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“Schillman’s sales techniques
are easy to implement and highly effective.”
John W. Mitchell, Reghonal Sakes Director, Federal Express

T HE

,F Sales
dtrategies

That Will
Boost Your
Sales Today!

Hlt‘[j}h;m Schitfman

_'L‘.’.‘.r'.l' .l;J' £l .". # ]r f.iru f_.-.-_r; tile ..I..'I‘I"q' |'ri i .-_||r}|"|’.|'-.' '

& Donwload ‘ & Read Online

#809898 in eBooks 1999-05-01 1999-05-01File Name: BOO1PBSDVG | File size: 45.Mb

Stephan Schiffman : The 25 Sales Strategies That Will Boost Your Sales Today! before purchasing it in order to
gage whether or not it would be worth my time, and all praised The 25 Sales Strategies That Will Boost Y our Sales
Today!:

3 of 3 people found the following review helpful. A very good investmentBy The Marketing Guy Who Drives Sales -


http://f3db.com/pub/links.php?id=B001PBSDVG

rThisbook is currently selling on for around $6. Y ou'd be crazy not to make the investment.Here'swhy:If you are a
seasoned sales professional, this book will make you take the time to examine the way you fundamentally go about the
sales process. You'll re-examine your approach and assess ways to fine tune your approach. Trust me, this will make
you rethink it and you will pick up afew things to do differently.If you are new to sales then this book will provide
you insights into approaches to human interactions that you probably have not up until now thought were part of the
sales process. This book will put you years if not a career ahead of the typical sales person.Well worth the investment
and highly recommended.--Review by the author of the e-book, "How to Build and Manage Y our Brand (in sickness
and in health)."0 of 0 people found the following review helpful. Five StarsBy Mark AndersonThis book really helped
me polish my selling skills, definitely worth adding to your library.32 of 34 people found the following review helpful.
Good read but apply what you read!By Dan E. RossAll Sales Strategy/improvement courses/books are very simple.
The problem is that 90% of sales people don't pick up abook in any given year to improve their performance and, of
the other 10% who read a book or do something to try and improve their sales results, 90% of them fail to apply what
they have learned on a consistent basis.That means that 99% of people fail to improve their resultsvia
books/courses!Having said that | absolutely enjoyed this book because of isits simplicity, written in true "little book"
form. | really like these books as they are quick reads by cutting through 90% of the (...).They key to getting long-term
value out of abook like thisisto practice what you read. | know that when | was applying various techniques | learned
in the past my results went up on a consistent basis so | am going back to the books and applying the techniques/skills
on amore consistent manner.Whether you like it or not you are selling everyday. Y ou are selling yourself regardiess
of what you do for aliving. You sell yourself to your family, friends, co-workers, etc. Y ou are creating an imagein
that person's mind of what they associate you with (pain or pleasure).Another insightful book on salesis How to be a
Rainmaker, by Jeffrey Fox and Successful Selling by Brian Tracy.

Stephan Schiffman, America's #1 corporate sales trainer, delivers more of the simple, direct, easy-to-apply sales
advice that has hel ped thousands of businesses around the world. He reveals 25 new sales-building strategies that he's
developed and tested during his years of training top-notch salespeople. Put these effective, yet simple, strategies to
work for youl!

Schiffman is a great source of practical, real-life, results-oriented insights. --Patricia C. Simpson, VP, Chemical
BankAbout the AuthorStephan Schiffman has trained over 250,000 salespeople and is president of DEI Managment
Group.From AudioFileExpert selling involves more than working hard to understand customer needs; it also requires a
sophisticated combination of having empathy for the customer's business challenges and staying alert for opportunities
to move relationships forward in the sales process. Schiffman's convincing lesson is easy to absorb and remember.
Each section is fine-tuned to explain a specific idea. Much of the message involves the mechanics of being

considerate, efficient, energetic, and available. Michael Ferreri has arelaxed confidence that make listeners believe in
the author's advice. Ferreri's delivery and the author's concise writing are respectful of listeners' time and deserving of
their attention. This production is an essential tool for sharpening one's sales approach and becoming more focused on
results. T.W. copy; AudioFile 2007, Portland, Maine-- Copyright copy; AudioFile, Portland, Maine



