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Welcome to our Newest Salesperson  
Mike Smith … Mike has over 30 years in the  

Golf / Outdoor Equipment business working  
with various companies through the years in  
the eastern half of North America from Miami  
to(almost) the North Pole!  He will be covering  
the  Southeastern portion of the United States  
for Salsco. 
He lives in eastern North Carolina, married to Betsy Smith  
his wife of 35 years. They have 3 children and 4 grandchildren.  “When I am not working I enjoy 
time with my family, camping, anything outdoors and watersports of all kinds.”  

SELLING AGAINST THE COMPETITION 
 
Professional salespeople know they are selling against other salespeople and 
need to have strategies aimed at beating that competition.  Have you devised 

your strategies to beat the competition?  Here are a few ways to start: 

 
Strategy 1—Know your competition 
 Educate yourself on the products you’re selling against 
 Know about competitors’ products. Make it your business to know what each of your 

direct competitors has to offer: features, prices, advantages, disadvantages, quality 
levels in each price bracket. 

Strategy 2—Avoid knocking down your competitors 
 Don’t knock a competitor’s product , it can translate into the customer thinking you 

doubt his judgment. 
 Focus on products and issues.  
 If you believe your product has been misrepresented by a competitor, just prove the 

facts about your products, company and service. 

Strategy 3 – Make it more pleasant and easier to do business with your 
company. 
 You want repeat business so make sure you are attentive to your customer. 
 Your customers will respond to and be loyal to you when they feel you are really 

concerned about them and their purchases. 
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Be sure to visit Salsco at the GIS show in  
San Diego, February 10-11, 2016, Booth #3317. 

We will introduce three new machines. 
Leader by Design 

CTPA 

January 21, 2016 

www.ctpa.org 

Aqua Turf 

Plantsville, CT 

 

 

CRA 
January 26-28 2016 

calrental.org/events 

    The Cashman Center 

Las Vegas, NV 

Booth: 611 
 

NATIONAL  

PAVEMENT EXPO 
Charlotte Convention Center 

Charlotte, NC 
www.nationalpavementexpo.com 

Booth:  812 

 

 

World of Concrete 

FEB 2-5, 2016 

 

www.worldofconcrete.com 

Las Vegas Convention CTR 

Las Vegas, NV 

Booth:  C6785 

 

GIS 

February 10-11,  2016 

www.golfindustryshow.com 

San Diego Convention Center 

San Diego, CA 

Booth:  3317 

 

Check out our Website for 

more upcoming trade 

shows: 

www.salsco.com  
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  Sal’s Corner: 
In this Advisor Jack tells a story about a demo 
he did in New Hampshire.  He had a request 
from a would be customer to show a model 

roller we manufacture.  Jack could have 
showed the customer the model he requested, 

closed the deal and been done with it.  
Instead he  showed and talked about the 
features and benefits of all the different 

models of Salsco rollers.  Jack’s goal was to 
educate the customer as to the benefits of the 
larger Tranz-Former.  The customer realized 
the unit that cost twice as much as the model 
he asked to see was the least cost to the club 

in the long run because of the labor and 
timesaving results.  

 
Lesson to be learned in this message! 

 Industry Speaks: 

 

 Have You Ever Wondered?  … How Many Trees Are On This Planet? 
 
According to a National Public Radio (NPR) article, Tree Counter Is Astonished By How Many Trees There Are  
most people have no idea.  A new study says the answer is more than 3 trillion trees — that's trillion with a T,  and 
that number is about eight times more than a previous estimate.”  According to The Nature Journal of September 2015 
“that doesn’t mean there are more trees though.  The increased number reported is based on more accurate counting, 
not more trees.”  NPR cited a study done by Thomas Crowther who was then working at the Yale School of Forestry 
and Environmental Studies.   
 
The article goes on to outline how this study impacted their thinking of just how many trees there used to be.  It was 
determined that there are roughly half the number of the earth’s trees as there were prior to civilization and that 
approximately 15 billion trees a year are lost due to human activity.  Based on this study the estimate of how many 
trees that need to be planted to maintain a healthy ratio of trees on this planet is 1 trillion trees!  According to 
Crowther "My fear is that a lot of people might think, 'OK, well, there's loads of trees, so who cares about the 
environment, there's plenty left! No worries!' What I'd highlight is that it's not like we've discovered new trees," he 
says. "We've just generated a new number that will help us to understand the global forest.“   
 
With this in mind, there is a huge need to responsibly maintain trees as well as clean up downed trees from storms.   
This involves manufacturing the equipment needed to accomplish that.   Salsco has  many different machines that 
can get the job done!  

We Can Help You Maintain the Forest One Tree at a Time 

 

sal@salsco.com  or sales@salsco.com 
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Inc. Magazine recently published an article titled “Made in USA 
(Again)”, this article states ‘Mismanaged supply chain decisions sent 
manufacturing overseas.  But industry has changed direction.’  This 
article goes on to say that it is not news that companies have relied 
heavily on outsourcing, offshoring and finding cheaper suppliers 
overseas but many are finding this isn’t always the most cost effective 
way to go.  There has been a great deal of emphasis on cheaper labor 
being the bottom line.  This thinking in many situations has proved to 
be flawed  and has in many instances lead to a significant 
underestimation of overseas manufacturing costs.  As a result of 
lessons learned there is now an ongoing effort to bring manufacturing 
back to America.  This growing number of companies who find they’ve 
been burned by outsourcing are finding that in reality it is more 
affordable to manufacture locally.  There is a growing trend of “re-
shoring”, or American companies returning to America, and it is 
beginning to gain momentum.  This re-shoring will only continue if 
the next generations of MBA graduates recognize that America is a 
viable place to do business.  

Salsco is proud to say it has always seen the value in 
manufacturing our products right here in America! 

Over 35 years of quality manufacturing and service: 
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627XT PTO 6” chipper  6240 SXT 40 HP gas sub 

with 7x8 infeed  

6210 PTO - 10" CAPACITY 

Minimum 35HP at the PTO 
813XT 13o HP  

13x18 infeed 

http://www.salsco.com/
http://www.npr.org/sections/goatsandsoda/2015/09/02/436919052/tree-counter-is-astonished-by-how-many-trees-there-are
http://climate.yale.edu/people/thomas-crowther
mailto:sal@salsco.com
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 Follow Your Selling Instinct… 
 

 
“This past summer, Steve Dodge from the Concord New Hampshire Country Club called and 
asked for a demo of our Salsco Roll-N-Go Greens Roller.  I loaded the trailer with the Roll-N-
Go and the Tranz-Former which is twice the price, I felt I would be doing an injustice to the 
customer if I didn’t at least show him BOTH machines.   Our company videographer, Jacob, 

went with me to do the demo and get some film.  See video here:   
 
 
 
 
 
 
 
 
 

One December morning Steve called me to order the Tranz-Former.  He wanted a machine that 
would get the job done ASAP.  I guess my point is, show the customer what we have to offer 

and let them decide if they can afford it or not.  
 

Thank You Steve for your order!” 
 

~ Jack Rizzo 
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Click here 
for video 

 We often hear “Don’t Sweat the Small Stuff” and generally speaking that is 
good advice.  However, business owners really do need to pay attention to 
the details, the small stuff that can improve our customers’ experiences 
with us.  When the small stuff is neglected it can have a negative impact on 
how we’re perceived.  We might resent customers we consider high-
maintenance but they are actually the ones that help us improve our 
products.  They are the ones we can learn from regarding the things that 
they may call our attention to; most customers will stay silent and just go 
away without telling us why.   Fixing the small things as eagerly as tackling 
the larger ones will bring the biggest results.  
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