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If someone said to you, give me one good reason 
to buy from you - what would your answer be? 
This lesson will give your best response. 

 “Give me one good reason why I should take my 
big stack of money and give it to you!” 

“I get sales people calling me all the time.  You all 
look alike - sound alike - make the same promises, 
what makes you any different?” 

You have to separate yourself from the competi-
tion.  You have to be different.  You have to be 
better.  One of the best ways to separate yourself 
from the competition is to know everything there is 
to know about your products and services.  If you 
know what you are talking about, the customer 
feels it and starts trusting what you say.  

The goal is not necessarily to be able to give very 
technical characteristics. The goal is to know the 
product so much in depth that you are able to sim-
plify the complicated characteristics into powerful 
advantages for the client to use the product. This 
means applying what you learn by turning your 
product knowledge into benefits and presenting 
these benefits to your customers. 

Attend all the presentations, seminars, courses 
and talks by renowned speakers that are available.   
Don’t consider these an expense, but an invest-
ment to better yourself.  You will always learn from 
these presentations, seminars, courses and talks.  
Accept all supplier invitations for sales, marketing 
or product information seminars.  When you have 
the opportunity to attend an industry convention or 

regional training function talk to people who are 
more successful than you are and learn everything 
you can from them.  After a while, from all the infor-
mation you store in your mind from all these differ-
ent sources, you develop your own style and your 
own recipes for success that work best for you.   
This is the unique strategy that will keep you one 
step ahead of your competition. 

Learning and self-improvement implies one essen-
tial feeling: the desire to be better, the desire to im-
prove.  Many sales people are often surprised to 
find themselves dropping behind their competitors, 
but when they examine themselves, they find that 
they have stopped growing because they have 
ceased their effort to keep up with new selling 
techniques, new products and new marketing 
strategies.  Some people are so busy trying to 
learn the “tricks of the trade”, they never learn the 
trade.  Your ability as a sales person is always on 
the move, either one way or the other.  It is either 
getting better or getting worse.  Everything you do 
not use is slipping away.    

Some sales people complain about having to at-
tend sales meetings or training seminars.  Even if 
they knew everything offered by a training pro-
gram, they still need the training.   The essence of 
successful training is to build confidence by help-
ing to improve the skills you already have.   

Seminars and sales meetings are a great place to 
start, however, it is ultimately up to you to improve 
your skills.  The person who continuously looks for 
new ideas and better methods of selling is the one 
who moves forward.  

What is the most effective way to differentiate 
yourself from your competitors? 


