
PATHWAY OF COMMUNCTION
Communication training



PATHWAY OF COMMUNICATION

• True selling becomes opportunities to make a difference in people’s lives.

• Selling doesn’t have to be salesy! 

• Rapport and trust are necessary to connect and make more than just a one-
time transaction. 



ENGAGE AND CONNECT 

• They are subconsciously in their gut 
forming an emotional perception of how 
they feel about the experience you 
provide of our company and about how 
they are being treated. 

• For Example: Gallup researchers studied 
the effects of aligning customer and 
employee engagement. They discovered 
that in workgroups with attentive 
employees serving engaged customers, 
the result was phenomenal. When 
companies successfully engage their 
guest’s and their employees, they 
experience a 240% boost in performance-
related business outcomes compared 
with companies that have neither 
engaged employees nor engaged 
customers. 

• Be Authentic 

• Mirror to Connect 

• 7% of communication relies on the 
content of what you say, whereas 38% of 
communication is about other attributes 
of communication such as tonality,

• Listen 

• Active listening allows for you to ask 
intelligent follow-up questions. The reality 
is that one of man’s greatest needs is to 
be heard. Being listened to is also one of 
man’s greatest Compliments to another 
person. 



EDUCATE DON’T SELL

• Our Why

• Your Why

• Their Why

• Educate



NEEDS, PAINS AND ASPIRATIONS

• Empathize

• 30% of your attention should go towards needs and pain, while 70% should 
be focused on their aspirations. 

• Focus you speech and eye contact.

• Body language open.



MAKE US THE SOLUTION

• Make the outcome clear. 

• Your service and product TOGETHER gets people to buy, must absolutely 
have:

• a clear, easy understanding of the outcome. 



CREATE YOUR WHY

• Tips for My Why?

• Rehearsed, not scripted. 

• 20 to 30 seconds is an ideal length 

• The Components of My Why

• PERSONAL PIECE

• Explain your personal story (i.e., your Why?)

• THEN AND NOW

• In this section of story, you should explain the past circumstances and the

• QUICK VALUE PROPOSITION:

• Provide the customer a very quick value proposition about US that highlights savings, 
security, flexibility, and ease of working with us.


