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The Psychology of Selling Thomas Nelson

What do winners of major sales do
differently than the sellers who almost won,
but ultimately came in second place? Mike
Schultz and John Doerr, bestselling authors
and world-renowned sales experts, set out to
find the answer. They studied more than
700 business-to-business purchases made
by buyers who represented atotal of $3.1
billion in annual purchasing power. When
they compared the winners to the second-
place finishers, they found surprising
results. Not only do sales winners sell
differently, they sell radically differently,
than the second-place finishers. In recent
years, buyers have increasingly seen
products and services as replaceable. You
might think this would mean that the sale
goes to the lowest bidder. Not true! A new

favor to in this atmosphere

in the face of increasing competition and
commoditization. In Insight Selling, Schultz
and Doerr share the surprising results of
their research on what sales winners do
differently, and outline exactly what you
need to do to transform yourself and your
team into insight sellers. They introduce a
simple three-level model based on what
buyers say tip the scalesin favor of the
winners. Level 1 "Connect." Winners
connect the dots between customer needs
and company solutions, while al'so
connecting with buyers as people. Level 2
"Convince." Winners convince buyers that
they can achieve maximum return, that the
risks are acceptable, and that the seller isthe
best choice among all options. Level 3
"Collaborate." Winners collaborate with
buyers by bringing new ideas to the table,
delivering new ideas and insights, and
working with buyers as ateam. They also
found that much of the popular and current
advice given to sellers can damage sales
results. Insight Selling is both a strategic and
tactical guide that will separate the good
advice from the bad, and teach you how to
put the three levels of selling to work to

breed of seller—the insight seller—is winningnspire buyers, influence their agendas, and

the sale with strong prices and margins even
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maximize value. If you want to find yourself

July, 27 2024

Solution Selling Audiobook



and your team in the winner's circle more
often, this book is a must-read.

Cracked it! McGraw Hill Professional
In this age of rapidly-advancing
technology, sales professionals need a
reliable method for selling products and
services that are perceived as
sophisticated or complex. This book
offers techniques for overcoming the
customer's resistance, showing how to
generate prospects and new business with
a unique value-perception approach,
create a set of tools that enable sales
managers to manage pipeline, assign
prospecting activity, control the cost of
sales, and more.

What Great Salespeople Do: The Science of
Selling Through Emotional Connection and
the Power of Story Red Wheel/Weiser
Christopher Hitchens, described in the
London Observer as “ one of the most
prolific, as well as brilliant, journalists of our
time” takes on his biggest subject yet— the
increasingly dangerous role of religion in the
world. In the tradition of Bertrand

Russell’ s Why I Am Not a Christian and
Sam Harris’ s recent bestseller, The End
Of Faith, Christopher Hitchens makes the
ultimate case against religion. With a close
and erudite reading of the major religious
texts, he documents the ways in which
religion is a man-made wish, a cause of
dangerous sexual repression, and a
distortion of our origins in the cosmos. With
eloquent clarity, Hitchens frames the
argument for a more secular life based on
science and reason, in which hell is replaced
by the Hubble Telescope’ s awesome view
of the universe, and Moses and the burning
bush give way to the beauty and symmetry

of the double helix.

Mastering the Complex Sale John Wiley & Sons
Why do salespeople frequently fail to execute-even
when they know what they should do?
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The New Solution Selling Penguin
FROM THE BESTSELLI NG AUTHOR OF
SOLUTI ON SELLI NG The program
that is revolutionizing highend
sel ling, by show ng conpani es
how to "clone” their top sales
performers CECs woul d pay
anything to replicate their
best sal espeopl €;
CustonerCentric SellingTM

expl ains instead how to
replicate their skills. It
details a repeatabl e, scal able,
and transferabl e sal es process
that formats the questions that
superi or sal espeopl e ask, and
then uses the results to

I nfl uence and enhance the words
and behaviors of their

col | eagues. CustonerCentric

Sel 1'i ngTM shows sal espersons
how to differentiate thensel ves
and their offerings by
appeal i ng to custoner needs,
steering away from neki ng one-
way presentations and toward
havi ng nmeani ngful and goal -

ori ented conversati ons.
Currently offered in workshops
and sem nars around the world,
its program provi des step-by-
step directions to help sales
prof essi onal s: Transform sal es
calls into interactive
conversations Position their
offerings in relation to buyer
needs Facilitate a nore

consi stent custoner experience
Achi eve shorter sales cycles

I ntegrate sal es and narketing

i nto a cooperative, Cross-
functional team CustonerCentric
SellingTM details a trademarked
sal es process that incorporates
dozens of elenents, skills, and
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sequences into a coherent and
proven net hodol ogy. By teaching
a specific yet innovative nodel
for selling big ticket, often-

I nt angi bl e products and
services, it shows sales

prof essi onal s and executives how
to make the seller-buyer
relationship far |ess
adversarial, and take selling to
a hi gher |evel.

God I's Not Great Sinon and
Schust er

Shows that know ng the
principles of selling is a
prerequi site for success of
any kind, and explains howto
put those principles to use.
This title includes tools and
techni ques for mastering
persuasi on and cl osing the
sal e.

The Science of Selling

Har per Col | i ns UK

True or false? In selling high-

val ue products or services:
‘closing increases your chance of
success; it is essential to
descri be the benefits of your
product or service to the
custoner; objection handling is an
i mportant skill; open questions
are nore effective than cl osed
guestions. Al false, says this
provocati ve book. Neil Rackham and
his team studi ed nore than 35, 000
sal es calls nade by 10,000 sal es
people in 23 countries over 12
years. Their findings revealed
that many of the nethods devel oped
for selling | owval ue goods j ust
don‘t work for major sales.
Rackham went on to introduce his
SPIN-Sel i ng nethod. SPIN

descri bes the whole selling
process: Situation questions
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Probl em questions Inplication
guestions Need- payoff questions
SPIN-Selling provides you with a
set of sinple and practical

t echni ques whi ch have been tried in
many of today‘s | eadi ng conpanies
with dramatic i nprovenents to their
sal es perfornmance.

Sell O Be Sold Sourcebooks,

| nc.

Prai se for Mastering the
Compl ex Sale "Jeff Thull's
process plays a key role in
hel pi ng conpani es and their
custonmers cross the chasmw th
di sruptive innovations and
succeed w th gane-changi ng
initiatives." —Geoffrey A
Moor e, author of Crossing the
Chasm and Dealing wth Darw n
"This is the first book that

| ays out a solid nethod for

sel ling cross-conpany, Cross-
border, even cross-culturally
where you have nultiple

deci sion makers with nmultiple
agendas. This is far nore than
a 'selling process'—+t is a
survival guide—a truly

out st andi ng approach to

bringing all the pieces of the
puzzl e together." —Ed Daniels,
EVP, Shell d obal Sol utions

Downst ream President,
CRI/Criterion, Inc. "Mastering
the Conplex Sale brilliantly
sets up value fromthe
customer's perspective. A nust-
read for all those who are
managi ng nul ti nati onal busi ness
teans in a conplex and highly
conpetitive environnent."
—Sam k Mukherjee, Vice

Presi dent, Onshore Busi ness,
Technip "Custoners need to know
the value they will receive and
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how they wll receive it.

Thull's insights into the
conpl ex sale and how to clarify
and quantify this value are

r emar kabl e—\Vast eri ng t he Conpl ex
Sale will be required reading
for years to cone!" —tLee

Tschanz, Vice President, North
Aneri can Sal es, Rockwel |
Aut omation "Jeff Thull is

W nni ng the war agai nst
commoditization. In his world,
val ue trunps price and

commodi tization isn't a given,
it's a choice. This is a proven
alternative to the price-driven
sale. We've spoken to his
clients. This stuff really

wor ks, folks." —Pave Stein, CEO
and Founder, ES Research G oup,
Inc. "Qur business depends on
del i vering breakt hrough thinking
to our executive clients. Jeff
Thul | has significantly

redefi ned sal es and marketing
strategies that clearly connect
to our gl obal audience. Read it,
act on it, and take your results
to exceptional levels." —Sven
Kroneberg, President, Sem narium
I nternacional "Jeff's main

t hesi s—that professional

cust omer guidance is the key to
success—ings true in every

gl obal market today. Mastering
the Conplex Sale is the
essential read for any

organi zation | ooking to
transformtheir business for

| ong-term val ue-driven growh."
—Jon T. Lindekugel, President,
3M Heal th I nformati on Systens,
Inc. "Jeff Thull has re-

engi neered t he conventi onal

sal es process to create
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predi ctabl e and profitable

growh in today's conpetitive
mar ket pl ace. It's no | onger
about selling; it's about

gui ding quality decisions and
creating coll aborative val ue.
This is one of those rare books

that will make a difference.”
—Car ol Pudnos, Executive
director, Healthcare Industry,

Dow Cor ni ng Cor poration

The Solutions Oiented Leader
McG aw Hi || Professional

Wn nore deals with the
perfect sales story! “Power
Messaging i s a foundati onal

el ement in our gl obal

mar ket i ng canpai gns and sal es
training prograns. W believe
t he concepts are core to
engagi ng i n custoner
conversations that are
focused on their outcones and
what they want to achieve.”
—Karen Qui ntos, CMO and SVP,
Dell Inc. “The concepts
outlined in this book are
critical skills to building a
wor | d- cl ass presal es

organi zation.” —Ken Hanel,
Senior Vice President, G obal
Sol uti ons and Presal es, SAP
“Qur new nessagi ng, using the
approaches presented in this
book, is great and is being
wi dely used by our sales
team W’ ve never had a year
end sales neeting wth
content that was net with
such w despread acceptance
and enthusiasm” —Jerry D.
Cline, Senior Vice President,
Retail Sal es and Marketi ng,
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Amer i sour ceBergen Drug Conpany heroes and they achieve

“The best sal espeople sit
across the table and nake
change easy for their custoner
by creating a succinct story
and vision for what to change,
how to change it, and how it
wi || inpact custoner results.
An enterprise focus on sales
nmessagi ng, using the concepts
in this book, is the hidden
secret to driving increnental
sal es productivity and
overwhel m ng cust omer

success!” —Ken Powell, Vice
Presi dent, Worl dw de Sal es
Enabl ement, ADP “The Power

Messagi ng techniques in this

book are the foundation of howthe Conplex Sal e,

our marketing team creates our
sal es nessages, as wel |l
process our field sales teans
use for delivering that
message in a uni que and

conpel ling way. At Kronos our
results are a reflection of
the power of the tool.” —Aron
Ain, CEQ, Kronos About the
Book: In today’'s highly
conpetitive world of conpl ex
sal es, commoditization of your
brand is one of the greatest
dangers. You nust
differentiate yourself from
the conpetition—er you wll

| ose out. And the way to do
that is through custoner
engagenent. Rather than sell
your own corporate story and
brand nessage, you need to
tell
one in which they are the
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success. Erik Peterson and Tim
Ri esterer have been devel opi ng
and honi ng their Power
Messagi ng sal es techni que for
nore than 20 years, and now
they reveal all their secrets
I n Conversations That Wn the
Conpl ex Sale. Presenting a
catal og of facts or playing 20
guestions with prospective
custoners is the surest way to
| ose the sale. Peterson and

Ri esterer provide the tools
you need to recraft your
nessage into a conpelling
story that wins nore deals.
Wth Conversations That Wn
you Il learn

how to: Differentiate yourself

as thefromthe conpetition by

finding your “Val ue Wedge”
Avoi d parity in your val ue
propositions by creating
“Power Positions” Create a
nessage that can literally
doubl e the nunber of deals you
cl ose Spi ke custoner attention
and create “Ww' 1n your
conversations Prove all your
clains without resorting to
lists of boring facts and
statistics Your conpetitors
are out there telling their
own corporate story—a story
custoners don’t want to hear.
Now is the tinme to seize the
nmonent. This book is the one
and only source you need to
reframe your sales story and

custoners their story—theturn the tables on the

conpetition by fully engaging
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t heir woul d- be custoners.
Conversations That Wn the
Conpl ex Sal e hel ps you create
and deliver nessages that
custoners care about, giving
your brand the clear edge in
today’ s crowded narkets.

The Sal es Leader's Probl em

Sol ver MG aw Hi ||
Pr of essi onal
Davi d Kepler, thrust into

responsibility for a national
sal es force, develops a new
conpany-savi ng busi ness
approach, in a novel show ng
busi ness readers how to apply
t hat approach to their own
sal es and nmarketing dil emmas
Rel ent| ess Sol uti on Focus:
Train Your M nd to Conquer
Stress, Pressure, and
Under per f or mance

AMACOM Arer i can Managenent
Associ ati on

The breakt hrough process used
by nore than 500, 000 sal es
prof essi onal s worl dw de! The
Sol ution Selling Fieldbook
hel ps you integrate the plan's
nut s- and- bol ts techni ques into
your own day-to-day practices,
and i nmmedi ately gain access to
key deci si on nakers, diagnose
buyers' busi ness issues, and

I ncrease top-1ine sales.
Bui | di ng on the processes,
princi ples, and managenent
systens outlined in The New
Solution Selling, this
practitioner's workbook
features: A conplete step-by-
step blueprint for sales
success A trial copy of
Solution Selling software A
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val uabl e Solution Selling CD ROM

that includes tools, tenplates,
and sales letters Includes

Excl usi ve Sol ution Selling
Software on CD- ROM More than 120
wor k sheets on negoti ati ng,
opportunity assessments,

| npl enent ati on plans, and nore
Letters/e-nmail tenplates
Coaching on Solution Selling

t echni ques | nport/export
capabilities Links to nore

Sol ution Selling content

Sell the Way You Buy MG aw

Hi Il Professiona

Wiile a Vice President at

Sal esforce, David Priener had
an epi phany during one of the
conpany's hi gh-pressure selling
periods: the very sales tactics
t hey were using were not

wor king on him Yes, the
nunmbers still showed results,
but through brute force rather
t han el egance and efficiency.
Priemer al so discovered that
his sal es col | eagues were
spending far nore tinme on | eads
that did not convert to sales
than on those that did. H's
conpany--and his entire

prof ession--was acting with
nore than enough gusto, but

wi t hout enough awareness and
enpat hy. They were not selling
the way they buy. Sell the Way
You Buy is about nmuch nore than
putting yourself in the
custonmer's shoes. Custoners
don't always know what they
want or need, or they may be
seeking a solution for
sonething that isn't their core
probl em They suffer from
status quo bias, fromrecency
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bi as, fromconfirmation bias.

And neanwhil e, the state of

over whel m ng choi ce has nost
products and sol ution providers
adrift in the "Sea of Saneness."
In today's world, al nost
everyone is in sales, but as
Prienmer realized, we don't teach
it. Sell the Way You Buy w |
show you how to ask questions,
how to listen, howto tell a
conpel ling brand story, and how
to talk to customers (howto
talk to people). Priener reveals
scientifically supported nethods
t o understand the custoner,
identify their needs, and nove
them toward the right
solution--all the while teaching
you to avoid all the reasons why
t he average person doesn't |ike
sal espeople. In short, to sel

t he way you buy.

Bei ng The Sol ution Taylor &
Franci s

In a constantly BUSY world, where
time for reading i s scarce,

AUDI OBOCKS energe as an innovative

solution. In "How to Sell Mre
Audi obooks: Secrets to Boost Your
Sal es, " di scover EFFECTI VE

STRATEQ ES to transform your books
into captivating auditory
experiences. This practical guide
expl ores | NNOVATI VE METHCDS t o
conquer an increasingly |arger
audi ence and maxi m ze your

audi obook sales. Find out howto
adapt your work to the audio
format, using engagi ng techni ques
to attract and maintain |listeners’
attention. Learn to explore the
uni que benefits of audi obooks and

to highlight your content in a
uni que way. Wth practical tips
and market secrets, this book

offers a clear script to boost
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your sal es and conquer a pron nent

space in the expandi ng audi obook

mar ket . Whet her you are an aut hor,
editor, or entrepreneur, this guide
will be your strategic conpanion to

capitalize on the potential of

audi obooks. Uncover the secrets to
boost your sales and position
yourself at the forefront of this
grow ng nmarket.

Selling Is Hard. Buying Is
Har der. AMERI CA BOOKS

"After | sent ny teamto the
Question Based Sel |ling
program not only was the

f eedback fromthe training
out st andi ng, but we
experienced an i medi at e

positive inpact in
results."—Ji mCusick, vice
presi dent of sales, SAP
Anerica, Inc. "Follow ng the
program even our nost

experi enced sal espeopl e
raved, saying BS was the
best sales training they have
ever experienced!"-Al an D.
Rohrer, director of sales,
Hewl ett Packard For nearly
fifteen years, The Secrets of
Question Based Sel ling has
been hel pi ng great

sal espeople |live you deliver
big results. It's commobnsense
approach has becone a

cl assic, nust-have tool that
denonstrates how asking the
ri ght questions at the right
time accurately identifies
your custoner's needs. But
consuner behavior and sal es

t echni ques change as rapidly
as technol ogy—and there are
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countl ess contradictory sales confirm our

training progranms prom sing
results. Know ng where you

hypot heses and
I gnore conflicting evidence.
We vi ew chal | enges

should turn to for success caninconpletely through the

be confusing. Now fully

revi sed and updated, The
Secrets of Question Based
Selling provides a step-by-
step, easy-to-follow program
t hat focuses specifically on
sal es

ef fecti veness—+dentifying the
strategi es and techni ques that
wi Il increase your

of success. How you sell has

beconme nore inportant than therigorous and practical

product. Wth this hands-on
guide, you will learn to:
Penetrate nore accounts
Overcone custoner skepticism
Establish nore credibility
sooner Generate nore return
calls Mdtivate different types
of buyers Devel op nore

I nternal chanpi ons Cl ose nore
sal es...faster And nuch, nuch
nor e

SPIN® -Selling Entrepreneur
Press

Sol vi ng conpl ex probl ens and
selling their solutions is
critical for personal and
organi zati onal success. For
nost of us, however, it
doesn’t cone naturally and we
haven’t been taught how to do
It well. Research shows a
host of pitfalls trips us up
when we try: W' re quick to
bel i eve we understand a
situation and junp to a
flawed solution. W seek to
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probability Garrette,

of
And

f ramewor ks we know i nstead
with a fresh pair of eyes.
when we conmmuni cate our
recommendat i ons, we forget
reasoning isn't obvious to
audi ence. How can we do it
better? In Cracked It!,
seasoned strategy professors
and consultants Bernard

Corey Phel ps and
Aivier Sibony present a

four -
step approach to overcone
these pitfalls. Building on
tried-and-tested (but rarely
reveal ed) nethods of top
strategy consultants, research
I n cognitive psychol ogy, and
the | atest advances in design
t hi nki ng, they provide a step-
by-step process and tool kit
that will help readers tackle
any chal | engi ng busi ness

probl em Using conpelling
stories and detail ed case
exanpl es, the authors guide
readers through each step in
the process: fromhowto
state, structure and then

sol ve problens to how to sel
the solutions. Witten in an
engagi ng style by a trio of
experts with decades of

experi ence researching,

t eachi ng and consulting on
conpl ex busi ness probl ens,
this book will be an
I ndi spensabl e nmanual

our
our

f or
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anyone interested in creating
val ue by hel ping their

organi zati ons crack the

probl ens that matter nost.
Solution Selling: Creating
Buyers in Difficult Selling
Mar ket s AVACOM

Sal es isn't about pushing
products or being efficient;
it's about building the right
systens to manage and enpower
your sal espeople. If you read
not hi ng el se on sal es, read
these 10 articles. W' ve
conbed t hrough hundreds of
Har vard Busi ness Revi ew
articles and selected the
nost i nportant ones to help
you understand how to create
the conditions for sales
success. This book wi ||

i nspire you to: Understand
your custoner's buying center
Integrate your sales and

mar keti ng operations Assess
your business cycle and its

| npact on your sales force
Transition away from sol ution
sal es Leverage the power of

m cromar kets | ntroduce

ti ebreaker selling and
consensus selling Mdtivate
your sales force properly
This collection of articles

I ncl udes "Maj or Sal es: Wo
Real | y Does the Buying," by
Thomas V. Bonoma; "Ending the

War Bet ween Sal es and

Mar keting,"” by Philip Kotler,
Nei | Rackham and Suj

Kri shnaswany; "Match Your

Sal es Force Structure to Your
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Busi ness Life Cycle," by
Andris A Zoltners, Prabhakant
Sinha, and Sally E. Loriner;
"The End of Solution Sales,"
by Brent Adanson, Matthew

Di xon, and N chol as Toman;
"Selling into Mcronmarkets,"
by Mani sh Goyal , Maryanne Q
Hancock, and Homayoun Hat am ;
"Dismantling the Sal es

Machi ne," by Brent Adanson,
Mat t hew Di xon, and N chol as
Toman; "Ti ebreaker Selling,"
by Janmes C. Anderson, Janes A
Narus, and Marc Wuters;
"Maki ng the Consensus Sal e, "
by Karl Schm dt, Brent
Adanson, and Anna Bird;
Ri ght Way to Use
Conpensation," by Mark
Roberge; "How to Really
Mot i vate Sal espeopl e," by Doug
J. Chung; and "Getting Beyond
' Show Me t he Money, an
interviewwith Andris Zoltners
by Dani el MG nn.

The Quadrant Sol ution Page

Two

“Al ways be cl osing!”

—d engarry G en Ross, 1992
“Never Be Closing!” —a sales
book titl e,
—sal espeopl e everywhere, 2017
For decades, sal es managers,
coaches, and authors tal ked
about cl osing as the nost
essential, nost difficult
phase of selling. They

i nvented pushy tricks for the

"The

final ask, fromthe “take
delivery” close to the “now
or never” close. But these
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tactics often alienated di scover how to: Conpet e on
custoners, leading to fads for value, not price, by securing
the “soft” close or even a Commtnent to Invest early

abandoni ng the idea of closingin the process.

al together. It sounded great
in theory, but the results
were often m xed or poor.

| eft a generation of

That

sal espeopl e wondering how theyfrom al |

shoul d t hi nk about cl osi ng,

Ask for a
Commi tnment to Build Consensus
wthin the client’s

or gani zati on, ensuring that
your solution has early buy-in
st akehol ders.

Prevent the possibility of the

and what strategies would leadsale falling through at the

to the best possible outcones.
Ant hony | annarino has a

di fferent approach geared to

t he new technol ogi cal and
social realities of our tine.
In The Lost Art of d osing,
proves that the final

commi tment can actually be onehel p them achi eve real

of the easiest parts of the
sal es process—+f you’ ve set
up properly with other

comm tnents that have to
happen | ong before the cl ose.
The key is to | ead custoners

t hrough a series of necessary
steps designed to prevent a
purchase stall. lannarino
addressed this in a chapter of
The Only Sal es CGui de You’' |
Ever Need-whi ch he t hought
woul d be his only book about
selling. But he discovered so
much hunger for gui dance about
closing that he’s back with a
new book full of proven
tactics and useful exanples.
The Lost Art of Closing wll
hel p you wi n cust oner
commtnent at ten essenti al

poi nts al ong the purchase
journey. For instance, you'll

it
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he cl osi ng,

| ast m nute by proactively
securing a Commtnent to
Resol ve Concerns. The Lost Art
of Cosing wll forever change
the way you think about

and your clients wll
appreciate your ability to
change
and real results.\

The Chal | enger Sal e Phoeni x
Books

Doubl e and triple your

sal es--in any nmarket. The

pur pose of this book is to give
you a series of ideas, nethods,
strategies, and techni ques that
you can use imedi ately to nake
nore sales, faster and easier
than ever before. It's a

prom se of prosperity that

sal es guru Brian Tracy has seen
fulfilled again and again. Mre
sal es peopl e have becone
mllionaires as a result of
listening to and applying his

i deas than from any ot her sales
trai ning process ever

devel oped.

Solution Selling in

| nf ormati on Busi nesses ANVACOM
Div Anerican Mgnt Assn

Now, for the first tine ever,
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the tine-tested, proven

t echni ques perfected by the
wor | d-f anous Dal e Car negi e®
sal es training program are
avai l abl e in book form The
two crucial questions nost

of ten asked by sal espeopl e
are: "How can | close nore

sal es?" and "What can | do to
reduce obj ections?" The answer
to both questions is the sane:
You |learn to sell froma
buyer's point of view @ obal
mar kets, increased technol ogy,
I nformati on overl oad,
corporate nergers, and conpl ex
products and services have
conbi ned to nmake the

buyi ng/ sel li ng process nore
conplicated than ever.

Sal espeopl e nmust under st and
and bal ance these factors to
survive amd a broad spectrum
of conpetition. Mboreover, a

| ot of what the typical ol d-
time sal esperson did as
recently as ten years ago is
now done by e-commrerce. The
new sal es professional has to
capture and nai ntain custoners
by taking a consultative
approach and learning to
unearth the four pieces of

i nformation critical to
buyers, none of which e-
comerce al one can yield. The
Sal es Advantage wi Il enable
any sal esperson to devel op

| ong-term cust oner

rel ati onshi ps and hel p nake

t hose custoners nore
successful —a key conpetitive
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advant age. The book i ncl udes
speci fic advice for each stage
of the el even-stage selling
process, such as: How to
find prospects fromboth

exi sting and new accounts -«
The i nportance of doing
research before approaching
potential custonmers  How to
determ ne custoners' needs,
such as their primary interest
(what they want), buying
criteria (requirenents of the
sal e), and dom nant buying
notive (why they want it)
How to reach the deci sion
makers ¢« How to sell beyond
guestions of price The cutting-
edge sales techniques in this
book are based on interviews
accunul ated fromthe sal es
experi ences of professionals
in North Anerica, Europe,

Latin Anmerica, and Asia. This
book, containing nore than one
hundred exanpl es from
successful sal espeopl e
representing a wide variety of
products and services from
around the world, provides
practical advice in each
chapter to turn real -world
chal | enges i nto new
opportunities. The Sal es
Advantage is a proven,

| ogi cal, step-by-step guide
fromthe nost recogni zed nane
in sales training. It wll
create nutual ly benefici al
results for sal espeopl e and

custoners alike.
Zero to Sold John Wley and Sons
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The Web has changed the gane for negoti ation to assessing and
your custoners—and, therefore, for developing the skills of your sales
you. Now, CustonerCentric Selling, force, you' ll learn how to nmake
al ready recogni zed as one of the sure that each step your business
prem er nethodol ogi es for managing takes is the right one.
t he buyer-seller relationship,

hel ps you level the playing field

SO0 you can reach clients when they

are ready to buy and create a

superior custoner experience. Your

busi ness and its people need to be
“CustonerCentric’—w |l ling and abl e

to identify and serve custoners

needs in a world where conpetition

waits just a mouse-click away.

Tradi tional wi sdom has |ong held

t hat selling neans convincing and

per suadi ng buyers. But today’s

buyers no | onger want or need to be

sold in traditional ways.

CustonerCentric Selling gives you

mastery of the crucial eight

aspects of conmmunicating with

today’s clients to achieve opti nal

results: Having conversations

i nstead of making presentations

Asking rel evant questions instead

of offering opinions Focusing on

solutions and not only

rel ati onshi ps Targeting

busi nesspeopl e i nst ead of

gravitating toward users Relating

product usage instead of relying on

features Conpeting to w n—Aot j ust

to stay busy C osing on the buyer’s

tinmeline (instead of yours)

Enpoweri ng buyers instead of trying

to “sell” them What’s nore,

CustonerCentric Selling teaches and

reinforces key tactics that wll

make the nost of your

organi zation’s resources. Perhaps

you feel you don’'t have the

smartest internal systens in place

to ensure an ideal workflow.

(Perhaps, as is all too common, you

| ack identifiable systens al nost

entirely.) Fromthe basics—and

beyond—ef strategi c budgeti ng and
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