
DUHIGG'S 3 CONVERSATION TYPES 1ST 5 MINUTES EXECUTION PHASES

SOCIAL 
Who are we to each other? Identity and human-
to-human connection before anything business
gets discussed.

PRE-GAME
Take 5 before the 5 — find 5 connection points
so you enter the social conversation with eyes
wide open.

PRACTICAL
What is this really about? Where decisions get
made, options explored, and purpose
established.

ALL IN
Ask. Listen. Learn. The 2QM and Locked-In
Listening drive the practical conversation once
trust is built.

EMOTIONAL
How do we feel? The layer most salespeople skip
and the one that costs them the most.

LAST MINUTE
Name the problem they feel — both the extrinsic
and the intrinsic. This is where connection turns
into trust.

WHAT A PULITZER PRIZE WINNER 
GOT RIGHT ABOUT THE 1ST 5 MINUTES

DUHIGG DECODED  ·  THREE CONVERSATIONS, ONE SYSTEM
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THE GOLDEN RULE

You cannot connect if you lead with your agenda. You connect when you
lead with their world.
Knowing what kind of conversation you're in doesn't help if you walk in cold. Duhigg's research
proves that preparation, observation, and the right questions aren't soft skills — they're the
neurological triggers that make two brains synchronize. The system works when you execute the
framework, not just understand it.

THE BIG IDEA
A Pulitzer Prize-winning journalist spent 3 years interviewing scientists, FBI negotiators, and
neuroscientists to figure out how great conversations actually work — and he basically described
the 1st 5 Minutes framework.
Charles Duhigg's book, Supercommunicators, is the WHY. The 1st 5 Minutes is the HOW. Today,
those two worlds collide — and the science confirms the system. Every principle Duhigg
uncovered in the research maps directly to what elite business connectors execute every day in
real conversations.

www.bryanbuckleyspeaks.com

https://charlesduhigg.com/
https://charlesduhigg.com/
https://charlesduhigg.com/supercommunicators/
http://www.bryanbuckleyspeaks.com/


■ DUHIGG DECODED · THREE CONVERSATION TYPES MAPPED TO THE 1ST 5 MINUTES SYSTEM

01  CONNECT BEFORE YOU TRANSACT
The Social Conversation isn't small talk. It's the
neurological handshake that lets everything else
land. Duhigg's research shows that when people
skip this layer and go straight to business, the
other person's brain literally stays guarded. Your
1st Minute — the Personal phase — is where
Observational Intelligence lives. Notice the family
photo. Find the connection point in your Pre-
Game. You're not selling. You're saying: I see you
as a person first.

ELITE MOVE:
In your next meeting, identify ONE personal
observation before the business conversation
starts. Use your 5 Before the 5 to find it — check
their LinkedIn, their office, their bio. Open with
that observation as a genuine question, not a
throwaway. 'I saw you ran the Chicago Marathon
last year — what's the story behind that?' Watch
how fast the social conversation opens.

02  ASK BETTER. CONNECT FASTER.
Fact questions are conversation dead-ends. Where
do you work? What products do you use? These
collect data. They don't create connection.
Duhigg's research — grounded in Nick Epley's Fast
Friends Procedure at University of Chicago —
proves that the question you're afraid to ask is
almost always the one the other person most
wants to be asked. Supercommunicators ask
between 10 and 20 times more questions than
average communicators. Not to interrogate — to
signal: you are the most interesting person in this
room.

ELITE MOVE:
Take one question you ask on autopilot this week
and recast it. Turn 'What products are you
currently using?' into 'What's the biggest
communication challenge your team is wrestling
with right now?' Use the OQ + 2QM system: start
with an observation, ask a question, then ask one
more. You're not interrogating — you're inviting.

03  HEAR THE FEELING, NOT JUST THE
FACT
The Emotional Conversation is the one most
people skip — and the most costly to miss. Duhigg
profiles Dr. Behfar Ehdaie at Memorial Sloan
Kettering: a surgeon who discovered that 40% of
patients were choosing unnecessary surgery
despite his clinical recommendation against it. He
was giving data. He was citing survival rates. It
didn't work. Why? Because his patients didn't need
more information. They needed their fear
acknowledged first. The emotional layer has to be
opened before the practical one can land.

ELITE MOVE:
In your next high-stakes conversation, before you
offer any solution, ask: 'What's the part of this
that's weighing on you most?' Then use Looping
for Understanding — summarize what you heard in
your own words and ask: 'Did I get that right?' You
are not waiting for your turn to talk. You are
listening to understand what's underneath what
they're saying.

www.bryanbuckleyspeaks.com

"What do you love about where you live?"
opens a real conversation. "Where do you

live?" just collects data.

"What's the best part of your work right now?"
is a fundamentally different question than

"What do you do?"

"It sounds like the real concern isn't the
budget — it's whether this will actually stick

this time. Am I hearing that right?"
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1   RUN THE 30-SECOND PRE-GAME DIAGNOSTIC
Before every meeting this week, ask: Does this person need to be helped, hugged, or heard? Harvard
research shows 30 seconds of intention-setting drops verbal arguments by nearly 80%. Make the 5
Before the 5 non-negotiable.

2 KILL ONE FACT QUESTION — REPLACE IT WITH AN OQ
Identify a question you ask on autopilot — "How long have you been in this role?" — and recast it.
"What do you love most about where you are in your career right now?" opens a door. The other
question just collects data.

3 PRACTICE ONE ROUND OF LOOPING FOR UNDERSTANDING
In your next conversation, when someone tells you what they want — don't respond with a solution.
Ask one more question. Then summarize what you heard and ask: "Did I get that right?" That's Locked-
In Listening in action.

3 ACTION ITEMS

www.bryanbuckleyspeaks.com

CARRY FORWARD QUESTIONS
1.Before I walk in, do I know which conversation this person needs practical,

emotional, or social?
2.Am I leading with look at YOU or am I still leading with look at me?
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BONUS DEEP DIVE · THE NEUROSCIENCE OF NEURAL ENTRAINMENT

Bryan mentioned neural entrainment in passing — but the research behind it is remarkable. When
two people genuinely connect in conversation, their brain activity physically synchronizes.
Neuroscientist Uri Hasson at Princeton coined the term neural coupling to describe this
phenomenon, and Duhigg cited it as the biological proof that connection isn't just a feeling — it's
a measurable neurological event. Here's what the peer-reviewed science actually says.

 1   Brain-to-Brain Synchrony Predicts Communication Success. Hasson et al. (2010) at Princeton
showed that neural coupling between speaker and listener — measured via fMRI — directly
predicted comprehension quality. The closer the alignment, the better the listener understood.
Listeners who showed greater coupling actually anticipated what the speaker was about to say
next. 
View Source →

 2   Deep Questions Accelerate Closeness. Arthur Aron et al.'s Fast Friends Procedure (1997)
demonstrated that escalating, personal questions create genuine feelings of closeness — normally
built over months — in a single 45-minute session. The driver wasn't the answers. It was the act
of being asked. People are not put off by deep questions; they're starved for them.
View Source →

 3   Emotional Acknowledgment Before Logic. Research by Ehdaie et al. on patient-physician
communication (published in Health Affairs) showed that patients who felt emotionally
unacknowledged rejected clinically sound advice at far higher rates — even when they understood
the data. The emotional layer must be opened before the practical layer can land. Bryan's Last
Minute phase maps directly to this finding.
View Source →

 4   Pre-Conversation Intention-Setting Reduces Conflict. Research cited by Duhigg (based on
workplace communication studies) found that employees who spent just 30 seconds writing their
meeting intentions before entering a difficult conversation experienced nearly 80% fewer verbal
confrontations. Clarity of intent — the 5 Before the 5 — is not preparation theater. It is a
neurologically validated performance protocol.

www.bryanbuckleyspeaks.com

WHAT A PULITZER PRIZE WINNER 
GOT RIGHT ABOUT THE 1ST 5 MINUTES

DUHIGG DECODED  ·  THREE CONVERSATIONS, ONE SYSTEM

027

https://pubmed.ncbi.nlm.nih.gov/22132913/
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https://pubmed.ncbi.nlm.nih.gov/26056201/
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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 

ALSO BY BRYAN BUCKLEY

THE 1ST 5 MINUTES
Duhigg spent 3 years in the lab. Bryan spent years in the room. Supercommunicators gives
you the science of why great conversations connect — The 1st 5 Minutes gives you the
street-level system to execute it. If this episode made you think differently about how you
show up in conversations, this book is your next move.

Get the Book → bryanbuckleyspeaks.com

http://calendly.com/bryanpaulbuckley/30min
https://bryanbuckleyspeaks.com/1st-5-minutes-book/
http://www.bryanbuckleyspeaks.com/
http://www.bryanbuckleyspeaks.com/
mailto:Bryan@BryanBuckleySpeaks.com
http://www.bryanbuckleyspeaks.com/
http://www.bryanbuckleyspeaks.com/
https://bryanbuckleyspeaks.com/1st-5-minutes-book/
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