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Executive summary
• Product knowledge, sales motion, and ‘soft’ 

relationship skills training are of equal 
importance to successful sales 

• Teams miss out on the opportunity to sharpen 
relationship skills because of:

§ Misperception of funnel priorities.

§ Fear that the team will be overwhelmed

§ A false belief that Emotional Intelligence 
(“EQ”) cannot be taught

• Decades of research by US Intelligence and 
others show that EQ is teachable and can be 
enhanced with simple techniques.

• Teams that pair soft skills with 
product/sales motion trainings average 
payback times of fewer than 45 days.



A dangerous 
misconception
Because today’s B2B sale is complex, companies with 
growing teams or product suites naturally fear 
overwhelming salespeople with information that will 
cause them to lose focus. Team trainings are focused on 
specific features, functionality, or sales motions that are 
critical for this year’s results. 

While it’s true that no one has ever been fired for 
insisting sellers take time to understand their products or 
key activities, believing in a sole focus on these topics to 
avoid confusion is a dangerous misconception. 

We would never recommend that a student pilot only 
attend ground school and not be distracted by time 
spent in an actual plane, but we are fine with the idea 
that learning a product feature or sales play in isolation 
is OK because the ‘soft’ skill is already there, right? 



EQ, trust, and the value 
of Information 
Selling requires building a relationship with people. 

EQ, or Emotional Intelligence, is the ‘soft skill’ 
parallel to IQ. The more EQ, the faster an individual 
is able to understand and influence the perspective 
of others. For sellers, EQ translates into:

• the ability to build trust, 

• overcome inertia, and 

• identify risks to closing a deal that go beyond 
simple dollars and cents. 

High EQ individuals project a genuine interest in the 
perspective and personal success of the individual 
across the table, which in turn generates trust and 
willingness to share critical information.



The never-fail 
sales trap
Why is EQ such a key topic for sellers? Because 
B2B professionals have more of it than the average 
civilian, and this is often not good for Sales 
success! 

Why? Because when information flows, people are 
engaged, and deals are closing, they must be doing 
a great job. They are… at leaving opportunity 
behind. 

In selling, most exchanges float back and forth along 
a spectrum of transparency based on alignment of 
interests and level of trust. For the average to good 
seller, this creates a feedback loop of false 
affirmation.

We audit endless hours of B2B sales conversations, 
and we find that more than 30% of the time, key 
information is missed or ignored.



You can’t fix IQ, but 
Elite EQ is a 
teachable skill
Imagine that you are an intelligence officer on 
assignment, and you believe a confidential 
informant has critical information. How can you 
convince a nominal ally to take a life-threatening 
risk and work with you? 

That question was posed to an elite team of 
Behavioral Experts at US Intelligence Agencies 
more than twenty years ago.

They found is that trust and transparency can be 
measured and influenced simply and objectively 
across cultures, genders, and socioeconomic 
status.

Unlike IQ, elite EQ can be taught and 
replicated using a few simple tools.



It’s all in the ask
Knowing the science behind establishing trust 
and empathy is like having a key to any lock. 
In three simple steps, you can access insight 
others miss:

1 A simple question formula to 
double your information

A way to know in seconds if you 
have full transparency

Redirect to convert a prospect’s 
doubt to relief

2

3
Replicating 

Elite EQ



Clarity is never confusing
Why is EQ a critical component of ‘hard skill’ training? Because changes to product suite, sales motions, pricing, or 
positioning all reflect a need to engage buyers differently. Rather than leave it to chance that the team understands how to 
be maximally effective in doing this, data shows that thinking about the buyer’s perspective — and how to elicit it —
substantially enhances the effectiveness and ‘stickiness’ of the training. 



To learn more and see if you qualify for a complimentary preview of our 
unique skills training, please contact us at 617-226-2615, visit 
https://biadvisors.business/ or send a message to Gina Cerami at 
gcerami@biadvisors.comDon’t change your sales process.

Change your results.
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Your Product, Marketing, and Sales Enablement team know what to address; 
BIA’s ex-CIA Behavioral Experts can show your team how to build trust and 
help prospects actually want to share more about the hidden decision factors 
that will take them from interest to action.

Don’t go it alone

https://biadvisors.business/
mailto:gcerami@biadvisors.com

