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10 great self-coaching questions … 

1. What am I believing that’s making this a challenge? 

2. What if I made “sales” look and feel a lot like “my expertise”? 

3. What if I labelled sales “the easy and fun part!”? 

4. If I let my natural enthusiasm come through, what would be different? 

5. What would delight and astonish this client? 

6. What valuable service would I LOVE to deliver for this client? 

7. What systems could we install to guarantee astonishing service levels? 

8. What beliefs does my client hold that I now need to shift? 

9. What mistakes are they making? What myths are they believing? 

10. What’s good about this (difficult) situation / conversation? 

 

What am I believing about sales and salespeople? 

One of the fastest and most effective ways to develop our client management and 

business development skills: to recast the (unhelpful) beliefs we have about “sales” and 

“salespeople”. One useful distinction: see sales as a GIVE (not a TAKE). 

 

What positive beliefs do we have about sales and salespeople? 

Understanding of human behaviour. Able to read the room. Knows their customer. Is a 

great listener with phrases like “I hear you”. Comes to the table with an air of “I want to 

find a way to make this right.” Is flexible/adaptable in the moment. Is solutions-focused. 

 

How well do I know this industry? 

Give yourself a score: 1 – 10. Is it sufficient for your needs? Does it change and need 

regular updates? Establish a commitment to knowing what’s afoot in the sector. 

 

Build the skill of “Clarifying” 

Check your understanding by paraphrasing what’s been said. Set it up with a gentle 

phrase such as “… and if I could just check my understanding …” Develop the skill so it’s 

not just parroting back verbatim, but actually moves the conversation on. For example: 

“So it sounds like we have 3 priorities to turn our attentions to, right away?” 

 

Goals vs. Systems. 

"Losers have goals. Winners have systems!" Quote: Scott Adams. Create systems to 

near-guarantee attention and compound interest towards your goals. From Adams' 

book "How to Fail at Almost Everything and Still Win Big" https://amzn.eu/d/dJhiPTS 

 

Challenging our own beliefs. 

Check out "The Work" by Byron Katie. 4 powerful questions to challenge limiting  

beliefs: Is it true? How do I know? What happens when I think the thought? Who would 

I be without the thought? https://thework.com/instruction-the-work-byron-katie/ 

 

Shifting the beliefs of others. 

Start by identifying what their belief is. Determine what is the equal and opposite belief, 

and/or the new belief we need them to invest in. Then identify 3 pieces of “evidence” 

that show this belief is as true or truer than the original belief. 

 

 

https://amzn.eu/d/dJhiPTS
https://thework.com/instruction-the-work-byron-katie/
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What makes us believe something/anything? 

Trust. Credibility. Data. Experience. Staying consistent with our worldview. Pain/pleasure 

principles. Motivation. Now ask: Which of these can I bring to the discussion? 

 

Self-concept. 

What do I believe about myself, that makes this difficult? The internal narratives we run 

affect how we show-up. Check your self-concept BEFORE stepping into the next client 

meeting or difficult conversation. 

 

IN-CASE: 5 hot buttons in the human brain. 

Find ways (in natural conversation) to “look after” these 5 emotional hot buttons: 

INCLUSION, CERTAINTY, AUTONOMY, SIGNIFICANCE/STATUS and EQUALITY/EQUITY. 

 

What problems, mistakes and myths are challenging our clients? 

Works council. Pace of regulatory change. Inhouse capacity. Lack of understanding. 

Lack of knowledge. Resourcing. Budget. Internal politics. Risk appetite. Conflicting 

demands. Last-minute decisions. Procrastination. Not updating us. Underestimating the 

size of projects. Just a box-ticking exercise. False priorities. “DPO is a blocker. We can’t 

afford it. De don’t have the time. We want to do it ourselves.” 

 

What would be some “valuable offers” we could make to our clients? 

Supporting clients in their meetings. Timely reporting. One-stop-shop dashboard. 

Secondments. Playbooks. Training. Audit + follow-up session. Live briefing seminars. 

Continuing education. Client case study. Thought leadership.  

 

What makes a perfect lead magnet / intro piece of work? 

Something that solves a narrow problem, and that exposes further issues. The audit is 

the perfect example. What other “narrow problems” are there that would be quick and 

valuable to solve for our clients? 

 

Key Distinction: Reacting vs. CREATING. 

In any given moment, ask yourself: Am I reacting? Or am I creating? As far as possible, 

adopt a creative mindset – to avoid a (destructive) competition mindset. 

 

What regular internal meeting and agenda would help solidify these ideas? 

Install a regular internal SD Leadership meeting and craft an agenda that acts as a 

system for some of the ideas discussed today/above.  

 


