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B E F O R E  Y O U  S TA R T

This Is For Anyone — Not Just Experienced Closers
If you’ve never taken a sales call in your life, this guide is for you. If you’ve been closing deals for ten years and think 

you’ve heard it all, this guide is for you too. The framework inside doesn’t care how experienced you are — it cares 

whether you can point to the exact moment on a call where something worked or didn’t. Beginners need that 

structure to get started. Veterans need it because it’s easy to get sloppy once you’ve been doing something long 

enough to stop questioning it.

I’ve coached total beginners who’d never made a sales call before, and I’ve coached agency owners running six-

figure books of business. The same four categories — Discovery, Objection Handling, Closing, and Pacing — 

determine the outcome for both of them. What changes isn’t the framework. It’s how much work each category 

needs.

“The framework doesn’t care how experienced you are. It cares whether you can point to 

the exact moment on a call where something worked or didn’t.”

So wherever you’re starting from, keep reading. By the end of this guide, you’ll understand the four fundamentals, 

the different paths a remote sales career can actually take, how to score your own calls right now with nothing but 

honesty, and the exact roadmap for going from zero to a real, provable track record.
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F O R  B E G I N N E R S

What Is Remote Sales, Really?
Remote sales means exactly what it sounds like: selling over the phone or video instead of in person. No office, no 

territory, no door-knocking — just a headset, a calendar, and a conversation. Companies of every size hire remote 

sales reps because it’s cheaper than a traditional sales floor and it lets them hire the best talent regardless of 

location.

Here’s what makes it different from a typical job: most remote sales roles are commission-heavy. You’re paid based 

on what you close, not just hours worked. That’s intimidating to some people and exciting to others — but either 

way, it means your income is tied directly to a skill you can actually get better at, not tenure or office politics.

You don’t need a degree. You don’t need previous sales experience, though it helps. What you need is the willingness 

to get on real calls, get honest feedback, and treat it like a skill you’re training — the same way an athlete studies 

game film instead of just playing more games and hoping to improve by accident.

A QUICK REALITY CHECK

Remote sales isn’t a “get rich overnight” path, and anyone who tells you otherwise is selling you something else. 

It’s a real, learnable skill with real, uncapped income potential for people who actually put in the reps.

QUICK FACTS

• Typical structure: modest base pay (or none) plus uncapped commission

• No degree, license, or certification required for the vast majority of roles

• Common titles you’ll see hiring: Setter, SDR, Closer, Account Executive

• Fully remote — all you need is a reliable laptop, headset, and internet connection
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F O R  B E G I N N E R S  A N D  C A R E E R - C H A N G E R S

The Different Paths in Remote Sales
“Remote sales” isn’t one job — it’s a whole career ladder, and most people don’t realize how many rungs there are. 

Here’s a real look at the paths available, roughly in order of where people usually start:

1

Setter / Appointment Setter

The entry point for most people. You’re not closing deals — you’re booking qualified calls for a closer. Lower pressure, 

lower pay per deal, but the fastest way to get real phone reps and learn the industry from the inside.

2

Closer / Account Executive

You run the actual sales conversation and ask for the close. This is where most of the skills in this guide apply directly. 

Commission-based, often with a modest base, and where income starts to scale with skill rather than hours.

3

High-Ticket Closer

Same core skill as above, applied to bigger offers — think $3,000 to $50,000+ deals for coaches, consultants, and 

agencies. Fewer calls, bigger commissions, and a much higher bar on discovery and objection handling since the 

stakes per call are so much higher.

4

Sales Manager / Team Lead

Once you’ve proven you can close consistently, the next step is often managing a small team of closers — hiring, 

training, and taking an override on their production instead of just your own.

5

Sales Consultant / Agency Owner

Some closers eventually stop selling other people’s offers and start building their own — running a full sales function 

(lead-gen, closing, fulfillment) for other businesses as a service. This is a bigger jump, but it’s a real and common one.

6

Recruiter / Sales Trainer

Experienced closers who are good at developing other people sometimes move into training and placing talent — 

building the next generation of closers rather than only closing themselves.

Most people don’t pick a lane on day one — they start as a closer, build a track record, 

and let the results point them toward the next step.

b l a k e r u u d j o h n s o n . c o m



T H E  C O R E  F R A M E W O R K

Sales Calls, Treated Like Game Film
Whatever path you’re on, the same four categories determine almost every outcome on a sales call: Discovery, 

Objection Handling, Closing, and Pacing. This is the exact framework I use to score real, recorded sales calls — the 

same one my coaching clients and their teams are scored on every single call.

An AI applies this rubric instantly and consistently to every call — but I personally review the results with every 

member, so you’re never just getting a number, you’re getting real coaching behind it.

Get these four right and the rest of the call gets dramatically easier. Get them wrong and no amount of charisma 

fixes it. The next four sections give you the core of each one — condensed, ready to use on your very next call, and 

paired with a real example of what “weak” versus “strong” actually sounds like.

⌕

DISCOVERY

⇄

OBJECTIONS

✓

CLOSING

◷

PACING

At the end of each section, rate yourself honestly on a 1-5 scale. You’ll total those numbers up later in this guide — 

that’s the moment this stops being theory and starts being a real (if rough) read on where you actually stand.

b l a k e r u u d j o h n s o n . c o m



F U N D A M E N TA L  1  O F  4

Discovery: Find the Real Problem
Most reps think discovery is just asking questions until they’ve got enough to pitch. That’s wrong. Discovery has one 

job: find the real problem, the money behind it, and who actually makes the decision — before you ever open your 

mouth about your offer.

The real problem isn’t the first thing they tell you

When someone tells you what they’re looking for, that’s the surface. Ask one more question than feels natural. If a 

prospect says “we want more leads,” don’t move on — ask why now, what’s changed, what happens if this doesn’t get 

fixed.

Find the money behind it

Every real problem has a cost attached. If you don’t know that number, you can’t build urgency later, and you can’t justify 

your price. Ask directly: what is this costing you right now?

Find the decision path early

Before you spend 20 minutes pitching, know who else needs to say yes. Ask plainly: “Besides you, who else weighs in on 

a decision like this?”

TRY THIS ON YOUR NEXT CALL

Ask one extra question after the first answer you get — dig one layer deeper before you move on.

ON A REAL CALL

WEAK

Prospect: “We want more leads.” Rep: “Great, we can 

definitely help with that — let me show you what we offer.”

STRONG

Prospect: “We want more leads.” Rep: “Got it — what’s 

changed recently that’s made this a priority right now, 

versus six months ago?”

SCORE YOURSELF: How deep do you actually dig before you pitch?

1 2 3 4 5

Circle one. You’ll add this up later — be honest, not generous.
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F U N D A M E N TA L  2  O F  4

Objection Handling: Isolate, Don’t Defend
When a prospect pushes back, most reps do one of two things: get defensive, or cave. Neither works. The skill is 

isolating the objection — figuring out exactly what’s really being said — before you respond to it.

Slow down before you answer

Pause, and ask one clarifying question: “When you say it’s too expensive, is that compared to something specific, or is it 

more that you’re not sure it’s worth it yet?”

Structural fixes beat discounts

A discount answers “it costs too much.” It does nothing for “I don’t trust this will work.” Trust and risk objections need 

structural answers — shorter terms, different scope, a guarantee tied to their specific fear.

Watch for the objection under the objection

“I need to think about it” is often really “I don’t trust this yet.” Ask what’s actually behind a vague stall — the real 

objection is usually more specific and more fixable.

TRY THIS ON YOUR NEXT CALL

Next time you hear resistance, pause and ask one clarifying question before you respond — don’t answer an 

objection you haven’t actually identified.

ON A REAL CALL

WEAK

Prospect: “It’s too expensive.” Rep: “I hear you — if you sign 

today I can knock 10% off.”

STRONG

Prospect: “It’s too expensive.” Rep: “Compared to 

something specific, or is it more that you’re not sure yet it’s 

worth it?”

SCORE YOURSELF: Do you isolate objections, or answer the first thing you hear?

1 2 3 4 5

Circle one. You’ll add this up later — be honest, not generous.
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F U N D A M E N TA L  3  O F  4

Closing: Ask Clearly, Handle the Answer
A shocking number of lost deals aren’t lost on price or fit — they’re lost because nobody actually asked. Closing isn’t a 

trick. It’s asking clearly, for something specific, and then handling whatever comes back.

Ask like you expect a yes

Vague closes get vague answers. “So, what do you think?” invites a maybe. “Does it make sense to get you started 

today?” invites a decision.

Handle the answer, don’t just hear it

If they say yes, move immediately into next steps. If they hesitate, find out specifically what’s holding them back instead 

of accepting a soft “let me think about it.”

Leave with a real commitment, not a maybe

Even on a call that doesn’t close, never leave without something concrete: a specific date and time for the next 

conversation, not just “I’ll follow up.”

TRY THIS ON YOUR NEXT CALL

Replace your closing question with one that’s specific and expects a decision — not a generic “what do you think?”

ON A REAL CALL

WEAK

Rep: “So… what do you think?” Prospect: “Let me think 

about it and get back to you.”

STRONG

Rep: “Does it make sense to get you started today?” 

Prospect: “…Yeah, let’s do it.”

SCORE YOURSELF: Do you ask for a decision, or wait for one?

1 2 3 4 5

Circle one. You’ll add this up later — be honest, not generous.
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F U N D A M E N TA L  4  O F  4

Pacing & Call Control
You can nail discovery, objections, and closing, and still lose the call — because you let it run too long, too short, or you 

talked more than you listened. Pacing is the skill that holds everything else together.

Watch your talk ratio

If you’re talking more than the prospect during discovery, you’re doing it wrong. Ask a question, then stop. Let silence sit.

Protect the call structure

Know your shape before you dial: rapport, discovery, pitch, objections, close. If you’re an hour into what should’ve been a 

30-minute call, you’ve lost control of the structure.

Guard your calendar, not just the call itself

Don’t stack calls back-to-back with zero buffer. A real negotiation moment cut short by your next scheduled call is one of 

the most avoidable ways to lose momentum on a deal.

TRY THIS ON YOUR NEXT CALL

Review your last call and estimate your talk ratio honestly. If you were talking more than 50% of the time during 

discovery, that’s your fix for next time.

ON A REAL CALL

WEAK

Rep talks for four straight minutes explaining the product 

before asking a single question.

STRONG

Rep asks one discovery question, then stops talking 

completely and lets the silence sit until the prospect 

answers.

SCORE YOURSELF: Do you control the shape of the call, or does it control you?

1 2 3 4 5

Circle one. You’ll add this up later — be honest, not generous.

b l a k e r u u d j o h n s o n . c o m



F O R  E X P E R I E N C E D  C L O S E R S

The Mistakes Veterans Stop Noticing
Experience fixes some problems and quietly creates new ones. Here’s what tends to creep in once you’ve been 

closing long enough to stop questioning your own calls:

DISCOVERY

You stop asking the follow-up question because you “already know the answer” from a thousand calls like this one. 

Sometimes you’re right. When you’re wrong, you never find out until the deal quietly stalls.

OBJECTION HANDLING

You’ve got a polished rebuttal for every objection you’ve heard before — so you stop actually listening for which one 

you’re dealing with, and answer the wrong one confidently.

CLOSING

You’ve closed so many deals that asking directly starts to feel unnecessary — you assume they’ll tell you when they’re 

ready. Most won’t. They’re waiting for you to ask.

PACING

You’ve done this long enough that 45 minutes feels like 20. Your internal clock is one of the first things experience quietly 

breaks — and it’s almost never self-diagnosed.

None of these show up as a dramatic failure. They show up as a slightly lower close rate 

that you can’t quite explain — which is exactly why a real score, not a gut feeling, is the 

only way to actually catch them.
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T H E  M O M E N T  O F  T R U T H

Score Yourself Right Now
Go back through the four fundamentals and add up the four numbers you circled.

Discovery: ____ + Objection Handling: ____ + Closing: ____ + Pacing: ____ = Total: ____ / 20

16–20: You’re sharper than most self-raters — a real score will refine your edges, not rebuild your foundation.

10–15: You’ve got real strengths and real gaps sitting side by side. An actual score is the only way to tell which is which.

Below 10: Good news — everyone starts somewhere, and the roadmap ahead works regardless of where you’re starting from.

Here’s the catch with self-scoring: it’s a guess, not a measurement. Most people either overrate the categories they 

enjoy or underrate the ones that make them nervous. Here’s what an actual, AI-scored call from a real Closer 

Academy member looks like:

C L O S E R  S C O R E C A R D  —  S A M P L E

Real member call · Week 8 · Discovery Call · 38 min

AI SCORE RUBRIC

Discovery 92 / 100 4.60 / 5

Objection Handling 78 / 100 3.90 / 5

Closing 85 / 100 4.25 / 5

Pacing 81 / 100 4.05 / 5

SELF-SCORE EQUIVALENT 16.80 / 20

This is what real feedback looks like — specific, per-category, and tracked over time. Not a guess.

Every one of these gets a personal look from me, not just the algorithm — the AI catches 

the pattern, I help you fix it.
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T H E  B I G  P I C T U R E

The Roadmap: From Reading This to Getting 

Placed
Reading a guide is step zero. Here’s what the actual path looks like from here — the same one built into The Closer 

Academy, whether you’re a total beginner or already closing deals.

STEP 1 — LEARN THE FUNDAMENTALS

Start with The Closer Academy — Intro ($97). You’ll go deeper on the four categories in this guide, and submit your first 

real call to get an actual score — not a guess — across Discovery, Objection Handling, Closing, and Pacing.

STEP 2 — BUILD REAL REPS, NOT JUST KNOWLEDGE

Upgrade to The Closer Academy Pro ($197/mo) when you’re ready to go further: the full 30+ module library, 4 calls scored 

every month, and weekly live group coaching. This is where knowledge turns into a real, practiced skill.

STEP 3 — BUILD YOUR TRACK RECORD

Every call you submit adds to your score history. Over time, this isn’t just feedback — it becomes a real, provable body of 

evidence about how good you actually are. Most closers can’t prove their skill level to anyone. You’ll be able to.

STEP 4 — JOIN THE COMMUNITY

Pro members get access to our private community — live calls, accountability, and a leaderboard that ranks real scores, not 

just activity. You’re not doing this alone.

STEP 5 — BECOME PLACEMENT-ROSTER ELIGIBLE

Once your scores are consistently strong across a real sample of calls, you become eligible for our recruiting placement 

roster — visible to real companies looking to hire proven, trained closers.

STEP 6 — GET PLACED, THEN GROW FROM THERE

Get hired with a track record to back you up. Down the line, closers who keep growing often move into team lead roles, 

start consulting, or build their own sales operations — the same path that led to The Closer Academy itself.

THIS ISN’T A HYPE ROADMAP

It’s the same one real members are on right now — some just starting Step 1, some already placement-roster 

eligible. The only real variable is how consistently you show up.
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W H AT ’ S  N E X T

Ready to Get Scored?
You just guessed your own score. Now find out for real.

That’s what The Closer Academy is built for. Submit a real call and get it scored across all four categories — 

Discovery, Objection Handling, Closing, and Pacing — using the exact framework in this guide. You’ll see precisely 

what’s working and exactly what to fix next.

You’re not just submitting a call into a system — I’m personally reviewing your Confirmed Strengths and Confirmed 

Weaknesses with you.

With The Closer Academy — Intro ($97), you get:

• The 4 core training modules, expanded from this guide

• Your first call scored using the same rubric

• A clear, personal breakdown of your Confirmed Strengths and Confirmed Weaknesses

Get Started at blakeruudjohnson.com/closer-academy

Want more? The Closer Academy Pro ($197/mo) unlocks the full 30+ module library, 4 scored calls a month, weekly 

live group coaching, the private community, and eligibility for our recruiting placement roster.

© Blake Ruud Johnson Consulting — blakeruudjohnson.com
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