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Welcome to the world of Feeling Machines That Think, where emotional intelligence meets technology to transform the way we sell. As sales professionals, we navigate a complex landscape of human interactions, where emotions often drive decisions and outcomes. In this context, mastering emotional intelligence is key to building authentic relationships and driving sales success.

But what if we could leverage the power of technology to enhance our emotional intelligence and take our sales game to the next level? What if we could use machine learning algorithms to analyze data and identify patterns in customer behavior, emotions, and preferences? What if we could use chatbots, virtual assistants, and other AI-powered tools to streamline our sales processes, increase efficiency, and improve customer experience?

In this book, we explore the intersection of emotional intelligence and technology in sales, and provide practical insights and strategies for sales professionals who want to leverage the latest tools and techniques to achieve their goals. From understanding the ethical implications of using customer data to building trust and rapport with prospects, from using AI to augment our emotional intelligence to adapting to change and embracing a growth mindset, this book offers a comprehensive guide for anyone who wants to thrive in the ever-evolving world of sales.

Whether you're a seasoned sales pro looking to stay ahead of the curve or a newcomer to the field seeking to build a strong foundation, this book is for you. Get ready to explore the exciting possibilities of Feeling Machines That Think, and take your sales game to the next level!

Selling is not easy. It involves persuading someone to take a particular action, whether it be buying a product or service, signing up for a program, or agreeing to a proposal. It requires a combination of skills, including effective communication, relationship-building, problem-solving, and the ability to read and respond to the needs and emotions of others.

Furthermore, selling can be challenging because every customer is unique and may have different needs, preferences, and concerns. This means that sales professionals must be adaptable and able to tailor their approach to each customer. Additionally, they must often navigate rejection, objections, and negotiations, which can be mentally and emotionally taxing.

Despite the challenges, sales can also be incredibly rewarding. A successful sale not only benefits the sales professional, but it also provides value to the customer by meeting their needs and solving their problems. Therefore, by mastering the art of selling, sales professionals can make a significant impact on the lives of others while achieving their own personal and professional goals.
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The Importance of Emotional Intelligence in Sales
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Once upon a time, there was a salesperson named Bill who was always focused on closing deals, regardless of how his customers felt. He would aggressively push for a sale and use high-pressure tactics to get customers to commit. He often ignored his customers' emotions and needs, believing that closing a sale was the only thing that mattered.

One day, Bill was working with a potential customer named Cindy, who was interested in purchasing a new car. Bill began his pitch, talking about the car's features and benefits, and pushing her to commit to a sale right away.

Cindy, however, was feeling overwhelmed and unsure. She had a lot of questions and concerns about the purchase, but Bill wasn't listening. He continued to push for the sale, ignoring her emotional state.

Eventually, Cindy became frustrated and decided to leave without making a purchase. She felt that Bill was not interested in understanding her needs or concerns and was only interested in making a sale.

Bill lost a potential sale and a potential repeat customer because he lacked emotional intelligence. He did not take the time to understand Cindy’s emotional state or needs and did not adjust his approach to meet her where she was. As a result, he missed out on a valuable opportunity to build a relationship with a customer and make a sale in the long run.

Emotional intelligence refers to the ability to recognize, understand, and manage our own emotions as well as the emotions of others. In sales, emotional intelligence is critical because sales professionals need to be able to connect with their customers on an emotional level to build trust, establish rapport, and understand their needs and pain points.

Let us look at a few ways in which emotional intelligence can benefit you as a sales pro.

Let’s begin by considering the role of empathy. Empathy is a key component of emotional intelligence and involves being able to understand and share the feelings of others. It is the ability to put yourself in another person's shoes and understand their perspective. In sales, empathy is important because it helps sales professionals understand their customers' perspectives and needs, which allows them to tailor their sales pitch and approach to meet those needs.

Sales professionals with empathy are better able to understand their customers' pain points and challenges. They can put themselves in the customer's shoes and imagine how they would feel in a similar situation. This understanding helps the sales professional to frame the product or service as a solution to the customer's problem, rather than just a product or service to sell.

Let's say that you are selling a software product that helps small businesses manage their finances. You are meeting with a potential customer who owns a small business and is feeling overwhelmed with managing their finances manually. The customer expresses frustration with the time and effort it takes to keep track of their expenses and invoices, and is looking for a more










	Tone of Voice: The tone of voice that a customer uses can provide valuable information about their emotional state. For example, a customer who speaks in a monotone voice may be feeling disinterested or bored, while a customer who speaks in an excited or enthusiastic voice may be feeling more engaged and interested in the conversation.

	Body Language: Body language can also provide important clues about the customer's emotional state. For example, a customer who is leaning forward and making eye contact may be feeling more engaged and interested in the conversation, while a customer who is crossing their arms or avoiding eye contact may be feeling more defensive or guarded.

	Facial Expressions: Facial expressions can provide important information about the customer's emotional state as well. For example, a customer who is smiling and nodding may be feeling more positive and receptive to the conversation, while a customer who is frowning or looking bored may be feeling less engaged or interested.














































	Key Moment: a condition or occurrence that sets off a trigger and poses a problem or requires a response. For instance, your Friday night trip home is canceled, or you receive feedback regarding a recent client presentation you gave.

	Perception: the lens through which we perceive our traumatic events, which is made up of a collection of core beliefs.

	Meaning: The explanations we come up with to make sense of disturbing circumstances; the "spin" we give them. Both the incident and our perspective have an impact on it.

	Feelings: What we experience inside our bodies following an event. 	Physical sensations: Shortness of breath, nausea, muscle tension, and dry mouth.

	Emotions: Anger, hurt, sadness, helplessness, fear, inadequacy.



	Behavior: what we do after a distressing experience. Our actions can either be constructive and bolstering or destructive and debilitating.

	Results: You will continue down the path to success when you decide to react positively and with a growth mentality to an upsetting or difficult occurrence. However, if you decide to react badly, you'll put yourself on a course that will end in failure.



















	Black and White Thinking: We look at the world in either/or terms. “Either they like me or they hate me.”

	Overgeneralizing: We see one event as the truth. “This proves that selling is not for me.”

	Catastrophizing: We make events bigger or worse than they really are. “My contact has left the company and I’ll never be able to sell to this company again.”

	Mind Reading: We assume we know what others think and feel without checking it out. “A prospect didn’t respond to my email and therefore, must be not interested in my product.”

	Fortune Telling: We assume things will turn out poorly before they have even happened. “I am certain that my presentation will be a disaster.”

	Labeling: We place a label on someone or something which oversimplifies the way it really is. “Men are trash.”

	Personalizing: We feel it is our fault when things go wrong. “If I had been a better father, my son wouldn’t have gotten into trouble.”






	Our beliefs and reality are not the same, yet most people at as though they are. We see our beliefs as the way things are rather than as our perceptions or judgements about the way they are. e.g., “I’m inferior” or “You can’t trust management.” Such beliefs are experienced and empowered as though they were real.

	Our beliefs are significant and frequently unconscious influences on how we behave. The strength of our views is supported by a large amount of research. In one study, which has been repeated numerous times, a patient is put into a hypnotic state before being touched with a piece of ice while being told that the touch is coming from a scorching hot metal. Unavoidably, a blister will form. What the individual believes to be happening is more important than what actually is.

	The mind works to confirm whatever it happens to believe as "true. We only take in information that supports our viewpoint, and we even create circumstances to support it. For instance, if we think we deserve success, we will look for proof to support that belief. We will also demonstrate that, if we think the best salespeople are born, not made. If we think that life is beautiful, then our experiences will reflect that belief.

	Our views about reality are the ones who keep us captive, not reality. A newborn elephant is only a few weeks old when a heavy chain is placed around one of its front legs and affixed to a stake in the ground. The juvenile elephant will make a valiant effort to free itself for a few weeks. However, eventually it will give up. After that has happened, a trainer can unfasten the chain and secure the leg with a thin cable. The elephant will never disentangle itself again.





	Identify a repeated occurrence to which you have a negative reaction.

	Investigate your normal behaviors and the effects they have.


	What is it like when you behave this way?

	What are the payoffs or benefits you get from behaving this way?

	What price are you paying for behaving this way?


	What beliefs might cause you to behave this way? (Identify several and choose one you would like to reframe.)

	Identify the distortions of logic within this belief.

	How may you alter this belief to one that is more logical and helpful in getting the outcomes you want? (Consider other ways to restate this belief; pick the one you like best.)

	Explore how you would feel and behave if you acted from this new belief.

	Imagine yourself in the future, facing the old triggering event identified in step one. Your old belief would have been (restate old belief). Instead, you now believe (state new belief). Describe what this is like:


	How would you act?

	How would you feel?

	What would be the consequences of acting and feeling this way?


	Integrate the new belief into your daily behavior by:


	Writing it down.

	Taking action on it for the next several days.

	Collecting evidence that verifies it.

	Evaluating the results, you are getting.
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