Sandler Selling System

Reversing the Pressure Dynamic in Sales

Sales Methodology Guide - convinco.co

Overview

Developed by David Sandler in the 1960s, the Sandler Selling System flips the traditional sales dynamic
on its head. Instead of the salesperson chasing and pushing, the buyer is led to pursue and qualify
themselves. The system is built on psychology — specifically, the idea that people make decisions based
on emotion and justify with logic, and that salespeople who act needy or pushy trigger defensive
resistance.

Sandler reps are trained to be 'equal partners,' not supplicants. They qualify hard, uncover both emotional
and logical buying motivations, and establish clear mutual agreements at every stage of the process.

The Framework

Bonding & Rapport

Establish a peer-level relationship. People buy from people they trust. Sandler reps lead with disarming
honesty and avoid 'salesperson behavior.'

Up-Front Contracts

At the start of every meeting, establish explicit mutual agreements: agenda, time, outcomes, and next
steps. This prevents ambiguous endings and ghosting.

Pain

Uncover the prospect's real, deeply felt pain — not surface-level issues. Sandler distinguishes surface
pain (the stated problem), business pain (the impact), and personal pain (what it means to the
individual's career or life).

Budget

Have direct, early conversations about budget. Don't let cost become a surprise objection at the end.
Sandler reps ask: 'Is there a budget set aside for solving this?'
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Decision

Understand who makes the decision, what the process is, and what the criteria are. Mapping
decision-making prevents late-stage surprises.

Fulfillment

Present your solution — but only as a direct response to the pain, budget, and decision criteria already
uncovered. No generic pitches.

Post-Sell

Prevent buyer's remorse by reinforcing the decision rationale after close. Confirm next steps and
re-anchor to the value they articulated.

How to Use on Sales Calls

Opening Use an Up-Front Contract: 'lI'd like to spend about 30 minutes together. I'll ask some
questions, you'll ask some questions, and at the end we'll decide together if it makes
sense to go further — or not. Does that work?'

Pain Excavation Ask 3 layers: surface pain — business impact — personal consequence. 'What does that
cost you?' and 'What does that mean for you personally?'

Budget Ask directly: 'Have you set aside investment for solving this? What range are you
Conversation thinking?' Don't wait for pricing to become a late objection.

Fulfillment Present only what maps to their stated pain and budget. Resist the urge to show all
features.

Pro Tips

- Master the Up-Front Contract — it alone will eliminate 80% of ghosting.
- Use 'reversing' when prospects ask questions: 'That's a great question — why do you ask?'

- Uncover personal pain, not just business pain. Decisions are made by people, not companies.

convinco.co Page 2



- Be comfortable with silence and disqualification. Sandler reps walk away from bad fits.

convinco.co Page 3



Powered by Convinco — Your Invisible Al Sales Copilot

Every sales methodology in this guide becomes dramatically more effective when your reps can execute it
flawlessly on live calls — without relying purely on memory or experience. That's exactly what Convinco
enables.

Key Features

0 Real-Time Al Guidance

Convinco listens to your live call and surfaces the
right question, reframe, or talk track at exactly the
right moment — invisibly, so your prospect never
knows.

O Objection Handling

Never freeze on a tough objection again. Convinco
generates contextual, on-brand responses based
on your playbook and the live conversation.

00 Post-Call Speech Analysis

After every call, get feedback on tone, filler words,
pacing, and clarity — so every rep improves with
every conversation.

00 RAG-Powered Knowledge Base

Upload your whitepapers, battle cards, pricing
sheets, and case studies. Convinco instantly
retrieves verified answers to complex technical
questions mid-call.

0 Shadow Mode for Managers

Sales leaders can enforce their winning playbook
across the entire team without joining every call.
Scale coaching effortlessly.

0 Cross-Platform Compatibility

Works with Zoom, Google Meet, Teams, and
virtually any calling platform. Zero friction to get
started.

Never freeze on a sales call again.

Equip your reps with an invisible, real-time Al sales copilot.
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Start for free at convinco.co or book a demo at tally.so/r/leqYkZk
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