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0 of 0 people found the following review helpful. Great understanding of modern sales.By Tim KeysI found this book 
really helpful. It is a really great approach to modern sales. There is a lot of great advice and really useful tools. I 
would have liked a little more detail on closing the sale. The book seemed to rush a little at the end.0 of 0 people found 
the following review helpful. Solid book on sales best practices based on 20By John HindsSolid book on sales best 
practices based on 20,000 hours of research. This book is ideally for enterprise sales professionals.0 of 2 people found 
the following review helpful. Interesting ConceptsBy Christian MaurerThere are many interestingconcepts presented 
in this book. Unfortunately it does though not match the consistency of "Selling to the C-Suite)

A game-changing sales model that targets opportunities in every stage of today's long-lead sale Target Opportunity 
Selling reveals best practices based on first-hand interviews with top sales performers throughout the world. Leading 
sales trainer Nic Read describes what he calls the Sales Expansion Loop, which views the sales pricess as an infinite 
loop in which the roles of Marketing, Sales, Management, and Service all serve different coordinated roles in the 
customer journey. Read shows how to target opportunities at every stage of this continuous sales loop and align the 
sales process to the customer buying process. He provides practical how-tos for Sales Qualification, competitive 
strategy, relationship management and closing, as well as how to use the end of every sale as a primer for the next 
sale. Nicholas A.C. Read is president of the training firm SalesLabs. He is a recent recipient of the Best Sales Trainer 
category in the International Business Awards, an annual awards show that has been dubbed "the business world's own 
Oscars" by the New York Post.

"Target Opportunity Selling is a world-class, comprehensive guide to winning today's big salesnbsp;opportunities. 
This serious, research-based work details not only what younbsp;have to do to win with respect to strategy and 
approach, but precisely hownbsp;you must do it, down to what to say during a face-to-face sales call. 
I'mnbsp;delighted to add this to my list of highly recommended books on selling."nbsp;-nbsp;Dave Stein,nbsp;CEO, 
ES Research Group, Inc. 


