
 
 
 
 
 
 
 
I
t
 
H
o
 
B
R
“
 
T
c
 
H
 

 
A
w
 
O
w
s

 
 
 

f you’re in the office after hours, you’ll probably find Over-Pr
han anyone, but their long hours aren’t correlated with higher 

ave you ever been on a contact with a sales rep who droned o
ver with boredom? You probably silently screamed, “Stop tal

ehavioral Sciences Research Press (BSRP) scientists, discove
eluctance®, say Over-Preparers lose sales because they morb
I don’t know.” 

heir habitual behaviors keep them from initiating enough con
onsistent basis, which is the key predictor of sales. 

ere are some of those behaviors: 

• They give prospects more information than they want, p
enthusiasm. If they stop by your office for “just a minut

• They avoid contacting prospects without first knowing 
appropriate for large accounts, but not small ones. 

• If a customer wants to see them, they’ll try to guess wh
and price a multitude of options, so they won’t be caugh
these options is what the customer wants and sales reps

• They’re linear in their thinking and speaking. An Over-
prospect to tears. 

• They seem inflexible in changing their style to meet the
Their motto could be, “My way or the highway!” 

• If you’re in the office after hours, you’ll probably find O
harder than anyone, but their long hours aren’t correlate

s a licensee for BSRP, I’ve worked with many Over-Preparer
ith their assessment score and are usually willing to modify s

ne rep told me he spends a lot of time making sure he takes e
hen he makes a sales call. He was always stressed because he

omething, which then made him less effective with the prospe
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Eventually he agreed to leave the collateral in his car and see prospects with just paper and pen. 
This helped him focus on the prospect rather than talk on end about a plethora of products. After 
his needs analysis, he asked for a few minutes to put together a plan of action. Then he’d go to 
his car, collect only appropriate collateral, gather his thoughts and return. 
 
It worked easily for him and exemplifies a point about Over-Preparers: They need help in 
knowing what they don’t have to know! They need help in developing strategies for better work 
habits. 
 
On the other side of the coin, there are some areas where they can be slow to change, such as 
over-talking. This near-compulsive behavior is more difficult to change. Since they think in a 
linear fashion, they can’t understand someone else’s ability to make decisions without knowing 
every detail. 
 
But you can still help. One way is to rehearse various parts of the sales process. Take time to 
show them how to get to the point, identify what they don’t need to say and then have them 
practice again. When they see the light, go with them to make sure they practice the new 
behaviors. 
 
If you have Over-Preparers in your sales force, don’t fret. Just remember that they’re hard 
workers and diligent in doing their jobs correctly. Your mission is to make sure they have the 
behavioral strategies to drive more revenue! 
 
 
 
 
 
 
 
 
© Copyright 2005 by Jeffrie Story. All rights reserved. 
 
 
 
Jeffrie Story is President of Unleash Your Sales DNA®. She helps newspapers drive new 
business through behavioral change. She combines scientific tools with her sales 
background and passion for personal transformation. For information, contact Jeffrie at 
877-378-5580 or Jeffrie@UnleashYourSalesDNA.com. 
 


