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We Plan. I Write. You Win.

JACK CANTWELL BUSINESS PHILOSOPHY
1. Provide ongoing value for Clients

2. Equally important - Give back to the Community
,,

COMMUNITY INVOLVEMENT
Lebanon Valley Chamber of Commerce 
Member of the Military Affairs Committee 

Winner of General Frank Smoker Beyond the Call Award
Ambassador of the Year

Community of Lebanon Association 
Former Board Member (15 years) 

Businessperson of the Year 
Lester Leffler Community Service Award 

Myerstown-Elco Rotary 
Active Member,  PR for Flags for Heroes

Mary Gate of Heaven Church, Myerstown 
Lector. Cantor, Choir

Compeer of Lebanon County 
PR volunteer

The Anne Fund 
Sports Memorabilia Auction PR

Ithaca College
Former Board Member

Edgar “Dusty” Bredbenner Distinguished Alumni Award

Morsels
Marketing

Ispent many years in a classroom teaching marketing and sales
courses. The most common sales technique was to be aggressive,
get to the point, and sell the other party on the idea that your pro-

posed solution would be the best way to solve your problem. It made
sense, right?

But there is another approach that I experienced watching my col-
leagues in Japan when I worked there for five years…when you meet for
the first time, NEVER SPEAK FIRST. Let the other guy (or team) make
the first move and allow you to access the opponent’s strategy and gain
an advantage in the negotiation.

It never failed to impress me when the Japanese team found out
when the Americans planned to return home. They would string out the
process. until the end, then drop the hammer and take them to the air-
port. The Americans either had to concede or go home empty-handed.
My long-term stay kept me immune from this tactic.

Both approaches work, depending on your comfort level. In both
cases, you have to do your homework and clearly understand what you
are selling as a solution to the prospect or customer’s problem. You
must relate your product or service to the proper solution. 

Unrelated to this topic, my Morsel template has changed, placing
more emphasis on Community Involvement as an essential marketing
strategy. We will take a deeper dive into that topic for the March Morel.

In the meantime, may February be filled with sweetheart deals for
your business!

Call Jack Cantwell at Skylimit Marketing 
717-269-0288 for a free consultation.

You can also email jack@skylimitmarketing.com
or visit www.skylimitmarketing.com
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