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Welcome to the R.I.S.E. Workbook: Mastering Sales through
Emotional Intelligence (EQ)

Unlocking Your Internal Sales Mastery

You've taken the first step toward transforming not only your sales career but also your mindset, confidence,
and overall approach to success. This workbook will guide you through personal reflections and exercises that
will solidify the foundation of your internal transformation.

The 4C’s of Internal Transformation
Reflect on what each of the 4C’s means to you personally and professionally:

1. Confidence: How will developing unshakeable confidence change the way you approach sales and life?

2. Charisma:
How can you enhance your natural ability to attract and engage clients with authenticity?

[ J
[ J
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3. Communication: How will improving your communication skills create stronger client connections?
[ J
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4. Centricity: What will focusing on client success do for your business and your personal fulfillment?

The R.L.S.E. Process — Breaking Down the Acronym
Reflect on each step of the R.1.S.E. framework and how it applies to your personal sales journey:
R - Recognize: Identify limiting beliefs and sales challenges you currently face.

e Limiting Belief #1:

e What this is holding you back from:

e Sales Challenge #1:

e What this is holding you back from:

| - Ignite: Activate your inner drive and motivation for change. What’s driving you to be the best?

e Core Motivation #1:

e Personal Reason #1:

S - Strategize: Create actionable steps to transform your sales mindset. What actions will you take?

e Action Step #1:

e Action Step #2:

e Action Step #3:

E - Execute: Implement with consistency, focus, and emotional intelligence. What will you commit to?

e Commitment #1:

o Commitment #2:
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e Commitment #3:

Your Transformation Goals
Take a moment to visualize your ideal sales career and personal life:
1. Personal Sales Goal for the Next 90 Days:

[ J

2. Professional Growth Milestones:

3. Life-lmpacting Achievements You Aspire to Reach:

Action Tip:

The transformation begins when intention turns into action. Commit fully, trust the process, and embrace every
learning opportunity.

Participating in the Pitch Room is going to put this curriculum into action and is where your biggest
transformation will happen.

You can choose to be a spectator of this sales game, or you can choose to be on the field and play. Who
makes the money: the spectator or the player? You know the correct answer, so now it's game on!

Welcome to Your Next Level With R.1.S.E.
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Workbook Section for Module 2: Mastering Confidence — The Bedrock of Successful Selling

Introduction to Module 2: Mastering Confidence
Objective:

Confidence is more than a trait—it’'s a skill that you can develop and refine. By the end of this module, you'll
understand how to project calm assurance and unwavering belief in your ability to deliver value.

What You’ll Gain:
e Sales Presence: Engage clients naturally and show up as a trusted authority.
e Handling Uncertainty: Stay composed when faced with unexpected questions or objections.

e Personal Growth: Experience how confidence flows into all areas of your personal and professional
life.

Why It Matters: Confidence allows you to communicate with clarity, inspire trust, and close deals with
conviction. It positions you as a leader in every client conversation.

Your Commitment: This journey goes beyond learning—it’s about applying, practicing, and embodying
confidence until it becomes second nature.

Let’s dive into mastering confidence, starting now!

Reflection Prompt:

What does “confidence” mean to you in the context of sales and personal growth?

How will mastering confidence transform your sales career and personal life?
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Action Tip: Confidence grows through consistent action. Every time you practice, you’re building an
unshakeable foundation for success.

Workbook Section for Module 2: Lesson 1 — Becoming the Product Expert

Becoming the Product Expert — Unshakeable Confidence Starts Here

Instructions:

Knowing your product inside and out is the foundation of confidence. This section will help you identify key
benefits of your service, craft a concise pitch, and build product knowledge that inspires trust.

Step 1: Identify Key Benefits

Your Task:

Pick three core benefits (not features) of your service. Focus on how these benefits solve specific client
problems or create valuable outcomes.

Benefit #1:

e Core Problem It Solves:

e Client Outcome:

Benefit #2:

e Core Problem It Solves:

e Client Outcome:

Benefit #3:

e Core Problem It Solves:
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e Client Outcome:

Step 2: Craft a 10-Second Pitch

Your Task:
Use the identified benefits to create a clear, precise pitch. Keep it simple and compelling.

Your 10-Second Pitch:

Step 3: Record & Review

Your Task:
Record yourself delivering your 10-second pitch. Listen carefully to how you sound.
Review Checklist:

e Calm and Clear Delivery: Did you sound composed and professional?

e Confident Tone: Did your tone reflect confidence and assurance?

e Direct Message: Was your pitch clear, concise, and free of fluff?
Self-Reflection Notes:

e Strengths:

e Areas for Improvement:
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Reflection Prompt:

How did practicing your pitch affect your confidence? What improvements did you notice after reviewing your
recording?

Action Tip: Repetition builds mastery. Continue refining your pitch and seek feedback in The Pitch Room for
personalized coaching and expert insight. Confidence grows every time you show up prepared.

Workbook Section for Module 2: Lesson 2 — Commanding Presence on Calls

Commanding Presence on Calls — Setting the Tone from the First Word

Instructions:

Confidence isn’t just about what you say—it’s how you say it. Use this section to craft your opening call
statement, practice delivery, and build a powerful phone presence.

Step 1: Craft Your Opening Line

Your Task:

Write a strong, clear, and professional opening line for sales calls. Focus on being calm, respectful of the
client’s time, and setting a tone of expertise.

Opening Line Example:
“Hi [Client Name], I'm reaching out because | noticed [specific reason relevant to the client’s needs]. | may be
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able to help you [specific benefit]. This is [Your Name] from [Your Company] and I'd like to take a quick moment
to explore how we can make that happen.” (wait for response)

Your Opening Line:

Step 2: Practice Delivery

Your Task:
Deliver your opening line out loud several times, focusing on tone, pace, and clarity.
Practice Checklist:

e Steady Tone: Does your voice sound calm and authoritative?

e Clear & Direct: Is your message straightforward and easy to follow?

e Friendly & Professional: Do you come across as approachable yet confident?
Practice Notes:

e Strengths:

e Areas for Improvement:

Step 3: Record & Self-Evaluate

Your Task:

Record yourself delivering your opening line. Listen carefully to assess tone, energy, and delivery.
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Evaluation Checklist:
e Did you sound composed and professional?
e Was your pace slow enough to be clear but fast enough to keep attention?
e Did you project confidence and authority?

Self-Evaluation Notes:

e Strengths:

e Areas for Adjustment:

Reflection Prompt:

How did refining your opening line change how you feel about making sales calls?
°
[ ]
[ J

Action Tip: The first few seconds of a call set the entire tone. Continue refining and practicing your opening
line to ensure every sales call begins with confidence and clarity. Use The Pitch Room for live role-plays and
expert feedback.

Workbook Section for Module 2: Lesson 3 — Handling Curveballs with Confidence

Handling Curveballs with Confidence — Turning the Unexpected into Opportunity

Instructions:

Unexpected questions and concerns can become your best opportunities to build trust. This section will help
you master the ‘Pause and Process’ technique, stay calm under pressure, and respond with poise and clarity.
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Step 1: Recall a Challenging Sales Moment

Your Task:
Think of a past sales interaction where a client asked an unexpected question or raised a difficult concern.

Describe the Situation:

How Did You Respond?

What Was the Outcome?

Key Insight You Gained:
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Step 2: Master the ‘Pause and Process’ Technique

Your Task:
Practice pausing, mentally reframing, and responding thoughtfully to a common client objection.

e Client Objection Example:
“Your service seems too expensive.”

o Pause and Process Response:

e Client Objection Example:
“We’re already working with another provider.

”

o Pause and Process Response:

e Client Objection Example:
“I’'m not sure your product fits our needs.”

o Pause and Process Response:

Step 3: Practice & Perfect

Your Task:
Practice delivering your responses with calmness and confidence. Record yourself and evaluate the following:

Evaluation Checklist:
e Calm and Composed: Did you sound steady and professional?

e Clear and Direct: Were your responses clear and solution-focused?
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e Empathetic and Reassuring: Did you show understanding while guiding the conversation?
Self-Evaluation Notes:

e Strengths:

e Areas for Improvement:

Reflection Prompt:

How has practicing the ‘Pause and Process’ technique changed how you handle unexpected questions?

Action Tip: The ability to remain calm under pressure builds trust and authority. Continue refining your
responses in The Pitch Room, where live role-play sessions will push your skills to the next level.

Workbook Section for Module 2: Lesson 4 — Mindset Reframe: From Obstacle to Opportunity

Mindset Reframe — From Obstacle to Opportunity

Instructions:

Sales success is rooted in seeing challenges as opportunities. Use this section to reshape how you view
objections and client concerns by reframing them as valuable openings for deeper conversations.
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Step 1: Shift Your Perspective

Your Task:

List three common sales objections or challenges you’ve faced. For each one, write a positive reframe that
positions the challenge as an opportunity.

Sales Objection/Challenge Positive Reframe (Opportunity)
Example: "Your product is too "This is a chance to explain the unique value and ROI
expensive." we offer."
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Step 2: Confidence-Building Affirmations

Your Task:

Create three personalized affirmations to remind yourself that every question or objection brings you closer to
success.

1.
2.

3.

Step 3: Obstacle Reframe Exercise

Your Task:

Choose one recent sales interaction where you encountered a challenge. Reflect on how you responded and
how you could reframe the experience positively.

Describe the Challenge:

How You Responded:

Positive Reframe for Future Interactions:
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Step 4: Visualization Exercise

Your Task:

Close your eyes and visualize yourself handling a challenging sales call with absolute confidence and ease.
Picture yourself welcoming every question and guiding the conversation toward a win-win outcome.

Reflection Prompt: How did this visualization change how you feel about future sales calls?

Action Tip:

Turn every "no" or objection into an opportunity to explain your value. The more you reframe, the stronger and
more confident you’ll become. Continue refining this skill through role-plays in The Pitch Room, where
real-time feedback will supercharge your mindset.

Workbook Section for Module 3: Lesson 1 — Authenticity over Excitement: Why Calm Confidence Wins

Authenticity over Excitement: Why Calm Confidence Wins

Instructions:
True charisma comes from being calm, present, and genuinely interested in your client—not from

overwhelming enthusiasm. Use this section to develop a grounded, authentic approach that builds trust and
connection.
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Step 1: Understanding Genuine Presence

Your Task:
Reflect on a time when you felt someone was genuinely present while speaking with you.

What Made Their Presence Impactful?

How Did You Feel During the Interaction?

What Specific Behaviors Can You Model in Your Sales Calls?

Step 2: Practicing Grounded Introductions

Your Task:
Craft a calm, genuine opening statement tailored to a potential client’s industry.

Example:
“I've read a lot about the growth in senior care lately—it’'s such an important and meaningful field.”

Your Custom Opening Statement:
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Why Does This Statement Feel Authentic to You?

Step 3: Confidence Through Compliments

Your Task:

Create three authentic compliments or observations you could use to start a client conversation.
1.
2.

3.

Why Are These Statements Meaningful and Sincere?

Step 4: Record and Reflect

Your Task:

Grab your phone and record yourself delivering your opening statement and compliment. Play it back and
evaluate:

Evaluation Checklist:
e Calm and Grounded Tone: Did you sound steady and confident?

e Genuine Presence: Did your statement feel sincere?

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

e Clear and Direct: Was your message easy to follow?
Self-Evaluation Notes:

e Strengths:

e Areas for Improvement:

Reflection Prompt:
How does shifting from high-energy sales pitches to calm, genuine conversations change how you feel about
selling?

Action Tip:
Practice authentic, calm introductions daily. In The Pitch Room, you’ll refine this approach through live
coaching and personalized feedback, making it second nature in your client conversations.

Workbook Section for Module 3: Lesson 2 — Building Rapport through Listening: Presence as the
Core of Charisma

Building Rapport through Listening: Presence as the Core of Charisma

Instructions:
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Charisma in sales is rooted in making clients feel heard and understood. Use this section to enhance your

active listening skills and create meaningful connections with clients.

Step 1: The Power of Active Listening

Your Task:
Think about a time when someone truly listened to you.

What Made You Feel Heard?

How Did Their Listening Affect the Outcome of the Conversation?

What Listening Behaviors Can You Model in Your Sales Calls?

Step 2: Paraphrasing Practice

Your Task:
Practice paraphrasing client concerns to show understanding.

Example:

Client: "We’'re struggling with client retention.”
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Paraphrase Response:

"It sounds like keeping clients long-term is a priority for you—tell me more about what’s been challenging."

Your Turn — Paraphrase the Following Client Concerns:
1. Client: "We can’t seem to scale our business effectively."

Your Paraphrase:

2. Client: "Our marketing isn’t reaching the right audience."

Your Paraphrase:

3. Client: "Our customer service team struggles to keep up with inquiries."

Your Paraphrase:

Step 3: Listening in Action
Your Task:

Plan how you'll stay fully present in your next client call.

Before the Call:

e C(Clear distractions:
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e Set an intention for the call:

During the Call:

e What specific listening behaviors will you use?

After the Call:

e How will you reflect on your listening performance?

Reflection Prompt:
How does active listening change the dynamic of a sales conversation, and what emotional impact does it
have on clients?

Action Tip:
Listen with the intent to understand, not just to respond. In The Pitch Room, you'll practice real-life sales
conversations where listening becomes your strongest sales tool.
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Workbook Section for Module 3: Lesson 3 — Storytelling for Connection: Relatable Stories that Build
Trust

Storytelling for Connection: Relatable Stories that Build Trust

Instructions:

Master the art of storytelling by crafting short, client-focused stories that highlight transformation. Use this
section to develop stories that resonate emotionally while emphasizing how your solution addresses client
challenges.

Step 1: Understand the Power of Client-Focused Stories

Your Task:
Reflect on how stories influence your decisions.
Think of a Time a Story Convinced You to Take Action:

e What was the story about?

e Why did it resonate with you emotionally?

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

e What elements made the story memorable?

Step 2: Craft a Client-Focused Success Story

Your Task:
Use this framework to craft a 60-second client success story.

1. The Client’s Challenge (Beginning):
o Describe a common issue your clients face.
o Example: "A senior care provider struggled with client engagement online."

o Your Example:

2. Your Solution (Middle):

o Explain how your service solved the issue.
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o Example: "We helped them create a targeted outreach strategy that boosted engagement.”

o Your Example:

3. The Transformation (End):
o Highlight the positive results.
o Example: "Within three months, they saw a 30% increase in client inquiries."

o Your Example:

Step 3: Storytelling Delivery Practice

Your Task:
Record yourself telling your story using a calm, confident tone.
Evaluation Checklist:

e Engaging Start: Did you capture attention with the challenge?

e Clear Middle: Was your solution described clearly and compellingly?
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e Inspiring End: Did you emphasize the transformation effectively?
Self-Evaluation Notes:

e Strengths:

e Areas for Improvement:

Step 4: Craft Two More Success Stories

Your Task:
Create two additional short success stories using the same framework.

Story 2 - Challenge:

Solution:

Transformation:
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Story 3 - Challenge:

Solution:

Transformation:

Reflection Prompt:
How does sharing client-focused stories change the way prospects view your expertise and credibility?

Action Tip:
Use storytelling as a powerful sales tool by highlighting relatable, real-world transformations. In The Pitch
Room, you'll perfect your delivery, ensuring each story resonates and builds trust with clients.

Workbook Section for Module 4: Lesson 1 — Avoiding Serving '"Word Salads': Focusing on Benefits
Over Features

Avoiding Serving 'Word Salads': Focusing on Benefits Over Features

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

Instructions:

Simplify your sales message by emphasizing benefits rather than technical features. Use this section to craft
clear, benefit-driven messaging that resonates with clients.

Step 1: Understand the Difference Between Features and Benefits

Your Task:
Consider the difference between features (technical aspects) and benefits (value delivered).
Example:

e Feature: "This software has a real-time analytics dashboard."

e Benefit: "You'll instantly know how your business is performing, allowing you to make faster, smarter
decisions."

Your Turn — Convert These Features into Benefits:

Feature Example: "Our service includes 24/7 customer support.”

e Feature:

e Benefit:

e Feature Example: "We offer cloud-based data storage."

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

Feature:

Benefit:

e Feature Example: "Our platform automates email campaigns."

Feature:

Benefit:

Step 2: Rewrite Your Pitch for Clarity

Your Task:
Take a section of your current sales pitch and rewrite it with a clear focus on client benefits.

Original Pitch (Feature-Focused):
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Rewritten Pitch (Benefit-Focused):

Step 3: Eliminate Jargon

Your Task:

Remove industry jargon and complex terms from your pitch.

1. Original Sentence: "We provide synergistic solutions for optimizing operational workflows."

o Simplified Sentence:

2. Original Sentence: "Our platform leverages advanced Al to deliver predictive insights."

o Simplified Sentence:
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Step 4: Practice and Refine

Your Task:
Record yourself delivering your revised pitch.
Self-Evaluation Checklist:

e Clear Messaging: Is the value obvious and easy to grasp?
e Engaging Delivery: Do you sound confident and approachable?
e Impact Focus: Are you emphasizing how your service improves the client’s life or business?

Self-Reflection Notes:

e Strengths:

e Areas for Improvement:

Reflection Prompt:
How does simplifying your message change the way prospects respond during conversations?

Action Tip:
When you focus on client benefits and avoid 'word salads,' your message becomes clearer, more persuasive,
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and easier to remember. In The Pitch Room, we’ll work together to sharpen your pitch until every word adds
value.

Workbook Section for Module 4: Lesson 2 — Speak at a Fifth-Grade Level: Accessible Language
Engages, Complexity Confuses
Speak at a Fifth-Grade Level: Accessible Language Engages, Complexity Confuses

Instructions:

Simplify your messaging by using clear, accessible language. This section helps you reframe complex ideas
into easy-to-understand statements that resonate with prospecits.

Step 1: Identify Complex Industry Terms

Your Task:
List three technical terms or industry-specific phrases you commonly use in your sales conversations.
Example:

e Technical Term: "Conversion Optimization"

e Simplified Version: "Turning visitors into paying customers"
Your Turn:

1. Technical Term:

Simplified Version:
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2. Technical Term:

Simplified Version:

3. Technical Term:

Simplified Version:

Step 2: Explain Your Offer Like You Would to a Fifth-Grader
Your Task:
Rewrite your product or service description in the simplest language possible.

Original Description (Technical):

Simplified Description (Fifth-Grade Level):

Step 3: Practice with a Real-Life Example

Your Task:

Choose a specific feature of your product or service and explain it like you're talking to someone unfamiliar
with your industry.

Feature:

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

How You’d Explain It:

Another Feature:

How You’d Explain It:

Step 4: Record and Refine

Your Task:

Record yourself explaining a product feature using simple language. Play it back and evaluate your clarity and
delivery.

Self-Evaluation Checklist:

e Clear Explanation: Was your explanation easy to follow?

e Engaging Tone: Did you sound confident and approachable?
e Impact Focus: Did you emphasize how the feature benefits the client?
Self-Reflection Notes:

e Strengths:
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e Areas for Improvement:

Reflection Prompt:
How did simplifying your language change the way you feel about explaining your product or service?

Action Tip:
Use simple, accessible language to ensure prospects understand your offer immediately. In The Pitch Room,
we'll refine this skill until your pitch feels effortless and impactful.

Workbook Section for Module 4: Lesson 3 — Precision Listening: The ‘Zip and Listen’ Technique

Precision Listening: The ‘Zip and Listen’ Technique

Instructions:

Master the art of listening by practicing the “Zip and Listen’ technique. Use this section to refine your ability to
pause, listen, and respond thoughtfully.
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Step 1: Recognize When to Stop Talking

Your Task:

Reflect on times when you may have dominated a sales conversation. Identify why it happened and how
pausing could have changed the outcome.

Example:

e Situation: "l kept explaining features because | thought the client needed more details."

e Improvement: "Pause after mentioning one key feature and invite the client to share their thoughts."

Your Reflection:

1. Situation:
Improvement:

2. Situation:
Improvement:

Step 2: Practice the ‘Zip and Listen’ Technique

Your Task:
Use the following prompts to create space in conversations by inviting client input.
Prompt Examples:

e "How does that sound so far?"

e "What's your take on this approach?"
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e "Does that address what you were looking for?"
Your Custom Prompts:

1.

2.

3.

Step 3: Listen with Intention

Your Task:
List three key phrases clients might say that signal specific needs, concerns, or readiness to buy.
Example:

e "We're struggling with client retention.

e "Our current solution is too complex."
e "We need something that saves time."
Your Client Signals:

1.

2.
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Step 4: Self-Evaluate Your Listening Skills

Your Task:
After your next sales call, evaluate your listening performance using this checklist.
Self-Evaluation Checklist:

e Did You Pause Often?

[ Yes 1 No

e Did You Invite Client Input?
1 Yes [1 No

e Did You Respond Thoughtfully to What They Said?
1 Yes [1 No

Reflection Notes:

e Strengths:

e Areas for Improvement:

Reflection Prompt:
How did pausing and listening impact the quality of your sales conversation?

Action Tip:
Remember, precision listening builds trust and uncovers client needs. In The Pitch Room, we’ll practice live
scenarios to refine your ability to listen, pause, and respond with precision.
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Workbook Section for Module 4: Lesson 4 — Checking for Clarity: Inviting Questions to Build Trust

Checking for Clarity: Inviting Questions to Build Trust

Instructions:

Use this section to practice checking for clarity throughout your sales conversations. Create an environment
where clients feel safe to ask questions, ensuring your message resonates effectively.

Step 1: Establish a Clarity Checkpoint

Your Task:
After explaining a product or service feature, pause and use one of the following clarity prompts:
Prompt Examples:
e "Does that make sense so far?"
e "Is there anything you’d like me to clarify?"
e "How does that sound based on what you’re looking for?"
Your Custom Clarity Prompts:
1.

2.
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Step 2: Role-Play Common Client Responses

Your Task:

Anticipate three common responses clients might give when asked if they need clarification. Create prepared,
supportive responses to keep the conversation flowing.

Example:
e Client Response: "I'm not sure how this part works."

e Your Response: "Great question! Let me explain that part again with an example."
Your Client Scenarios:

1. Client Response:

Your Response:

2. Client Response:

Your Response:

3. Client Response:

Your Response:
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Step 3: Build Trust with Clarification Prompts

Your Task:
List three specific points in your sales pitch where checking for clarity would build trust and prevent confusion.
Example:

e After explaining pricing structures.

e After describing key product features.

e Before wrapping up the sales conversation.
Your Clarity Checkpoints:
1.

2.

Step 4: Self-Evaluate Your Clarity Checks

Your Task:

After your next sales call, evaluate how well you checked for clarity using this checklist.
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Self-Evaluation Checklist:

e Did You Pause for Clarification?

] Yes [ No

e Did You Use a Custom Clarity Prompt?

] Yes [0 No

e Did You Respond Supportively to Client Questions?

] Yes 1 No

Reflection Notes:

e What Went Well:

e What Could Be Improved:

Reflection Prompt:

How did inviting questions strengthen your sales conversation and increase client engagement?
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Action Tip:
Inviting questions shows clients you value their understanding and input. In The Pitch Room, we’ll practice how

to naturally incorporate clarity checks into every sales call for seamless, trust-building conversations.

Workbook Section for Module 5: Lesson 1 — Shift from Selling to Serving: Become a Solution, Not a

Salesperson

Shift from Selling to Serving: Become a Solution, Not a Salesperson

Instructions:

Learn how to shift your sales approach from product-focused to client-focused by positioning yourself as a

guide offering valuable solutions. Use this section to craft personalized client-focused messaging.

Step 1: Reframe Your Mindset

Your Task:

Reflect on your current sales approach. Identify areas where you may be focusing more on your product's
features rather than on how it benefits the client.

Example:

e Old Approach: "Our platform has advanced analytics."
e Client-Focused Reframe: "Our platform helps you track performance effortlessly, saving you time and

driving better results."
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Your Reframe Examples:

1. Old Approach:

Client-Focused Reframe:

2. Old Approach:

Client-Focused Reframe:

Step 2: Craft Client-Centric Statements

Your Task:

Practice writing three client-centric statements that clearly communicate how your product or service helps

achieve client goals.
Examples:

e "Our system simplifies your workflow, freeing up more time for what matters most."

e "We help you expand your customer base with targeted marketing strategies tailored to your business."
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Your Client-Centric Statements:

Step 3: Position Yourself as a Trusted Guide

Your Task:

Imagine you are guiding a client through a challenge they face. Describe how you would frame the

conversation to focus on guiding them rather than selling to them.

Prompt:

"When working with a client struggling with [specific challenge], | position myself as their guide by..."

Your Guide Statement:
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Step 4: Client-Centered Role Play

Your Task:
Prepare a role-play scenario where you respond to a client’s concern using a guiding, supportive approach.
Scenario Example:

Client Concern: "I'm not sure your service can really save us time."

Your Response:
"l understand how valuable your time is. Our service automates time-consuming tasks, allowing your team to
focus on higher-impact projects. Would it be helpful if | walked you through how this has worked for other

clients in similar situations?"

Your Role-Play Scenario: Client Concern:

Your Response:

Reflection Prompt:

How does shifting from selling to serving change the way you approach client conversations?
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Action Tip:
Remember, when you focus on guiding rather than selling, clients naturally trust you more. In The Pitch Room,

we’ll refine these techniques and turn your sales conversations into trust-building opportunities.

Workbook Section for Module 5: Lesson 2 — Focus on Desires, Not Pain Points: Inspire, Don’t

Pressure

Focus on Desires, Not Pain Points: Inspire, Don’t

Pressure

Instructions:

Shift your sales conversations from focusing on client pain points to highlighting their goals, dreams, and

desired outcomes. Use this section to craft client-centric, inspiring sales messages.
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Step 1: Reframe Your Opening Questions

Your Task:

Practice asking questions that invite clients to share their goals and aspirations rather than focusing on

problems.
Examples:
e Old Approach: "What'’s your biggest problem right now?"

e New Approach: "What's something you’re excited to improve or accomplish this year?"

Your Reframed Questions:

Step 2: Craft Desire-Driven Statements

Your Task:
Write three sales statements focused on positive outcomes your product or service creates.
Examples:

e "Our platform helps you reach your growth targets faster, giving your team more time for strategic

projects.”
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e ‘"Imagine cutting your workload in half while still exceeding your quarterly goals."

Your Desire-Driven Statements:

Step 3: Practice Positive Framing

Your Task:
Take common sales objections you hear and reframe them in a positive, goal-focused way.
Examples:
e Client Concern: "I'm worried about the cost."
e Reframe: "Investing in this will help you save money over time by automating costly manual tasks."
Your Reframes:

1. Client Concern:

Reframe:
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2. Client Concern:

Reframe:

3. Client Concern:

Reframe:

Step 4: Role-Play the Positive Approach

Your Task:

Create a role-play scenario where you guide a client toward their goals using an inspiring, desire-driven

approach.

Scenario Example:

Client Statement: "I’'m not sure this is the right fit for us."

Your Response:
"l understand. Let’s explore what your ideal outcome looks like and see how we can create a path toward that

together."
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Your Role-Play Scenario: Client Statement:

Your Response:

Reflection Prompt:

How did focusing on client desires change the tone of your sales conversations?

Action Tip:
Remember, sales conversations driven by aspirations and goals create a collaborative, inspiring environment
that motivates clients to take action. We'll refine these techniques in The Pitch Room, ensuring your sales

process becomes a positive, future-focused experience.

Workbook Section for Module 5: Lesson 3 — Subtle Selling through Curiosity: Let Clients Uncover

Their Own Solutions

Subtle Selling through Curiosity: Let Clients Uncover Their Own Solutions

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

Instructions:

Learn how to guide clients toward recognizing their own needs and solutions by using curiosity-driven

questions. Use this section to develop conversation starters that encourage thoughtful client reflection.

Step 1: Develop Curiosity-Driven Questions

Your Task:
Craft questions that prompt clients to reflect on their goals and imagine positive outcomes.
Examples:

e Direct Selling: "Our tool boosts productivity by 30%."
e Curiosity-Driven Question: "How would having an extra 30% productivity impact your team’s goals

this quarter?”

Your Curiosity-Driven Questions:
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Step 2: Invite Self-Discovery

Your Task:

Turn product features into open-ended questions that invite clients to imagine how your solution could work for

them.
Examples:

e Feature Statement: "Our platform automates client onboarding."
e Self-Discovery Prompt: "How much time would your team save if client onboarding happened

automatically?"

Your Self-Discovery Prompts:
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Step 3: Craft Reflective Conversation Starters

Your Task:
Create prompts that encourage clients to reflect on their goals and share more about their needs.
Examples:

e "What's one result you've always wanted to achieve but haven’t yet?"

e "What would be the biggest win for your team this year?"

Your Reflective Conversation Starters:
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Step 4: Role-Play the Curiosity-Driven Approach

Your Task:

Create a role-play scenario where you use curiosity-driven questions to engage a client in a meaningful

dialogue.
Scenario Example:

Client Statement: "We're struggling to manage multiple client projects efficiently."

Your Response:

"What would your ideal project management process look like if time and resources weren'’t a limitation?"

Your Role-Play Scenario:

Client Statement:

Your Response:

Reflection Prompt:

How did using curiosity-driven questions change the tone of your client conversations?
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Action Tip:
Remember, subtle selling isn’t about pushing—it’s about inviting clients into a collaborative conversation. In
The Pitch Room, we’ll refine this technique so you can master client-focused, curiosity-driven selling that leads

to meaningful results.

Workbook Section for Module 5: Lesson 4 — Assume the Sale: Guide Them to the Finish Line

Confidently

Assume the Sale: Guide Them to the Finish Line Confidently

Instructions:

Learn how to confidently guide clients toward the close by assuming the sale as a natural next step. Use this

section to craft closing statements that feel supportive, not pushy.

Step 1: Reframe Your Closing Questions

Your Task:

Turn tentative closing questions into confident, assumptive statements.
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Examples:

e Tentative Question: "Would you like to move forward?"

e Assumptive Statement: "I'd love to help you get started—what form of payment works best for you?"

Your Assumptive Closing Statements:

Step 2: Create Confident Next-Step Prompts

Your Task:
Design prompts that confidently assume the client is ready for the next step while keeping the tone supportive.
Examples:

e "Let’s get your onboarding scheduled—does next Monday or Tuesday work better?"

e "I'll send the agreement for you to review. What'’s the best email address to use?"

Your Next-Step Prompts:
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Step 3: Build Trust Through Confident Language

Your Task:
Reframe hesitant or uncertain phrases into confident, trust-building language.
Examples:

e Hesitant Phrase: "l think this could help you."

e Confident Phrase: "This solution will help you achieve your goals faster."
Your Trust-Building Reframes:

1. Hesitant Phrase:

Confident Phrase:

2. Hesitant Phrase:

Confident Phrase:

3. Hesitant Phrase:
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Confident Phrase:

Step 4: Role-Play the Close

Your Task:

Create a role-play scenario where you confidently guide a client toward a close using an assumptive

statement.

Scenario Example:

Client Statement: "We’'re still considering a few other options."

Your Response: "l understand. Let’s get your onboarding process reserved while you finalize your

decision—that way you won'’t lose your preferred start date."

Your Role-Play Scenario:

Client Statement:

Your Response:

Reflection Prompt:

How did assuming the sale change the flow and energy of your client conversations?
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Action Tip:
Remember, assuming the sale isn’t about being pushy—it’s about guiding clients confidently toward the
solution they already want. We’'ll refine your closing techniques in The Pitch Room to ensure your sales

approach feels natural, supportive, and results-driven.

Workbook Section for Module 6: Ascend to F.U.S.1.O.N. — The Complete Sales Mastery Formula

Ascend to F.U.S.I.O.N. — The Complete Sales Mastery Formula

Instructions:
Congratulations on completing the R.I.S.E. curriculum!

This final section is designed to help you reflect on how far you’ve come, recognize your transformation, and

take action toward the next level—mastering external sales strategies through the F.U.S.I.O.N. curriculum.

R.I.S.E. builds the essential internal foundation by transforming your mindset, confidence, and client-centered

approach, while F.U.S.1.0.N. equips you with advanced external sales strategies for execution and mastery.

Together, they form a seamless system that turns potential into unstoppable sales success.
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Step 1: Reflect on Your Transformation

Your Task:

Think back to where you started before the R.I.S.E. curriculum. Use the prompts below to explore your growth

in confidence, charisma, communication, and client-centricity.
Reflection Prompts:

e How has your confidence evolved since starting R.I.S.E.?

e What specific breakthroughs have you experienced in building authentic client relationships?

e How has your ability to communicate with clarity improved?

e What client-centered strategies do you now use consistently?
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Step 2: Envision Your Future Success

Your Task:

Look ahead. How would mastering external sales through F.U.S.I.O.N. transform not only your career but your

life?
Visualization Prompts:

e Where do you see your sales career or business in the next 12 months if you fully implement

what you’ve learned?

e What would achieving top-tier sales mastery mean for your lifestyle, relationships, and financial

freedom?

e How would becoming a recognized leader in your industry impact your professional reputation?
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Step 3: Unlock the Next Level — F.U.S.l.O.N.

Your Task:

Explore what’s waiting for you in the next phase of your sales journey. Use the prompts below to set your

intention for achieving external sales mastery.
Why F.U.S.1.O.N. Is the Next Step:

e What excites you most about mastering advanced sales strategies like Focus, Understanding,

and Objection Elimination?

e How would personalized coaching, role-play, and real-time feedback help you become a top 1%

sales performer?

e What impact would building lifelong client relationships have on your career and success?

R.I.S.E. - The Internal Transformation Framework for Sales Mastery - WORKBOOK © Level 10



LE\/// =L 10

S AL E S M A S TERY

Your journey to the Land of Success doesn’t end here—it ascends.

Sales mastery isn’t just about what you've learned—it’'s about how you apply it consistently, refine it with expert
coaching, and elevate it through practice.

The most elite sales professionals don’t stop at understanding concepts—they actively engage in coaching,
role-play, and accountability.

If you refuse to be mediocre in sales, in your business, and in your life, click Here to Unlock F.U.S.1.O.N. and
Take the Next Step Toward Sales Mastery.

Transformation doesn’t happen by chance—it happens by choice.
What you’re not changing, you’re choosing.
You have greatness within you that’s ready to be unlocked.

It's a beautiful view from the top, and we’d love to see you there!
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