No1

60% of all human communication is non-verbal, body language. 30% is your tone. So that means that 90% of what you’re saying ain’t commin’ out of your mouth

No. 3:

But always remember: Life is not the amount of breaths you take – it’s the moments that take your breath away!

No. 4: In a Diner about to order something.
A: I’ll have chicken wings

B: Kitchen’s closed until dinner. Just got cold stuff and deserts.

A: Boy, some chicken wings would really hit the spot. Are you sure it’s closed?

B: Let me check … Yep, it’s closed.

A: Okay. I’ ll just have a sh sugar packet or two….

A: Hey, what’s your name?

B: Helen.

A: That’s nice. You look like a Helen. Helen, we’re both in sales, Let me tell you why I suck as a salesman. Let’s say I go to some guy’s office, let’s say he’s even remotely interested in buying something. Well, then I get all excited  like Joe Joe the Indian circus boy with  a pretty new pet. The pet is my possible sale
“Oh, my pretty little pet! I love you!” – So I stroke it and pet it, and massage it. I love it, I love my little naughty pet – “you’re naughty”. And I take my naughty pet and I go ….. Oh, I killed it, I killed my sale! That’s when I blow it. That’s when people like us have got to forge ahead Helen. Am I right?
B: God, you’re sick. I tell you what. I’ll go and turn the fires back on and throw some wings in for you. 
A: Hey, thanks Helen. 

C: Did that blow to the head knock something loose?

A. What are you talking about?

C: That 180 you just pulled on the waitress. Why can’t you sell like that? 
A: I was just having fun! If we didn’t get the wings, so what, we’ve still got that “meat lovers” pizza in the trunk (boot). 

C: Hey, you got the wings because you were relaxed. So, you got confident. And that is what it takes to sell – Confidence. Your Dad had that. 

A: My Dad was smart, I’m not.

C: Very true. But there’s two types of smart. Book smart – which waved Bye Bye to you long ago, and there’s street smart – the ability to read people just like your Dad. He was the best at knowing what people wanted to hear, and what people needed to hear. That is what selling is all about. In a way, these people are buying you. Not just break pads. 
No. 5:

A: Listen to what she is saying and respond 
B: Listen and respond, listen and respond.

A: that way, when it is your turn to talk you will have something better to say.

No. 6:
Working around the board table, on Christmas eve.

A: Alright everybody, I know that it’s Christmas eve and you rather be with your families, but there is no call for writing “Screw you, Mr. Bing!” on the back of my chair. By the way, you can all call me Chandler. 

(lady walks into the room) 

B: Hey!

A: Hey! Where have you been?

B: I was checkin’ out that insurance companies Christmas party on 3. It was really beautiful they have all these decorations and this huge tree…., and I just thought, to hell with them, we have to work! So, I stole their ham.
A: Do you hear that? You may not be with your families, but at least it’s gonna smell like ham in here.
C: My kid’s in a play right now. 
A: I know what will cheer you guys up. I had a little talk with the boys in New York, told them about all the hard work you’ve been doing and that a little Christmas bonus would be in order.
D: reading “a donation has been made in your name to the New York City Ballet”.

A: Well, that’s like money in your pocket…. Alright, look, do you want me to say it? This sucks! Being here sucks!, THIS WORK SUCKS!

B: Now it feels like Christmas 

A: Hey, at least you guys get to go home and be you’re your families tonight. I have to go back to an empty hotel room and lay down on a very questionable bedspread. And then, tomorrow morning you get to have Christmas morning in your own houses, which, by the way, none of you have invited me to.

E: You can come to my house!

A: Ha, no thanks. 

B: That was a nice pep talk. 
A: Oh, thanks. I’m actually thinking of becoming a motivational speaker. 
B: so if you were at home right now, what would you be doing?

No. 7

Half drunk, sat around the lunch table chatting about closing a deal.

A: Sounds good Tom. But, I’d like to take a look at your operations before I commit.

B: Fair enough Dug. Of course, I can get a hell of a good look at a T-bone steak by sticking my head up a bulls ass, but I’d rather take the butchers word for it. 

A: And you guarantee everything you say?

B: You know, I could guarantee you all day long, but we both know a guarantee is only as good as the

A: Sounds good Tom.  man who writes it. I’ll send the contract next week. 

B: Good man.

C: Still the best Tom. 

B: 8 whiskeys, 

No. 8: 

Woman: Ladies and gentlemen … Ey! Ey! Sorry, the mic is not working! Ladies and gentlemen! Welcome to the launch of “Kafkas’ motorbike”, the greatest book of our time. – Obviously except for your books, Mr. Rushdie, which are also very good. And Lord Archer, yours aren’t bad, either. Anyway, what I mean is welcome, ladies and gentlemen, thank you for coming to the launch of one of the top thirty books of our time. Anyway, at least …  and here to introduce it , properly, is the man we all call, uh, (whisper from the off), Mr., Mr. Fitzherbert, because, er, that is his name. Mr. Fitzherbert, thank you.

Mr. Fitzherbert: Thank you… just switch this on…

