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In today's ultra-competitive business environment, it's not enough for sales professionals to be adept at technical and tactical skills such as getting appointments, making presentations, and closing deals. To really succeed, they must develop and apply their relational skills-or what is known as emotional intelligence-to help them connect with people, recognize customer wants and needs, and build strong, lasting relationships.     The concept of emotional intelligence was first popularized in the late 1990s, and later linked to leadership and management success. Studies show that a person's emotional intelligence has an 80 to 85 percent influence on success in the workplace, while his or her IQ has at best a 25 percent influence. Now, in Selling with Emotional Intelligence, author and sales trainer Mitch Anthony presents the first-ever examination of emotional intelligence as it relates to sales performance.     Anthony first explains what emotional intelligence is, then presents sales professionals with a proven program for increasing their emotional intelligence, thus improving their sales success. The program, which is known as the ARROW Program, includes five steps:  1. 	Awareness-Tune-in to natural strengths and weaknesses. Examine how 	one's personality impacts others. Be aware of emotions controlling the sales process.  2.	Restraint-Identify negative emotions that can damage relationships, inflict pain, and cost money. Prepare a rational response that will restrain emotions.  3. 	Resilience-Learn to develop an optimistic, persistent nature. Embrace adversity. Recognize the true source of discouragement. Embrace intrinsic motivators.  4.	Others (empathy)-Discern feelings and motives. Develop emotional radar. Learn to be a better listener and observer.  	5.	Working with others (building rapport)-Communicate. Resolve conflicts. Learn to relate to and lead others.    A great deal of time and money is spent training salespeople in the technical aspects of their work. However, the real need in sales training lies in helping representatives and managers hone emotional and relational skills. Selling with Emotional Intelligence provides sales professionals with a program for dealing with the emotional challenges of their work and for enhancing sales performance.
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Beacon Technologies: The Hitchhiker's Guide to the BeacosystemApress, 2016

	Learn the key standardsâ€•iBeacon, Eddystone, Bluetooth 4.0, and AltBeaconâ€•and how they work with other proximity technologies. Then build your understanding of the proximity framework and how to identify and deploy the best solutions for your own business, institutional, or consulting needs.
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Photoshop CS5: Top 100 Simplified Tips and TricksVisual, 2010

	Intermediate-level users learn to coax much more from Photoshop


	Photoshop is the preferred image-editing software, with more than four million users worldwide. Professional photographers, Web designers, graphic designers, and serious photo hobbyists who already know earlier versions of Photoshop will expand their skills by...
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Ontology-based Application IntegrationSpringer, 2011

	There is probably no invention in the history of mankind that had such a profound
	impact on our lives in such a short time as the World Wide Web. Twenty years ago,
	Tim Berners-Lee has developed the first versions of HTML which allowed to weave
	documents into the large hypertext document that we know today. It was soon realized
	that...
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Elements of Environmental ChemistryJohn Wiley & Sons, 2012

	This reference takes a quantitative approach to environmental chemistry, employing a concise style. The second edition continues the book's original approach, while adding important topics such as climate change, atmospheric chemisty, the reactive fates of organic compounds and organic pollutants associated with oil spills, and the...
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Applied Gas DynamicsJohn Wiley & Sons, 2019

	
		A revised edition to applied gas dynamics with exclusive coverage on jets and additional sets of problems and examples

	
		The revised and updated second edition of Applied Gas Dynamics offers an authoritative guide to the science of gas dynamics. Written by a noted expert on the topic, the text contains a...
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Applied Software Product Line EngineeringAuerbach Publications, 2009

	Over the last decade, software product line engineering (SPLE) has emerged as one of the most promising software development paradigms for increasing productivity in IT-related industries. Detailing the various aspects of SPLE implementation in different domains, Applied Software Product Line Engineering documents best...
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