5- 15 Minute Sales Huddle Energizer

The (ompetitive Advantage

It’s no longer enough for your salespeople to tell prospects you offer
better service or quality than your competitors. Prospects want to
hear specifics about why you’re better. Articulating the difference is
the key to selling in competitive situations. Take a deep dive with your

It's no longer _ _

h for vour sales team to uncover and discover your products and services
€noug y unigueness, advantages and how to nail the presentation!
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prospects you offer
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quality than your
competitors. Working together answer these competitive questions... and
Prospects want to remember... quality service doesn’t cut it... it has to be bigger and
hear specifics about deeper than that.
why you're better.

1. Our unique qualities. What do we offer that nobody else can?

2. Our distinctive advantages. What do we do better than the
competitors?

3. Reduce parity. What items are little or no difference between us
and the competitors? Do we have even a minor difference that may
add up to a competitive advantage?

4. Overcome disadvantages. What areas in our product or service do
the competitors have a definite edge? Which of our advantages
tend to offset these disadvantages?



