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1 of 1 people found the following review helpful. Good Content, But Terribly Read Audio BookBy Man of FaithThis
book seems to have good content, but the audiobook version is stilted and poorly read. It seems that the person doing
thereading is so focused on pronunciation that they make it really hard to listen to.11 of 12 people found the following
review helpful. A complete guide for beginner and pro aike.By A CustomerAfter 6 years of telemarketing very
successfully, | felt | was ready to write my own book - until this one came along! If | was going to write a
telemarketing book, | wouldn't have come close to the beauty of this book. Everything is covered here. There are
sections relating to script writing, using the proper words, setting up a productive workspace, getting out of a slump
and increasing the business you have from your existing customers. The philosophy advocated in this book is
decidedly different from the way most telemarketers have been taught to sell. What worked 10 years ago doesn't work
today. This book will update you so you can sell - honestly - in the 90's. Y ou will find many different money making
tipsin thisbook. It will pay for itself your first day on the phone. Go for it!1 of 1 people found the following review
helpful. Not worth the postage...By Bob S.Totally outdated...l bet it was great 10 years ago...but in this day and age
hardly worth it.

The first book to apply guerrilla sales and marketing tactics to the unique, high-pressure environment of electronic
communications, this groundbreaking resource is packed with valuable tips, expert advice, and insider secrets on
finding, closing, and increasing sales by phone and fax as well as via e-mail and the Internet. "This book is absolutely
loaded with insights and practical ideas you can use to increase your effectivenessin dealing with anyone in business
on the telephone. These ideas should be read, taught, digested, and practiced every single day!" -Brian Tracy, author
The Psychology of Achievement. "Guerrilla Teleselling is FUNdamental reading for anyone or any company who
does business by telephone! It coversall the basics and more. Whether you're a beginner or you've been in the business
for years, if you can't find at least 12 great ideasin every chapter that will increase your performance, you're not
reading! | am recommending it as aresource to all my clients." -Judy Lanier, author 50 Ways to Motivate Inspire Y our
Call Center Teams Past National President, American Telemarketing Association. "Guerrilla Teleselling isan
excellent guide for anyone in sales, whether arookie or a seasoned professional. . . . It entices the reader to break out
of old ruts to become a more effective salesperson by using often surprising tactics that will keep the salesperson both
challenged and successful." -Erik Lounsbury, Editor Telemarketing(r) Call Center Solutions(TM).

"This book is absolutely loaded with insights and practical ideas you can use to increase your effectivenessin dealing
with anyone in business on the telephone. These ideas should be read, taught, digested, and practiced every single
day!" --Brian Tracy, author The Psychology of Achievement"Guerrilla Teleselling is FUNdamental reading for anyone
or any company who does business by telephone! . . . If you can't find at |east twelve great ideas in every chapter that
will increase your performance, you're not reading! --Judy Lanier, author, 50 Ways to Motivate Inspire Y our Call
Center Teams'Guerrilla Teleselling is an excellent guide for anyone in sales, whether arookie or a seasoned
professional . . . It entices the reader to break out of old ruts to become a more effective salesperson by using often
surprising tactics that will keep the salesperson both challenged and successful.” --Erik Lounsbury, Editor
Telemarketing(r) Call Center Solutions(TM)From the Back CoverThe first book to apply guerrilla sales and marketing
tactics to the unique, high-pressure environment of electronic communications, this groundbreaking resource is packed
with valuable tips, expert advice, and insider secrets on finding, closing, and increasing sales by phone and fax as well
asviae-mail and the Internet. "This book is absolutely loaded with insights and practical ideas you can use to increase
your effectiveness in dealing with anyone in business on the telephone. These ideas should be read, taught, digested,
and practiced every single day!" -Brian Tracy, author The Psychology of Achievement. "GuerrillaTeleselling is
FUNdamental reading for anyone or any company who does business by telephone! It covers al the basics and more.
Whether you're a beginner or you've been in the business for years, if you can't find at least 12 great ideas in every
chapter that will increase your performance, you're not reading! | am recommending it as aresource to all my clients." -
Judy Lanier, author 50 Waysto Motivate Inspire Y our Call Center Teams Past National President, American
Telemarketing Association. "Guerrilla Teleselling is an excellent guide for anyone in sales, whether arookie or a
seasoned professional. . . . It entices the reader to break out of old ruts to become a more effective salesperson by using
often surprising tactics that will keep the salesperson both challenged and successful." -Erik Lounsbury, Editor
Telemarketing(r) Call Center Solutions(TM).About the AuthorJAY CONRAD LEVINSON is the author of the
bestselling 'GuerrillaMarketing' Series. MARK S. A. SMITH, an internationally acclaimed speaker and writer on
selling, has over 300 articles published and is past president of the Colorado Speakers Association. ORVEL RAY
WILSON is an internationally acclaimed author and speaker on sales, marketing, and management. Co-author of
Guerrilla Selling: Unconventional Weapons and Tactics for Increasing Y our Sales, he is President of The Guerrilla
Group, Inc., an international training and consulting firm serving clients worldwide.



