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EMPATHISING, NOT JUST
SOCIALISING

Q: I have many friends whom I enjoy
talking to and have no issue with
it. However, the trouble is I have
not been able to convert any of
them into my customers to buy
my products. They will give all
kinds of reasons and excuses for
not buying from me.

In view of this, I’m on the verge
of giving up selling to go back
to a full-time office job unless I
know what’s wrong with me (or
with them) for not being able to
close one single sale so far. —
Depressed

A: Social skills and empathy skills may
seem to be the same, but they are
not. The former is about the ability
to make yourself and others have
a good time with no condition
or obligation. Empathy skills, on
the other hand, is about people
effectiveness in gaining trust and
credibility.

So the “rah rah” of social skills,
which is the short-term for the fun
part of it, does not automatically
lead to long-term serious results,

like getting a sale close, or getting
support or help from someone. It
involves other attributes too.

Bottom Line: Liking someone and
trusting someone, can be different.
When we like someone it could be for
other reasons, like he’s funny or he’s
good company. This is where social
skills reside.

When we trust someone, the
reasons could be like he’s grateful,
he’s confident, he’s considerate, he’s
reliable, he’s assertive and so forth.

You therefore need to examine
yourself in the empathy skills area
so that you can get the results from
people rather than just getting people
to buy from you!

Powerful Questions:
• What does your current

circumstances tell about the type
of person you are?

• When you put yourself in your
friends’ shoes, what do you think is
the reason they don’t support you
in your products?

• What becomes clearer now on
what you need to improve on?

• What commitment are you
prepared to put into this?
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SUCCEEDINGWHERE
OTHERS FAIL

Q: I have recently joined a company
that applies the “law of average”
in running their business. They
believe that the more cold calls
salespeople make, the higher the
chances of success will be.

The unfortunate thing is my
colleagues are disgruntled with
this ruling, which to them is an
ineffective way in making inroads
to greater sales success. However,
I want to make my cold calls a
success. What advice do you have
for me? — Exceptional

A: Set a clear purpose before making
your round to meet any prospect.
You can’t be saying I will call the
prospect first and upon meeting
him then only figure out what to
say or do. This is not only taking a
wild chance, but will irritate your
prospect for wasting his time
and, hence, damage the fragile
relationship you are about to build.
It will be an immediate game over
for you when this happens.

Bottom Line: Here’s what you should
do. Find out about your prospect and
meet him only if he’s a decision maker

and has needs for your product. Then,
plan how you are going to approach
and talk to him.

When you meet him, establish
good rapport quickly and then ask for
a short air time to share something
of great benefit to him (and others),
such as a special offer, a discount or
something he can gain from. Once
you get him excited, do a quick
presentation of your products.

When you finish, ask him for his
decision or when you can follow up
with him. It pays too to ask him for
other contacts in his circle before you
leave.

Powerful Questions:
• Who are your potential prospects?
• What basis did you use to qualify

them?
• What will make them want to give

you an appointment?
• What will you say when you are

with them?
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