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“pPeople don’t buy for logical reasons.
They buy for emotional reasons.”
— Zig Ziglar

In Sales, Emotional Intelligence Matters

Sales success is not driven by product knowledge alone. It depends on how effectively sales professionals understand
client needs, build trust, communicate value, and manage relationships.

Emotions play a critical role in every sales conversation, from first impressions and discovery conversations to
negotiations and closing.

Emotional intelligence (EQ) enables sales professionals to read emotional cues, manage pressure, respond thoughtfully,
and build stronger client relationships throughout the sales process.

THE BUSINESS IMPACT OF EQ IN SALES
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90% OF TOP 2X MORE REVENUE HIGHER CUSTOMER LOYALTY
PERFORMERS Salespeople with high emotional 70% of buying decisions are
have high emotional intelligence generate twice influenced by how customers
intelligence. the revenue of their peers. feel they are treated.
— TalentSmartEQ research — Hay Group Study of — McKinsey Customer
44 Fortune 500 companies Experience research

The Four Core Emotional Intelligence Skills

Emotional intelligence is made up of four core skills that help sales professionals manage themselves and their
interactions with others:

WHAT | SEE WHAT I DO

Self-Awareness

Self-Management

Understanding your own emotions, strengths, The ability to manage your emotions and reactions

PERSONAL
COMPETENCE and communication style helps you recognize allows you to stay composed under pressure,
how you show up with clients and how your handle objections constructively, and respond
reactions influence sales conversations. thoughtfully in high-stakes sales situations.
Social Awareness Relationship Management
SOCIAL
COMPETENCE The ability to read emotional cues, understand The ability to build trust, strengthen client

client concerns, and recognize unspoken
signals that influence buying decisions.

relationships, and navigate challenging conversations
while maintaining long-term partnerships.




How EQ Drives Sales Success

Sales professionals rely on emotional intelligence every day to build trust, understand client needs, and navigate
complex conversations. Strengthening EQ helps sales teams communicate more effectively, respond thoughtfully under
pressure, and build stronger client relationships.

E}Q DISCOVERY CONVERSATIONS
&& EQ helps sales professionals listen more effectively, ask better questions, and recognize emotional cues that
Ju reveal what matters most to the client.

C]'j BUILDING TRUST AND RAPPORT
& ~—:ﬂ Clients are more likely to engage with sales professionals who demonstrate empathy, authenticity, and genuine
= < interest in their challenges and goals.

w I s HANDLING OBJECTIONS
** Emotional intelligence enables sales professionals to remain composed when faced with resistance, respond
s " thoughtfully, and turn objections into productive conversations.

®@ NEGOTIATION AND CLOSING
= Sales professionals with strong EQ are better able to read the room, manage tension, and guide discussions
@ toward mutually beneficial outcomes.

STRENGTHENING CLIENT RELATIONSHIPS
@ EQ helps sales professionals maintain strong long-term relationships by improving communication,
\ responsiveness, and understanding of client priorities.

Program Overview

TalentSmartEQ’s EQ for Sales helps participants go beyond understanding emotional intelligence to applying it
in real sales situations. In this interactive session, participants learn practical strategies they can use immediately
to strengthen client relationships and improve sales effectiveness.

LEARNING OBJECTIVES PROGRAM COMPONENTS
1. Discover what emotional intelligence is and why « Emotional Intelligence Appraisal®
it is critical for sales effectiveness and client (Self, Multi-Rater, or 360° Edition)
relationships. Personal EQ scores with detailed analysis and
2. Increase awareness of how emotions influence recommended strategies for development.
sales conversations, decision-making, and client e Facilitator-Led Learning Experience
interactions. Interactive workshop delivered in-person or virtually,
3. Explore the four EQ skills in action in sales scenarios Z%il;st?sn:n applying EQ skills in real-world sales

including discovery, objection handling, negotiation,
and closing. e EQ Development Plan
A personalized plan with clear goals and specific EQ

4. Practice strategies to build trust, strengthen - ) )
strategies to practice and apply on the job.

relationships, and respond effectively to challenging
client situations. ¢ 16 On-Demand EQ Lessons
Short lessons that reinforce key EQ concepts and

5. Understand your current EQ strengths and :
support continued development.

development opportunities and how they impact
your sales performance. « Emotional Intelligence Appraisal Re-Test
A follow-up assessment that provides updated EQ

6. Create a personal EQ development plan to improve o .
scores and insights into progress and growth.

communication, resilience, and sales effectiveness.
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