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Sales Velocity Quick Reference Guide

at info@rafti.com  
to inquire about:

Contact 
Rafti Advisors

• Sales Training 
• Sales Coaching

‣ Break down sales goals into tactical elements  
using the Sales Velocity formula. 

‣ Calculate the formula to project your production. 
‣ Small changes in what you do can produce big 

impacts! 
‣ 10% changes in these numbers are less than you 

think. 
- 10 opportunities become 11 
- $50K opportunities are just $55K 
- Close rates of 25% just need to improve to 26.5% 
- Sales cycles of 3 months just need to decrease by 9 days 
‣ 10% increases in the number of opportunities, the 

average deal value and the win rate, with a 10% 
lowering of your sales cycle increase sales  

    a whopping 47%

Exactly What To Say The Magic Words for Influence & Impact 

Magic Words are sets of words that talk straight to the subconscious brain. The subconscious brain is a powerful tool in decision-making 

because it is preprogrammed through our conditioning to make decisions without overanalyzing them. It works a little like a computer—it has 

only ‘yes’ and ‘no’ outputs and can never land on a ‘maybe.’ It is strong and decisive and moves quickly. Using words that talk straight to the part 

of the brain that is free from maybes and responds on reflex gives you a fair advantage in conversation and can result in you getting your own 

way more often. Read side 2 of this guide to see the 23 Magic Word sets Phil Jones outlines in his book and how they apply to Sales Velocity

SUMMARY

“the primary job description of all sales professionals is to be ‘decision catalysts’ in the lives of their customers and 
prospects, yet still the job can be more simply described as ‘professional mind-maker-upper’”

http://raftiadvisors.com
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I’m Not Sure If It’s for You, But 
The best way to introduce any idea. At a subconscious level it 
removes all pressure. 
“I’m not sure if it’s for you but, this option is available for this 
week only, and I would hate for you to miss out.” 
 

Open-Minded 
If you ask someone if they consider themselves open-minded 
they will likely agree as the alternative sounds awful. 
“Would you be open-minded about working together?” 
 

What Do You Know? 
All people think they know best. To avoid debate, move the other 
person’s position “from one of certainty to one of doubt.” 
“What do you know about everything that has changed since 
<insert event>?” 
 

How Would You Feel if? 
People work harder to avoid potential losses than gains. In either 
case, paint a scenario where you trigger the proper emotions. 
“How would you feel if your competition passed you?” 
 

Just Imagine 
If you cannot see yourself doing something, the chances of you 
doing it are slim to none. Paint a picture to help people visualize. 
“Just imagine the impact this could have” 
 

When Would Be a Good Time? 
By saying it this way it is implied there there MUST be some good 
time to discuss further or start a start a project. 
“When would be a good time for you to look at this?” 
 

I’m Guessing You Haven’t Got Around To 
When you fear someone hasn’t done something, let them save 
face and address the negative scenario head-on. 
“I’m guessing you have’t got around to looking over the 
documents yet?” 
 

Simple Swaps 
Don’t ask for permission. Swap out questions that ask for 
permission with questions that require a response.  
“Do you have any questions?” should be replaced with 
“What questions do you have for me?” 
“Can I get your phone number?” should be replaced with 
“What is the best number to reach you at?” 
 

You Have Three Options 
Avoid analysis paralysis by providing three options and walking 
them through 1) do nothing, 2) laborious way, or 3) new/easy way. 
“Of those three options, what’s going to be easier for you?” 
 

Two Types of People 
If you want to prompt a near-instant decision, then frame the 
options within the “two types of people” narrative.  
“There are two types of people in this world: those who leave 
their personal financial success in the hands of their employers 
and those who take full responsibility and build their own 
futures.” 
 

I Bet You’re a Bit Like Me 
Use this to build near instant rapport with strangers and the 
other person comfortably agreeing with you. 
“I bet you’re a bit like me: you’re a busy person who’s always 
juggling to get everything done.”
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If… Then 
This simple speech pattern is hardwired into us in our childhood. 
“If you give me a chance, then I’m confident you will be pleased” 
 

Don’t Worry 
Particularly useful in high stress scenarios - when attached to the 
worried/nervous person’s emotions. 
“Don’t worry. You’re bound to be nervous right now.” 
 

Most People 
Indecision is the biggest thing that stands in the way of progress 
and this phrase can jumpstart anyone stuck in procrastination. 
“What most people do is complete the forms with me here 
today. You then receive your welcome pack and we get started.” 
 

The Good News 
By prefacing things with this phrase you cause people to face 
forward with optimism and zap negative energy. 
“The good news is that we now know that doesn’t work and we 
can focus our energy on implementing the new program.” 
 

What Happens Next 
Combat indecision and get action with this simple phrase. The 
easier “what’s next” is… the more compliant the other person is. 
“What happens next is that we… <whatever is next>” 
 

What Makes You Say That? 
Great for objection handling without conflict. Use in response to… 
“I haven’t got the time…” or “I want to shop around…”, etc. 
 

Before You Make Your Mind Up 
Moving someone from NO to YES is hard. Get to MAYBE first. 
“Look, before you make your mind up, let’s make sure we’ve 
looked at all the facts.” 
 

If I Can, Will You? 
If a concession is necessary, use this to solidify compliance. 
“If I can match the price for you, would you be happy to to place 
the order with me today?” 
 

Enough 
Use this when helping others decide on quantity.  Instead of 
“How many do you need?” or “Would you need 2 or 3 bottles?” 
ask.  “Would three bottles be enough for you?” 
 

Just One More Thing 
If you look like you have lost… try this phrase to downsell. 
“Just one more thing… would you be interested in our <any 
product or solution with a lower commitment>” 
 

A Favor 
People say “thank you” when they feel they owe you something.  
This is the best time to ask for someone’s help.  In response to 
“Thank you…” you can say - “You couldn’t do me a small favor… 
could you?  <then ask for a referral, introduction or reference> 
 

Just Out of Curiosity 
When faced with.. .”I just need some time to think about it” 
“Just out of curiosity, what needs to happen for you  to make a 
decision about this?”  or   “Just out of curiosity, what is it that is 
stopping you from moving forward with this right now?”

# $ % LUse this color code system to see 
which phrases work best for which 
elements of Sales Velocity
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