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11 Core Competencies in Sales 

to Dominate Your Marketplace 

in 2023!



Our Sales Landscape 
keeps Changing



Seizing a 
Tremendous 
Opportunity for 
Growth



11 Core Competencies 
to Dominate Your 

Marketplace



#1 Core Competency:

Mastering Mindset













Are we Cultivating an Environment of 
FEARLESS People?





Skydiving

Whitewater Rafting











How are you and your team going 

to use them?



#2 Core Competency

Maximizing Your Minutes



MAXIMIZING 
MINUTES

Maximizing 
Minutes

*Study Performed by the Rain Group Heading into 2023



MAXIMIZING MINUTES

7 Step Process

It’s vital to create 

a Process / System 

to control your 

time and have 

effective reach to 

ALL ideal clients

Maximizing 
Minutes



#3 Core Competency

Creating Peak Performance



Health & 
Wellness = 

Peak 
Performance





Health & Wellness = 
Peak Performance

Higher Productivity

Clearer Thinking

More Energy

Lower Liability cost on  

Business Health 

Insurance

Be Intentional about your Health 

for more Success in Business and 

for your Family!



#4 Core Competency

Effectively Communicating



SALES

ASSESSMENT 
RESULTS

Awareness of Sales Style

Priorities That Shape You

Your Sales Strengths

Your Sales Challenge



Psychology of Buyers –
Building Trust & 

Relationships



How to 

communicate 

with each 

Style



UNDERSTAND 
PRIORITIES



#5 Core Competency
Finding Ideal Clients



EFFECTIVE PROSPECTING
*Study Performed by the Rain Group Heading into 2023



KEY STEPS FOR

EFFECTIVE PROSPECTING

Identify Ideal Clients Know where to Find 

Ideal Clients

Do Proper Research Have a “jolting” Value 
Proposition

Understand “Trigger 
Events”

Implement a 3-Pronged 

Approach to Effectively 

Prospect

Use Strategy Be Conversational



Using Video - Stats for 2023

It is estimated that 

1 million videos are watched 

every second.



#6 Core Competency
Conducting Discovery



EFFECTIVE 
APPOINTMENTS

*Study Performed by the Rain Group Heading into 2023



DISCOVERY

7 WAYS TO BE AN EFFECTIVE LISTENER

1. Keep an open mind to what is being said

2. Hear the whole message before responding

3. Take notes.  They will help you remember and show 
you’re interested

4. Let the prospect speak without interruption

5. Maintain eye contact with your prospect

6. Concentrate on what your prospect is saying, not on 
what you want to say next

7. Encourage further discussion by providing feedback to 
the prospect and responding to his or her comments



DISCOVERY -

EFFECTIVE 
APPOINTMENTS

• Appointment Strategy Template

• Current Situation Worksheet

• Ideal Situation Worksheet

• Decision Making Process Worksheet



DISOVERY -

EFFECTIVE 
APPOINTMENTS



DISCOVERY -

EFFECTIVE 
APPOINTMENTS

• MONEY:  ARE FUNDS AVAILABLE – BUDGET?

• AUTHORITY:  WHO MAKES THE DECISIONS? 

(PROPER ALIGNMENT)

• NEED:  DOES THE PROSPECT NEED A NEW 

SOLUTION?

• TIME: DO THEY HAVE A TIMEFRAME THAT 

THIS NEEDS TO GET DONE BY?



#7 CORE COMPETENCY
Implementing Strategy



STRATEGY -

UNDERSTANDING 
COMPETITION

“If you know the enemy and you know 
yourself, you need not fear the result of 
a hundred battles.  If you know yourself 
but not the enemy, for every victory 
gained, you will also suffer a defeat.  If 
you know neither the enemy nor 
yourself, you will succumb in every 
battle.”  - Sun Tzu (The Art of War, 500 
B.C.)

DEFEAT YOUR COMPETITION WITHOUT SLASHING PRICE



“Some salespeople lose out in 
competitive selling situations 
because they overlook minor 
differences between themselves 
and their competition.

What matters is not what the 
salesperson thinks is important, 
but what the customer thinks is 
important.” – Kevin Davis

STRATEGY -

UNDERSTANDING 
COMPETITION

DEFEAT YOUR COMPETITION WITHOUT SLASHING PRICE



UNDERSTANDING COMPETITION

- STRATEGY -



#8 CORE COMPETENCY
Providing Winning 
Recommendations



*Study Performed by the Rain Group Heading into 2023



RECOMMENDATIONS

Be “Solution” 
Based

1

Customize for 
EVERY Client

2

Build Value

3

Educate Clients

4

Winning Solutions



#9 CORE COMPETENCY

Creating Partnerships



CLOSING FOR A PARTNERSHIP

*Study Performed by the Rain Group Heading into 2023



Elite Sales Closing 
Styles



#10 CORE COMPETENCY

Seeking to Understand



HANDLING OBJECTIONS

Acknowledge the Objection

Isolate the Objection

Clarify the Objection

Problem Solve



#11 CORE COMPETENCY

Cultivating Raving Fans



Testimonials / ROI’s



Testimonials / ROI’s



11 Core Competencies

1. Mastering Mindset

2. Maximizing Your Minutes – Time and 
Territory Management

3. Creating Peak Performance Culture

4. Effectively Communicating–
Understanding how your Reps are wired 
& Psychology of Buyers

5. Finding Ideal Clients

6. Conducting Effective Discovery –
Appointments

7. Implementing Strategy – Competition

8. Providing Winning Recommendations

9. Creating Partnerships – Closing Styles

10. Seeking to Understand – Handling 
Objections

11. Cultivating Raving Fans



• Have successfully trained thousands of 

reps and hundreds of companies

• Have successfully trained and coached 

hundreds of Sales Leaders to be more 

Effective Coaches

• Best Selling Author

• International Keynote Speaker

• Certified Health Coach

• Invested in helping you have 

Breakthrough Results!

Melissa D. Whitaker

CEO/Founder



Thank You,

Questions?
For Additional Information Contact:

Melissa Whitaker International

www.melissawhitakerintl.com

info@melissawhitakerintl.com

847.845.4922

http://www.melissawhitakerintl.com/
mailto:info@melissawhitakerintl.com

	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44
	Slide 45
	Slide 46
	Slide 47
	Slide 48
	Slide 49
	Slide 50
	Slide 51
	Slide 52
	Slide 53
	Slide 54
	Slide 55
	Slide 56
	Slide 57
	Slide 58

