
 
 

 
 

The Quarter Zip Doctrine 

There's a narrow window between "unprofessional" and "trying too hard" on video 

calls, and most remote sellers miss it.  

We talked about this on the pod after seeing Casey Woodard's take: if you're a 

high-ticket closer, the only acceptable outfit is a quarter zip. Show up in a dress 

shirt, and you look like you're LARPing as a professional. Show up too casual, and 

you look unprofessional and childish.  

Quarter zip only. According to Casey.  

Here's why it matters more than it should: remote selling stripped away most of the 

context clues buyers use to assess credibility. They can't see your office, your 

team, or how you carry yourself in a room. All they get is your face, your voice, and 

what you're wearing from the chest up.  

https://link.mail.beehiiv.com/ss/c/u001.E70XK7_9Fvae66DcvUaw_cb5r0fu3vZgH3KGLZIR8TglcMsoTEPSSYl0F8b031jDRQ4viAdFFGjMYV1qOhPI5xqensq_l4B6UC5b4gpRjy5MY-2BAJzZTf3pct8ykx5Ch2A_wjPdULO5UMILLsUDo5hnuMPgs8-P4NZSmLAEBrUoY07vbhB5ilGeGwfHjO9cVj1cMvM_einLAjWZ9MtAmjuFhgj8SynM0H6JwG9CSwg82jwyZwVVieO6Ikx___Pzua_5rsM20U1tcHMSXSJ-O8jvENXDtTnm0r4fEcJXino/4nh/a_5J6xeQTPicUyG_AU2L3Q/h28/h001.7Yb2Yss6v8_jJPseriYqGs4KdLEZmrEIGpeGk6aBtM0


That's the entire canvas.  

When you overcorrect with a full suit or dress shirt, you're signaling that you think 

this is formal. It reads as compensation. Like you're performing professionalism 

because you don't naturally have it.  

When you underdress (hoodie, T-shirt, whatever), you're telling the buyer this call 

doesn't warrant effort. That might work if you've already built trust or your role is 

purely transactional. But in certain fields, you're cooked before you start.  

The quarter zip sits in the middle. It says: competent, put-together, not trying to 

impress you. It's the uniform of someone who does this every day and doesn't need 

to prove it.  

This isn't about fashion. It's about removing friction. Every little thing that makes a 

buyer pause, even subconsciously, costs you momentum. And on a video sales 

call, momentum is everything.  

The dress code debate is really a trust-building debate. What you wear is the 

fastest, easiest thing to control. It won't close deals for you, but it can kill one before 

you get started.  

If you're on camera selling anything above $5K, default to the quarter zip. You can 

experiment once you've built enough credibility that what you wear stops mattering.  

 


