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The Urgency Based Selling® System

What is Urgency Based Selling    ?

Create Urgency

Imagine you are facing a sales crisis – to survive, you need to dislodge entrenched 
incumbent suppliers for a very competitive packaging product in a mature, or even 
declining, market. Andy Gole faced this crisis in the 1980’s. To survive, he developed the 
core ideas of the Urgency Based Selling  system. He needed to act on a “do or die” basis 
and create a sense of urgency in the prospect – a compelling reason to act now. Since 
1995, Andy has offered his winning formula to variety of companies and industries.

Do you feel impotent because the sales force doesn’t create a sense of urgency, 
a compelling need to act now? The result is inadequate closing ratios and longer 
selling cycles.

Bear in mind - no urgency, no control over securing the order.

To implement Urgency Based Selling   typically involves a 3 part paradigm shift:

1)    Selling values – from social selling to business selling
2)    Method – the standard sales call, to overcome the 3 fatal flaws in selling
3)    Vision – a bold vision to match the bold behavior.
 
The 3 fatal flaws are assumptions that undermine or destroy business development:

1. Assuming prospect enters conversation with serious intent – they won’t. Typically, 
    the conversations are safe – pricing exercises. 
2. Assuming prospect believes what we say – they don’t.
3. Assuming prospect knows how to make a decision – often they can’t, particularly 
    for the infrequent decision.

You need a powerful standard sales call to overcome the 3 fatal flaws.

As you read on, you will learn about the theory and practice of Urgency Based Selling   .

®

®

®

®
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The Urgency Based Selling® System

Andy Gole

AUTHOR
CONSULTANT
STRATEGIC  GROWTH  CATALYST 
SALES  EDUCATOR  AND  PRACTITIONER 
CREATOR OF - THE  URGENCY  BASED  SELLING®  SYSTEM

Andy Gole – is founder and president of Bombadil, LLC, started in 2004. His experience brings a 
unique blend of both the theoretical university professor and street wise practical sales warrior 
to sales training and consulting. Andy’s work has helped senior leaders and business owners 
reenergize their sales efforts and sales teams, coaching changed behavior to engage their 
clients in serious conversations that leads to sales. His efforts aid companies make a paradigm 
shift in how they approach clients, as well as create behavioral change with their sales teams. 
Though he describes himself as a sales theorist, his approach, Urgency Based Selling® System 
is built upon over 4,000 direct sales engagements Andy has personally performed. Clients’ 
expected outcomes include: 1) sales people doubling their closing ratio; 2) sales increases 
typically of 10-20%; 3) the client’s selling becomes a defendable position – analysis shows even 
up to 6 years later, the competition can’t emulated the process. 

Andy started his career in sales in 1979, working for Brockway Glass (now Owens-Brockway) 
in pricing and long term planning. Success in corporate America held back his entrepreneurial 
spirit. This led Andy to launch his first company, a sales agency selling packaging to food 
packers. His next venture was developing and marketing a product sold to major retailers – 
including Target, Kmart and Wal-Mart. Finally in 1995, with inspiration from a CPA mentor, Andy 
founded his consulting business. In 2004, he founded Bombadil, to share his selling insights with 
the business community on a full time basis. He has authored numerous articles on the subject 
of sales, sales leadership and selling in a variety of challenging situations. 

For 8 years, Andy served as an Adjunct Professor at Rothman Institute of Entrepreneurship at 
Fairleigh Dickinson University (NJ) teaching entrepreneurship and sales and sales management.  
Andy has a BA in Economics, Binghamton University and a MBA Marketing, NYU. 

Examples of Andy’s client results with his system are: 

- Advertising Sales to Pharmaceutical Companies – unit sales increased 55% in 1st 
  year of program 
- Market Research sold to Pharmaceutical Companies – sales of key team members 
   doubled in 2 years 
- Packaging Sold to Major Cosmetic Companies – Sales up 30% after 1 year 
- Hotel Chain – room blocks and catering – sales up 20% after 2 years
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Overcoming the Reversal Curve

We have all experienced the “reversal curve.” You have a great sales call, the prospect loves you 
and swears “eternal fealty;” then, you can’t get him back on the phone. The prospect seems to have 
forgotten you exist. How is this possible, after such a great sales call?

The reversal curve offers a strong explanation.
Take a look at the curve above. The 4 colored rectangles represent the 4 sales calls in a 4 call close. 
The process looks linear. Now consider the underlying curve.

After that 1st sales call (the blue rectangle), the prospect returns to other urgent matters and forgets 
we exist. He got along without us until today, probably can make it until tomorrow. We move “down the 
reversal curve.” In many cases, the real battle in sales is the silent battle – the strategies and tactics 
that move us back up the reversal curve, to the 2nd sales call (the green rectangle).

Selling isn’t typically linear, but overcoming a series of reversals.
The Urgency Based Selling® system teaches you how to overcome the “reversal curve” – offering 
both a solution and the change implementation process.

The Urgency Based Selling® System 4



The Urgency Based Selling® System

How Urgency Based Selling® makes a
material difference:

1) Exponential sales growth even in declining markets

2) Solving the Purgatory of Call me Back in 2 weeks

3) Storming the Bastille

4) How Selling is like Texas Hold’em

5) Solving the 3 Fatal Flaws in the Selling Process

6) The Theory of the Glasses

7) Overcoming the Reversal Curve
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The Urgency Based Selling® System 6

Thought Questions

1. Are you growing your sales fast enough?
 
2. Are you in safe or serious sales conversation?
 
    Safe means you will never get a stick of business. 
    Serious means you have a chance.
 
3. Are your sales team members more social sellers or business sellers? 
    Do you want to change this?
 
4. Are you opening enough new accounts?
 
5. Are you selling profitably enough?
 
6. Are your sales team members getting WOW’s from their sales 
    presentations? Are they strong enough?
 
7. If you are getting WOW’s, what are you harvesting?
 
8. Are you getting enough introductions?
 
9. Are you creating selling dilemmas for your competition?
 
10. What does your sales team do when the prospect says “I’m good”?
 
11. Are you having a challenge integrating different sales cultures?



The Urgency Based Selling® System

Are Your Sales Foundations Solid or Crumbling?

Strong sales foundations include:
 
1)   The right business values – Do or Die vs. Best Efforts
 
2)   Strong selling tools – to get prospects into a serious conversation
 
3)   Strong selling process – to overcome the 3 Fatal Flaws
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Why we need the hybrid entrepreneurial salesperson

There are not enough entrepreneurs to go around:

- DiSC profile - only 20% of the population are entrepreneurs

- Their are 27 million small businesses

- Most entrepreneurs are engaged in small businesses

The Urgency Based Selling® System 8
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How Selling is Like Texas Hold’em

Don’t Fold a Winning Hand!
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Solving the 3 Fatal Flaws in B.D.

Assuming prospect enters conversation with 
serious intent – they don’t.

Safe vs. serious conversations – basic distinction

Assuming prospect believes what we say – 
they don’t.

Assuming prospect knows how to make a 
decision – often they can’t, particularly for the 
infrequent decision

The Urgency Based Selling® System 10



The Urgency Based Selling® System

Theory of the Glasses

Will a prospect give us a project before all the 
glasses are full?

We need to smoke out and fill the glasses
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Solving The Purgatory of:
Call Me Back in 2 Weeks

Beware of Self Limiting Assumptions

The Urgency Based Selling® System 12



“When you seek a leader, you want someone competent, who doesn’t 
need the job, who won’t create a fiefdom. Someone who will do the job 
and get out.”

“The proof is in the pudding; initial observations suggest participants are 
enjoying a 20-30% increase in sales. They are doing new sales behaviors 
and starting to think outside the box. This is what we wanted.” 

“Here are some of the things we’ve learned/done: Price conditioning - 
offering a compelling package of materials to justify a higher opening 
price that could be negotiated to a better price than we are currently 
receiving for closed deals.”

“This training helped to turn me from a relationship seller (with little 
control over the sales process) to a genuine salesperson. At the start I 
thought I had excellent selling skills only to find out that I had not even 
scratched the surface.” 

“We quickly went from a dysfunctional structure where sales people were 
repeating ineffective techniques and giving long useless reports at sales 
meetings to a highly focused, disciplined and effective team.”  

“You increased sales out of our Michigan plant to help extend the life of 
that plant for five years...You increased our sales more than 30%.”  

“Andy is a very bright and driven individual who challenges himself to 
perform at his peak level every bit as much as he challenges others to do 
the same.” 

Testimonials and Quotes
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“Despite having given you very little time to prepare, I was impressed by 
the energy and dedication with which you approached this assignment. 
I’m sure you know from the student evaluations that your students enjoyed 
the course.”

“We were dissatisfied with our outside telemarketer. You helped us recruit 
new, lower cost telemarketers, then trained them so we actually got the 
job done--calls made, appointments set.” 

“You showed us an easy way for getting “engagement” with the prospect, 
which had an immediate positive impact on my getting more appointments 
and closing more sales.” 

“Your most innovative work was figuring out how to measure what makes 
us special.” 

“You pulled prospects into our booth who we would have missed including 
the largest player in the industry (2400 members), who became a client...I 
wish I had met you years ago.” 

“Thanks again for...moving us from an interest based selling method to an 
urgency based selling method. We are expecting to double our advertising 
sales to pharmaceuticals next year as a result of your methods.” 

The Urgency Based Selling® System 14
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Hard Facts

1)   Sales increase of 10-20% over base within 1 year
 
2)   Increase closing ratio by up to 100%
 
3)   Condensing the selling cycle by 20%   
 
4)   Increase lead flow 20%
 
5)   End sales force blackmail
 
6)   Shut down the country club for sales people
 
7)   Implement  rigorous sales standards and processes
 
8)   Materially improve management of sales team and of sales management
 
9)   Add necessary leadership qualities to sales department
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