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ABOUT THE AUTHOR 

Training and development professional, Pancho Mehrotra’s 30+ years’ 
sales journey started as a high performance tennis player based in Florida 
at the world renowned Hopman Tennis Academy where he learnt the  
importance of Reading the opponent and understanding that each  
opponent was different so he had to learn to adapt his strategies and read 
signals to execute the game plan to win.  

These mental skills and thought processes he then applied as a  
salesperson in his early twenties when he sold door to door life insurance 
and in fact set a record of selling over 100 polices in a week.  

Pancho has an extraordinarily successful background in selling and has a 
firsthand experience of making over 220,000 cold calls across various  
industries. In addition, Pancho has sharpened his skills in psychology and  
negotiation training at places such as the revered Harvard Business 
school.  

Pancho has been invited to universities in Australia and overseas to deliver 
workshops.  

 

He also delivers executive coaching and 
keynote addresses. 

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

He is now 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.  
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INTRODUCTION 

No one has ever made progress in their professional 
or personal life without first identifying what they 
have been doing that they should be doing  
differently. This guide takes you through some of 
the ways that salespeople often misunderstand their 
own ways of working, and expend their energy in 
the wrong direction. Targeting your energy towards 
the right areas of behaviour modification calls for  
awareness of how your actions are related to your 
habits and your mental attitude. This means know-
ing yourself well enough to understand both what 
your goals are, and why they matter to you. The  
confidence that comes with this improved  
understanding will also work towards developing the 
resilience you need for success. 

Getting the improvement in results you 
want won’t come simply from working 
harder or longer, but from recognising 
what is important about your relationship 
to your work. Once you have established, 
and reflected on, the things that need 
changing, the next step will be learning 
how to go about forging the attitudes that 
will achieve these changes. 
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PROBLEM 1: 
NOT DEVELOPING AN  

IMPACTFUL MINDSET 

One of the problems I see in  
salespeople is thinking that using  
willpower to overcome their  
challenges will change the results they 
are achieving. Attitude is more about 
the direction towards a goal than the 
behaviour. Our ability to self-correct is 
one of the hallmarks of successful 
salespeople, or in fact people in all 
walks of life – parents, teachers,  
managers, kids. Without self-
awareness, changing  
attitude towards a goal is difficult.  

Often you will see salespeople  
doubling their calling rates, working 
harder, but their attitude prevents 
them from changing their approach.  
Often these people will blame  
external circumstances for their lack of 
results.  

Ben established his goals every year 
and had been doing it for years, but 
somehow by the end of the year, he 
was back to re-setting the same goals 
for next year.  After attending sessions 
with his team, on the Psychology of 
Personal Performance he realized that 
it’s one thing to establish goals but  
another thing to see how they have an 
impact on your personal growth as 
well. This led him to address three  
areas crucial to achieving goals - his 
psychology, strategy and execution of 
the strategy. Once he understood the 
bigger picture then the energy around 
execution was focused and importantly, 
he was enjoying the journey and the 
process. The result for him was an  
Immediate increase in his monthly  
targets.  The people he managed  
become easier to deal with as they 
were meeting their targets. 
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PROBLEM 2: 

NOT VALUING SELF-AWARENESS  

AND EMPATHY DEVELOPMENT 

The empathetic salesperson 
asks questions that are  
meaningful to the client, and 
not just for the sake of it. The 
missing ingredient is the  
intent behind the question, 
and the need to truly  
understand the client’s  
perspective.  

Joseph from Raine & Horne learnt the 
importance of breaking old ineffective 
habits by using a mental technique 
that he learnt and applied to get the 
negative mindset out. He felt that he 
was not getting the results that he 
knew he could achieve and realised 
that the only thing stopping him was 
himself. He used a mental  
management technique to remove 
the negative voice in his head and 
the result, a amazing increase in  
listings by over 35%. He used our 
Mental technique Well Formed to get 
rid of his negative mindset and get 
that short term focus and a hit of  
energy to take action on the task. 

Self-awareness and empathy are particular traits of 
the personality profiles of high-performers in all kinds 
of areas, from sales to leadership. These  
people have an uncanny ability to get along with  
others, and truly feel what the other person is going 
through. 

Self-awareness is not just about being aware of  
emotions, but also how one reacts to adversity,  
challenging people, stressful situations and learning 
how to be adaptable.  
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PROBLEM 3: 

IGNORING  

SELF-EXAMINATION 

Understanding how you think, how 
you react to your emotions, how you 
handle adversity, your relationships 
to learning and focusing on  
improving your craft is one of the 
key personality ingredients of  
successful people. This type of  
person changes not because they 
have to, but because they want to. 
This person recognizes that the  
external environment is continually 
changing, and therefore grasps the 
need to update their knowledge and 
skill base continuously. 

Johnson decided that in order for 
him to take his skills to another 
level he had to commit to  
learning the material taught. He 
knew if he did this, he would  
apply the new knowledge faster 
into his sales process. The benefit 
of learning and applying the 
“Million Dollar Words” for him was 
an immediate increase in sales of 
over 45% in one month! His  
highest record so far. 



 7 

PROBLEM 4: 
LOOKING FOR A QUICK FIX 

AND UNINSTALLING  

POOR HABITS 

Old patterns govern our behaviour and 
therefore the actions we take. Old  
beliefs have a very powerful hold on 
how we think and behave. Without 
awareness there can be no change from 
old, ineffective habits. Once the  
individual has understood this, then 
habit change can become a reality, and 
new habits can be developed.  

Jeremy learnt that he needed to 
change his goal planning process by 
focusing on his daily goals and 
breaking it down into tasks that he 
could manage. The result was the 
best month ever for him, by having 
the highest number of interviews 
with candidates looking for jobs. He 
met more candidates and he placed 
over 25% more within a month. 
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PROBLEM 5: 

NOT LEVERAGING FAILURE 

Tom realised that when he was being  
rejected, he was taking it personally, 
therefore he felt bad about himself and 
found it hard to stay motivated to make his 
prospecting calls.  Once he become aware 
of the habitual thoughts he was having 
around rejection, he examined them and 
realised it was his imagination creating 
this. He used one technique from the  
Appointment Setting workshop and  
transformed himself into one of the top  
appointment setters in the office, which  
resulted in him closing more deals than an-
yone else by 45%. His deals numbers were 
not only higher but so was the  
profitability per deal and he started to ben-
efit by being referred more business from 
his clients. In a nutshell his sales went 
through the roof, once he understood how 
his mind worked. 

 

People underestimate the value of rejection.  
Salespeople fail to realise the lessons from failure 
play a crucial role in building towards a career of  
unprecedented success. Because the emotions  
surrounding failure are so strong, the ability to think 
rationally about it is sadly lacking, at times when it 
can be most useful. The salesperson can miss seeing 
the lessons in that failure, and taking the necessary 
steps to rectify it.  

Building resilience within requires developing an 
awareness of one’s thoughts. The common response 
is to react instinctively and blame when a sale is lost.  

It is easiest to look for something 
to blame, when the most useful 
thing is to look for something to 
change. If the salesperson can view 
rejection as a signal to change a  
response, then rejection can be 
seen for the important part it plays 
in the development of skills and  
behaviours of that salesperson.  

One either changes with rejection 
and adapts, or repeats the same 
behaviour and doesn’t adapt.  
Without rejection, one cannot  
improve skills and attitudes, and 
develop empowering habits that 
take us to another level in personal 
performance.  
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PROBLEM 6: 

FEATURE DUMPING WITH 

POOR ABILITY TO SELL VALUE 

Brenton from the automotive industry 
understood that he and the dealership 
offered considerable value to their  
clients; he changed his approach to  
clients and saw that they were  
prepared to pay for this value  without 
discounting the car. The result, a 22% 
increase in sales per month with high 
margin per car sold. In addition, he 
got way more referrals. 

A high-performing salesperson is often one 
that has the confidence, belief and the  
competence or ability to persuade the client 
to pay for the value of the relationship. Much 
of this comes down to the personality 
makeup of the person, their own sense of 
self worth. The right kind of behaviour-
modification training can play an important 
part in developing the mindset and skills of 
that salesperson. One of the factors for price
-cutting is the underlying fear of losing the 
deal. Without understanding the emotion of 
fear, one cannot deal with, and process it 
properly. 
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PROBLEM 7: 

THINKING INCENTIVES 

WILL FIX THE PROBLEM 

Utilizing money to motivate people will 
often result in a short-term spike in  
activity, but often at the cost of sus-
tained action and motivation. One of the 
challenging issues for many salespeo-
ple, and also management is, what 
must an individual do, or a leader do, to 
get people to focus on taking action? 
One of the symptoms of a lack of  
activity is that many salespeople know 
what to do, even how to do it, yet 
something stops them from taking  
effective action. There is very little time 
given to understanding the reason for 
wanting to do something in the first 
place. Many organisations spend time 
on time on goal-setting, but there is 
very little time spent reflecting on the 
goal itself – the goal behind that goal. 

John from Bawdens Industrial  
realised the value of writing down 
his business goals, but also other 
goals outside of work that affected 
him personally. He realised that 
you need to be open to learning 
about yourself and improving eve-
ry day. The result was  
amazing for him, his whole life 
has changed and feels that there 
are no limits to what he can 
achieve for himself. He is  
achieving business targets with 
passion and learning from every 
situation. 
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WHERE TO NEXT? 

Identifying the problems you are having with your sales practice is a 
great beginning, but knowing how to move on from these unhelpful  
patterns is what will matter in the end. 

Before we address the best ways to turn around these seven  
mistakes, it is wise to stop and think about a particular kind of  
outcome in your life that some of you may experience from time to 
time. When you think you are on the right track, something happens 
to direct you away from your progress. You start making good money 
and suddenly you start losing it, or the commissions dry up. You're 
about to be promoted and then something happens to derail you. 
Have you ever noticed in your sales life sometimes the results you 
don't want are exactly what you get? The money, the job, the career, 
the happiness disappears – so what is the cause? 

As part of our training, we address the following in a systematic and 
effective way, to make you a sales superstar 

The 7 solutions taken from the exact training that have delivered over 
$146 billion dollars in products and services. 
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SOLUTION 1: 

DEVELOPING THE 

RIGHT ATTITUDE 

ATTITUDE 

One of the causes of the negative 
outcomes described above is  
self-sabotage. Self-sabotage is very 
common in salespeople, it hides  
below the surface and emerges at 
the wrong time, just when we don't 
want it at all, and it's totally  
unexpected. 

Have you noticed some of these 

outcomes in your sales life? 
There is one question you need to ask 
yourself in order to understand if you 
have a mindset that is useful to you in 
your line of work and in your personal 
life, and that question is, does the state 
of mind you are currently  
experiencing lead to peace, or  
dissatisfaction? Is it moving you closer 
towards your goals or further away? 

At the heart of this issue lies two types 
of behaviour that need to be  
understood. One type of behaviour is 
adaptive and the other is maladaptive. 
One is flexible and one is inflexible. The 
maladaptive behaviour is when you do 
not change and it becomes  
difficult to make changes in your life, 
and therefore change your results. 
Adaptive behaviour is all about  
flexibility and your willingness to 
change, try new strategies, and learn 
new things.  

As sales people we have specific needs 
that need to be met in order to  
succeed in our profession. If these  
basic needs are not met we tend to  
develop negative thought patterns and 
behaviours. 

• The more you need the deal the harder it  

     becomes to close? 

• The more you want to work with a  

     particular client the more they resist? 

• The more you argue for your point, the 

less you heard from the client? 

There is a common theme to address as 
we discuss the seven mistakes that sales 
people make: developing self-awareness. 
Without developing self-awareness of your 
behaviour patterns and why you get the 
results you get, you are unaware of what 
is causing these setbacks to happen to 
you. Without awareness you cannot 
change.  
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As an example, in the special forces they 
train their elite fighters to become  
experts in developing situational  
awareness. What this means is becoming 
attuned to the environment that they are 
in, and in sync with themselves in order 
to notice their breathing under stress, 
how they are scanning the environment, 
and their interpretation of data that is 
coming through their five senses. Why is 
this taught to the special forces? It can 
mean the difference between staying 
alive and their death, or that of their  
fellow soldiers.  

Obviously, most sales people never get 
into life and death situations, the point to 
notice is that unless you start developing 
awareness of how you feel, what mood 
you are in, what you are thinking, these 
feelings and thoughts will govern your 
decisions. 

The challenge is to understand what is  
influencing your thinking. Is it an  
emotion or is it rational thought? This is 
why learning to think is a science and 
skill that many people need to be 
taught.  
 
Developing the ability not to be  
influenced by your emotions is key in 
making rational decisions. There are  
areas when an emotional reaction is the 
correct one, but not in sales  
interactions.  

Here are two formulas you 
can use to understand your 
thinking and emotions, to 

develop self-awareness and 
encourage sound decision 

making. They are called the 
T.E.A formula and the E.A.T 

formula.  

The key is to examine the outcome or  
result that you wanted to achieve. What  
influenced your actions? Was it an  
emotion, or did you think about what you 
were going to do before you acted? 
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SOLUTION 2: 

DEVELOPING  

EMPATHY These people have great observation 
skills. For example, a common  
objection many clients have is to the 
offered price point. The empathetic 
sales person will not be upset by their 
client’s trying to negotiate a lower 
price, which is only natural if you think 
about it from a client’s point of view. 
They will ask questions to find out if 
price is the only thing that matters to 
the client, their line of questioning is 
curiosity-focused not judgement-
focused.  

The sales person who has empathy has 
an ability to read between the lines 
and truly understand the client’s needs 
and how they feel. Some people call 
this ‘people smarts’. These sales  
people tend to have great ability in 
reading body language and listening to 
the tone of voice of the client. Once 
again the theme is self-awareness, but 
at a heightened level because they are  
directing their attention wholly towards 
the client, asking questions and  
interpreting the response through  
several filters. 

Here are some suggested  

actions to develop  

empathy with clients: 

• Ask yourself always in difficult  

situations, especially when the 

price issue comes up, what am I 

feeling? 

• What is my mood at the moment? 

• What mood is my client in? 

• What are they feeling at the  

moment? 

• Can I step into their shoes and  

see it from their point of view? 
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SOLUTION 3: 

BECOMING SKILLED  

AT SELF-ASSESSMENT 

EXERCISE 
 

Examine all your decision in one week, write 
down the outcomes or results and examine the 
actions you took to get the result. 

Was the action based on emotion or thought?  

After doing this analysis over a week, you be 
able to see what decisions were based on  
emotion and what decisions were based on  
rational thought. 

You will find an interesting observation -  
decisions made on thought usually take longer 
than the decisions made by emotions. 

There is often a heavy emphasis from companies and managers on training their 
sales peopleon techniques and scripts. There is no doubt that these are necessary 
when we start in a career in sales – product knowledge is essential. The only 
problem is, your clients have their own scripts. This is where it becomes a  
hallenge: we are taught that scripts are the answer, when they can only ever be 
a guide. We all live in an interconnected social world, which demands  
interpersonal skills. In a socially connected world an individual must continually 
evolve their communication skills in key areas, in whatever sales industry they 
sell in. 
 
When we look at our personal decision-making, this is an area that requires a  
tremendous amount of self-awareness. Personal decisions whether good or bad, 
have consequences, and not making a decision is a decision as well. Knowing 
whether you have made a ‘thoughts’ or ‘feelings’ decision is key to rational  
decision-making. 
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SOLUTION 4: 

REPLACING BAD 

HABITS WITH  

POSITIVE ONES 

It can take up to 45 days to create a 
new habit, even if the new habit is  
actioned every day.  

The challenge is, many of our poor or 
ineffective habits we are not even  
consciously aware of. In order to install 
effective new habits it is  
essential to understand how habits are 
created through the three-step process.  

It is not a destination but a journey. The 
point is that in order to develop new  
habits, the chances are that a degree of  
on-the-job stress will take place, before 
habit change occurs or is securely  
developed. 

You also need to be aware that blaming  
others or external obstacles needs to stop. 
Successful change is dependent upon  
placing full responsibility entirely upon 
yourself.  

What questions will help you start this  
new habit development process? 

• What areas in my nature, personality, behaviour 
or professional approach would be holding me 
back? Write them down. 

• What have I done to fix these? Write your  
answers. 

• What do I need to do differently? How should I 
change? What's the first thing I can do to make a 
change happen? 

This can be seen in the following  
diagram: 

 
3 Rs of Habit Creation 

Reminder 
Routine 
Reward 

 

The important thing to do, looking at 
this diagram, is to identify what  
situation triggers the habitual emotion, 
and then to become aware of the  
response you take and the feeling 
generated. If you need to respond  
differently, you need to practice that 
response. Practice it until it becomes 
second nature. Think of this it way: 
how do professional sports stars get so 
good at making decisions under  
pressure? They practice until they can 
do it without thinking. It becomes an 
automatic response, like a reflex  
action. Reflex actions just take time 
and practice to develop. The  
individual who is pursuing personal 
change has to understand it is a  
continual process and not something 
that has an end point.  
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SOLUTION 5: 

ACTIVATING  

FAILURE 

POSITIVELY 

Sales people’s responses to failure can 
appear to be similar across many  
industries. Discouragement often sets 
in. The kind of discouragement that 
can result in not making the most of 
lost deals, and missing the chance of 
using them as learning opportunities, 
has three different  facets: 

• Failure (when it is your actions that 
cause the situation) 

• Disappointment (when others have 
caused these outcomes)  

• Adversity (where circumstances 
have caused the obstacles or poor 
outcomes) 

You should be aware of two attitudes that could potentially result in  
unproductive discouragement, especially around lost deals: 
 

1. You may need to become aware of projecting agitation about your  
perceived or feared failures, and this could translate into the way you  
communicate with others. Here is one tip: have someone go on a visit with 
you to a client and ask them to observe your behaviour and the way you 
communicate. Do it for an introductory meeting and also when you are 
planning to close a client. Are you presenting as calm or agitated? 
 
2. You may be carrying failure, disappointment or discouragement along 
with you. This does not help you do better next time, especially when the 
problem may have arisen from the actions of others. Salespeople will often 
internalise the discouragement and see it as it as their own personal failure. 
You might respond to that failure by saying, “If I had done that instead, 
then this mishap may not have happened.” This can lead to pointlessly 
beating yourself up, even though some of the circumstances are beyond 
your control. 
 

You have two choices about how to respond to the three faces of  
discouragement, with optimism and hope, or with pessimism – your choice. 



 18 

SOLUTION 6: 

BALANCING VALUE 

AND PRICE 

Salespeople, when challenged, often 
take it the wrong way and feel the  
client is demanding an unreasonable 
price, or attacking them personally. 
Feeling angry interferes with your  
ability to listen without an agenda or 
prejudice.  
Anger can cloud your thinking where 
you are reacting, instead of thinking 
clearly free from the influence of  
negative emotion. Panic and anxiety 
are common emotions stimulated by 
the fear of losing the deal. When  
challenged, this person feels the only 
way to change the client’s mind is to 
offer a cheaper price. Sometimes that 
may be a relevant issue, but more  
often than not it is merely that a client 
has not yet seen the value in buying 
your service or product.  

You should also be aware of the risk that 
cutting your price could influence how 
you feel about the work required to  
deliver your service or product to the  
client.  
Resentment can often be triggered and 
sub-standard delivery can result. Even 
though you may not consciously feel you 
would deliver your service poorly,  
unconsciously sometimes you  
self-sabotage. 

Fear is the emotion generated when we 
get attached to the outcome or result the 
thing we want or don't want to happen. It 
is interesting to note that fear functions 
on a scale in proportion to how important 
we think the resulting deal is to us. Fear 
is a factor for the client as well. Not many 
sales people can appreciate the fear the 
client is feeling. 

One of my ways of understanding why 
a client wants to get a lower price is to 
ask a question. The question is: “I  
appreciate everyone wants to get a 
better price, do you mind if I ask you a 
question? How does a lower price help 
you get what you want from my  
product or service besides just paying 
less? I mean, what are the things you 
want to get from my service or  
product if price were not an issue?” 
Wait for the answer. You have to be 
patient and calm to employ this line of 
questioning. If you get angry or fearful 
then you lose your ability to ask  
questions and, crucially, the clients 
can sense this as well. 
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SOLUTION 7: 

WHAT IS YOUR 

TRUE MOTIVATION 

To understand motivation is to 
engage with a very  

soul-searching question, and 
ask oneself, “Why do you do 

what you do? Why do you get up 
in the morning to do your job?” 

Here is a simple exercise that may 
help you to understand why you do 
the things you do: 

• Write out seven reasons why you do 
what you do.  
 

• Examine your answers, and then answer 
this one question:“how do you feel 
when you think about your 5, 6 and 7 
answers?” 
 

• Next, write one word to describe how 
you will feel if you achieve that goal. 
 

• Then work out three actions you can do 
to get you moving towards that goal. 

Your personal growth as a salesperson is an 
ongoing agenda. These seven common  
problems, and suggestions for how to  
begin to transform them into successes, 
form a base for you to build on, but there is 
always more to do and further to go. The 
key is to maintain this attitude of  
heightened self-awareness and empathy, 
and let it keep you returning to your  
personal project of developing these new, 
positive habits. Keep this guide with you to 
reflect on the ways that you can continue to 
build towards the kind of outcomes that  
become your best work. 

You can get a similar result by  
identifying a goal that is meaningful 
for you: write out seven reasons 
why you want it. For example,  
imagine you want to run a half mar-
athon. Answer the question, why is 
it important to you to run? The an-
swer could be because it will make 
you feel alive, but what else is be-
hind your desire? Write out seven 
reasons and then examine your 5, 6 
and 7 answers. These reasons often  
indicate your true motivation to 
achieve the goal. Your ‘Why’. 
 

Here is a key insight about  
motivation. When you really want to 
do something, do you need  
anyone prompting you to take  
action? No. 



 20 

HOW TO USE THE READ  

INFLUENCING METHOD  

TO TAKE YOUR SELLING  

SKILLS TO ANOTHER LEVEL 

The READ Method teaches sales people how  

to become Master Persuaders! 

 

Read People - You must READ people to influence people 

Emotion - Learn how to gain Emotional control. 

Attitude - Develop great Attitudes. 

Develop - Develop new influencing skills to close more business. 

The READ Method has many advantages for those 

selling either products, services or cloud subscription 

services: 

 

You can accurately READ the client and influence 

their decision making quickly. 

 

You will become a top negotiator in your field, ob-

taining great outcomes for your clients and yourself. 

You become the go to person when it comes to  

negotiation and deal making. 

 

You will master the keys to mental resilience, which 

will give you the confidence to prospect more, deal 

with rejection and close more deals faster with total  

confidence. 

 

Create a powerful first impression within 30 seconds, 

which allows you to build an emotional connection 

and trust with your client to close the deal quickly. 

 

Your clients will find it easy to say YES to you. 

When you implement the 

Frontier READ method, 

selling and negotiating 

becomes easy, because 

people become easy to 

READ and INFLUENCE 
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When you get the full flow of The 

READ Method the influencing part is 

as simple as: 

 

• Reading clients’ buying motivations 

makes them predictable and easy to 

close. 

• Reading clients’ patterns allows you 

to push their buying triggers easily 

and naturally. 

• Makes you relentless in your  

pursuit of goals. 

The salespeople will be seen as different  to 

their competitors in their behaviour and dia-

logue, i.e. moving from a salesperson that 

may be perceived as sounding the same as 

their competition… to becoming salespeople 

who have engaging  

personalities and are different in the way 

they talk.  

 

That type  of change within the business will 

have a massive impact on productivity and 

profits, not to mention capturing and growing 

market share.  

There is a growing movement already with 

many of my clients implementing The READ 

Method into their own businesses. 

 

This system has the potential to change  the 

face of how many businesses and  

organisations operate and most importantly, 

their Salespeople.  

 Click here for a quick chat or 

I can send you some excellent 

information to help you get 

started.  

Send an email to  

pancho@frontierp.com.au 

The READ Program is for business 

owners, senior managers and 

salespeople that will lead to a total 

transformation change of the sales 

people, an entire culture change 

within the business. 

https://calendly.com/panchomehrotra
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Want to kickstart your 

new year with a  

blueprint for success? 

Discover the key to your 

success as a salesperson 

Corporate sales expert and cognitive be-
haviour specialist Pancho Mehrotra has 
helped hundreds of sales professionals and 
corporate leaders transform their careers 
and collectively sell over $146 billion 
worth of goods and services. 

In just a few sessions, Pancho has helped 
his clients: 

• Achieve a 25% increase in sales 

• Close multi-million dollar deals in minutes 

• Master the art of negotiation and  
persuasion to shorten the sales cycle by 
at least 50% 

Are you ready to achieve incredible 
sales results and higher returns? 

Click here to enquire about our 
‘Psychology of Goal Achievement’ 
online course today 

 

With Pancho’s unique, results-driven 
training based on the psychology of 
winning, you will completely transform 
your sales performance.  

 

Reach peak performance,  
productivity and profits 

Take your sales career to the next level 
with Pancho and click here to arrange a 
complimentary training session today,  

or  

 

Book your free 15 minute call  to begin 
discovering your personal and profes-
sional potential. Click here  

https://frontierp.com.au/#contactus
https://frontierp.com.au/complimentary/
https://calendly.com/panchomehrotra

