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Secret Weapon Selling 
With Joy Baldridge 

 
Secret Weapons Selling involves preparing innovative questions, listening intently and aligning 
to close more sales sooner. 
 
Zig Ziglar said FEAR is an acronym that can mean one of two things:  
Fear Everything and Run! Or Face Everything And Rise!   
 
The 3 critical areas for sales success that will be covered in this session are:  
1. Innovative Questioning  
2. New Active Listening and  
3. Strategically Aligning   
 
The foundation of which is flexibility and adaptability.  According to FORTUNE Magazine, you 
have to possess 2 characteristics to even be employed in this millennium.  And those two 
characteristics are flexibility and adaptability.  Because if you are rigid you will break and 
relationships will break due to that rigidity.  So, It is essential to be flexible and adaptable.  
To be AFA all the way!  AFA stands for Always Flexible and Adaptable.   
Controlling the controllables.   
Expect the outrageously unexpected by being open-minded, and  
function in disaster and finish in style!   
 
Core essentials of Secret Weapon Selling: 
1) Those who prepare most win! 
2) Those who ask the questions have the power! 
3) People are persuaded most, by their own words 
 
Preparation = Win 
Questioning = Power, it is essential to prepare and choreograph your questions to get ready for 
a sales call. The key is to be "planned" not "canned" And Use Their Words = To Persuade. 
  

KEY CONCEPT ONE: INNOVATIVE QUESTIONING 
Avoid Clichés 

 
Questioning, Listening and Aligning  
"unsolicited advice is the junk mail of life."  
 
 
 
 
 

Baldridge Seminars International   203-564-0141  joy@joybaldridge.com  Copyright 2015 



 
SECRET WEAPON SELLING 

JOY BALDRIDGE 

 
The 'Velvet Hammer' - The Velvet Hammer is a term I've created to describe words, phrases  
and questions that you can you use to be better planned, not canned when making prospecting  
calls or going out on sales calls with prospects and clients at all levels. 

 
The Velvet Hammer Questions and Phrases 
The velvet hammer is a way of communicating that is disarming. It is gentle verbiage but packs 
a punch and gets results.   
 
Before we get started... 
What struck me... 
As I was preparing for this meeting I realized, noticed, what struck me... 
I was (just) wondering... I (just) was curious... 
What's the first word you think of when you think of... 
What do you need to know first? 
What do you like?  What strikes you? 
What's most important to you about...?  Anything else? 
Tell me about……Really?  Tell me more.... 
What do you envision?   
What are your plans?   
How are you go about doing this?   
Can you give me an example? 
Can I make a recommendation? 
I noticed that...  
What struck me... 
Typically… 
Unless... 
There's a reason why.../The reason why...(it works, it's so popular...it's preferred...) 
We have an opportunity/chance/option to... 
What did you have in mind?/What do you have in mind? What do you think about...?   
Can you please share your thoughts on... 
How do you feel about?   
Does this make sense to you? Does this work for you? 
How does that sound? 
So, (just) to clarify... 
So, (just) to summarize... 
What’s the likelihood that…?   
When? 
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SECRET WEAPON SELLING 
JOY BALDRIDGE 

Discover the Need Behind the Need 
Can you find the need behind the need with your clients? What questions can you  
ask to help them think deeper about what you can provide for them that will be most relevant  
and valued and appreciated. Appreciated so much they will gladly buy from you and refer you. 
You will be viewed as the agent/brand of insistence vs. just another finance person.  
 
Questioning Quad. The Questioning Quad consists of 4 questions that you  
can ask sequentially to get to the need behind the need.   
Here is the questioning sequence:  1) What's most important to you about...?   
2) Why is that?  3) Really?  4) Anything else?/Tell me more...  
 
This Questioning Quad is designed to help you help your prospect/client  
to think deeper about what is necessary to fulfill their needs.    
 
The 'Baldridge Bounce'  
Bounced Opportunity.  The way you can best implement the Baldridge Bounce is when a 
prospect or client asks you a question, briefly answer it in a few words and bounce it back, to 
learn their thoughts about it and best align/position your answer.   
 

KEY CONCEPT TWO: NEW ACTIVE LISTENING 
 

Be a more active vs. passive listener.  
Active listening will help you to detect more Baldridge Bounce opportunities, will show you 
care and will help you to really hear and understand the challenges that your clients face so you 
can solve them.   
 

Listening is: 
 
1. Receiving a message sent and understanding the meaning of the content, and the intent. 
2. Sensing, interpreting, evaluating, responding. 
3. The word “Listen” comes from two Anglo-Saxon words meaning:   
 To hear and to wait in suspense. 
4. To actively attend to the message of the sender. 
    This requires high energy, genuine interest and positive body language. 
5. Listening is a gift you give yourself and others. 

  

 
 
 
 
 

Baldridge Seminars International   203-564-0141  joy@joybaldridge.com   Copyright 2015 



SECRET WEAPON SELLING 
JOY BALDRIDGE 

Listening Quiz 
 
Please circle “Yes” or “No” to the following questions: 
 
1.  Do you talk more than you listen?  Yes    No 
2.  Do slow speakers cause your mind to wander?  Yes    No 
3.  Does nervousness or fear sometimes prevent you from concentrating 
     on a speaker’s message?  Yes    No 
4.  When you are puzzled, annoyed or confused, are you hesitant about 
     asking questions?  Yes    No 
5.  Do you judge or criticize while someone is speaking?  Yes    No 
6.  Do you frequently find yourself thinking ahead about something you 
     want to say, even though the other person is still talking?  Yes    No 
7.  When a problem comes up, do you often react without gathering all 
     the facts, perhaps, by interrupting?  Yes    No 
8.  Do distractions, such as external noises or internal thoughts, prevent 
     you from listening carefully?  Yes    No 
9.  Do you ever pretend you are really listening, when you are really 
     not?  Yes    No 
10. Are you very quick to give advice, or offer a strong opinion?  Yes    No 
11. Do you believe that it is the speaker’s responsibility to communicate 
      effectively, as opposed to the listener’s responsibility?  Yes    No 
12. Do you often think that you have heard someone’s name, or an 
      important fact, only to discover that you have forgotten it?  Yes   No 
13. Do you think listening involves only the ears and hearing?  Yes    No 
14. Do you think only about yourself, and ignore the other person’s 
      feelings, when you talk?  Yes    No 
15. Do you think you were born with the ability to listen?  Yes    No 
 
 
If you answered “Yes” to any of these questions your listening skills could be 
improved.  If you answered “Yes” to more than five, you need to increase your 
ability to listen. 
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SECRET WEAPON SELLING 

JOY BALDRIDGE 

 
10 new ways to listen better and minimize interruptions 

 
1. 100% Responsible - Each person in the communication dyad is responsible for the  
communication. It is not 50-50. So it takes work to be a great listener. The Listening Institute  
says you can count on one hand the number of great listeners you will meet in your entire life!   
 
2. Mirror Method and Check - The Mirror Method and Check is when you repeat back what the  
person is saying. A good Velvet Hammer phrase to use when doing this is: "So, just to clarify  
you are looking for XYZ, is that right?"  
 
3. Bite - Stands for bite your tongue. You can literally bite your tongue to be more patient, and  
avoid interrupting people.   
 
4. You can Drink! Water, tea or coffee.  You can take a sip when you ask questions.   
Better yet, you can choreograph your sips around the probing questions you ask.  You can say,  
"So, tell me about the liquidity of your portfolio and how much you would like to put to work  
for you in more long-term investments?" Then you take a sip 
 
5. Cover - You can cover your mouth, especially when on the phone to stop yourself from  
impulsively talking.  
 
6. Jot-a-Thought -Works well. You can take notes and jot thoughts and questions in the margins  
instead of saying, "I don't mean to interrupt, but..." Just jot your thought in the margin and  
review your notes at the end and ask the questions that popped into your mind if they haven't  
yet been answered during the conversation. It creates the discipline necessary to listen better. 
 
7. 4-4-6  - The 4-4-6 is a deep breathing exercise. Breathing is your most easily accessible yet  
most underutilized stress reducer. You can do it anytime and I highly recommend that you start  
doing it like a Ninja! You can 4-4-6 in traffic, in the office, on your way to a sales call, in the  
elevator or lobby or at Starbucks in between meetings.  Deep breathing helps you to be more  
present and interrupt less and listen more.  It is an essential listening tool.  So let's give it a try...  
 
8. Toe Press - The Toe Press involves pressing your toes into the ground.  You can do this  
seated or standing.  Alexander Method of stance.  It gives you better posture and more 
presence. The Toe Press can be a great Golden Nugget for you to be a better listener by being 
more grounded and staying present and focused on what others are saying. 
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9. Purple Break -  A Purple Break was invented by Kenneth Baldridge as a way to stay 
energized.  You have a pigment in your eye called Rhodopsin that breaks down in bright light 
and is restored in total darkness.  When the pigment breaks down it causes fatigue.    
Rhodopsin is also known as Visual Purple, thus the name Purple Break.  If you can find a 
discrete place to cover your eyes and relax and breath a few times throughout your day you will 
be able to restore the pigment.  Look for light sources where you sleep and reduce/eliminate.  
 
10. The 5 Times Rule - The 5 Times Rule helps with Listening Quiz question # 12.   
Forgetting important facts or names. The trick is that you say it 5 times and it's yours.  
Make an association.  I met a guy named O'Neil. That was his first name. I  
associated it with Shaquille O'Neil.  When I next saw him I didn't remember O'Neil at first. What  
do you think came to mind?  Right! Shaq...followed by O'Neil. It works, if you work it. 
 
Random Bonus Success Tip:  PPD - PPD Stands for Plus, Plus, Dash. 
The Plus, Plus, Dash is when you say two positive things and then dash off.  For instance, you 
can say, 'I'm glad you called and I want to talk, right now I'm headed out to a meeting. When 
can we reconnect?" You can also say, "I wish I could talk." Which sounds even more welcoming. 
Be careful that you don't say, "But..." Because "but" acts as a verbal eraser.  
 

KEY CONCEPT THREE: STRATEGIC ALIGNING 
 
Strategic Aligning involves the Platinum Rule.  Most know about the Golden Rule.  The Golden 

Rule is to treat people the way you would like to be treated. The Platinum Rule is to treat 

people the way they want to be treated, which can be more challenging because you're not 

them.   
 
The 4 different types are Social, Maverick, Factual and Giver.   
Each one of these types of people has a hot button. If you know the hot button and can guess 
the type, you can apply the Platinum Rule to build stronger and more lasting relationships that 
lead to increased sales. Here are the hot buttons:   
 

Socials live to be Amazing! So notice amazing things about them and tell them  

how incredibly amazing they are. 
 
 

Factuals live to be Right. So tell them they're right, absolutely right, that you couldn't agree 

with them more. 
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Givers live to be Helpful. They think of you before themselves, so thank them for being so 

helpful, dedicated and loyal.   
 

Mavericks live to Win! So help them win or get out of their way. 

 
Each personality type has a language that they speak that is easy to  
decode to determine what type they are.  The hardest type to read is what I call the Chameleon  
type. They are so mild in the category that their personality type is more covert.   
Most are easy to read if you know the 4 hot buttons.  You can strategically align your words to 
be relatable to them.  This is Secret Weapon Selling because it is stealth-like.  
 
People are different more than they are difficult. Use this information  
to build connections, strengthen rapport and relationships, not to manipulate, and you will find  
positive outcomes, stronger relationships and increased revenue as a result. 
 
"What's the one thing I can do to further my success for tomorrow?"   
 
Do you have at least one thing you can do differently, based on this session, to further your 
success for tomorrow?  You have more than one thing. But you can't boil the ocean, so why try? 
You can start with your one thing and build. So choose your one thing.   
 
It will never BE yesterday 
What's your one thing?  Is it AFA, Velvet Hammer, 4-4-6, Toe Press?  Is it finding the Need 
Behind The Need, The Baldridge Bounce or The Questioning Quad?  Will you bite your tongue, 
jot a thought or take a sip? Is it the PPD, the Platinum Rule or the language of types? 
 
Do that one thing and greater sales success will be yours!  
 
Your Fresh Start Starts Right Now.   
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About Joy Baldridge, CPC, CSP, 
 

 

Joy Baldridge, CPC, CSP, is a renown self-management expert who helps the best companies in 

the world become even better at increasing revenue and productivity while decreasing stress 

and frustration.  She began her speaking and training career at birth.  She was born into a 

family of driven entrepreneurs and dynamic educators. Her parents founded the Baldridge 

Learning Center in 1956. Her first official speaking engagement was at the White House, at the 

age of 19. She got there by cold calling the president. 

 

In 1992, Joy founded Baldridge Seminars International, a professional development 

organization that focuses on management, leadership, sales, communication and priority 

management skill development.  In her seminar and keynote presentations Joy 

shares innovative ways to adapt to change while increasing revenue, productivity and 

profitability.  Her keynote presentations and seminars are highly entertaining, extremely 

informative and completely customized. They are known for producing immediate, positive, 

and tangible results. 

 

Joy is the author of The Fast-Forward MBA in Selling, published by John Wiley & Sons, Inc.  This 

book provides an abundance of what she calls “Golden Nuggets” of information: Useful real-

world tips, case studies and strategies designed specifically to help create self-managed 

business professionals. Joy has appeared as an expert in many publications including: Time Out 

New York, B to B Media Business, Working Mother, SUCCEED, American Health, SELF, Parents 

and Selling Power.  She has been a guest on many radio programs, and was the host of a talk 

show on Cablevision where she interviewed CEO’s of fortune 500 companies and asked how 

they were able to make it to the top. 

 

Joy speaks, trains and consults with a wide range of corporate talent both domestically and 

globally. Her clientele consists of 200+ corporations, publishing/media organizations, 

associations and government agencies including American Express, 3M, GE Capital Corporation, 

Time Inc., Toshiba America, Inc., United States Surgical Corporation, Time/Warner, Energizer, 

National Geographic, GQ, Vanity Fair, Oprah, Newsweek, Architectural Digest, Rolling Stone, 

UBS, Citigroup Private Bank, Coldwell Banker, JP Morgan, PepsiCo, Club Med, IBM, Xerox, 

Basement Systems, The American Bar Association, United States Tennis Association, Bigelow 

Tea, American Society of Interior Designers, National Kitchen and Bath Association, The 

American Management Association and Magazine Publishers of America.. 
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