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Recently, a friend and I were discussing a start up business he is trying to launch.
I asked him what his competitive advantage is. His response was, “I don’t have
one; I just want a piece of the pie.” I was shocked by his response and reminded
him of Jack Welch’s famous quote, “If you don’t have a competitive advantage
then don’t compete.”

If you are unsure of what your competitive advantages are then you are in big
trouble! The competition is everywhere and when you aren’t looking a
competitor may be winning the loyalty of your best customers. As I work with
sales professionals in different industries, I find many know their competitive
advantages but struggle with actually stating them to their customers. Often the
sales person freezes when a competitor is mentioned. Here are some tips to
improve selling against the competition:

• Do you really know…what sets you apart? Yes, you may know, but work
on being more descriptive in your selling statements. Often sales persons drop
hints about what the difference is between their products and services and a
competitors. Trust me the client isn’t picking up the hints you are putting down.
Focus on being objective and descriptive. State the difference!

• Practice, practice, practice – Nothing rolls of the tongue. The more you
practice stating these differences the luckier you will get. Just like in sports you
play the way you practice. In sales, business, and sports we see the underdog can
win simply on superior salesmanship, passion and drive…Even if you don’t have
the superior product or service!

• Get Feedback – A leader once told me “Once you think you are hot,
guess what you’re not.” Don’t be too cool, stuck up or think you are the best.
Encourage feedback from your peers. Even if you don’t agree with the feedback,
that’s okay. If your peer is thinking it, chances are some of your clients do to.

I challenge all of you to sell against the competition in every sales pitch you give.
Don’t be the person who asks who the competitor is and doesn’t take the
opportunity to sell against them.

by Mary Hanna, MCA Trainer
Selling against the competition 

“If you believe 
in what you 
are doing, 

then let 
nothing hold 

you up in your 
work.” -Dale 

Carnegie

Tip of the 
Month:

There’s a place 
for the talents 
and desires of 
most who are 

already on 
your team. 

Make it work 
for them and 
they make it 
work for you.
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