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John Klymshyn : The Ultimate Sales Managers' Guide  before purchasing it in order to gage whether or not it 
would be worth my time, and all praised The Ultimate Sales Managers' Guide: 

0 of 0 people found the following review helpful. You lost me at Cold CallBy CharlesThis book has some good 
insights but its hard for me to get past the chapter on cold calling.In my industry only the broke and lost make cold 
calling their plan. Make appointments After the appointments have been run then and only then is cold calling 
acceptable in my orginazation.Just my opinion.(What do I know Im buying books on sales management)Charles0 of 0 
people found the following review helpful. Great toolkit for sales managersBy DrudarnmGreat toolkit for sales 

http://f3db.com/pub/links.php?id=B000V5EZ2S


managers! Very too the point on key issues ~ a must have in any development library!1 of 1 people found the 
following review helpful. Wow! This is the book!!!By O. J. BurdOk, ok, ok.If you think like I was, shure you think 
"ok, this book is another one that think is the best in the field".I was thinking like this until I received and read the 
book!It is fantastic in all aspects about sales.Conclusion: if you have any doubts about SALES, THIS IS THE 
BOOK!!!

Praise for The Ultimate Sales Managers' Guide "Klymshyn not only understands this great profession, he relates the 
passion and fun of managing sales people in this wonderful guide. We have waited for this for some time." -Rand 
Sperry, cofounder, Sperry Van Ness, Commercial Real Estate Advisors "This book reminds us that we can never 
invest enough time and effort to reward and recognize the sales effort of our team. I think the importance of this is 
shared in this book and, if followed, can only lead to a strong and successful sales culture in any organization." -Jim 
Keenan, President and CEO, Spherion (Canadian Operations) "In thirty-two years of selling and managing the sales 
process, I found The Ultimate Sales Managers' Guide to be the most complete collection of sales truths. It goes beyond 
the simple clicheacute;s to the heart of the issue, which is what drives and motivates the successful sales mind." -Andy 
Anderson, Senior Vice President, Sales and Marketing, Destination Hotels Resorts "Klymshyn not only throws the 
challenge out there to sales managers to be the 'ultimate sales manager,' he shows us how to get there, step by step." -
Paula Kutka, Editor in Chief, staffdigest magazine "Outstanding! This book is a bible for sales managers. It provides a 
foundation for anyone to build a winning team." -Tim Pulte, Executive Managing Director, GVA Smith Mack

From the Inside FlapManaging salespeople has been compared to herding cats, but it just might be the most important 
function in any company. Getting it right can mean the difference between astounding success and abject failure. For 
too long, sales managers have been flying blind without the guidance and resources they need to succeed. Thankfully, 
The Ultimate Sales Managers' Guide addresses all of the most important issues and concerns facing sales managers 
today. It presents practical, real-world solutions to everyday challenges and covers virtually every aspect of the job. It's 
a comprehensive resource dedicated to helping every sales manager at every level of experience lead their sales teams 
to consistent success. Contrary to popular opinion, exceptional sales management is a skill you can learn, and here 
you'll find all the newest and most effective management techniques and strategies. But your success doesn't rely 
solely on your ability to motivate your people; it's based on your other behaviors as wellmdash;from the way you 
speak and carry yourself to the way you display leadership in the office. This one-of-a-kind guide will change the way 
you manage your teams from top to bottom by first changing the way you manage yourself. In addition to the newest 
and latest tactics, you'll also get firsthand accounts, fresh ideas, and proven wisdom from senior-level executives and 
sales managers in industries from commercial real estate to advertising to staffing to hospitality. Their real-world 
guidance will show you what truly works and help you tailor your style to match the needs of your particular business. 
Look inside and learn how to: Recruit, hire, train, and develop motivated, dedicated people Keep individual 
salespeople on track and motivated Turn boring sales meetings into creative, constructive forums Build a team that 
focuses on corporate, team, and personal goals Master the vital management skills of leadership, training, and 
discipline Discover the best practices and tactics of top sales managers Manage your time so you can work more 
efficiently Communicate expectations and goals clearly and often Achieve consistent success and constant 
improvement If you want to achieve the very highest level of sales success and become "The Ultimate Sales 
Manager," this book offers the tools, skills, and step-by-step guidance to get you there.From the Back CoverPraise for 
The Ultimate Sales Managers' Guide "Klymshyn not only understands this great profession, he relates the passion and 
fun of managing sales people in this wonderful guide. We have waited for this for some time." mdash;Rand Sperry, 
cofounder, Sperry Van Ness, Commercial Real Estate Advisors "This book reminds us that we can never invest 
enough time and effort to reward and recognize the sales effort of our team. I think the importance of this is shared in 
this book and, if followed, can only lead to a strong and successful sales culture in any organization." mdash;Jim 
Keenan, President and CEO, Spherion (Canadian Operations) "In thirty-two years of selling and managing the sales 
process, I found The Ultimate Sales Managers' Guide to be the most complete collection of sales truths. It goes beyond 
the simple clicheacute;s to the heart of the issue, which is what drives and motivates the successful sales mind." 
mdash;Andy Anderson, Senior Vice President, Sales and Marketing, Destination Hotels Resorts "Klymshyn not only 
throws the challenge out there to sales managers to be the 'ultimate sales manager,' he shows us how to get there, step 
by step." mdash;Paula Kutka, Editor in Chief, staffdigest magazine "Outstanding! This book is a bible for sales 
managers. It provides a foundation for anyone to build a winning team." mdash;Tim Pulte, Executive Managing 
Director, GVA Smith MackAbout the AuthorJOHN KLYMSHYN has been a professional speaker for more than 
eighteen years. He is the founder and President of The Business Generator, Inc., a management, sales, and 
communications training and coaching firm. 


