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Everyone gets five minutes. The question is: are you intentional with them or leaving them to chance? The
1st 5 Minutes is not a sales trick, a hack, or small talk with a strategy attached. It is a structured,
repeatable framework for building trust before business. Five minutes is attainable. It is trainable. And if
you connect in that window, the next 25 or 55 minutes get dramatically easier.

Connection is not about personality. It is about intention and structure.

Extroverts do not own the room. Introverts do not lose it. The framework works with your natural wiring,
not against it. What separates elite connectors from everyone else is not energy or volume. It is
preparation, observation, and the decision to focus on the other person before focusing on the sale.

FRAMEWORK AT A GLANCE
FRAMEWORK FOUNDATION KEY TOOLS & DISTINCTIONS
Pre-Game (5 Before the 5) OQ (Observational Intelligence)
The work you do before the conversation even Reading your environment to gather connection
starts. Read the room, find 5 connection points, data. In-person, you read the physical room. On
identify your Lead Talking Point. video, you read the digital space.

Double-Click Question

Instead of jumping to a new topic, you go deeper on
what they just said. Single-click is a surface answer.
Double-click opens the folder.

2QM (Two Question Minimum)
The commitment to ask at least two questions on
the same thread. One to open, one to go deeper.

LTP (Lead Talking Point) Locked-In Listening
The one connection bridge you identify from your An active skill, not passive. Your next question must
prep. Not the pitch. The human opener. come from their last answer, not your prepared list.

THE FRAMEWORK ARCHITECTURE

PRE-GAME 1ST MINUTE MIDDLE 3 MIN LAST MINUTE

Think Personal

5 Before the 5 Build a human Think Professional Think Problem

Fm.d 5 connection connection first. Use The A!_L In framework: Go deep. Identify the
points. Identify your our LTP to oben Ask. Listen. Learn. real problem, then
LTP. Read the room }p;ersonally nc?t Deploy 2QM and transition smoothly to
before you enter it. ’ Locked-In Listening. the solution.

professionally.
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l ALL 10 QUESTIONS AT A GLANCE

QUESTION BRYAN'S CORE ANSWER

Five minutes is a focused, finite window where trust is still possible
Q1: Why five minutes? before business takes over. Long enough to establish connection.
Short enough to be trainable.

Absolutely. OQ, preparation, and structure are introvert
Q2: Can introverts do this? superpowers. Introverts often make the best connectors because
they are present, not performing.

The framework is modality-agnostic. The tools are the same. The
: In-person vs. virtual? environment changes the inputs, not the architecture. Virtua
Q3:In-p irtual? t changes the input tth hitecture. Virtual 0Q
reads background, camera, and presence.

Professional research tells you about someone. Connection prep
Q4: Does prep really matter? makes you ready to connect with them. The LTP is the difference.
Both matter. Most people only do one.

Good with faces is not enough. A face does not tell someone you
Q5: Names vs. faces? see them. Their name does. Repeat the name immediately in the
same sentence. One repetition changes retention.

Nobody feels interrogated by someone genuinely curious. 99% of
Q6: Will | seem interrogating? people barely ask one good question. Your concern is literally the
opposite problem. Use the Double-Click.

Your brain processes 400 words per minute. Most people speak
Q7: How do | actually listen? 150. That gap is where loading lives. Catch yourself. Stop loading.
Build your next question from their last answer.

Three signals: (1) they keep talking and over-share, (2) the energy
Q8: How do | know it is working? shifts from transaction to connection, (3) they ask about you. All
three equal a working 1st 5 Minutes.

What does "fine" cost you? The Trap of the Experienced is comfort
Q9: | have been in sales 15 years... and complacency. The framework names what great connectors
already do so it can be replicated and scaled.

Yes. Mehrabian: 55/38/7 rule. Dweck: connection is a learnable skill.
Q10: Is there science behind this? Kahneman/Tversky: loss aversion powers the Last Minute.
Willis/Todorov: trust forms in under 100ms.
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l CONCEPT DEEP DIVE: THREE TOOLS THAT ANSWER EVERY QUESTION

DOUBLE-CLICK OR STAY ON THE ELITE MOVE:
SURFACE

LOADING VS. LISTENING: REDIRECT ELITE MOVE:
THE GAP

THREE SIGNALS YOURIST5 IS ELITE MOVE:
WORKING
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3 ACTION ITEMS

Before your next meeting, spend five minutes finding connection points, not just company data. Identify
one LTP and walk in ready to open with a human moment, not a pitch.

In your next conversation, notice when your brain starts composing your next line instead of processing
theirs. Stop. Build your next question from their last answer.

In your next introduction, repeat the name immediately in the same sentence. "Great to meet you,
Marcus." One repetition. Dramatic improvement in retention and trust.

You don't connect by impressing.
You connect by seeing. And when
someone feels seen, everything A
changes. The trust changes. The
deal changes. The relationship /‘f" J
changes. ' \( |

— Bryan Buckley

ELITE

BUSINESS
CONNECTOR

PODCAST with BRYAN BUCKLEY

1.Did | take the 5 Before the 5 to find real connection points, or did | only prep the
professional data?
2.Am | going into this conversation to impress, or to see?
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LEADERSHIP BONUS: THE 1ST 5 MINUTES FOR MANAGERS AND DIRECTORS

QB1 WHY THIS APPLIES TO LEADERSHIP

The 1st 5 Minutes applies anywhere trust must be built before anything else can happen. That is not just
sales. That is every one-on-one with a direct report, every performance review, every new client
onboarding, every cross-functional meeting where you are the new face in the room. Leadership is
connection at scale. The leaders who build the most loyal teams, who retain their best people, who walk
into a room and immediately command trust are doing the 1st 5 Minutes whether they know it or not. We
are just naming it and making it repeatable.

QB2 HOW TO TEACH IT TO YOUR TEAM

MODEL IT

Before you train your team, do it
yourself. Visibly. Intentionally. In
your next one-on-one, in the next
client call you sit in together. Let
them see what it looks like when a
leader is genuinely curious
instead of just closing.

NAME IT

Use the language in every
debrief. "What was your LTP
going in? Did you get to a Double-
Click? How did the Last Minute
land?" Vocabulary is
accountability. You cannot coach
what you cannot name.

INSTALLIT

Build it into onboarding, ride-
along protocols, and call review
frameworks. The ROI shows up
not in one rep who is good at it,
but in an entire team with a
shared language for what great
connection looks like.

WHAT THE SCIENCE SAYS ABOUT FIRST IMPRESSIONS AND CONNECTION

Bryan cited several researchers in Q10 to validate the framework: Willis and Todorov, Ambady and
Rosenthal, Mehrabian, Dweck, and Kahneman. Here is what the peer-reviewed record confirms about why
those first moments are both fast and decisive, and why preparation is the only variable you control.

Willis & Todorov (2006) Trust judgments form in under 100 milliseconds. Additional exposure
increases confidence, not accuracy. This is why the Pre-Game is not optional: your first impression is
already being processed before you say a word.

View Source »

Ambady & Rosenthal (1992) Thin-slicing research found that two-second clips of expressive behavior
predicted end-of-semester teaching evaluations as accurately as extended observation. Expressive
behavior in the opening moments is more decisive than most professionals realize.

View Source =

Carmody & Lewis (2006) fMRI research confirmed that hearing one's own name activates unique
regions in the left hemisphere including the middle frontal cortex. These activations do not occur for
other names. Bryan's directive to say the name back immediately is neurologically grounded.

View Source -»
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THE 1ST 5 MINUTES

Every question in this episode, from introverts to veterans to skeptics, traces back to one
framework. Bryan answered ten questions live because the book answers them in depth.
Built from thousands of real conversations, tested in corporate workshops, and grounded in
behavioral science, The 1st 5 Minutes is the source document for everything covered today.
If the episode made you think, the book will make you better.

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

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.

BOOK A 30-MIN CALL %
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