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The Silence Solution

“Those who know do not talk. 

Those who talk do not know.”


Lao Tzu, Chinese Philosopher (2500 B.C.)

We live today in a world filled to excess with communication.  Our “instant messaging” generation has learned to live with multiple media channels blasting into our consciousness from every direction.  We have learned to watch and listen to multiple televisions at the same time as we surf the Internet on our laptops, text message on our cell phones and talk at the same time with our family members.  Everything happens NOW, in real time, and with immediacy.   We have been trained well to fight back, to force our message into the network, to grab someone’s ear and to make them listen! 

Given our environment and our challenges, it seems that Lao Tzu’s advice is a short route to failure!   How can we possibly deliver our message, sell our products, and close business with potential clients by remaining SILENT?   How does that work? 

Read on….

The Power of Silence
I’ll tell you one of the biggest secrets about sales success right up front, but you will probably not believe me.  The finest sales professionals in the world have mastered the art of silence.  They have learned that the person who talks the most is almost always the person who buys!  The person who remains quiet most of the time, who listens to the talker, is the one who closes the business. 

This has been a core concept of my sales training and coaching since I began my business.  I have watched literally thousands of sales people and sales wannabes struggle with this simple lesson.   I have trained entire classrooms of salespeople on how to listen more effectively and how to close business using the power of silence.  And I’ve followed up with these same salespeople during actual sales calls and have watched as they completely ignored their training and resorted to talk, talk, talk to close business.  Somehow, they became infected with a sales virus that compels them to overpower the hapless client with their noise, their sales arguments, and their verbal abuse.  Their sales technique of choice is to bludgeon the client into submission and force them to buy our product! 

There must be something about silence that eludes us.  It must be so alien to our natures, so disturbing to our personalities, that we just cannot abide.  How else to explain our utter inability to simply SHUT UP and LISTEN to our prospects? 
All right, that’s enough about the problem and my personal rant.  What’s the solution? 

The Silence Solution
To learn the power of Silence, you first need to learn how to remain silent.  Then, you  need to learn when to use it most effectively. 

The How of Silence requires you to reprogram your brain.  Here’s a simple 9-step process which I recommend you repeat to yourself often, especially before a sales call: 


1.  I can’t learn anything if I can’t listen 

2.  I can’t listen and talk at the same time 

3.  I am a master of silence. 

4.  If I ask a question, I need to pause and listen to the answer


5.  When listening, my mind is an “empty cup.”

6.  When listening, I listen to the client, not to myself.  

7.  When listening, I avoid thinking about my response.

8.  When listening, I avoid interrupting.

9.  Selling is all about listening. 
The When of Silence occurs in about 80% of the time, believe it or not!  Studies have shown that the most effective sales people watch, listen, and learn about 80% of their time.  When they do talk, it’s normally while delivering well-prepared questions that encourage their prospects to talk even more.  

Great salespeople guide their prospect towards realizing the correct solution to their problems.  If you TELL a prospect the answer, they will not buy it.  However, if they DISCOVER the answer by themselves, they will buy it.   Your job is to use artful questions, silence, and listening skills to guide them to a business solution that is to their best advantage.  

Good Selling! 

