


 

Introduction 
____ 

 

ver feel that knot in your stomach when it's time to sell? That 
voice whispering "I don't want to be pushy" or "They'll think 

I'm just after their money"? 

You're not alone. 

Most entrepreneurs don't struggle with selling because they lack 
techniques. They struggle because traditional sales approaches 
feel fake and uncomfortable. 

Here's the liberating truth: your most powerful sales tool isn't a 
clever closing technique or polished pitch. It's a genuine human 
connection. 

When you build authentic relationships with prospects, selling 
happens naturally. Trust eliminates the need for pushy tactics. 

In this guide, I'll share 12 connection strategies that will transform 
your sales approach. These aren't manipulative tricks—they're 
human-centered approaches that honor both you and your 
potential clients. 

Ready to start having meaningful conversations that naturally lead 
to sales, without ever feeling like you're "selling" at all?  

 



12 Subtle Sales Skills That Build Trust and Close Deals 

1. Ask Questions That 
Invite Stories 

____ 
 

eneric questions get generic answers. Ask "How's business?" 
and you'll hear "Fine" or "Busy"—responses that kill 

meaningful conversation. 

Try these instead: "What's been your biggest business surprise this 
year?" or "Which project lights you up right now?" These questions 
invite people to share experiences that matter to them. 

When someone shares their story, they're giving you a gift—a 
window into what they truly value. Listen for emotional 
undercurrents. Do you hear frustration? Pride? Uncertainty? These 
emotions reveal what they care about and where they need 
support. 

Action step: Before your next conversation, prepare three 
story-inviting questions. Write them down. Practice them. Watch 
how quickly the conversation deepens when you use them. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

2. Listen With Your 
Entire Being 

____ 
 

ost people don't listen—they wait to talk. Their minds race 
with what to say next while pretending to pay attention. 

True listening requires your full presence: maintaining eye contact, 
noticing body language, and responding thoughtfully to what's 
shared. 

When you give someone your complete attention, you offer 
something rare in our distracted world. People instantly recognize 
when they're truly being heard, often responding with "You really 
get what I'm going through." 

Action step: Put away your phone. Turn away from your computer. 
Take notes by hand if needed. Give prospects your undivided 
attention—even in virtual meetings. The sales will follow naturally 
because people buy from those who truly understand them. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

3. Share Your "Why," 
Not Just Your "What" 

____ 
 

nyone can tell prospects what services they offer. Few share 
why they do what they do. 

Your personal mission creates emotional resonance that 
transactional conversations never will. Maybe you started coaching 
because a mentor transformed your life. Perhaps you created your 
program after overcoming the same challenges your clients face. 

When you vulnerably share these origin stories, you transform 
from service provider to fellow human on a meaningful journey. 

Action step: Write your "why" story in 2-3 sentences. Keep it 
concise and authentic—no dramatic embellishment needed. Share 
it early in conversations to transform the relationship from 
transactional to meaningful. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

4. Celebrate Their 
Successes First 

____ 
 

oo many sales conversations focus exclusively on problems, 
creating an atmosphere that feels judgmental rather than 

supportive. 

Before diving into how you can help with challenges, take time to 
acknowledge what your prospect is already doing well. This builds 
psychological safety. When someone feels their strengths are 
recognized, they become more comfortable discussing areas 
where they struggle. 

Action step: Start your next sales conversation with: "Before we 
discuss challenges, what achievement from the past year are you 
most proud of?" Notice how this positive foundation creates a 
collaborative atmosphere where problem-solving feels like 
partnership rather than criticism. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

5. Become a 
Value-First 

Connection Machine 
____ 

 

he most trusted people in any industry give before they ask 
for anything in return. 

Share a helpful article addressing a challenge your prospect 
mentioned. Make an introduction to someone in your network 
who could support them. Offer a genuine insight about their 
business based on your expertise. 

This positions you as a trusted resource rather than someone just 
trying to make a sale. The key is making these offerings specific to 
their situation, not generic. 

Action step: After every meaningful conversation, ask yourself: 
"What one thing could I share with this person that would help 
them succeed, whether they become a client or not?" Then send it 
within 24 hours with no strings attached. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

6. Reveal Your 
Genuine Struggles 

____ 
 

erfect people are hard to trust. When you strategically share 
appropriate vulnerabilities, you create space for authentic 

connection. 

This doesn't mean oversharing personal problems. It means being 
human enough that others can relate to you. Share how you 
initially struggled with the same issues your clients face. Admit 
when you don't have all the answers to a complex question. 

Action step: Identify one professional challenge you've overcome 
that relates to your prospects' journey. Practice sharing it in a way 
that demonstrates growth while acknowledging real struggle. Use 
this story when prospects express similar challenges. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

7. Master the Art of 
Curious Follow-Up 

____ 
 

ost follow-ups focus on checking in about a decision rather 
than deepening understanding. 

Instead of the standard "Just following up on our conversation," 
transform your check-ins into opportunities for greater 
connection. Try: "Since we last spoke, has anything changed about 
your priorities?" or "I've been thinking about what you shared 
about [specific challenge]—how has that evolved?" 

Action step: Review your current follow-up templates. Replace 
every generic check-in with a specific question that demonstrates 
you remember and care about their unique situation. Track how 
response rates improve with this approach. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

8. Speak Their 
Professional 

Language 
____ 

 

very industry has its own terminology and frameworks. When 
you learn the language your prospects use daily, you 

demonstrate respect for their professional world. 

This doesn't mean throwing around jargon to sound impressive. It 
means making complex concepts accessible without being 
condescending. 

Action step: Study the publications, podcasts, and thought leaders 
in your prospect's field. Note how they describe challenges and 
solutions. Use these terms in your conversations, but always 
explain your own expertise in clear, accessible language. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

9. Create Unexpected 
Moments of Delight 

____ 
 

n a world of transactional business relationships, small 
personalized gestures create memorable connections. 

Notice details others miss: an upcoming presentation, a hobby 
they love, a business milestone they mentioned. Acknowledge 
these with a thoughtful gesture—a relevant article, a 
congratulatory note, or a small gift that connects to their interests. 

Action step: After each important conversation, note one personal 
detail shared. Set a reminder to acknowledge it with a small, 
unexpected gesture within two weeks. Keep it simple but specific 
to them. 
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12 Subtle Sales Skills That Build Trust and Close Deals 

10. Reframe 
Objections as 
Collaborative 

Problem-Solving 
____ 

 

hen a prospect raises concerns about your offering, resist 
the urge to counter with persuasive rebuttals. 

Instead, welcome objections as opportunities to explore solutions 
together. Respond with curiosity: "That's an important 
consideration. Can you tell me more about that concern?" or "I 
appreciate you bringing that up. How would addressing that issue 
impact your decision?" 

Action step: List the three most common objections you hear. 
Create a curious, collaborative response to each that invites 
further exploration rather than trying to overcome the objection. 
Practice these responses until they feel natural.  
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12 Subtle Sales Skills That Build Trust and Close Deals 

11. Connect Beyond 
the Transaction 

Timeline 
____ 

 

ost sales relationships follow a predictable pattern: engage 
when a prospect seems ready to buy, then disengage if the 

timing isn't right. 

When you continue meaningful connections regardless of current 
buying status, you create a foundation of trust that can bear fruit 
months or even years later. Check in periodically with genuine 
interest in their progress. Share resources relevant to their goals 
without immediate sales pressure. 

Action step: Create a simple system to maintain contact with 
prospects who aren't ready to buy. Schedule regular, value-focused 
touchpoints that keep the relationship warm without applying 
pressure.  
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12 Subtle Sales Skills That Build Trust and Close Deals 

12. Honor Their "No" 
With Grace 

____ 
 

ow you respond when someone declines your offer reveals 
your true character and commitment to authentic 

connection. 

Instead of pushing harder or expressing disappointment, respond 
with genuine appreciation: "Thank you for being so clear about 
what you need right now. I respect your decision completely." 

This preserves the relationship for future possibilities and 
demonstrates that your primary concern is their best interest, not 
your sales quota. 

Action step: Write a gracious response template for when 
prospects decline your offer. Include appreciation for their time, 
respect for their decision, and an open door for future connection. 
Use this to respond promptly and professionally to every "no."
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12 Subtle Sales Skills That Build Trust and Close Deals 

Conclusion 
____ 

 

hese 12 authentic connection strategies work because they 
focus on the foundation of all successful business 

relationships: genuine human connection. 

They allow you to be yourself while serving others at the highest 
level. No manipulation. No pressure tactics. Just authentic 
engagement that naturally leads to sales. 

Start by implementing just one strategy this week. Notice how it 
changes the quality of your conversations and reduces your sales 
anxiety. Then add another the following week. 

Within a month, you'll find yourself having deeper, more 
meaningful interactions that naturally convert to sales—without 
ever feeling like you're "selling" at all. 

Your authentic self is your greatest sales asset. Use it. 
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