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	Trust-Based Selling: Finding and Keeping Customers for Life, 9781484208755 (1484208757), Apress, 2014

	The first year of developing a new sales territory or establishing new customers is a daunting task—especially in dog-eat-dog industries. The traditional advice is to train quickly on products, grab a customer list, start calling for appointments, discover opportunities, and close deals. In fact, almost every sales model out there is based on nothing more than "opportunity" management. But jumping straight to opportunity will leave salespeople chasing their tails and coming up short on payday.


	With an emphasis on basic sales skills that have been refreshed for today's generation of buyers, Trust-Based Selling shows there is a significant problem you must overcome when opening up new accounts and territories. No matter what you are selling, your prospect already has a trusted relationship with an incumbent vendor and will continue to buy from that vendor even when you have the better solution. The playing field is not level—and you’re on the wrong side. So how can you compete to win?


	"Trust is the grease that makes business sales effortless," writes sales pro and trainer Dave Monty in this quick-read book. Opportunity metrics are important, but trust—and a few sharp insider tactics Monty reveals—is the guidepost that leads to success. Trust-Based Selling—an abridgement of Monty's Sales Hunting—helps you start establishing trust before you step foot in a prospect’s door, and it shows you the tactics necessary to penetrate new accounts. It also explains:

	
		The new basic sales skills as taught by master salesman Dave Monty
	
		Why trust-based relationships enable you to get and keep customers for life
	
		How to get in step with the customer’s buying cycle
	
		How to establish trust-based and traditional sales metrics to guide your efforts



	With advice based on Monty’s twenty years of IT sales and sales management experience—along with principles confirmed by academic research—Trust-Based Selling is a fast read that is packed with real-life examples and prescriptions for achieving sales success. It will prove a lifesaver for any new salesperson, as well as sales veterans needing to develop new skills and rekindle the zeal required to succeed in sales.


	What youÂ’ll learn

	
		Why traditional sales models do not work for new account acquisition.
	
		Why long-term sales success is now built on developing a trusted relationship with the customer.
	
		The best methods for achieving first meetings.
	
		The best solutions to lead with.
	
		How to qualify customers and opportunities.
	
		Where to best spend your time.
	
		How to measure and track your success.



	Who this book is for


	Salespeople and sales managers who need to expand their customer base.
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Creative Evolutionary Systems (With CD-ROM)Morgan Kaufmann, 2001
This volume shows the current state of the art, and the science, of evolutionary creativity. It shows what can--and equally important, what can't--be done at the turn of the new millennium. What will have been achieved by the turn of the next one is anyone's guess. Meanwhile, it's intriguing, it's instructive, it's difficult, and it's fun!...

		

Intelligent Data AnalysisSpringer, 2007
This monograph is a detailed introductory presentation of  the key classes of intelligent data analysis methods. The ten  coherently written chapters by leading experts provide complete  coverage of the core issues.
The first half of the book is devoted to the discussion of classical  statistical issues, ranging from the basic concepts of...


		

Applied Systems TheorySpringer, 2014

	Offering an up-to-date account of systems theories and its applications, this book provides a different way of resolving problems and addressing challenges in a swift and practical way, without losing overview and not having a grip on the details. From this perspective, it offers a different way of thinking in order to incorporate different...





	

Critical Social Theory and the End of Work (Rethinking Classical Sociology)Ashgate, 2009
"Critical Social Theory and the End of Work" examines the development and sociological significance of the idea that work is being eliminated through the use of advanced production technology. Granter's engagement with the work of key American and European figures such as Marx, Marcuse, Gorz, Habermas and Negri, focuses his arguments...


		

SNA & TCP/IP Integration HandbookMcGraw-Hill, 1998
Find the information you need. Fully 35% of business networks run the SNA protocol developed by IBM. Yet TCP/IP is the protocol of the Internet, with growing acceptance as the networking standard. As a result, many corporate computing environments face the daunting prospect of migration or integration. To handle these complex jobs, you couldn't be...

		

Post-Oil Energy Technology: The World's First Solar-Hydrogen Demonstration Power PlantCRC Press, 2008
A solution to the climate and energy crisis
Demonstrating the feasibility of a clean, renewable global energy future, Post-Oil Energy Technology: The World’s First Solar-Hydrogen Demonstration Power Plant describes the detailed design of the first 1,000 megawatt solar power plant with hydrogen storage.    
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