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Converting COLD Traffic 
To WARM Sales!



ACHIEVING 
THERMAL 
EQUILIBRIUM

Thermal equilibrium is 
the state where two or 
more objects in thermal 
contact have the same 
temperature. 



SALES 
APPLICATION

• Typically, the sales person is 
hot and the prospect is cold. 
As long as the prospect is 
cold, they are not likely to 
exchange value (money for 
product or service). 

• Your job as a salesperson is 
to warm the prospect up until 
you’re both on the same page 
(same temperature).



LEADS: Cold, Warm or Hot

• Which would you prefer more of?

• Which do you get more of?
• How do you transition a prospect 

from cold to warm or even hot?

• The difference between a cold 
prospect and a warm or hot prospect 
who is ready to buy is called the 
TEMPERATURE GAP



Big Temperature Gap
Selling ice to Eskimos



Small 
Temperature 

Gap

Selling Hot Dogs to 
Hungry Fans



Think Of It This Way...



Thermodynamics
• The FIRST LAW, also known as the law of conservation of energy, 

states that energy cannot be created or destroyed, only transformed 
from one form to another.
• If an object goes from cold to hot, it must absorb heat energy from 

somewhere. You must add energy to raise temperature.
• YOU are the somewhere (the source)
• The heat doesn't appear from nowhere—it is transferred from 

another object, or supplied by work.
• They either get it from you, or from their own effort (i.e. research).



Thermodynamics
• The SECOND LAW introduces the concept that heat naturally 

flows from hot to cold, not cold to hot.
• Going from cold to hot requires input energy
• You are the one supplying the input energy.
• You can’t make cold spontaneously become hot without input.



CONVERTING 
COLD TO HOT

The Science Behind The Sale



STEP 1: Initial Thermal Disequilibrium
• Cold prospect meets salesperson with a hot offer.
• Think of it as “COLD” calling or advertising.
• Introduce the HOOK.
• An effective hook is a compelling element—often a short phrase, 

visual, or idea—that grabs attention instantly, creates curiosity or 
emotional engagement, and motivates the audience to take the next 
step. 
• A great hook answers the unspoken question: “Why should I care?”



What Makes An 
Effective Hook...

• It Interrupts the Pattern (Attention-
Grabbing)

• It Speaks Directly to a Pain or Desire
• It Sparks Curiosity

• It Uses Emotional Triggers
• It’s Ultra-Specific

• It Aligns with the Offer



Hook Formula Examples

• “How to [achieve result] without [pain]"
→ “How to grow your business without burning out”

• "The truth about [common belief]"
→ “The truth about multitasking—and why it’s killing your productivity”

• “The [odd thing] that [big result]”
→ “The 5-minute morning routine that made me a millionaire”



STEP 2: Heat 
Transfer Begins

• Always establish rapport and 
relationship before moving to the 
transaction. 

• Your message is the “energy” 
entering their world.



STEP 3: Molecular 
Agitation Increases

• The object’s atoms and molecules begin 
moving more vigorously as they gain energy 
from an external source (like heat). 

• You’ve stimulated their thinking and got their 
juices flowing. 

• You’ve found their hot buttons (motivation)
• They see potential value and are considering 

how it applies to them. 
• Salespeople should nurture, educate, and 

reinforce value here. 



STEP 4: Temperature 
Rises Gradually

The object gets warmer. They 
are giving you feedback that 
they are tracking with you. 
Their emotional and intellectual 
engagement increases.



STEP 5: Approaching 
Thermal Equilibrium

• As the temperature rises, the rate of heat 
transfer slows. Resistance lowers, trust 
increases. 

• You’ve addressed most objections. Now it’s 
logistical and financial alignment before 
closing. 

• The need for more facts and figures and 
examples diminishes. 

• You can talk right past a sale. Slow down. 
Give them time to process. Make soup.

• Introduce trial closes



STEP 6: Final 
State: Thermal 
Equilibrium
• System is now isothermal 

(constant temperature). 
They say yes. The deal is 
done. Trust is in place. 
Value is recognized. 

• There's no longer a 
temperature gap — your 
solution fits their situation.



FIVE Natural Causes 
Of RESISTANCE

Typically, the sales person knows 
all the reasons the prospect 
should part with their cash to 
obtain their product. 
Simply relaying those facts to the 
buyer, does not necessarily 
achieve thermal equilibrium.
There are five scientific realities 
that can deter heat absorption...



1. Perfect Insulation 
(Adiabatic Boundary)

i.e. Thermos. This is a prospect 
who has no need or desire for 
your offer. (I.e. selling ice to an 
Eskimo)
Solution: Move on
You can try to make the sale 
and may even succeed, but the 
time and effort spent could have 
yielded much more elsewhere.



2. No Medium 
For Heat 
Transfer

In space, two objects not facing 
each other won’t exchange 
radiant heat. 
In Business: Nothing you have 
said so far is connecting or 
resonating with them.
You must get their attention. 
Typically called a HOOK.



3. Reflective or 
Radiative 
Shielding:

False beliefs. Prospect has 
built-in objections, biases, or 
defenses that block your 
message before it can warm 
them up.
REVEAL: Diagnostic questions
RELATE: Empathize
REFRAME: “Actually...
REPLACE: ”Truth is...



4. Dynamic Heat Balance 
(Steady-State with Cooling)

• If the cold object is being actively 
cooled at the same rate it's being 
heated, it can maintain its low 
temperature. 

• A prospect is hearing your pitch, but 
another influence (competitor, 
internal doubt, budget cut) is 
counteracting your efforts.



5. Phase Change 
with Latent Heat 
Absorption

• As an object undergoes a phase 
change (e.g., ice melting), all 
incoming heat goes into breaking 
bonds — not raising temperature. 

• The object appears unaffected in 
temperature until the phase 
change completes. 

• In sales, a prospect is quietly 
internalizing your offer (latent 
progress) but externally seems 
cold — until a tipping point triggers 
visible interest.


