
THE GOLDEN RULE
Every one of these mistakes has the same root: your attention is off the other person.
On your pitch, your agenda, your nerves, your assumptions. Elite connectors know that
connection is an act of focus — the deliberate, consistent choice to be fully present with the
human being in front of you before the sale, before the ask, before the agenda. Nail the 1st 5
Minutes and the next 25 or 55 will be dramatically more effective.

The 10 Mistakes That Kill 
the 1st 5 Minutes
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THE 5 SETUP FAILURES  (#1–#5) THE 5 ENGAGEMENT FAILURES  (#6–#10)

#1  SKIP THE 5 BEFORE THE 5
Rolling in cold. No prep, no LTP, no connection points.
Winging it is not experience.

#6  ASKING LITTLE TO NO QUESTIONS
Monologue mode or boomer-asking — questions
asked just so you can answer them yourself.

#2  USELESS SMALL TALK
Burning your most valuable real estate on weather,
parking, and pleasantries.

#7  TALKING MORE THAN LISTENING
Dominating airtime. When you talk you manage. When
you listen you learn.

#3  ZERO OQ
Missing body language, energy, and environmental
cues before you open your mouth.

#8  FAILING TO LEARN ANYTHING
Leaving unable to name one new thing you discovered
about the person.

#4  MAKING IT ABOUT YOU
Self-promoting before you’ve earned the right.
Credentials before curiosity is self-sabotage.

#9  ASSUMING THE PAIN POINT
Pattern-matching before they finish their sentence.
Experience becomes your blind spot.

#5  FORGETTING THE NAME
Missing the most personally significant sound in any
language — to them.

#10  COLD HARD SELLER
Dropping the mask. All that rapport becomes
collateral damage the moment you shift to closing.

THE BIG IDEA

There are key mistakes made in almost every single business conversation that are dramatically
affecting your outcome — but are completely avoidable. Most professionals treat the opening
minutes like a runway to get through before the real conversation begins. They’re wrong. Trust is
formed, broken, or permanently limited in the 1st 5 Minutes. The mistakes you make there are
not small. They are load-bearing mistakes that hold up — or bring down — everything else.
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■ THE SETUP FAILURES · 10 MISTAKES · DEEP DIVE + THE FIX

01 SKIP THE 5 BEFORE THE 5 THE FIX: TAKE THE 5 BEFORE THE 5

02  USELESS SMALL TALK OPENER THE FIX: SMART TALK, NOT SMALL TALK
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Rolling in cold is improv mode — and you should
be booed off the stage. Before every meeting, take
5 intentional minutes to find 5 connection points:
check LinkedIn, identify your Lead Talking Point
(LTP), look for a mutual connection or recent
accomplishment. Preparation signals respect, and
respect is the foundation of trust.

Your opening comments are your most valuable
real estate. The other person is most alert and
impressionable right now — and you’re using it to
talk about parking. Research shows generic small
talk doesn’t read as friendly. It reads as low
interest in the other person.

Find your LTP — one specific, creative connection
point unique to their world. Reference it in the first
60 seconds. The goal: make them feel you cared
enough to know them before you met.

"I saw your team just closed the Hendricks account
— that had to be a big moment. How did that come
together?"

Replace pleasantries with an OQ-driven opener —
something specific you noticed about them or
learned in your 5 Before the 5 prep. One genuine
observation signals you are different from everyone
else they met today.

"I saw the announcement about your organization’s
new initiative — that’s a big deal. How is the team
responding?"

03  NOT READING THE ROOM (ZERO OQ) THE FIX: READ BEFORE YOU SPEAK

You proceed with your agenda like the room
doesn’t exist. Arms crossed, phones out, distracted
energy — that’s all data. High OQ practitioners
treat the environment as a data source telling
them how to open, where to take the conversation,
and — most importantly — what not to do.

Before you say a word, take 30–60 seconds to scan
the room and the person. Body language, energy,
what’s on their desk. Calibrate first. If the room
feels heavy, acknowledge it. Notice and adjust —
that’s the difference between clicking and clashing.

"Before we get into it — it seems like it’s been a full
day. Are you good to dive in or do you need a
minute?"

The 10 Mistakes That Kill 
the 1st 5 Minutes

CHEAT SHEET
025

http://www.bryanbuckleyspeaks.com/


04 MAKING IT ABOUT YOU THE FIX: LOOK AT YOU, NOT LOOK AT ME

05  FORGETTING THE NAME THE FIX: CONCENTRATE, REPEAT, USE
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Walking in and making yourself the hero is self-
promotion — and in the 1st 5 Minutes, self-
promotion is self-sabotage. The person across
from you doesn’t care about your story yet. They
care about whether you care about their story. The
entire framework is built on this: All About Me → All
About You → All About Us.

At the moment of introduction, most people are
focused on everything except the other person’s
name — their own opening line, the person’s look,
their vibe. But a person’s name is the most
personally significant sound in any language to
them. Missing it signals you’re more interested in
the transaction than the person.

Open with a question, not a credential. Be
interested, not interesting. Curiosity is perceived as
respect — and respect builds connection faster
than any credential ever will.

"Before I say anything about what we do — what’s
the one thing you’re hoping changes as a result of
this conversation?"

When you hear the name, repeat it immediately.
Use it once or twice naturally in the 1st 5 Minutes.
If it’s unusual, ask how to say it. That one question
is one of the most respectful things you can do.
This is a focus issue, not a memory issue.

"It’s great to meet you — I want to make sure I’m
saying your name right. Is it [Name]?"

06 ASKING LITTLE TO NO QUESTIONS THE FIX: THE 2QM — SECOND QUESTION
MINIMUM

Two layers: no questions at all (monologue mode),
or boomer-asking — asking a question you have
zero desire to hear answered just so you can
answer it yourself. Follow-up questions are the
single most underused skill in professional
networking, and Harvard research confirms they
dramatically increase how likable you are
perceived.

Never let a good answer just sit there. Use what
they just said to go one level deeper. Follow the
thread. The goal isn’t a list of questions — it’s to
find the one answer that unlocks the real
conversation.

"That’s really interesting — what led you to that
decision? How has that changed things for you
since?"
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07 TALKING MORE THAN LISTENING THE FIX: FLIP THE RATIO (T2LR)

08 FAILING TO LEARN ANYTHING THE FIX: GO ALL IN — ASK / LISTEN /
LEARN
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You think you listen more than you talk. You don’t.
Gong.io analyzed 326,000+ B2B sales calls and
found top-performing professionals speak 43% of
the time and listen 57%. Bottom performers flip
that ratio. When you talk, you manage. When you
listen, you learn — and silence after a question is
not awkward. It’s an invitation.

The quiet failure. You had the meeting, shook the
hand — and cannot name one meaningful thing
you learned. No new insight, no revealed priority,
no discovered tension. Nothing to carry into your
next interaction. Two people took turns talking. You
were never really there.

Target under 50% of the airtime. Ask more. Listen
longer. Let silence work. Record your next
conversation and track the ratio. The data will
change everything — and the numbers will follow.

"That’s really important — tell me more. I want to
fully understand before I respond."

After every first meeting, write down three things
you learned that you didn’t know going in. Personal
discoveries: a passion, a frustration, a dream
mentioned in passing. Reference one specifically in
your follow-up. Your response rate will nearly
double.

"Before we wrap up — what’s the biggest thing on
your plate right now that nobody’s asking about?"

09 ASSUMING THE PAIN POINT THE FIX: STAY IN DISCOVERY MODE

The trap of experience. You’ve seen enough
situations you start pattern-matching before they
finish their sentence. You feel sharp and efficient
— but you’ve stopped listening and started
pitching to a problem that may not even exist. The
curse of knowledge: as expertise increases, the
ability to imagine not knowing decreases.

Check your experience at the door for the 1st 5
Minutes. Ask clarifying questions and hear how
they communicate their own pain point. Only then
transition to the solution. The 1st 5 Minutes is a
discovery zone, not a diagnostic shortcut.

"Help me understand what this looks like from your
side — what’s the challenge as you experience it?"

The 10 Mistakes That Kill 
the 1st 5 Minutes

CHEAT SHEET
025

http://www.bryanbuckleyspeaks.com/


10 TURNING INTO A COLD HARD SELLER THE FIX: STAY IN CONNECTION MODE
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The great betrayal. Everything was working —
warm, curious, clicking. Then a switch flips. The
questions stop, the listening slows, the agenda
arrives. The other person feels it immediately. All
that rapport becomes collateral damage the
moment they realize the curiosity was a runway to
the pitch.

The connection you built in the 1st 5 Minutes is not
a phase to complete and move on from — it’s the
foundation to sustain. All About Me → All About You
→ All About Us is a natural evolution where both
people arrive at the next step together.

"I’d love to explore whether what we do could help
with what you just shared — would it be okay if I
offered a couple of thoughts?"
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1   Take the 5 Before the 5 to Find the 5. 
Before your next meeting — any meeting — spend five intentional minutes preparing. Look them up.
Find your LTP. Find five connection points no one else in that room will know. Do not show up cold.

2 Track Your Talk Ratio (T2LR).
In your next conversation, notice how much you’re talking versus listening. If you can record it, do it.
Your target: under 50% of the airtime. Ask more. Listen longer. Let silence work for you.

3 Leave with One Discovery. 
After your next conversation, write down one thing you learned about that person that you didn’t know
going in. If you can’t name it, you weren’t fully present. Make it a habit.

3 ACTION ITEMS
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CARRY FORWARD QUESTIONS
1.Which of these 10 mistakes showed up in my last business conversation?
2.What is the one mistake I commit most consistently — and what will I do

differently next time?
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BONUS DEEP DIVE · THE SCIENCE OF ASKING FOLLOW-UP QUESTIONS

 1   Follow-Up Questions Dramatically Increase Likability (Huang et al., 2017, Harvard): Published
in the Journal of Personality and Social Psychology, this study across 300+ conversations found
that people who ask follow-up questions are rated significantly more likable, responsive, and
trustworthy. Question-asking signals listening, understanding, validation, and care — exactly what
Bryan’s 2QM (Second Question Minimum) is designed to produce. 
View on PubMed →

 2   Emmons & McCullough — Gratitude & Well-Being (2003): The Talk-to-Listen Ratio (Gong.io,
326K+ Sales Calls). Analysis of 326,000+ B2B sales conversations confirmed that top-performing
professionals speak 43% of the time and listen 57%. Bottom performers flip that ratio, averaging
65–75% of the airtime. This directly validates Mistake #7: when you’re talking, you’re managing.
When you’re listening, you’re learning.
View source →

 3   The Curse of Knowledge (Camerer, Loewenstein & Weber, 1989): This landmark economics
study demonstrated that as expertise increases, the ability to imagine not knowing something
decreases. Experts consistently underperform novices in discovery conversations because they
stop asking questions they believe they already know the answers to. Bryan’s Mistake #9 is exactly
this: experience becoming the blind spot. 
View source →
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Bryan identified asking little to no questions as one of the most costly and most common
engagement failures in the 1st 5 Minutes. He called it the single most underused skill in
professional networking. The peer-reviewed research doesn’t just agree — it quantifies
exactly how much it matters. Here’s what the science says about what Bryan taught.
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BOOK A 30-MIN CALL →

Bryan Buckley is the leading authority on the 1st 5 Minutes of a business conversation — 5X
author, speaker, corporate trainer, and podcast host. He helps sales professionals and leaders

develop, deepen, and master their business communication skills so every conversation counts.

TURN YOUR 1ST 5 MINUTES INTO YOUR COMPETITIVE ADVANTAGE — LEVERAGE OR LOSE IT.

✉ Bryan@BryanBuckleySpeaks.com | 630-689-7606 

BY BRYAN BUCKLEY

THE 1ST 5 MINUTES
You just learned the 10 mistakes that kill the opening minutes of every business
conversation. This book is the complete blueprint for getting those minutes right — a
simple, repeatable framework to build connection, earn trust, and create influence before
you ever get to business. Every mistake covered in this episode has a solution inside these
pages.

Get the Book → bryanbuckleyspeaks.com
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