High-Performance Advantage

Become better at winning in your market
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he market has changed. Customer
Texpectations have changed. Tech-

nology has changed. And the way
people buy has changed.

But one thing has not changed: Busi-
nesses still need salespeople who can cre-
ate value, build trust, solve problems and
close business.

In the office technology industry, sales
professionals are facing increasing pressure

Stop Waiting for Opportunities —
Create Them

One of the biggest differences between
average and high-performing sales profes-
sionals is their relationship with prospect-
ing. Average performers often prospect
when the pipeline is empty. High perform-
ers prospect because they refuse to let the
pipeline become empty. That is a major
distinction between the two.

to do more than sell equipment. Customers

expect their sales partners to understand

workflow, productivity, security, technology, cost manage-
ment and the broader challenges affecting their businesses.
That creates both a challenge and an opportunity.

The salespeople who continue to rely on the same ap-
proaches they used five or 10 years ago may find themselves
struggling to differentiate. The high performers, however,
are adapting. They are becoming more strategic, more con-
sultative and more intentional about how they create value
for their customers. High performance is not about working
harder. It is about performing better where it matters most.

Your Mindset Is Still Your Competitive Advantage

Sales performance begins long before the sales conversa-
tion. It begins with mindset. When markets become more
competitive, it is easy for salespeople to become discour-
aged. Prospects do not return calls. Deals take longer. Bud-
gets get tighter. Competitors discount. Opportunities disap-
pear late in the process. The natural reaction is to pull back.

High performers do the opposite. They become more
disciplined. They recognize that they cannot control the
economy, a customer’s budget, a competitor’s pricing or how
quickly a prospect makes a decision. They can control their
preparation, activity, communication, follow-up, attitude
and commitment to creating opportunities. The question is
not: “Is the market difficult?” The better question is: “What
am I doing differently because the market is difficult?” That
shift in thinking is powerful.
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Consistent prospecting creates options.
Options create confidence. Confidence improves sales con-
versations. And better conversations create more opportu-
nities to win. This does not mean blindly making more calls
or sending more emails. It means becoming intentional
about identifying the right “ideal” prospects, understanding
their businesses, finding meaningful reasons to engage and
starting conversations around problems that matter. The
goal is not simply to get a meeting, but to create a reason for
the customer to want another conversation.

Ask Better Questions

Today’s customers do not need another salesperson tell-
ing them about features. They need someone who can help
them think differently about their businesses. That requires
better questions. Instead of immediately talking about
equipment, technology, pricing or capabilities, high-per-
forming salespeople uncover what is happening inside the
customer’s organization.

B Where is it losing productivity?

B What is costing it money?

B What processes are inefficient?

B What is creating frustration for employees?

B What risks is it trying to reduce?

B What is it trying to accomplish over the next 12 to
24 months?

B What happens if nothing changes?

These questions move the conversation from product to
business impact and that is where real value is created.



Do Not Confuse Activity With
Progress

Salespeople can be incredibly busy
without being productive. Calls, emails,
meetings, proposals, CRM updates and
presentations can fill an entire week.
But activity alone does not guarantee
revenue. High-performance sales orga-
nizations measure what actually moves
opportunities forward.

B Are you talking to the right deci-
sion-makers?

B Js there a compelling business problem?

B Have you uncovered the customer’s priorities?

B Have you established value?

B Do you know the decision-making process?

B Have you clearly defined the next step?

B [s the opportunity actually advancing or are you sim-
ply hoping it will?

A full pipeline is not necessarily a healthy pipeline. The
goal is not to have more opportunities. The goal is to have
more qualified opportunities that are moving forward.

Accountability Creates Consistency

For sales leaders, this is where leadership becomes criti-
cal. Motivational speeches do not create consistent sales
performance. Accountability does. High-performing sales
teams know what is expected, track the right behaviors,
inspect progress and address problems before they become
missed revenue. Sales leaders should be asking:

B What are our salespeople doing consistently that pro-
duces results?

And, just as importantly:

B Where are we allowing inconsistent behavior to continue?

Accountability is not about micromanagement. It is
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High-performing sales
teams know what is
expected, track the right

behaviors, inspect
progress and address
problems before they
become missed revenue.

about creating clarity around expec-
tations and helping people perform at
their highest levels.

The High-Performance Advantage
The biggest competitive advantage
in sales is not always technology, pric-
ing, territory or product. It is people who
know how to perform when conditions
are not perfect. It is the salesperson who
keeps prospecting when others stop. It is
the salesperson who asks better questions. It is the salesperson
who understands the customer’s business. It is the salesperson
who follows up when everyone else gives up. It is the sales lead-
er who creates accountability instead of excuses. And it is the
business owner who refuses to accept mediocre performance
as the status quo. That is the high-performance advantage.
The office technology industry will continue to evolve.
Technology will continue to change. AI will continue to re-
shape how businesses operate. Customer expectations will
continue to rise. But the fundamentals of exceptional sales
performance remain remarkably consistent: Create oppor-
tunities. Build relationships. Ask better questions. Commu-
nicate value. Follow through. Stay accountable. Execute.
And, above all, do not wait for the market to get easier.
Become better at winning in the market you are in. That is
where high performance begins. B
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