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Adrian Davis : Human to Human Selling: How to Sell Real and Lasting Value in an Increasingly Digital and 
Fast-Paced World  before purchasing it in order to gage whether or not it would be worth my time, and all praised 
Human to Human Selling: How to Sell Real and Lasting Value in an Increasingly Digital and Fast-Paced World: 

0 of 0 people found the following review helpful. Five StarsBy Tonyas1234Great read.0 of 0 people found the 
following review helpful. People buy from people indeed!!By Thomas BulowFinally a sales book that puts the human 

http://f3db.com/pub/links.php?id=B00F2KZ940


in selling! People do buy from people and Adrian Davis gets that message across. Way too many books focus on the 
technical part of selling, on processes and methodology. Adrian lays out great strategies for sales people to deploy 
when selling complex solutions to people where trust is one of the key enablers to getting a commitment. Best sales 
book I've read since "Hope is not a strategy!"0 of 1 people found the following review helpful. Refreshing...!By Jakob 
SoderbergWow... refreshing! In an almost overwhelming flood of Business-to-business oriented Sales Books - Adrian 
adds something that I couldn't find in many of the others I've read: The Human Aspect! Besides that he gives the book 
a personal touch by adding great content from his career. This book should be mandatory reading in every sales 
organization that want to put the human back in selling..... Great Read!

In our increasingly digitized and fast-paced world, human relationships are often strainedmdash;sales relationships 
even more so. Sales professionals must navigate new challenges as they seek to develop meaningful relationships with 
buyers who are often elusive. Human To Human Selling will appeal to sales professionals and the people who manage 
them by showing how they can increase sales performance while simultaneously developing strategic relationships 
with their customers.


