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I used to be a pool guy.  
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A culture of listeners 
and teachers. 



They ask. 
You answer. 



They ask. 
You answer. 



We’re all on the same roller-coaster. 
 

(and a note about “we’re different”) 



Economic hardship is ALWAYS followed  
by certain sales and marketing opportunities. 



Marketing 
Opportunities 



Marketing Opportunity #1  

Leaving a void and causing a ripple effect. 

Businesses will cut marketing activity. 



This assumes the content is the right quality, with the right focus! 

 
 
 

3 ARTICLES 
PER WEEK 

 
 150 a year, average  
of 1,000 words each 

 
2-3 VIDEOS 
PER WEEK 

+ = 

 
 
 
 

THE CONTENT 
FORMULA   

 
to achieve hockey-stick 
growth for traffic, leads 

and sales 



The Marketplace will look for leaders. 

Marketing Reality #2  





Marketing Opportunity #3  

Pain will lead to unique innovations. 







Virtual Sales Appointment Best Practices 

KNOW & TEACH THE TECHNOLOGY 

Never assume your prospect or 
customer understands the 
technology or has used it before.  
 
Ask beforehand and, if needed, send 
an explainer video, along with your 
meeting invite, helping them to 
understand the basics to whichever 
platform you're using. 
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Virtual Sales Appointment Best Practices 

REQUIRE CAMERAS BE ON 

Know and Teach the Technology 

Studies have shown that closing rates 
are higher when the prospect has their 
camera on so require cameras to be on 
for both parties. Don’t be passive 
about this. Try this: 
 

“For this meeting, it’s critical that we both 
have our cameras on. You need to see me 
clearly and get to know me. At the same 

time, I need to see you.  What we’re going to 
be discussing is very important and if you’re 
not fully understanding what I’m explaining, 

I need to be able to see that.  
Will you make sure your camera is on?” 
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Virtual Sales Appointment Best Practices 

LIMIT TEXT ON SLIDES Use less text on slides. 
 
If your slide-deck is a full-blown 
brochure, then send it to them 
before or after the sales 
appointment.  
 
But never makes the slides the 
hero or centerpiece of a sales 
call. Ever. 
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Know and Teach the Technology 1 

Require Cameras Be On 2 



Virtual Sales Appointment Best Practices 

LIMIT SCREEN SHARING 

If you are using a slide deck, turn 
“sharing” mode on and off 
throughout the presentation so as 
to induce better conversation.  
 
The more they see of you, and the 
more you see of them, the better.  
 
So, if you’re sharing a deck and 
know you’re getting ready to 
launch into a conversation where 
the deck isn’t relevant, stop 
sharing. 

4 

Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 



Virtual Sales Appointment Best Practices 

WRITE NAMES DOWN 

If you are meeting with a group of 
people (and they’re sitting around 
a table or in a board room) write 
down everyone’s name.  
 
Ever forgotten someone’s name 
during a sales call? Yeah, not good. 
At all.  
 
Write them down, from the 
beginning. 
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Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 



Virtual Sales Appointment Best Practices 

ASK QUESTIONS USING NAMES 

When meeting with a group, ask 
questions directly to the various 
attendees by name. 
 
Using this technique gets everyone 
engaged and involved in the 
conversation.  
 
Remember, in virtual sales calls, 
you’re almost always better off 
calling on a single person than you 
are asking an open question for the 
group–something most sales 
people consistently get wrong. 
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Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 

Write Names Down 5 



Virtual Sales Appointment Best Practices 

SMILE… A LOT! 

Smile... A lot!  
 
We all think we smile and look 
happy… until we watch our first 
recorded video sales call!  
 
This is a major weakness for many 
sales professionals. 
 
A smile changes our entire 
disposition, so although this 
recommendation may seem silly or 
insignificant, it will make a huge 
difference in the success of your 
virtual sales appointment.  
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Ask Questions Using Names 6 

Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 

Write Names Down 5 



Virtual Sales Appointment Best Practices 

FACE A LIGHT SOURCE 

Always face your light source!  
 
And whatever you do, do NOT have 
a massive window with sunlight 
streaming in behind you.  
 
In most cases you’re better off 
having one frontal light or window 
facing you and no lights on at all 
behind you. 
 
Another simple trick is to turn the 
brightness on your computer 
monitor all the way up. 
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Ask Questions Using Names 6 

Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 

Write Names Down 5 

Smile…  A Lot 7 



Virtual Sales Appointment Best Practices 

SIT UP STRAIGHT OR STAND 

Your best communication will 
almost never occur sitting back in 
a chair.  
 
This is why, even though most 
sales people don’t think it 
matters, the majority of speakers 
and communicators perform at a 
significantly higher level when 
they’re standing up than when 
they’re sitting down. 
 
If needed, prop your camera or 
computer up on a box or books in 
order to raise the view. 
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Ask Questions Using Names 6 

Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 

Write Names Down 5 

Smile…  A Lot 7 

Face a Light Source 8 



Virtual Sales Appointment Best Practices 

STATE PURPOSE OF CALL 

Define and state the purpose of the 
call at the very beginning.  
 
This may sound obvious, but it’s 
even more important with video 
because in most cases prospects 
and buyers don’t know what the 
goal of the conversation actually is.  
 
And if they don’t know, you can 
rest assured it’s going to be hard to 
get to where you need to be. 10 

Ask Questions Using Names 6 

Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 

Write Names Down 5 

Smile…  A Lot 7 

Face a Light Source 8 

Sit Up Straight or Stand 9 



Virtual Sales Appointment Best Practices 

TAKE CONTROL OF THE CALL 

It’s your meeting – own it!  
 
If something is distracting – fix it. 
 
If someone needs to be muted – 
mute them. 
 
If things get off track – get 
everyone back on track.  
 
Do everything with tact but 
remember, control of the call will 
help you to gain the customer’s 
trust and ultimately earn their 
business. 
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Ask Questions Using Names 6 

Know and Teach the Technology 1 

Require Cameras Be On 2 

Limit Text on Slides 3 

Limit Screen Sharing 4 

Write Names Down 5 

Smile…  A Lot 7 

Face a Light Source 8 

Sit Up Straight or Stand 9 

State Purpose of Call 10 



 KNOW & TEACH THE TECHNOLOGY 

 REQUIRE CAMERAS BE ON 

 LIMIT TEXT ON SLIDES 

 LIMIT SCREEN SHARING 

 WRITE NAMES DOWN 

 ASK QUESTIONS USING NAMES 

 SMILE… A LOT! 

 FACE A LIGHT SOURCE 

 SIT UP STRAIGHT OR STAND 

 STATE PURPOSE OF CALL 

 TAKE CONTROL OF THE CALL 

Virtual Sales Appointment  
Best Practices 



Self-Selection  
And the Touchless Sale 





























What is the best 
_______________ for me? 



Sales Opportunities 



One-to-one video in email  
is more important than ever. 

Sales Reality #1  



The Inherent Flaws with Text-Based Email 

1. We don’t open them. (Do you know what the 
average open rate is?) 

 
2. We don’t read them. 
 
3. We don’t understand them. 





3 Fundamental Subject Line Best Practices 

1. Including the person’s name will increase open rates by 
an average of 10%. 
 
2. Including the word “video” will increase open rates by 
an average of 10%. 
 
3. Including a personalized, specific element will increase 
open rates by an average of 20%. 

 
“Hi Jen, I made this video re: Your Water Feature Question” 







Vidyard– FREE – Chrome  



Virtual pricing tools are critical. 

Sales Opportunity #2  





















Appointment-based selling online is a must. 

Sales Opportunity #3  







“Our ‘schedule-a-visit tool’ is the best 
thing we do. Close rate is 62% higher 
and is roughly 4k in sales per 
appointment. Double the average 
appointment.”  
 
Steve Sheinkopf, CEO, Yale Appliance 



We MUST get back to the basics. 

Sales Reality #4  

How often are you doing role-plays  
with your sales teams right now? 



Assignment selling is key. 

Sales Reality #5  



How many pages of your website would a  
potential client/customer be willing to read? 



30 



Opportunities Snapshot 

MARKETING SALES 

Business will cut marketing activity 
leaving a void and causing a ripple 
effect. 
 
The Marketplace will look for leaders. 
 
Pain will lead to unique innovations. 

One-to-one video in email is more 
important than ever. 
 
Virtual pricing tools are critical. 
 
Appointment-based selling online is a 
must. 
 
Basic training such as role-play is 
critical. 
 
Assignment selling is key. 



www.MarcusSheridan.com 
 

Marcus@MarcusSheridan.com 

READ THE BOOK! 
 

And visit the website for 
more information on: 

 

VIRTUAL TRAINING 
CONSULTING 
WORKSHOPS  


