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Jonathan Whistman : The Sales Boss. The Real Secret to Hiring, Training and Managing a Sales Team before

purchasing it in order to gage whether or not it would be worth my time, and al praised The Sales Boss: The Real
Secret to Hiring, Training and Managing a Sales Team:

1 of 1 people found the following review helpful. A valuable work that is reader-friendlyBy Kevin Blackl wanted to
elevate my knowledge of running sales teams and | came away very satisfied after finishing this book. [Note: | truly
do not enjoy reading business books; this one, however, was an exception.] My five-star rating is based on three


http://f3db.com/pub/links.php?id=B01HSMMY2E

factors: is the content helpful ? I's there an added value? And most importantly, is the book readable?t is clear the
author is afirst rate sales consultant. His observations are clear, simple and unique. Some even seem counter-intuitive.
This is where the authorrsgquo;s personal and professional experience in sales comesinto play. He offers his step-by-
step methods and practices for the leading a sales team; they are based on his personal experiences and heisvery
convincing of their effectiveness. The added value is that this book reinforces great leadership practices. Despite the
salestheme, | would go as far to say that | could recommend this book as a supporting guide to effectively lead most
teams. Even the authorrsquo;s step-by-step procedures reveal unique patterns and techniques for managing people and
resources.Finaly, the book is readable. Very readable. The writing is clear and succinct, and you get the feeling that
the author istalking to you personally. His use of examples and anecdotes are well timed and positioned. Rarely was |
compelled to stop reading and revisit past passages to better understand the topic at hand.Overall, | recommend this
book for the three factors stated above. The Idquo;Sales Bossrdquo; istruly avaluable work that is reader-friendly.1 of
1 people found the following review helpful. Highly recommended, if you are looking to build a Super Star Sales
Team!By E. LevyJonathan Whistman has done a tremendous job to breakdown all processes associated with creating a
superstar sales team into a quick read. Not only will you find yourself reading this book once, but referring to it many
timesin the future for specifics on hiring or coaching based on the situation. | have built several salesteams and wish |
had this book as a previous resource. Jonathan outlinesin detail the best ways to acquire, train and motivate superstar
sales representatives. Even if you don't have a sales team or only have a small sales team, the sections on employee
recruiting and on-boarding transcend well beyond sales into building a strong foundation for your organization.1 of 1
people found the following review helpful. #thesalesboss is a diamond in the rough! By steve satterwhiteHard knocks,
brass tacks, no BS guide towards truly being a Sales Boss. |'ve read too many sales books with too many round about
stories that smply do not get straight to the point unlike this gem. Thisis not a checklist or simple best practices of to
dos but rather a sacred way of behaving as a Sales Boss.No other book on the market can compare to this approach
that if followed yields positive respectful results only.This book will remain earmarked in your library of sales
resources. Looking forward to Jonathan Whistman's next publishing.

The step-by-step guide to awinning sales team The Sales Boss reveal s the secrets to great sales management, and
provides direct examples of how you can start being that manager today. The not-so-secret "secret” is that awinning
salesteam is made up of high performersmdash;but many fail to realize that high performance must be collective. A
single star cannot carry the entire team, and it's the sales manager's responsibility to build a team with the right balance
of skills, strengths, and weaknesses. This book shows you how to find the exact people you need, bring them together,
and empower them to achieve more than they ever thought possible. Y ou'll learn what drives high performance, and
how to avoid the things that disrupt it. Y ou'll discover the missing piecesin your existing training, and learn how to
invest in your team to win. Y ou'll come away with more than a better understanding of great sales
managementmdash;you'll have a concrete plan and an actionable list of steps to take starting right now. Y our people
are the drivers, but you're the operator. As a sales manager, it's up to you to give your team the skills and tools they
need to achieve their potential and beyond. This book shows you how, and provides expert guidance for making it
happen. Delve into the psychology behind peak performance Hire the right people at the right time for the right role
Train your team to consistently outperform competitors Build and maintain the momentum of success to reach even
higher Without sales, business doesn't happen. No mortgages paid, no college funds built, no retirement saved for,
until the salesteam brings in the revenue. If the sales team wins, the organization wins. Build your winning team with
The Sales Boss, the real-world guide to great sales management.

From the Inside FlapThe Sales Boss: The Real Secret to Hiring, Training, and Managing a Sales Team is a hands-on
guide for creating a sales team that gets consistent and outstanding bottom line results. Grounded in Jonathan
Whistman's winning "Sales Boss" framework, this comprehensive resource reveals how a sales manager can hire,
train, and manage a stellar team while inspiring the wider company to greatness. Drawing on the author's in-the-
trenches experience and filled with real-world examples of sales coaching and actual sales calls, The Sales Boss
challenges the sales manager to operate at the highest level of performance, a state that Whistman calls, The Sales
Boss. Since "nothing happens until someone sells something," The Sales Boss walks managers through the process of
building a world-class sales organization. While the author puts the focus on the team directly under a manager's
control, the sales team, the best sales |eaders also have influence throughout the company. A Sales Boss knows that if
it needs fixing, they or you must find away to fix it, even if it falls outside the official boundaries of her team. The
author begins with looking at aframework for understanding human behavior and utilizing this framework to
influence the selling behavior of the individuals on the team. Next he shows what to do if thisis your first 30 dayson
the job as a sales manager or if you need to reset yourself for greater success. He explains the entire process for hiring
superstar sales people from how to discover who will do best selling in your company's environment through four
stages of interviews that when followed dramatically improve your hiring successes. Discover what rhythms are
crucial to the ongoing success of your sales team and what you should be doing when you are in the field with your



sales people. Whistman also includes the details of how to coach and mentor ateam and what it meansto sit in
judgment. In addition, he weighsin on all of the other moving pieces a Sales Boss must master: reports, compensation,
technology, and meetings. The book ends by considering the stress encountered by those who serve in the challenging
role of a sales manager and looks at what you can do to stay healthy and motivated and live alife of impact and
purpose. Utilize The Sales Boss Scorecard included in the appendix to evaluate your performance and identify the
areas you can improve. The author includes access to resources and tools online for those who want to continue to
grow as a Sales Boss. Find them at: www.jonathanwhistman.comFrom the Back CoverTHE ESSENTIAL GUIDE TO
BUILDING AND LEADING AN OUTSTANDING SALES TEAM! "I am pleased to be introducing you to the book
you hold in your hands, The Sales Boss. The Real Secret to Hiring, Training, and Managing a Sales Team, as | have
experienced first-hand the financial results possible when an organization's sales team is led by a skilled person
operating at the highest level of sales management. My hope is that after you read the book you'll understand all of the
nuances involved in leading a high performance sales team and that you'll agree with the statement: Nothing happens
until someone sells something." mdash;From the Foreword by Ruben Salinas, President and CEO, Parsagen
Diagnostics, Inc. "Jonathan has not only helped me to build winning sales teams at multiple companies but has helped
me develop my career in the process. His ability to help me understand my leadership roles and how best to use my
skills made me become a better leader and developer of sales talent. His Sales Boss framework has proven results time
after time and will help you excel in your role as a Sales Leader. Pick thisup and read it." mdash;Jarrod McCarall,
CEO, Weber Inc. "Over the years | have had ample opportunities to be the beneficiary of Jonathan Whistman's keen
insights into the human psyche and how it in simple terms relates to successfully managing the prospecting and sales
processin capital equipment sales. His command of the subject has led me to engage his help on many occasions, as |
worked to develop or fine-tune diverse sales teams under my purview. The results have always been stellar and | am
glad to see he has taken the opportunity to distill his real-life business experiences into an easily accessible and
straight forward book on how to be an accountable and successful sales manager." mdash;Jan Erik Kuhlman, Senior
Vice President of Global Sales and Marketing, Marlen International About the AuthorJONATHAN WHISTMAN isa
partner at the consulting firm Elevate Human Potential (www.elevatehp.com). He has trained, hired, managed,
observed, and coached thousands of salespeople through his work with leading sales organizations. Hiswork is
centered on the belief that the greatest business results come from focusing on elevating the human potential within a
business.



