
Understanding the Psychology in Selling

FAST CHANGE 
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We were very impressed and inspired with the techniques Pancho taught us and were able 

to implement the various techniques from day one of the training. Our NSW Medical division 

recorded sales increases in excess of 50%.  

Graham Hines, GENERAL MANAGER, MEDICAL DIVISION, C.R. KENNEDY“ ”

Do you want your sales team to 

have a competitive advantage?

Within weeks you’ll see

• Increased team motivation

• Increased and consistent

prospecting activity

• Higher conversion rates

• Better teamwork

In addition we have a unique follow up solution to ensure that teams do not fall back into old habits.

Change the Game with The Frontier Performance READ Program.

Transform the way you and your team perform.

Frontier Performance is different. And we will make a difference to your team.

Frontier Performance offers sales training to develop 

skills, habits and behaviours to read people, control 

emotions and develop a winning attitude within your 

team to continuously increase sales. With our READ 

program, we help business leaders develop strong teams 

to take their business to new levels of sales success. 

The READ method is the most advanced level of training 

in sales psychology available for teams. We use our 

extensive and up to date knowledge of psychology 

and negotiation to teach sales people the keys to high 

method uses interactive real-life sales scenario role plays 

to show sales people how to use various communication 

techniques to become a master persuader.

The unique READ program has been developed by 

Pancho Mehrotra for sales people who want to evolve 

their influencing skills to another level and take their 

income to unprecedented heights.

The READ program follows a logical step by step 

framework that works. It uses four key Psychological 

Building Blocks to become a Master Persuader. 

  However, your team is stuck in a rut of old, ineffective sales habits.

  Your sales people are affected by the emotional roller coaster.

If this sounds familiar, you’re not alone. Most sales teams are not working optimally and their approach is  

undermined by poorly understood and regulated emotional responses to the cyclical nature of the sales business.

Longer term this will lead to 

• Increased sales

• Attracting and retaining top quality staff

• Less time spent on performance

management

• Recognision as an industry leader

Do you want more prospecting activity by your sales team?

Do you want higher conversion rates from your sales team?

The READ Methodology



“ ”
Your regular ongoing training has been one of the best motivational programs we have ever 

had. Your techniques are being used daily by our staff with a high success and conversion 

rate. We can’t thank you enough. 

Anthony Caudullo, SENIOR PROPERTY MANAGER, CROWN PROPERTY
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Reading people 

One of the hallmarks of very successful sales people is their uncanny 

ability to read others and connect to them quickly, and in doing 

so, break down the defense barrier clients put up when meeting a 

our training. The truly successful sales person is an expert in reading 

people, able to continually evolve and adapt to the changing 

environment. The top sales person understands when to utilise facts 

and emotions as everyone makes decisions differently.

Emotion 

Learning how to gain emotional control is one of the  
keys to mastering your sales performance. 

Top sales people know how to manage their emotional state on a 

daily basis. It is one of the keys to high sales performance.

Stepping off the emotional rollercoaster, where failures are taken 

personally and moving on from perceived rejection can be a real 

struggle, will be liberating for your team. A sales person who can 

recognise and regulate their emotions on a daily basis will have the 

maturity to move on from rejection faster, prospect more and close 

more deals.

Attitude 

Behind every changed habit is attitude.

Adopting a changed behaviour approach is tough; it requires a 

degree of humility and a lot of willpower. The top sales person will 

move in the direction of their goals with the right positive attitude 

and adapt their behaviours to challenges quickly, using failure as a 

learning experience. 

Attitude is more than simply being positive and this is where our 

training helps with structured steps to develop a pro-change 

approach. Building on emotional intelligence and resilience training, 

we join the dots to help you direct the path towards your goals. 

Ultimately sales people with great attitude and habits become role 

models for others and this affects culture and performance. 

Development 

Develop top sales people.

The development of new skills and behaviours will not only accelerate 

the achievement of sales targets and goals but also your life goals. 

unconscious poor habits often relate to underlying emotions that we 

are unaware of. For example, fear is often the underlying reason for 

procrastination around appointment setting or call reluctance and this 

leads to poor activity levels. 

habits and works with you to create new habits that will make the 

difference between working hard but not achieving goals;  

to improving your conversion ratios and increasing activity levels.



frontierp.com.au panchomehrotainfo@frontierp.com.au+61 2 9033 8663

FAST CHANGE, PERMANENT RESULTS  

strategies very effective. We come back to 

them again and again to get the behaviours 

that we are looking for, to get the results we 

are looking for. That is what has helped put 

my dealership in the number one position for 

James Anderson, COMMANDER

We had salespeople selling10 to12 cars a 

month, now they are selling 18 to 20! Lot of 

connections, lot of referrals. We learn from 

everything, reading the customer, connecting 

with the customer and how to put price aside. 

Well worth a look at, well worth a listen to. It’s 

very powerful stuff when you work out what 

you can do with it.  

John Cooper, DEALER PRINCIPAL,  

SINCLAIR FORD

The workshop was tremendously successful 

and I want to thank you for the delivery of the 

content. Your interactive scenario-based style 

of teaching moved us closer to achieving our 

objective by building a bridge between the 

and planning context.

Julie Knutsen, LECTURER, GRIFFITH BUSINESS 

SCHOOL, GRIFFITH UNIVERSITY
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AHG Group   Ray White   Raine & Horne   Toyota   Ford   Mazda   

Dell   Hewlett Packard   Challenger   Dresdner Asset Management   

Giltrap Motor Group  Lamborghini  CR Kennedy     

Polycom   Commander   REST Superannuation   Alto Group   

Century 21   Mclaren   NSW Bar   QLD Bar   Crown Group    xorexijuF   

G Brothers  Mercedes Benz  Knight Frank  McGrath  MyBudget   

PPDRE   Billbergia   Symantec   YBR    ytisrevinU eborT aL    

Trust Funds Management   LJ Hooker   Compaq   Simeon Manners
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Pancho Mehrotra, co-founder of Frontier Performance 
has been helping business leaders and sales teams to 
take their business to new levels of sales success since 
1991. 

Pancho is a sales and communication expert and is 
recognised as a leader in his field, having a unique 
sales and training career spanning 30+ years, which has 
seen him make over 220,000 cold calls and trained over 
5500 salespeople and leaders. 

With a background in Cognitive Behaviour Therapy, 
research in psychology and training in negotiation 
from Harvard Business School, Pancho has developed 
a unique sales training program which has helped his 
clients sell over $146 billion worth of goods and services. 

He is seen as the go to trainer to boost long term 
personal performance and business productivity, 
while increasing sales conversions leading to a great 
customer experience. 

Pancho has delivered executive coaching and 
keynote addresses through out Australia and New
 Zealand.

Sales people trained by Pancho are often among the 
highest performing members in their industry.  They are 
role models whom others aspire to, and are recognised 
for their outstanding results, both financially and in their 
personal life.


