
 

 

 

 

30 words to use in Sales.  

 

 

In a sales pitch, knowing which words to emphasise while avoiding others will guarantee 

you increased sales. That’s why I’ve prepared this list of the most important words, which 

you should make notes of and attempt to use more often in your vocabulary.  

1. 

You  

Even though you endeavor to make a deal by selling a product, but the customer is the one 

who determines whether your product is going to be bought or refused deliberately. 

Consequently, it is better to use ‘You’ as an alternative to ‘I’ when explaining the process all 

about the customer. Frankly, it is never about your company, but your potential customers.  

2. 

Value  

Customers must be aware of the value that can be derived in their business after using your 

products, offering lesser prices does not always mean you are going to gain more sales. 

Therefore, the highlight must be on the word ‘value’ during a sales meeting. You should always 

draw attention to how your prospect can get prevail, not how they can get cheaper service.  

3. 

And/Or  

Frequently we mess up uttering the word ‘but’ during a conversation. Instead, alternatively you 

can incorporate ‘and’, ‘or’. Besides, you can negotiate on multiple choices to your prospects for 

your offerings using the words ‘and’, ‘or’ which will increase your chances of getting a ‘yes’ 

from prospects.  

 

 



 

 

4. 

Imagine  

Now, consider what is more creative than simple representing of your products/services and 

their usefulness to your potential clients? It is illustrating your products/services in real-life 

situations and stories using the word ‘imagine’. In that way, you can meet this objective and be 

sure that your future client visualizes the central character in the story.  

5. Remember  

In casually reminding your prospects for some activity, the word ‘remember’ might be highly 

effective. It is also useful in order to make them aware of any future deadlines safely supposing 

that your prospects will always be busy.  

6. 

Results  

A wise move on your part is highlighting outcomes of purchasing your offerings. Hence, the 

clients know what to anticipate when it comes to delivery dates or the procedure. Not only 

will this provide better teamwork as well as eliminate lags in communication.  

7. 

Easy  

Using the word ‘easy’ you can easily help your prospects to take the next step of the 

purchasing process once you have captured their attention. So, go ahead and show them how 

your offering would make their life easy.  

8. 

Benefit  

You will often come across clients who fail to make a difference between your products and 

products in the market. In that case, you should enlist numerous advantages using the word 

‘benefit’, or ‘added benefits’.  

9. 

Improved  

Nowadays, it will be a former developing affair unless you have no software/solution that you 

are selling. In present-day’s rapid-developing technological world and ever-changing customer 

preferences, there is a constant requirement for an upgrade. So, by using the word ‘improved’ 

you will easily explain to your prospects a difference from one version to another.  

 

 

 



 

 

10. 

Solution  

During the sales pitch of your products, your prospects might keep asking questions about 

other characteristics or may require for the combination of it with another one. This is the right 

moment to use the word – ‘solution’ in order to convince them that you have the necessary 

setup to fulfill their requirements.  

11. 

Proven  

Competition is present in today’s world more than ever. References and 

recommendations are something that is required for your brand to survive. Saying word 

‘proven’ to your customers, you remind them that your services are tested, genuine and 

exceed expectations.  

12. Thank 

You  

It is always a right time or place to show gratitude to your customers whether it is reaching new 

goals, striking a new deal, or just a simple thank-you email. It will increase confidence between 

you and your prospects and make them feel friendlier towards you.  

13. 

Because  

Not only is ‘because’ instrumental when providing compelling reasons for customers to take 

action but also is one of the most persuasive words in the English language.  

14. 

Welcome  

The same as ‘thank you’, ‘welcome’ can be used numerous times for expressing 

appreciation. Do not forget to use ‘you’re welcome’ instead of ‘no problem’.  

15. 

Free  

Honestly, everyone wants ‘free’ things from time to time. The word ‘free’ triggers excitement 

and your prospects doubtlessly like the idea of paying nothing for some products or services.  

16. 

New  

Mentioning the word ‘new’ at least once in a sales conversation attributes it to an exciting and 

improved offering from you. The association with ‘new’ is always positive no matter what it is.  

 



 

 

17. Be the 

First  

We all love to be trendsetters and to have exclusive access to brand new products and so 

does your prospects. ‘Be the First’ can surely boost your conversion rates!  

18. 

Premium  

Premium denotes high worth and is one of the most powerful selling words. Very few prospects 

want to be ordinary, so a lot of them look for ‘premium’ products/services.  

19. 

Help  

All of us are bound to make mistakes so are your potential customers. Consequently, the 

most important thing is that you are always willing to ‘help’ your prospects when they need it.  

20. 

Save  

In order to provide a good idea of the monetary savings once your prospects use your 

products you should use one of the most powerful sales words – ‘save’.  

21. 

Now  

Using ‘now’ calls to action, can invoke a sense of urgency among your clients as well as 

motivates people to act fast and immediately especially if you affix it with ‘limited-time-offer’.  

22. 

Safe  

Let’s be honest – unless your clients feel secure with the transaction they will not purchase 

your product. Humans are mostly afraid of loss according to numerous studies. Therefore, if 

you utter the word ‘safe’, the prospects will immediately feel secure about the investment.  

23. 

Better  

Not only is ‘better’ used when you are suggesting that your products are better than the 

others in the market, but also to propose that you have new offerings which are better than 

previous ones.  

 

 



 

 

24. 

Bargain  

Even though the word ‘bargain’ is rarely employed word, it deserves more attention. During a 

sales conversation, the essential thing is what your customers stand to gain from the entire 

transaction.  

25. 

Instant  

We live in a fast-paced world and no one likes to wait. Hence, ‘instant’ access to your 

products/services will ensure immediate gratification of your sales prospects.  

26. 

Powerful  

Besides representing your robust product by using the word ‘powerful’, you can use it to 

inform that it has exceptionally powerful new features as well.  

27. 

Best  

Despite the fact you believe that your products are the ‘best’, your prospects probably do not 

have any clue about it. Therefore, the word ‘best’ will promote the belief that your products are 

paramount.  

28. Risk-

Free  

It is the fact that prospects are often sceptical before making a purchase. The same as the 

word ‘safe’, the ‘risk-free’ infuse a sense of security and safety.  

29. 

Sale  

Sometimes old-fashioned words such as ‘sale’ are a great attention grabber for potential 

customers. Combining it with ‘huge’, can make it difficult for potential clients to resist your 

pitch.  

30. 

Tips  

After a successful sale, sending ‘tips’ can help your clients create a better understanding of the 

services you provide, and better their business. So, if used in a proper way, the word ‘tips’ can 

increase your product’s market capture.  

 



 

 

 

30 Words that Kill 

Your Sales Pitch.  

Now let’s see what can be worse than using a traditional sales 

presentation?  

Using the same expressions and words repeatedly in the pitch marketing makes them sound 

less sincere which can hurt your sales.  

To put it another way, it seems like you provide your words as you were digging them out 

from a can. But, there is no chance to know, with all the words appearing in your head, which 

of them may encourage the sale and which of them may destroy it.  

It would be easier if there is a list of the words you should avoid when communicating with a 

prospect, wouldn’t it? So, today is your lucky day! Let’s take a look at 30 words that should be 

avoided in sales presentation.  

1. 

Honestly  

Probably, phrases such as ‘honestly’ or ‘let me be honest with you’ sound as they have a lot 

of merit of posing yourself as an honest individual. However, using them you are actually 

sending your customer the opposite message. Much of what has been said up that point 

might have been less that true, and this may create doubt in the mind of the customer. So, 

instead of claiming that your statements are honest, try to be honest for real!  

2. 

Maybe  

Using ‘maybe’ reveal the lack of confidence in your sales presentation and ignorance of what 

you are talking about or your service/product. You need to show that you are sure of yourself 

and your service or product.  

3. 

Obviously  

This destructive word gives prospects the impression you do not think they are clever enough 

to comprehend what you are saying. Besides, filling up your sentences with ‘obviously’ is 

messy and it will discourage your customers as it sounds condescending and patronizing.  



 

 

4. 

Perhaps  

‘Perhaps’ also shows that you are not confident or positive when communicating with the 

prospect. The sale will definitely be lost if you show that you doubt yourself and your product.  

5. 

Buy  

It’s clear you want your products and services to be sold, but you need to be very subtle. 

Instead of using a destructive ‘buy’, use words such as ‘invest’, ‘own’ or ‘claim’, because 

people do not want to be blatantly sold to, but they like to make investments or claims.  

6. 

Things/Stuff  

In order to avoid sounding clueless about what you are selling or saying, and as you have 

absolutely nothing to say, use words like ‘tips’ or ‘techniques’ instead of ‘things’ or ‘stuff’.  

7. 

Assurance  

This word denotes nothing to your customers who are smart. So, try to use stronger words 

that are reliable to the customers, for example ‘warranty’.  

8. 

Seriously  

In the same fashion as ‘honestly’, using ‘seriously’ will show you were not serious 

till now.  

9. 

Innovative  

Telling your prospects that you are innovative or labelling your product is not going to show that 

you are one. The customers know without telling them if you are truly innovative.  

10. 

Opportunity  

Making your pitch more specific and definite will make your prospect discover the value 

proposed. If you make the prospects imagine all the opportunities your product hold, they will 

not invest in mere dreams.  

 

 



 

 

11. 

Basically  

Besides being the most used word by salespeople, ‘basically’ (esp. coupled with a pushy and 

confident attitude) sounds condescending. Do not treat your customers like they are stupid. 

Instead, use ‘in other words’ or ‘to put it in another way’.  

12. 

Problem  

Avoiding negative words like ‘problem’ from your sales pitch, which come from your one’s own 

mindset, will restructure your behavior and mindset. As you do not want negativity entering in 

your prospect’s mindset, use neutral word ‘challenge’’ instead.  

13. 

Prospects  

If you call your customers ‘prospects’, it can make them feel that you see them only as an 

opportunity to earn. ‘Future clients’ is a better option and it will show that you want to establish a 

long-term relationship with them.  

14. 

Objections  

If you use words like ‘areas of concern’ instead of ‘objections’ you will avoid thinking about 

objections to contradict or disprove your value proposition. Besides, they will think that there are 

customers that have already raised objections to your offerings.  

15. 

Pitch  

The word ‘pitch’ is very salesy and exposes the prospect that he is being sold to. Instead, the 

word ‘presentation’ denotes your willingness to educate and inform your clients about your 

product/service.  

16. 

Customers  

As customers are not willing to be treated as ‘customers’ because it makes them feel 

ordinary, calling them ‘clients’ will make a difference.  

17. 

Cheap  

Normally ‘cheap’ is related to ‘low-quality’ and it is not easier to make a sale by putting a 

‘cheap’ label on your product. Even if you personally think it is cheap, you need to promote 

your offering as valuable.  



 

 

18. 

Price  

Don’t use the word ‘price’ since they might think they can shop around and delay the sales 

process. The better option is to use ‘investment’.  

19. 

Quota  

This word could imply that your prospect is not actually important and that you are only thriving 

to close the deal in order to achieve your target.  

20. 

Commission  

It happens to be similar to ‘quota’. Everyone understands that you work for yourself, so do not 

make it obvious to your prospects that you are making a profit from the sale.  

21. 

Competitor  

Your prospects have already researched quite well your competitors so there is no need to 

mention them. Bringing up your competition will worsen things. Hence, you should show 

that your product/service meets the prospect’s needs and that it will exceed their 

expectations.  

22. 

Actually  

By using the word ‘actually’, you are not including any new information. This leads to further 

investigation or even may point out at deception. For instance, your prospect asks you how 

many companies use your product, and if your answer includes the word ‘actually’ – “We 

actually have over 1000 companies”, you are making your prospects to question for 

unspoken information. They might insist on seeing a list of those 1000 companies or require 

even a referral.  

23. 

Erm  

All noises such as ‘erm, ‘uhh’, and ‘ahh’ your prospects hate to hear. These crutch words only 

give you more time to think, rather than add meaning to your speech. Besides, they will show 

your unprofessionalism. So, practice confidence skills speaking on your mobile phone and 

you will see that silent pauses sound much better.  

 

 



 

 

24. Cutting-

edge  

Say something more original about your product as ‘cutting-edge’ could not be more ironic. 

This idiom has been heard a lot of times by your prospects that they couldn’t care less.  

25. 

Discount  

This word shows that you are desperate for a sale and it will devalue your entire sales. The 

prospects may start manipulate salespeople for heavier discounts which can be a prompt way 

to stay out of integrity. Even though ‘discount’ makes client’s eyes shine bright, it can also mean 

that charge for your product was too high in the first place.  

26. 

Hope  

‘Hope’ shows you are not confident and sure about what you are selling which can make 

prospect re- think your proposition since there are a lot of doubts in his mind.  

27. 

Advice  

Even if you are accomplished in your business, gaining control over your clients usually might 

not be the best thing to do. Your prospects want to hear testimonials and case studies by which 

you can prove your point. Also, use ‘had a similar experience in the past’ instead of ‘advice’.  

28. 

Don’t  

Using ‘don’t’ in your sales conversations when talking about your product happens to be a huge 

mistake. You should tell people what you want them to do, rather than what not to do. Practice 

makes perfect! You will be amazed by your ability to get your clients do what you want them to 

do.  

29. 

But  

Despite building a positive aspect of your product or service, after using ‘but’ everything falls 

apart as this conjunction introduces a word or sentence that contradicts the preceding 

statement. Words such as ‘nevertheless’, ‘even so’, or ‘however’ allow you to modify your 

expression of what you are offering without exposing a potential bargain to danger.  

 

 

 



 

 

30. 

Like  

Even though it sounds harmless, the use of ‘like’ makes you and your product sound generic 

and ordinary. Your product or service must be unique and original. If you cannot make a 

difference, you will not be able to trade as well.  

Please share them or your experience with us in the comments below in case you have 

destroyed a sale with a word or phrase.  


