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Steve W Martin : Heavy Hitter I.T. Sales Strategy  before purchasing it in order to gage whether or not it would be 
worth my time, and all praised Heavy Hitter I.T. Sales Strategy: 

0 of 0 people found the following review helpful. Having Steve's sales experience focused in technology is just a 
fortuneBy raulsananesAs a recent alumni of Steve from his Sales Management class at USC, and now working in I.T. 
Sales, I'm very excited about continuing learning from Steve's experience. During his course I got to learn not only 
from him but also from the guests he brought to class, which he also does in his books. Having now his sales 
experience focused in the sales of technology is just a fortune.0 of 0 people found the following review helpful. Five 

http://f3db.com/pub/links.php?id=B00NGZPYDO


StarsBy Avery LyfordGreat insights delivered in a way that you can quickly take action0 of 0 people found the 
following review helpful. Five StarsBy Rod RomanchukGreat read.

Heavy Hitter I.T. Sales Strategy is a comprehensive guide for penetrating new accounts, differentiating your solution 
during the sales cycle, and winning highly competitive accounts. It is based on extensive research and interviews with 
more than 1,000 key information technology decision makers, top technology salespeople, and vice presidents of sales. 
The book provides state of the art technology sales strategies and advanced tactics for senior salespeople who want to 
learn the secrets of top performers.Technology Sales Organization Strategy: Key Trends and Performance 
MetricsAdvanced Sales Cycle Strategy: Control the Complex Technology SaleSales Call Strategy: Strategically 
Structure Meetings to Differentiate Yourself innbsp;face-to-face customer meetingsNew Account Penetration 
Strategy: Language-based Tactics to Secure Initial Customer MeetingsPersonal Communication Strategy: How to say 
the Right Words at the Right Time to Convince Customers to BuyEasy-to-read Format: Extensive examples, 
illustrations, and practical case studies. Readers will find advice on how to win over C-level I.T. executives and senior 
business leaders across the organization. Discover how I.T. organizational structure impacts company decision 
making. Determine how to gain strategic account control based upon the people, process, and politics of selling to 
complex businesses. Learn to conduct persuasive sales calls using sales linguistics, the study of how the customer's 
mind uses and interprets language.

From the AuthorThis book is for senior technology salespeople and sales leaders, those who have been in the field for 
five, ten, and fifteen plus years. It is based upon my experiences working with over one-hundred-fifty technology 
companies and extensive research which included three types of interviews: Interviews with several hundred 
technology vice presidents of sales about their sales organization goals, challenges, and their strategies to exceed their 
revenue targets. You will find interview excerpts in Part I sales organization strategy. 


