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Seat & Feet and 6 Breaths
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http://www.fastcompany.com/43419/marcus-buckingham-thinks-your-boss-has-attitude-problem

Six Breaths

• Inhale smoothly a 2-second count (‘one thousand and one, one thousand and 
two’…)

• Exhale smoothly for a 4-second count (‘one thousand and one … one thousand and 
four’…)

• …or as close as feels comfortable

• Repeat for six breaths

• Don’t push yourself!

• …but don’t become goal obsessed (!): the key is that the exhale is longer than the 
inhale (ideally 2:1)
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‘Seat & Feet’

• ‘Drop your attention’ to your feet

• Simply notice any sensations in the toes or feet – hot , cold, tingling – just notice

• Feel the feet in contact with the ground

• Now bring your attention to your ‘seat’

• Notice where your behind is in contact with the chair

• Be aware of your clothing in contact with your thighs and legs

• Notice how gravity is rooting you to the chair

• Let go!

• Don’t visualise – notice!



This program…

Build focus & attention, increase connection with others, handle stress 
& build resilience 

• Session 1: Setting the Scene

• Session 2: Self Awareness 
• Becoming more mindful: noticing your reaction in ‘heated’ situations: First 

steps…

• Your report: how do those around you see you ‘show up’ right now?

• Knowing your strengths & challenges

• Session 3: Awareness of Others

• Session 4: Resilience: Dealing with challenging emotions & situations
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Emotional Intelligence Training for Sales

https://www.genosinternational.com/emotional-intelligence/case-studies/improving-sales-revenue
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…and mindfulness is the gateway 
to self awareness

Self awareness is the gateway to                         

Emotional Intelligence…

EI: The Mindfulness Connection…



“Mindfulness is the ability to know what’s 
going on in your head at any given moment, 

without getting carried away by it”

- Dan Harris  - Author ‘10% Happier’



“Mindfulness is BEING in the here and now, 
being present, being mindful.

It is NOT being lost in thought, distracted, 
or overwhelmed by difficult emotions.”

- Andy Puddicombe



No matter what you’re doing, you’re                  
doing either mindfully or mindlessly

Critical Point #1:



Critical Point #2

All studies show great improvements in everything: 
competence, creativity, psychological wellbeing, 

health and engagement when we are mindful



Mindfulness is all about attention…
…and where we CHOOSE to FOCUS it at any moment in time



47% Average time spent mind-wandering



“’Mind-wandering is an excellent predictor of 
people's happiness,’ Killingsworth says. 

…analyses conducted by the researchers suggested 
that their subjects' mind-wandering was generally 

the cause, not the consequence, of their 
unhappiness”

Killingsworth and Gilbert, http://science.sciencemag.org/content/330/6006/932

Mind Wandering



"Understanding and managing attention is now the 
single most important determinant of business success"

Thomas H. Davenport, Director & John C. Beck, Senior Research Fellow - Accenture Institute for Strategic Change 
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So how does one develop 
mindfulness?





Brain Training



Follow

Breath

Distraction
Regain 

Attentional 
Focus

Attention is:
• Focused
• Open
• Calm

Attention is:
• Ruminating
• Worrying
• Fantasising

Attitude:
From self-critical 
to kind / curious

Mindful Meditation Process





The report process was a waste of 
your time (and our time and money!) 
unless it helps you change something                                    

for the better…



How are results presented?

Page 7



How are results presented?

Pages 8-18



‘Mining’ for Insights: Page 7 

“…if I only had time to dive deeply 
into one of these scales, which one 

feels like the right one to start with?”

“Why?...”



‘Mining’ for Insights

“Looking at these results what’s do your colleagues see you do well?”  

“How does this show up in your day to day interactions?”



‘Mining’ for Insights

“Where’s your biggest opportunity to improve how you 
‘show up’  – what could use some attention?”

“Think: when was the last time this was an issue?”



‘Mining’ to an action

“How might I approach this 
differently?”

“What will I do differently                 
next time?”

“How will I remember to make 
this change?”

“When will I start?”
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‘Mining’ for Insights

“Take a look at the qualitative comments 
(after each page of detailed results)

– is there anything there that helps clarify 
the messages your colleagues are trying to 

convey?”



Any time you get any ‘Insight’ 
whatever – write it down here

I am probably too focused 
upon what I want to 
achieve in sales meetings 
to stop and check what 
my prospects need…



Note any insight, however ordinary it 
might seem to you

“Summarise your intended action – who, 
what, where, when…”

I am probably too focused 
upon what I want to 
achieve in sales meetings 
to stop and check what 
my prospects need…

In future I’ll open all 
sales meetings with ‘what 
would you like to take 
away from this 
meeting?’…

I’ll‘show up’ as more 
consultative, and 
prospects will feel my 
focus is on their needs…

WIIFM?  What’s in it for you to make this 
happen?



“Knowing one’s internal 

preferences, resources 

states, and intuitions.” 



Self Assessment:
Journaling…



The sales situations 
I find most 

challenging are…



If there’s one part 
of the sales process 

I dislike it is…



I know I’m better than 
most salespeople at…



The part of the 
sales process that I 

really love is…



Judy Willis, Neurologist : https://www.edutopia.org/blog/writing-executive-function-brain-research-judy-willis

Journaling Benefits

“…can enhance the brain’s intake, processing, retaining, and 
retrieving of information… it promotes the brain’s attentive 

focus … boosts long-term memory, illuminates patterns, gives 
the brain time for reflection ...”





For next time…

1. Review your report – identify at least one key area for 
improvement and formulate actions that will start to 
change the way you ‘show up’

• Bonus: validate your actions with your colleagues

2. Download the ‘Insights Timer’ – and practice ‘Basic 
Attention Practice’ daily

3. Journal every second day using the provided prompts



‘Insight Timer’ – iPhone or Android

Search ‘Genos’ or ‘Deiric’



Next Session

Build focus & attention, increase connection with others, handle stress 
& build resilience 

• Session 1: Setting the Scene

• Session 2: Self Awareness 
• Your report

• Knowing your strengths & challenges

• Noticing your reaction in ‘heated’ situations

• Session 3: Awareness of Others

• Session 4: Resilience: Dealing with challenging emotions & situations



Session 3: May 1st



Aoife Gorey

aoife@genosinternational.eu



The Mindful & Emotionally 

Intelligent Salesperson

Session 2



Session 2: Self Awareness (90 minutes?)

• Report feedback

• Journaling – practice with 2-3 prompts

• 4-5 specifically sales for the following week

• Body scan

• Exercise
• Breath

• Body Scan

• S&F and 6B

• 1 prompt per day

• For session 3: think about 60-second fixes

SOURCE: ‘How Emotional Intelligence Boosts Sales’ – Jean Greaves, PhD





What did you notice?



For Session 3…



For session 3: be aware of the neuroscience – away from pain; towards pelaure.  It 
influences the dynamic in sales, both for you and the prospect.  Need to keep them on 

the high road, along with yourself.  Body scan to start noticing impact
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Where are you now?



The Basic Neuroscience Behind

Emotional Intelligence 

& Engaging Leadership



Observation Test



What did you notice?



The Neuroscience of Emotions

Stimulus

Reward
Emotional 

Brain
Thinking 

Brain Decisions

• Concern
• Worry
• Frustration
• Stress

• Satisfied
• Meaningful
• Valued
• Useful

The way you feel impacts how you feel, the decisions you 
make, and the extent to which you engage

Danger/ 
Threat

Feelings/Emotions

Decisions

Engage?



“Everything you do in life is based upon your brain’s 
determination to minimise danger or maximise 

rewards.

Minimise threats and maximise rewards 
is the organizing principle of the brain”

(Gordon, 2000)



Session 2: Self Awareness (90 minutes?)

• Report feedback

• Journaling – practice with 2-3 prompts

• 4-5 specifically sales for the following week

• Body scan

• Exercise
• Breath

• Body Scan

• S&F and 6B

• 1 prompt per day

• For session 3: think about 60-second fixes

SOURCE: ‘How Emotional Intelligence Boosts Sales’ – Jean Greaves, PhD
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Stack #5: The ‘Purposeful Pause’

• To reestablish presence & focus

• To calm before / after a key 
event
– Presentation

– Critical call

– Tough meeting

• Use it every time you think 
‘what next?’

“…co-opt those in-between moments to just focus on what’s happening or focus on your breath
… a great way to boost the muscle of focus” - Dan Harris, author ‘10% Happier’

6 Breaths

Attention to Breath



Potential Project App
(iPhone & Android)

$1.99


