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Agenda for Today  

• Housekeeping 

• Quick intro 

• Agenda  

• Presentation  

• Q&A 

 

Leave with at least one idea for 
yourself that you will use – today 





Executive Coach & Consultant  
◦ Business, Leadership & Team Coaching 
◦ Training Workshops  
◦ Linkedin Medical Device Sales Groups  

Industry experience 
◦ Distributor 
◦ Sales Consultant  
 Orthopedics – trauma, sports, recon, etc. 
 Field Trainer 

U.S. Navy - Hospital Corpsman  
◦ Surgical technologist  
◦ First assistant 
◦ Central supply 

Steve Porcaro 
Founder 
SalesPlus MVP Coaching & Training  



Develop 
positive 
traits 

Sell with 
authority 

Cultivate 
and close 
the deal 



Now that you have all the 
desired qualities in a sales 
person, and you have 
identified your customer’s 
values and needs, all you 
need is a product or service 
to sell them.  

“The best 
sales 
questions 
have your 
expertise 
wrapped 
into them.” 

- Jill Konrath 

 



• You must know what you are selling 

• Know your company’s statistics & products  

• Need to be able to answer customer's questions 

• Understand benefits & value 

• Establish Trust  

• Connect the dots……… 



Believe Promote 

All the 
options 



Interest 

Knowledge 

Motivation 

= 



Ask 

Educate 

Link 



Dad has some sales tips for Steve. 

Believe in your success. 

Be enthusiastic. 

Link your product to customer’s 
values. 



• Know your Product 
• Ongoing training   
• Believe in the Company/Product 
• Be Enthusiastic 
• Link Product to Customer’s Values 
• Connect the dots……… 
 

Don’t find customers for your products,  
find products for your customers. 

- David Ogilvy 



Recognize Clients Communication Styles  
• There are distinct clues that can help you 

identify and subsequently adapt to 
someone communication style, even over 
the phone. 

• Listen carefully to understand core 
communication style and then modify your 
response.  

• PDF, http://bit.ly/Comm_Tips_Cheat_Sheet 

http://bit.ly/Comm_Tips_Cheat_Sheet


How to win 
Friends and 

Influence 
People 
by Dale 

Carnegie 

Good to 
Great 
by Jim 
Collins 

Hug Your 
Customers 

by Jack 
Mitchell 

Little Gold 
Book of 
YES! 
Attitude 
by Jeffrey 
Gitomer 



Steve Porcaro 
Founder 
SalesPlus MVP Coaching & Training   
 
1-4-All Coaching, LLC 
Steve@salesplusmvp.com 
860-243-9757 
 
 
LinkedIn   
www.linkedin.com/in/steveporcaro  
 
 
Facebook  
https://www.facebook.com/SalesPlusMVP   
 

http://www.linkedin.com/in/steveporcaro
https://www.facebook.com/SalesPlusMVP
https://www.facebook.com/SalesPlusMVP
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