
Here Are 5 Strategies That Will Increase YOUR Sales Revenue 
by Building Loyalty, Credibility and Trust!

Ask Questions First, Then LISTEN - We salespeople tend to jump into our “dog and pony” show 

way too soon. If we start every meeting asking the other person what they would like to get out of the 
conversation, we're in a better position to satisfy the prospect and gain their trust. Asking questions and 
listening more than we speak cuts selling time in half and builds your credibility.  The rule of thumb is to 
listen 80% of the time, with your questions and answers taking 20% of the time.  Using this strategy will 
increase your sales revenue.

Be the Next-in-Line Payroll Professional – When a prospect tells us he/she is happy with their 

existing relationship, we explain that we understand, and then ask if we can be their next-in-line payroll 
professional should anything change. Every HR professional or Manager needs to have their
“next-in-line” person that they trust can do the job that they need done.  It's amazing how many times 
this process fast forwards and we become their professional of choice, while they are getting to know 
you as their “next-in-line”.

Be Solution Oriented by Leveraging Ancillary Products & Services – Ancillary sales are
one of the most overlooked ways to increase your sales revenues.  Offer more solutions to their business 
problems to elevate your customers’ loyalty, retention and your bottom line all at the same time.  This is 
easily done by offering insight that extends past payroll and HR solutions. Dare to be different by standing 
out as a trusted business consultant.  To do this properly, it’s vital that you develop trusted relationships 
with channel partners that you can confidently recommend.  

Offer Compliance vs. HCM or HRIS Systems:  Most companies have yet to be in compliance or 
even understand what’s needed to get there.  All businesses, big and small, need to streamline 
their hiring, onboarding, the management of employee records, and the delivery of what is 
required by our Federal and State laws to stay in compliance, within an online system that’s easy 
to manage.  When payroll professionals speak about HCM and HRIS systems, the message is 
often missed by their audience. However, every business owner and manager knows what 
compliance is, how complicated it can be, and that they need help getting there.  Because “being 
in compliance” is becoming more difficult every year, a solid HRIS platform and a knowledgeable 
HR Professional can help get any business into compliance.

Pay-Go Payroll Billing:  You would be surprised how many business owners are still paying a 
large deposit to their workers’ compensation carriers, and how many are receiving large 
additional premium audits at the end of the year, which only adds to cash-flow crunches. By 
offering a pay-as-you-go solution, you’ll instantly remove both of these pains AND add sales 
revenue to your bottom line.  E-COMP offers the highest revenue share to the payroll industry 
and offers access to the most insurance companies that offer pay-go as a billing
option.  Integrating with E-COMP’s platform is easy, and working with our specialists is simple.  
E-COMP gets the job done, for you and your customer.

https://www.goecomp.com/


Time & Attendance:  Tracking employee attendance and tracking hours is a tedious, thankless job. 
It takes hours of time, messy paperwork and is not the core responsibility of HR or management if 
they have yet to implement an attendance platform that’s integrated with their payroll. Automated 
attendance systems radically reduce costs by eliminating time theft and human error.  With your 
“time and attendance solution of choice” your HR and Management team will be much happier 
because they can devote more time to other business issues.  

Offer a “Referral Special” - Another way to get more qualified referrals is to offer a "referral special." 

If you’re provided with a referral by way of an e-introduction (the preferred method), perhaps you can 
send a hand written thank you card, a NY Times Best Selling business book, a Latte, a bottle of wine, or 
you can offer them a revenue share for larger and more valuable referrals.  Most of the time, a note of 
appreciation is enough, and its more than most people do.

Your Email Subject Line, Sense of Urgency & Consistency are Vital - For me, a "no" 
means "not right now." It's important to stay in contact with who you’ve targeted as potential clients, 
even when they’ve said no in the past. Continue to communicate regularly to them with something of 
value (competitor news, checklists, industry focused alerts, etc.).  Always be concise about your subject 
line to convey the value of what you’re sharing. About six months after the "no," send an email with the 
subject line..."Do you still need help with payroll?" The prospect will almost always respond, because 
everyone respects perseverance.  Be sure that you respond with a sense of urgency to communicate 
that you’re available and on your game at all times.  A sense of urgency and being consistent 
communicates that you’re good at what you do, that you can help, and that you care. 

Five simple ways to ways to build loyalty, credibility and increase your sales revenue and your 
bottom line. And what makes these strategies especially great is that it only requires you to be 
good at your job and knowing who to trust as a channel partner during and after the sale. The 
end result?  Happier customers, and more money in your pocket! 




