the details. 
8. Failing to be empathetic to other points of view. 
9. Not rewarding improved behavior. 
10. Not smiling enough!  
 

Notes: _____________________________________________________________________ 

  

___________________________________________________________________________ 

 

___________________________________________________________________________ 

"Any problem, big or small, 

within a family, always seems to 

start with bad communication. 

Someone isn't listening." 

 — Emma Thompson  


