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Randy Schwantz : How to Get Your Competition Fired (Without Saying Anything Bad About Them): Using 
The Wedge to Increase Your Sales  before purchasing it in order to gage whether or not it would be worth my time, 
and all praised How to Get Your Competition Fired (Without Saying Anything Bad About Them): Using The Wedge 
to Increase Your Sales: 

0 of 0 people found the following review helpful. Five StarsBy RickGreat read and in very good condition. Very 
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happy with it.0 of 0 people found the following review helpful. Very valuable book for sales leaders and top producers 
whether you are a shop of one or hundreds of salespeopleBy Reg NordmanA client recommended this book and I am 
pleased he did. The author really nails the challenge of moving an incumbent out of the picture. Coupled with the 
books on Insight Selling and Agile Selling this makes it a full meal deal. Pre call research on the target is emphasized 
and Schwantz stresses the need to do pre call research on the incumbent. Then he lays out a very comprehensive 
program of questions and responses to bring the prospect into a fuller awareness of what you do differently. Very 
valuable book for sales leaders and top producers whether you are a shop of one or hundreds of salespeople. Great one 
way read to across the country.0 of 0 people found the following review helpful. Great BookBy JeremyA 
revolutionary and fascinating approach to sales! I have never read a book with this mindset and I'm excited to 
implement these practices in my career.

A six-step plan for driving a wedge between the competition and the customer For sales people, convincing a potential 
customer to choose them over the competition is no easy task, and especially when the competition already has the 
account. Finally, How to Get Your Competition Fired shows readers a proven system for breaking the relationship 
between the competition and the customer. Randy Schwantz's method, The Wedge(r), includes a six-step plan that 
drives a "wedge" between the competition and the customer. He shows how to reveal the competition's shortcomings 
without seeming to, letting prospects decide independently to dump their current provider, exclude other competitors 
and, finally, switch to the salesperson's product or service. Offering real tactics, not just theory, this is the only sales 
strategy that really works to break the relationship between customers and the competition and bring in more business, 
faster than ever. Randy Schwantz (Dallas, TX) is a leading authority and expert on the sales process. A highly 
successful sales professional, he is a nationally respected sales trainer, author, sales coach, consultant, and public 
speaker. Randy is President and CEO of The Wedge Group, whose clients include Fortune 500 companies as well as 
small businesses.


