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What do you think the 2023 
selling season will be like?



What’s a brand you would 
never leave?



Business Planning:
Where will my growth come from?

Retain current customers and sales volumes
Maintaining trust and confidence
Leveraging “promoters”
Draw your “80% line”

Up-Sell current customers and trial users
Opportunity prioritization is key for this group
Be confident with your ask!
Leverage proposals… early

New trial users and customers
Establish trust
Build confidence
Define your differential advantage



Priority Call Planning:
Show up on the farm prepared. Don’t be a victim of “reactive mode.”

Solve problems!
Establish actionable
objectives
Build positioning statements
and impactful discovery 
questions
Gather helpful proof sources
Anticipate objections
Identify ideal next steps



Help solve my challenges



Partner to Profit Field Planning Experience
This year we’re launching our “Partner to Profit Field Planning Experience.” The 
goal is to partner with you to maximize profitability on at least one new field 
where you’re not currently planting Cornelius. 

Because we believe we have the best products and insights for this area and your 
operation, here’s how we’d like to partner.

You commit to:
• Adding a field to your existing Cornelius purchase by Nov. 15
• Partnering with me to share more about your field and farming operation

We commit to:
• All growth units qualifying for the Cornelius Growth Commitment Credit 

($6/corn, $1/beans)
• Waiving the fee for our custom box program, ensuring you receive the 

convenience of bulk without requiring you to purchase more seed than you need 
for the field

• Applying our team’s expertise to build a profitability recommendation for the 
field. This will be based on our 5 top influencers of profitability: right 
genetic/trait combination for the field, planting for a successful start, proactive 
monitoring and scouting, timely and efficient harvest, and grain marketing.



“I would rather wait until after harvest to 
see what performance looks like.” 

Listen

"I can understand why you would 
consider this early to commit. I 
hear that from some of my best 
customers."

"I see my job as giving your 
specific field the best 
options. Alternatives give you the 
best way to make the most 
profitable decision."

Explore

"What additional information 
would build your confidence 
prior to harvest to take 
advantage of nearly $5,000 in 
seed input savings?"

"How would you describe the 
difference between an "order" 
and a "reservation"?

"Many of our customers 
appreciate reserving seed 
early. What benefits to your 
operation would securing this 
reservation provide?"

Resolve

"You mentioned you are 80% 
confident you know your 
management plans for these 
fields heading into next season. I 
will commit to providing our in-
season performance data to 
finalize the reservation to an 
order by mid-November."

"What performance data would 
change the decision based on 
the benefits we outlined in our 
field optimization plan?"

Nod

"To take advantage of the 
benefits we just outlined and 
give you peace of mind in 
securing these products, we 
could outline the maximum 
savings if we reserve these 
today. Sound good?"



“I feel I should wait until I see what other 
seed suppliers can do for price quotes.” 

Listen

"That's a common reaction I get."

"I agree that input costs are an 
important component of your 
operation's profit goals."

Explore

"What could the potential 
drawbacks to waiting look like as 
we get deeper in the seed sales 
season?"

"What additional information 
would be helpful to build your 
confidence that the benefits we 
outlined will give you the best 
opportunity to achieve your 
field's revenue goals?"

Resolve

"With the current benefits we've 
outlined, let's breakdown what a 
competitive option would need 
to look like down the road."

"You mentioned you feel the 
market will likely get more 
volatile than less in the months 
to come. Can we agree we 
should leverage the best 
opportunity today and secure 
this reservation?"

Nod

"You have my contact 
information. Let's secure this 
reservation today so we can 
reserve the right products at the 
best possible savings. Sound like 
a plan?"


