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MODULE 2: The Connection Conversation  

 

The basis of the “Connection Conversation” is to create shared 

meaning.  As we engage with others, our first response is to create 

meaning, yet all too often we jump to conclusions, make up stories in 

our head, and misinterpreted what we see and hear while we struggle 

to give meaning to situations of which we are part or wish to 

understand. It is through this crazy ‘soup’ created from a mix of our 

beliefs, judgments, past experience, context, thoughts, feelings and 

observations that we struggle to create meaning — our own meaning. 

However, this often leads to lack of understanding, confusion, hurt 

feelings or even anger. One way to begin to overcome this lack of 

clarity is to create shared meaning and the best place to begin is with 

momentum-building questions. These questions seek to move the 

conversation toward a shared meaning and connection.  

Step 1 

Don’t label what you hear. Stay outside your self as you ask questions 

from that place of genuine curiosity. Use forward momentum building 

questions. A forward momentum building question is more than an 

open-ended question that requires more than a yes or no; it is a 

question with a specific goal of gaining clarity, understanding context 

and creating shared meaning.  To start the forward momentum 

listening process, begin with simple conversation small talk such as:  

• What got you started in this [industry or expertise]? 

• What got you interested [or thinking] about that [or ‘X’]?  

• What do you enjoy most about what you do? 

More advanced forward momentum questions look like:   
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• Share with me some more of your thoughts on ‘X’?  

• Just so I understand… 

• Tell me more… 

• When completed, what will success look like for you?  

• How will that feel when you get ‘X’? 

• Just so I understand, what have you already tired?  

• Besides the current <problem>, what do you think are other 

factors around ‘X’? 

• Share with me a little more about what would happen if <some of 

the current problems> continue to ....?  

• What other ways could you imagine meeting your goal of ....? 

• How has the situation affected ... ? 

• Just listen with an open-mind from that place of true curiosity and 

connection. 

Step 2 

Key Point: People vary in their depth of awareness of what they think 

and feel the speed with which they process information. Some people 

need time to reflect and discover what they think – while others talk to 

think. The best listener gives space for both. A great listener is 

objective and empathic while maintaining the ability to be 

passionately-dispassionate while staying attentive and connected. In 

other words, you must be able to know and honor that this person’s 

choices and decisions impact you very little personally… even though 

you want to be of service and make a sale. Strive to stay outside 

yourself “like a butterfly on the wall” and if you find you are falling 
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back on snap judgments and assumptions, stop and ask yourself: 

What did I see, hear and/or feel that lead me to believe…?  

             

                                         

 

Step 3 

As you stay outside yourself, listen and watch for repeating patterns, 

key words or stressed circumstances and the corresponding body 

language within context(s).  

These manifest as words or phrases that create a physical and 

emotional reaction in the speaker that shows in their body language 

and/or facial expressions.  

To make sure you have uncovered key words, phrases or important 

body language, use what I like to call the “guess and test” method. 

Listen careful, watch for repeating behaviors that create a pattern and 

then test your assumptions.  

You will know that something is important based on the more strongly 

the person values or feels about something, the more often they will 

stress it verbally and/or nonverbally, repeat it and/or are emphasize 

with repeated, similar words and nonverbals. 

It does come down to a ‘guess and test” while continuing your series 

of observations and questions. These observations and their answers 

help you identify the real meaning to the speaker. People use words 

and body language differently, so it’s important to remain as open as 

possible to what they are trying to communicate to you.  

I often also ask myself; ‘Is the speaker community minded or 

productivity minded in this context?”  Do they appear to want to get 
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‘right down to business?’ Or do they want to know about me 

personally?  It’s easy to break connection if you violate this context. If 

you get down to business to quickly and they want a community 

building / friendship-based connection it can cause a disconnect and 

lead to confusion and misunderstanding and mistrust. So stay alert to 

how they are attempting to connect with you. 

Step 4 

Play with this, ask forward momentum questions as you go about your 

day and see how you can create deeper connections. 
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Final Thoughts 

Thanks for listening to the Ditch Your Pitch audio program and 

completing your action sheets. 

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  


