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After a year we’re 
starting to see new 

realities… and 
direction



Three Things You Can 
Do Today To Increase 

Your Competitive 
Edge and Sales!



- You need a team of initiators, not 
just problem-solving responders

- Proactive efforts increase customer 
loyalty

1st – Focus On Bringing Solutions 
and Solving Problems



“Anything you need?”

“Anything coming up?”

“Anything I can help with?”

“How’s the family?”

Need To Stop Reactive 
Calls Only Asking…



Develop Sales Messaging 
Campaigns

- Define each month by benefits – not your products

- Keep reminding…

Not be lowest price…but can be your 
lowest total cost



How are you answering…

“Why, based on all my 
competitive 

alternatives available 
to me, do I want to buy 

from you?”

2nd - Improve Message Of Value And Uniqueness



… Answering, “Why, do I want to buy from you?...”

- Are you using four oldest/overused answers of:

- “…high-quality products”

- “…strong levels of support”

- “…our competitive prices”

- “…and you get me!”

Improve Message Of Value And Uniqueness



“Lower risk”

“Make my life or work easier”

“Increase profitability / Lower total costs”

“Increase competitive advantage”

Incorporate “Four Core 
Values” of Selling



Are you acting like 
a “Hellarewe” bird?



3rd – Gain More Control Of Your Selling Success

- Steps of a sales call

- “ID to Close” new business multiple call selling process

- “January 1st to December 31st” plan

Identify Close

January 1st December 31st



Lower resistance

Ask questions & qualify

Present solutions

Close

Agree to next contact

Steps of A Sales Call



Slimiest Salespeople You’ve Met?



Lower Resistance

Ask Questions

Present

Ask for Order

Agree to Next Contact

Less than 25%

More than 75%

All Salespeople Use Same Steps…even High 
Pressure “Slime Balls”

Jeff Slutsky



Lower Resistance

Ask Questions

Present

Ask for Order

Agree to Next Contact

Less than 25%

More than 75%

Jeff Slutsky

More than 75%

Less than 25%

“Lower pressure Pros” sell by asking and listening







Pancero.com/virus



Follow My Sales & Sales Leadership Videos!



And Even Easier 
For You…

Subscribe to my 
FREE WEEKLY 
NEWSLETTER!

Pancero.com



We know you’re good…

jim@Pancero.com /  952-913-8998
AdvancedSalesUniversity.com

Are you ready to get           
even better…and 
sell your way out 

of this?

mailto:jim@Pancero.com

