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Introduction 

Welcome to "Ditch Your Pitch and Speak from Your Heart" with Sharon 
Sayler.  

There is one word that sends shivers down the spine of most entrepreneurs, 
coaches and experts: SALES.  

How do you feel when you think about making sales calls or having a sales 
pitch? If you are like many people who also dread the word…you will do all in 
your power to avoid making that sales call or even asking for a sale. 

In this program you will learn how to have a completely new attitude 
towards sales calls. In this program you will learn how to Ditch Your Pitch! 

Ditch Your Pitch is all about selling without having to do a sales pitch.  

Forget trying to use fancy techniques to close a prospect.  Let’s face it, that 
just won’t work for most people…and I’m sure you’re not comfortable doing 
it either, otherwise you wouldn’t be here. 

Instead, with Sharon Sayler’s Ditch Your Pitch, you will learn How to Speak 
from Your Heart and Your Head, How to Attract clients like bees to honey, 
and Connect Your Body, Mouth and Heart. 
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Module 3 

In Module #3, we're going to talk about how to connect your body, mouth, 
and heart so it all flows into one big confidence conversation; one big 
connection conversation. 

We're going to take those verbal things you learned from Modules 1 and 2; 
how to have connection conversations and how to be you on purpose with 
those one-sentence success stories we talked about.  

In a one-sentence success story, you'll remember they're targeted and 
specific to the listener; and in the connection conversations from Module #2, 
remember how you created shared meaning by listening skills and asking 
great forward momentum-moving questions. 

One of my favorite questions from that was: "So how can I be of help?" 

I love that one. Too often, we forget to ask that one at the end. 

In Module #3 we're going to bring Module #1 (the success stories) and 
Module #2 (the connection conversations and questioning skills) together 
with how to present with our body language to be confident and connected. 

I like to call them Power Moves, and Power Move #1 that I’m going to share 
is about taking up a lot of space to show confidence in leadership. 

Now, this isn’t about pushing people out of the way or anything like that.  

There's a TED Talk on it called "Power Postures" and, honestly, I don't really 
like that title because it's not about inserting your power into this situation; 
it's really just about embracing who you are, embracing your height, and 
taking up space. 

As you take up more space, you'll find you internally feel more confident. It's 
amazing how it works. 

Play with it a little bit. Sometimes, sit with your legs uncrossed, your arms 
unfolded, and your shoulders back. You'll feel how much more confident you 
are. 

My Aunt Myrtle used to put a book on my head, and I hated it. But, now, as 
an adult, I love it because it taught me good posture. It taught me to 
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embrace my height. You can't look shy and introverted if you're embracing 
your height.  

So embrace who you are, take up all the space you need, and unwind. 

Especially for women, we're taught to make ourselves sit small and sit petite 
and polite with our arms and legs crossed.  

Unwind! 

That's Power Move #1 to show you're really connected and confident. 

In Power Move #2, it's all about our breathing. 

I know that really sounds sort of boring when we think about it. 

"Breathing? What are you talking about, Sharon? I've breathed since the 
moment I was born." 

Absolutely! But to get butterflies flying in formation, you have to be aware of 
your breathing. 

If you're at all nervous, you're going to sound nervous because you're not 
getting enough air out, enough oomph behind your voice; you're not getting 
enough oxygen to your brain as well. 

And so, you'll find that during your pauses, you're addicted to what I call the 
"verbal pause." 

The funny thing about breathing is that if we don't have enough oxygen and 
we pause; and you find that you'll be filling it with uhms, ahs, you know's, 
like's, so's and all those weird filler words. 

If you find you do that a lot, have a friend keep track for you because you 
might be amazed at how many times you do it. 

A few years ago, Caroline Kennedy was running for the Senate. Now, this 
isn’t a slam at Caroline; it's just to bring out that during a one 30-minute 
speech, it all but ruined her chance of getting elected because she used "you 
know" over a hundred times in 30 minutes. 

If I remember correctly. The count was 168. Incredible! That just showed 
her butterflies weren’t flying in formation and her breathing was high and 
rapid and she was stuck in fight or flight mode. 
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So let's slow down, take a nice deep breath and remember the power is in 
the pause or I'll say the "silent pause" because you sound more intelligent 
during the pause than you do when you're speaking. 

I know that sounds weird and kind of counterintuitive. 

But think about it. When someone pauses, that's where the listener's brain 
has time to catch up and go, oh, yes, I get it! 

They're able to commit to memory. 

I like watching TV preachers. This isn’t about TV preachers per se, so don't 
send me any notes or letters that I'm slamming them, because I'm not. 

I think they're masters of body language and non-verbal communication; 
and they're awesome masters of the pause. 

You'll find they lead you up with a few success stories, some wonderful 
metaphors, and you're really coming along with them. And then, they get to 
that one point…that one point they want you to remember. And they take a 
deep breath. They slow down their voice, and then they pause.  

And then, they start back up again. 

It's fantastic because the power of the pause is where you sound intelligent.  

Play with that idea. I love it. People will just hang on your every word.  

You don't have to worry someone's going to "take the mic away from you" 
because you pause right where you're ready to say that one important point. 

They can almost feel you leading to that and they wait—"What is she/he 
going to say next?" 

That's how it works. Fantastic! 

That's Power Move #2:  Control your breathing to get your butterflies flying 
in formation. Make sure you're not addicted to the verbal pause, and play 
with the power of the extended pause. 

Love it! 

Power Move #3 is to know what your thinking face is doing. 

I know that sounds so weird. What do you mean my "thinking face"? 
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Well, back in Module #2, we're doing a lot of listening and we're asking 
these forward-momentum questions. 

If your face does funny things when you think, people are going to be 
wondering, what's going on? 

I've had people come up to me after speaking events and say things like, 
"Sharon, why does everybody think I'm so angry? Why does everybody think 
I'm so judgmental?" 

It all comes down to what your thinking face is doing when you are listening 
to people. 

When we're talking, our lips can't be pursed because they're moving. 
Oftentimes, we're gesturing. We're making better eye contact when we're 
talking because we want people to pay attention to us. 

But, sometimes, let's be honest, our mind wanders when we're listening. We 
go internal to try to figure out what the person is saying. All sorts of things 
happen. 

So just be aware of what your thinking face is doing. If you're not sure, ask 
your friends, "Do I make weird faces? Do you ever wonder what I'm 
thinking? Do I purse my lips?" whatever it is. 

If you've ever heard even one person say to you, "Why do you always [fill in 
the blank]? Why do you always look so angry? Why do you always look so 
judgmental or sad?" whatever it is, you know that your thinking face is 
sending a message you don't want it to be sending. 

It's something you can play with. I like to just say, "Okay, let's see, how can 
I change my thinking face to look really engaged and curious in this 
conversation right now?" 

It's fabulous when you play with it and see how the other person responds. 
It's really quick to change your thinking face. Don't worry about it. 

Power Move #4 is all about the eyes. 

In many sales conversation trainings, they say, "Make direct eye contact." 
And they just hammer that home that you've got to look them in the eyes. 

How many times have we heard that? 
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"Look them in the eyes." 

I say, "No, no, no!" because when you look someone in the eyes too 
directly, you can actually cause someone to have one of two different 
emotions. The first one can be anger and they feel like they're being 
confronted and they respond angrily to you. And you might be surprised. 
You're like, "Well, I was just making eye contact. Why are they coming back 
so aggressively?" 

Because the eye contact was too direct and they felt violated. 

The other thing that happens with too direct eye contact, depending on the 
person's personality, is they feel invaded. But what they do is a fight or 
flight and they go into fight, flight, or freeze. 

And what happens in freeze is they go internal and they don't know what to 
do; they just want to run, but they know they can't. 

So, you see, one is fight and the other is freeze, but they're both about 
fleeing from you. 

Use what I say: "consistent but not constant" eye contact. 

Eye contact is always an option. One of the things you can do to make it 
optional is, if possible, to sit or stand at 90 degrees to the person you're 
talking to because it makes perfect sense at 90 degrees when you're looking 
forward; you don't have to look at them. It’s easy to slightly turn your head 
and make easy eye contact. 

If you're saying something volatile and you're not sure how they're going to 
respond emotionally, you just sort of say it in front of them without making 
eye contact always from that curious point of view and knowing that when 
you want to say things about the relationship, it's easy from 90 degrees to 
turn your head a little bit to the left or the right and make direct eye 
contact. 

Remember, when you're saying anything that might be emotional or volatile, 
make eye contact shorter and optional so you can turn your head and the 
person has a chance to be emotional or respond in some way; and I like to 
give them a chance to what I call "save face." 
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Nobody wants to be teary-eyed or feel like they're confronted and having 
somebody stare at you. So you're easily able to change your eye contact 
away from them. So, when it’s about anything emotional or volatile, make 
eye contact optional. 

And when it's about the relationship, direct eye contact is great. The more 
eye contact, the better except… 

Let me say that there's a little gender aspect here. Two guys with really 
direct constant eye contact can feel like a confrontation is coming; with two 
women, not so much. Two women can look into each others eyes and feel 
connected, two men not so much. Remember when it’s a man, and a women 
then consistent not constant is the eye contact rule for business.  

Be aware that you have to be monitoring how the other person is breathing 
to find out how they are reacting to your eye contact. If they start to 
breathe highly and rapidly, decrease your eye contact. If they're breathing 
fine, slow, and what I say "normal" completely and fully and they just look 
relaxed, your eye contact is fine, so don't worry about it. 

That's a tip for eye contact, Power Move #4. 

Power Move #5 is going to sound just as weird as breathing, maybe even a 
little weirder, and that's to strategically use your chin. 

Oftentimes, people are like, "What? I've never even thought about what my 
chin is saying." 

But if you think about it, it's really important to keep your chin parallel to 
the ground at all times if you want to be seen as a strong, confident leader 
or an expert or any of those sorts of words we want to put out there. 

They always have their chin parallel to the ground. 

What do I mean by that? 

We all know what "parallel" is, correct? 

Let's stand or sit up. Keep our chin parallel to the ground. 

It might feel foreign to you with so much screen time these days like texting 
and everything else. I see a lot of our young people unable to actually keep 
their chins parallel to the ground. 
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They actually look shy and introverted but it doesn't have to be because 
what they've done is they've foreshortened their muscles and they actually 
can't lift their chin. 

Amazing! Sad but amazing! 

So keep your chin parallel to the ground because if we tuck our chin, we look 
shy or introverted or not friendly or we look as if we don't want to engage 
with you. 

If we lift our chin, that's the proverbial "nose in the air stuck up." 

If we tip our chin left or right so the top of our head tips even more, that 
sends two messages. If you're listening to someone, it shows that you're 
connected. 

If you're not listening to someone and you are the speaker and you tip your 
chin, the message it can send, if you're not careful, is submissive, "I'm a 
pushover. I can't make decisions by myself." 

Surprising, isn’t it? I just love that one. How many messages our chin can 
send! 

And it's a simple fix. Just keep your chin parallel to the ground. 

These are the five power moves in understanding our body language and 
bringing our body language into congruency with what we're saying and 
what our heart is saying as well because when we show up with these five 
power moves in mind, it really shows we're coming from that heart-centered 
space. 

After today's training, you can see now how speaking from your heart and 
understanding the non-verbal messages you send correspond with your 
verbal messages to support your vision. You will be able to bring it into 
reality to create those connections and support your connections 
conversations and your one-sentence success stories by using just these five 
simple moves. 

Now, you've got a couple of choices. You can do nothing and just go back to 
the way it's always been, just sort of winging it, having no success stories, 
and not really worrying about the connection. Maybe you want to make 
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friends or whatever but you're not really worried about guiding someone to 
make a decision. 

Remember, part of the connection conversations of Module #2 is guiding 
them to make a decision. And you'll remember that, sometimes, I said the 
decision may be "no." 

But that's great because it's all about the people we're meant to serve, and 
there are always going to be people we're not meant to serve. 

Here we are with two choices:  You can do nothing and go back to what 
you've always done, and you can certainly try to figure out your own way or 
other ways; that's fine. I've taken multiple trainings and tried to figure out 
multiple ways. 

But this has been the fastest, easiest way for me, someone who's heart-
centered and wants to be of service, to find clients without sounding salesy 
or pushy and really letting the person know, "Look, I'm there for you." 

The other way, in fact, is just to play with it. 

Remember, I introduced the concept of playing with these ideas. That's all. 

Yes, we can "practice," too, whatever words you like. But I like the word 
"play." It just relieves a lot of the stress and strain on me when I think I'm 
playing and not practicing. 

So take the next few days to put your stories together. Start getting your 
connection conversation messages coming up with the first few questions 
that are easy for you to ask. 

"What brought you here today?" 

And one of my favorites is: "What would you like to have happen next?" 

That's my favorite. Near the end of the conversation, you always insert, 
"What would you like to have happen next?" 

And when they begin to tell you, that's where you say, "Would you like some 
help with that?" or "Can I be of service with that?" 

You see, you can ask the question any way you want, but that's how you get 
them to understand you're there to be of service and that's what you do for 
a living, right? 
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So play with it over the next few days, gathering your success stories and 
coming up with some questions that feel natural to you. 

And start going to events even just with friends and family. As you play with 
them, they'll be able to look at you and tell you what your thinking face is 
doing. 

Are you taking the right amount of space? Are you making good eye 
contact?  

Play, at first, with family and friends and then get out there at some 
networking events or just meeting people wherever you want to meet them. 

I actually know of a person who is a little extroverted but he's so 
comfortable telling his one-sentence success stories and asking these 
momentum questions. You could just see him in action at a coffee shop; or 
he just meets an interesting looking person and starts talking to them about, 
perhaps, what they're wearing, what they're doing, or what they're reading. 

It's amazing to me the places he's able to pick up clients, so this doesn't 
always have to be a networking event. 

See how powerful this is! This is the best part. It works anywhere. 

I've even had people tell me they've had dates and fabulous personal 
relationships using this as well. 

So go out there. Be courageous. It's important to be courageous. 

I have a favorite quote. I know I opened Module 1 and Module 2 with 
quotes. I'm going to close Module 3 with a quote; it's one of my favorites by 
Ruth Gordon. 

"Courage is like a muscle. We strengthen it when we use it." 

So be courageous. Go out there now. Make a difference. 

And, remember, you are safe when you do this; and, yes, you do matter. 

 

p.s. Be sure and download Module 3’s Action Sheet. 
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Final Thoughts 

 
Thanks for listening to the Ditch Your Pitch audio Program. 
 
Doesn’t this way of doing business feel so much better?  By having a 
framework, a roadmap if you will, you’ve been able to craft in your own 
words multiple ways to talk about your product or service that will instantly 
attract people to say “I want that!” 
  
These tips and techniques are great, now it’s up to you to play with your 
words and behaviors to create the change you are seeking — feeling 
completely comfortable and integrated when making a sales presentation to 
be of service and create new business relationships. 
 
In order to get good, you must put into practice what you’ve learned here. 
Go through the homework and Practice, or as Sharon likes to say “PLAY” 
with these new techniques. 
  
People come to Sharon when they want to discover shortcuts to growing 
their income and influence.  If you are not getting the notice and money you 
know you deserve - it’s not you – it’s just that you’re not talking in a way 
that your potential clients can understand– so let’s learn how to have real 
connection conversations! 
 
If you really feel a strong connection to Ditch Your Pitch and want to work 
with Sharon, on a deeply more comprehensive level she has special “alumni 
rates” to work one-on-one with her at sharon@sharonSayler.com 
  
Before we finish this program, I challenge you to send Sharon a note letting 
her know just one thing you plan to implement in your business from the 
Ditch Your Pitch Program. 
  
www.SharonSayler.com/DitchYourPitch  
 


