
 
 
 
  
 
  
 

 
 
 

THE ONLY RECESSION SOLUTION YOU NEED 

 
It’s easy to get, and anyone can acquire it, but most people will never have it because they don’t 
want it bad enough. They won’t even try to get it, even though it’s economical, easy to obtain, and 
open to anyone who desires it. And it’s the only thing that will save you during a recession. 
 
What is it? 
 
It’s your sales effectiveness. That’s the combination of how you persuade other people 
converging with a disciplined, resilient and values-centered approach to influencing others. Right 
now, more than ever, this single concept will help you to capture business away from your 
competitors, because that’s the only place it’s going to come from right now. To make it work, you 
have to count on your competitors slacking off and not staying on the cutting edge of their sales 
skills. You don’t have to worry, though. Most companies usually move training and development 
to the back burner in times of crisis. Don’t do that. You don’t even need a big budget, or any 
budget for that. Don’t even wait for your manager to help you get better. Take that on yourself, 
and it doesn’t even have to cost anything. For example, they have these things out now called 
libraries. They’re free. And they have sales books in them. Or even better, take a $100 dollar bill 
and go to a book store and make an investment in yourself by purchasing a bunch of sales 
books. It’s sad to say, but only two out of a hundred who are reading this will actually take this 
advice and self-initiate the development and honing of their sales skills. So few people are willing 
to invest in themselves because so few people want to win bad enough. If you want it bad 
enough, you’ll find a way. 
 
In a competitive situation, like a sporting event, a debate tournament, or combat, the one who 
wants it more than the other usually wins. Remember who won the race, it was the tortoise. 
 
Recruiting seems to attract people who thrive on competition. And this recession is your chance 
to see how much you can grow. This recession, at least in my own world, has a way of stretching 
me, giving me creative ideas, helping me to come up with creative solutions for my training and 
consulting clients, ideas that I never would have thought of before. It’s amazing how much more 
clear and focused you become when you clearly see the ominous and obvious threat right smack 
in front of you. If everything was rosy, I probably wouldn’t be paying as much attention to my own 
performance. If everything was great, I wouldn’t have any need to innovate my business. If things 
are great, then they’re great, and I usually don’t have much of an incentive to get better. But when 
I see that prospects are limited, that there are other people chasing after them, and they aren’t as 
inclined anymore to give me business, then I get busy. I get busy and I get creative. 
 
Here are some exercises for you and your team to help develop innovative solutions for your 
search and staffing practice. Print this document out and go over these questions during your 
next sales meeting. If you don’t get through them all, keep working on it each time you meet until 
you get through them all. 
 

1. What is unique about our firm? 

2. How does that uniqueness benefit our prospects and clients? 

3. What specifically is that benefit? 

4. What is the benefit of that benefit? 



 
 
 
  
 
  
 

 
 
 

5. What is the personal and emotional benefit that our clients derive from working 
with us? 

6. What strengths do we have that can serve our prospects and clients the most? 

7. What are three things we can do that we’ve never done in terms of business 
development that can get them to hear this story? 

8. Who are our biggest competitors? 

9. How do we differ from them? 

10. What edge do they have over us? 

11. What edge do we have over them? 

12. How can we exploit our advantage? 

13. How can we compensate for their advantage over us? 

14. How can our sales skills give us an advantage? 

15. What three action steps can we take to improve in our sales skills? 

 
Over the next few weeks, you need to be keenly aware of the recession, but don’t focus on it. 
Instead, focus on the solutions that you don’t even know about yet. When you ask the right 
questions, in times of crisis, you creatively develop solutions that you never would have 
considered before. And that, innovation, combined with improved sales skills, is all you need to 
expand your margins and give you peace of mind right now. 
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Scott Love trains, motivates and inspires recruiters to 
achieve greatness in the profession. Visit his online 
recruiter training center for tips, tools, downloads, videos, 
articles, instruments and quizzes that can help you bill 
more. www.GreatRecruiterTraining.com 

 

http://www.greatrecruitertraining.com/

