
3 Simple strategies  

to increase sales 

by just being you



…How to boost sales without 
ever using your business card 
again. 

…The single thing you must 
give in order to boost your 
business. 

…The simple step to get clients 
to sell themselves…so you 
don’t have to. 

in this guide you’ll discover…
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Ben Fanning is Chief Burnout Officer at 
BenFanning.com and #1 bestselling author, INC 
Magazine columnist, and professional coach.   

After years of struggling to get clients, Ben 
made a simple shift that filled his practice and 
boosted his business. Now he's committed to 
helping you do the same.. 

Read on to discover how to increase sales by 
just being you. 

ABOUT BEN
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The one big idea that can increase your sales over night 

#1 the simple step to get clients to sell themselves...so you don't have to 

#2 How to increase sales without using your business card ever again 

#3 The single thing you must give to boost your business 

summary 

Your next step… 
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I was so burned out on sales— ready to 
quit.   

The final straw that day was getting 
sunburned, losing my biggest customer, and 
stepping in dog poop. 

In my frustration I walked into the nearest 
Starbucks and reflected.  Something had to 
change.. 

You see, I’d been going about sales my 
entire career trying to get others to buy from 
me, and it wasn’t working out.   

That day I got out of selling, convincing, and 
persuading to build my business and into 
the helping business.   

This simple tweak transformed my approach 
to sales.   

Instead of trying to sell someone into 
something, I was now just trying to help. 
This meant I spent a little more time asking 
questions, doing research, and problem 
solving. 

Instead of asking “what can you give 
me?”, I started asking “What can I give 
you to help?” 

Not only did the strategy help this boy from 
Alabama begin to grow his sales territory in 
Manhattan —  it also became the 
cornerstone for growing my consulting and 
training company.   

So it may seem like sales skills are about 
the amazing ability to get people to buy 
what and when you want….but that just 
doesn’t happen in the real world.   

Establish your sales approach on 
authenticity by helping first; then building a 
relationship based on trust.   

Try this approach in your next meeting with 
a potential client.  Notice the positive impact 
and how much more authentic you feel 
afterwards. 

Now you can build on this simple strategy 
by  adopting one of the quick strategies 
you’ll discover in this guide on the following 
pages. 

the one big idea that can increase your sales overnight



#1 the Simple step to get clients to sell themselves

There’s a common misnomer that selling is 
mainly about speaking. 

This leads to wasted time for you and your 
potential client.   

First, in your next conversation notice how 
much you are speaking. 

You may find, like I did, that I  was speaking 
80% of the time. 

Flip the ratio, so you are listening 80% of 
the time and asking questions and 
clarifying the remaining 20%. 

This alone will create a noticeable 
difference on the outcomes of your sales 
process. 

This will feel awkward at first, but take 
comfort that you will eventually speak 
more…just after you are completely clear 
on what their problem really is. 

Second, ask great questions.  Avoid ‘Yes’ 
or ‘No’ responses by asking one of these: 

(1)  What projects are you working on? 
(2)  What obstacles are you facing? 
(3)  What challenges do you anticipate?  

Bonus: If these questions just don’t seem to 
get to the root of their problem, try one of 
these to dig a little deeper: 

(1) And what else? 
(2) What’s the even bigger challenge here? 
(3) What do you really want? 

listen long enough
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#2 Increase sales without ever using a business card again

introduce yourself in a way that matters
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I don’t carry business cards anymore 
because they make an unhelpful 
assumption. 

The assumption is that the other 
person actually cares about what I or 
my company offer.   

Every once in a while I’d get lucky 
and the other person was interested 
in exactly what was on my business 
card, but usually the conversation 
would just hit a dead end. 

The good news is that there is an 
easy fix for this.  It can make your 
sales conversation more efficient and 
effective. 

Instead of presenting all the 
solutions you could offer, present 
just one. 

This focused approach increases 
your offer clarity, potency, and power. 

Step 1:  Before your next sales 
conversation, brainstorm a 5-minute 
list of services or products you or 
your team could offer. 

Step 2:  In your next sales 
conversation, delay diving deeply into 
what you “do” until you truly 
understand their challenge. 

Step 3:  Then mention the one 
potential solution you can provide to 
help.   
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#3 What you must give to boost your business

Deliver value in advance
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The principle of reciprocity, as shared by Robert 
Cialdini in his book Influence, states that what 
we receive, we are naturally inclined to pay 
back. 

This is why you get that uncomfortable feeling 
when you receive a last minute Christmas gift 
but didn’t get anything for other person. 

This, of course, doesn’t mean you should strive 
to make your potential client feel uncomfortable 
or like they owe you.   

But, it does explain why delivering value in 
advance and exceeding expectations generates 
loyalty and opens the door to potential 
opportunity. 

You can enact the principle of reciprocity by 
making this part of your every day routine. 

Brainstorm a list of ways you or your team 
can deliver value in advance. 

Then narrow this list down to a few actions that 
help your potential clients solve a real problem. 

Some of my favorites are: 
• Referrals 
• Helpful newsletters 
• Presentations 
• Brief 1:1 consultations 

Increase your probably of success with this 
helpful strategy — confirm with your client that 
you are addressing a significant problem. 

Also identify helpful strategies you can execute 
within the budget of your company; then 
leverage your knowledge and skills to reach as 
many ideal clients as possible. 

https://live.vcita.com/site/benfanning


select one 
strategy… 
try it in your 
next client 
meeting 
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 to help clients… 

 #1 listen 80% : Speak 20% 

 #2 present the solution that matters  

  

 #3 deliver value in advance 

Summary
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Enjoy! 

(Here are some highly engaged leaders at 
a corporate headquarters from one of his 
recent presentations) 

notice how taking an authentic approach to 

sales generates better results…



Your Next Step

Often it’s helpful to have a strategy session with an expert to help you increase sales in an 
authentic way and determine your next best step.    

Schedule your one-on-one complimentary 25-minute consultation now for you or your team by 
clicking here.   

I’ll walk you through a quick assessment, and you’ll walk away with a three-step action plan to 
move you closer to your goal.  You’ll receive confirmation of our time within 24 hours. 

Looking forward to meeting you, 

Ben Fanning 

Chief Burnout Officer 
303-246-1777 

https://www.vcita.com/v/benfanning

