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Coaching Salespeople Into Sales Champions A Tactical Playbook For Managers And
Executives
A proven plan for peak sales performance-and a better life! In The Champion Real Estate Agent, renowned sales trainer
Dirk Zeller shows you how to dramatically boost sales and achieve all your professional goals. But there's much more to
being a champion agent than just selling. Zeller's proven program not only turns you into a top sales performer, it gives
you all the tools to build your real estate business and create a secure and prosperous future for yourself. Full of inside
tips, expert advice, and real-world examples from Zeller's many years as a champion agent and trainer, this
comprehensive career guide presents a complete system for managing your business and time-so you can earn more
money and enjoy more of life. Don't just get into the real estate game; become an all-star when you learn how to:
Supercharge your sales and commissions Use Zeller's unique referral strategy to turn effort into income Develop trust
and credibility with customers Design a custom business plan that fits your life and goals Generate multiple streams of
income “This ultra-complete book shows realty agents what it takes to be successful, as measured by high earnings and
business satisfaction. On my scale of one to 10, this excellent book rates a solid 10.”--Robert J. Bruss, nationally
syndicated real estate columnist
????????????????????6000???,???2000???????,??????????????,??????????????????????????
Of the 17 million people in the U.S. who are involved directly or indirectly in sales, many repeatedly acknowledge facing
four major challenges: No prior sales education or training Lack of formalized sales training, resources, and
methodologies provided by their companies Due to the recession and downsizing era, lack of 12-18 month professional
sales training for new hires provided by Fortune 500 companies A consistent struggle to keep their sales force,
distributors, manufacturers reps and affiliates motivated and focused on effectively selling their products and services
Mastering the World of Selling helps companies and entrepreneurs overcome these four major obstacles with candid
advice and winning strategies from the leading sales trainers and training companies in the world:
Acclivus*AchieveGlobal*Action Selling*Tony Allesandra*Brian Azar*Baker Communications, Inc.*Mike Bosworth*Ian
Brodie*Ed Brodow*Mike Brooks*Bob Burg*Jim Cathcart*Robert Cialdini PhD*Communispond, Inc.*Tim
Connor*CustomerCentric Selling*Dale Carnegie*Sam Deep*Bryan Dodge*Barry Farber*Jonathan Farrington*Jeffrey
Fox*Colleen Francis*FranklinCovey Sales Performance Solutions*Thomas A. Freese*Patricia Fripp*Ari Galper*General
Physics Corporation*Jeffrey Gitomer*Charles H. Green*Ford Harding*Holden International*Chet Holmes*Tom
Hopkins*Huthwaite, Inc.*Imparta, Ltd.*InfoMentis, Inc.*Integrity Solutions*Janek Performance Group, Inc.*Tony
Jeary*Dave Kahle*Ron Karr*Knowledge-Advantage, Inc.*Jill Konrath*Dave Kurlan*Ron LaVine*Kendra Lee*Ray
Leone*Chris Lytle*Paul McCord*Mercuri International*Miller Heiman, Inc.*Anne Miller*Dr. Ivan Misner*Michael
Macedonio*Sharon Drew Morgen*Napoleon Hill Foundation*Michael Oliver*Rick Page*Anthony Parinello*Michael
Port*Porter Henry*Prime Resource Group, Inc.*Neil Rackham*Revenue Storm*Linda Richardson*Keith Rosen*Frank
Rumbauskas*Sales Performance International, Inc.*Sandler Training*Dr. Tom Sant*Stephan Schiffman*Dan
Seidman*Blair Singer*Terri Sjodin*Art Sobczak*Drew Stevens, PhD*STI International*The Brooks Group*The Friedman
Group*The TAS Group*Brian Tracy*ValueSelling Associates*Wendy Weiss&*Jacques Werth*Floyd Wickman*Wilson
Learning*Dirk Zeller*Tom Ziglar*Zig Ziglar
"Coaching is the universal language of learning, development, and change." Imagine a workplace without fear, stress, or
worry. Instead, you're acknowledged as a valued, contributing team player who doesn't sacrifice priorities, values,
happiness, or your life for your job. Sound ludicrous? Consider this is a reality in many thriving organizations. Most
leadership books don't apply to sales leadership. Sales leaders are uniquely and indispensably special and need to be
coached in a way that's aligned with their role, core competencies, and individuality to achieve their personal goals and
company objectives. What if you can successfully coach anyone in 15, 5, or even 60 seconds using one question? Sales
Leadership makes delivering consistent, high-impact coaching easy. For busy, caring managers, this removes the
pressure and misconception that, "Coaching is difficult, doesn't work, and I don't have time to coach." Since most
managers don't know how to coach, they become part of the non-stop, problem-solving legion of frustrated Chief
Problem Solvers who habitually do others' work, create dependency, and nourish the seed of mediocrity. Great business
leaders shift from doing people's jobs to developing them by learning the language of leadership coaching. In its powerful
simplicity, Sales Leadership delivers a chronological path to develop a thriving coaching culture and coaching leaders
who develop top performing teams and sales champions. Using Keith's intuitive LEADS Coaching Framework™, the
coaching talk tracks for critical conversations, and his Enrollment strategy to create loyal, unified teams, you will inspire
immediate change. Now, coaching is easily woven into your daily conversations and rhythm of business so that it
becomes a natural, healthy habit. In his award-winning book, Coaching Salespeople Into Sales Champions, Keith was
the first Master Certified Coach to share his personal coaching playbook that is now the standard for coaching
excellence. Ten years later, and one million miles traveled, he reveals the evolution of sales leadership and coaching
mastery through his experiences working with Fortune 5000 companies and small businesses worldwide. In the first book
ever titled Sales Leadership, you'll master the ability to: Ask more questions, give less advice, and build trust and
accountability to rely on people to do their job. Reduce your workload and save 20 hours a week on unproductive and
wasteful activities. Shatter the toxic myths around coaching to eliminate generational gaps and departmental silos.
Achieve business objectives, boost sales faster, and retain more customers. Create buy-in around strategic change and
improve daily performance metrics. Assess company readiness and ensure implementation of a successful and
sustainable coaching initiative and create a healthy, happy workplace. "People create the mindset, mindset shapes
behavior, behavior defines culture, and ultimately, culture determines success. That's why the primary business objective
Page 1/5

File Type PDF Coaching Salespeople Into Sales Champions A Tactical Playbook For Managers And Executives
is: To Make Your People More Valuable."
?????????????????????????????????????????????????????????
????:????;??????;????;??;????;????;???????????????
In The Complete Idiot's GuideR to Closing the Sale, Keith Rosen uses the same non-manipulative, encouraging, and
effective approach he used in The Complete Idiot's GuideR to Cold Calling(1592572278) to teach salespeople how to
communicate with customers in a way the leads them to make a mutually beneficial buying decision. Packed with real-life
examples, case studies, tools, action steps, and sure-fire strategies that complement readers' individual abilities, The
Complete Idiot's Guide to Closing the Saleena bles readers to adapt their techniques to the preferred buying processes
and communication styles of their customers, resulting in a more effective - and more enjoyable - approach to selling.
????:The greatest salesman in the world
Traditional Chinese edition of To Sell is Human: The Surprising Truth about Moving Others by Daniel Pink, a bestselling book for
its evidence based explanations of why we are all in sales now - whether professionally or personally. Pink is the author of the long
running New York Times bestsellers "Drive" and "A Whole New Mind. In Traditional Chinese. Annotation copyright Tsai Fong
Books, Inc. Distributed by Tsai Fong Books, Inc.
The ultimate guide to relationships, influence and persuasion in 21st century business. What is most important to your success as
a sales or business professional? Is it education, experience, product knowledge, job title, territory, or business dress? Is it your
company's reputation, product, price, marketing collateral, delivery lead times, in stock ratios, service guarantees, management
strength, or warehouse location? Is it testimonials, the latest Forbes write up, or brand awareness? Is it the investment in the latest
CRM software, business 2.0 tools, or social media strategy? You could hire a fancy consulting firm, make the list longer, add some
bullet points, put it into a PowerPoint presentation, and go through the whole dog and pony show. But at the end of the day there
will be only one conclusion... None of the above! You see, the most important competitive edge for today's business professionals
cannot be found on this list, your resume, or in any of your company's marketing brochures. If you want to know the real secret to
what matters most in business, just look in the mirror. That's right, it's YOU. Do these other things matter? Of course they do, but
when all things are equal (and in the competitive world we live in today, things almost always are) People Buy You. Your ability to
build lasting business relationships that allow you to close more deals, retain clients, increase your income, and advance your
career to rise the top of your company or industry, depends on your skills for getting other people to like you, trust you, and BUY
YOU. This break-through book pushes past the typical focus on mechanics and stale processes found in so many of today's sales
and business books, and goes right to the heart of what matters most in 21st century business. Offering a straight forward,
actionable formula for creating instant connections with prospects and customers, People Buy You will enable you to achieve a
whole new level of success in your sales and business career. You'll discover: Three relationship myths that are holding you back
Five levers that open the door to stronger relationships that quickly increase sales, improve retention, increase profits and advance
your career The real secret to making instant emotional connections that eliminate objections and move buyers to reveal their real
problems and needs How to anchor your business relationships and create loyal customers who will never leave you for a
competitor How to build your personal brand to improve your professional presence and stand-out in the market place People Buy
You is the new standard in the art of influence and persuasion. Few books have tackled the subject of interpersonal relationships
in the business world in such a practical and down-to-earth manner, breaking what many perceive as a complex and frustrating
process into easy, actionable steps that anyone can follow.
Coaching Champions should provide sales managers, from executive level to first-line manager, with tools and techniques to
develop their sales people into star performers. Using the power coaching method, the authors aim to show that coaching is a
much more powerful tool than mere training and that remarkable results are possible if used properly. Everyone can get better,
and this book claims performance coaching can turn ordinary salespeople into champions.
Coaching Salespeople into Sales ChampionsA Tactical Playbook for Managers and ExecutivesJohn Wiley & Sons
Powell draws on her 20-plus years in sales to present a practical step-by-step guide on how to find the right prospects, build
profitable relationships, close more sales, and turn customers into champions for your business.
UNLEASHING YOUR INNER SALES COACH WILL HELP YOU... • Control the controllables • Maintain a healthy attitude •
Engage your sales professionals • Make the right moves as a sales manager • Set clear expectations • Manage Accountability •
Handle price changes • Lead Business Reviews • Conduct one-to-one coaching sessions • Foster Creativity • "Ride" together to
success • Handle objections and close sales • Run effective meetings • Share difficult feedback
Strategic Marketing Management (8th Edition) outlines the essentials of marketing theory and offers a structured approach to identifying,
understanding, and solving marketing problems. This book delineates a comprehensive framework for articulating sound marketing strategies
to guide business decisions involving product and service design, branding, pricing, sales promotion, communication, and distribution. The
concepts, principles, and frameworks advanced in this book apply to a wide range of organizations, from startups to established market
leaders, from packaged-goods manufacturers to value-added service providers, from nonprofit entities to for-profit corporations.
Sales training doesn’t develop sales champions. Managers do. The secret to developing a team of high performers isn’t more training but
better coaching. When managers effectively coach their people around best practices, core competencies and the inner game of coaching
that develops the champion attitude, it makes your training stick. With Keith Rosen’s coaching methodology and proven L.E.A.D.S. Coaching
FrameworkTM used by the world’s top organizations, you’ll get your sales and management teams to perform better - fast. Coaching
Salespeople into Sales Champions is your playbook to creating a thriving coaching culture and building a team of top producers. This book is
packed with case studies, a 30 Day Turnaround Strategy for underperformers, a library of coaching templates and scripts, as well as
hundreds of powerful coaching questions you can use immediately to coach anyone in any situation. You will learn how to confidently
facilitate powerful, engaging coaching conversations so that your team can resolve their own problems and take ownership of the solution.
You’ll also discover how to leverage the true power of observation and deliver feedback that results in positive behavioral changes, so that
you can successfully motivate and develop your team and each individual to reach business objectives faster. Winner of Five International
Best Book Awards, Coaching Salespeople Into Sales Champions is your tactical, step-by-step playbook for any people manager looking to:
Boost sales, productivity and personal accountability, while reducing your workload Conduct customer/pipeline reviews that improve forecast
accuracy, customer retention and uncover new selling opportunities Achieve a long term ROI from coaching by ensuring it’s woven into your
daily rhythm of business Design, launch and sustain a successful internal coaching program Turn-around underperformers in 30 days or less
Build deeper trust and handle difficult conversations by creating alignment around each person’s goals and your objectives Coach and retain
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your top performers Collaborate more powerfully and communicate like a world-class leader Training develops salespeople. Coaching
develops sales champions. Your new competitive edge.
????????????, ??, ???????, ???????????????, ????????, ????????????, ???????;????????, ??????????, ???????, ???????.
The Game of Sales delves deeply into the business-to-business environment of sales reps and sales managers and how corporate structures
impact the work of sales teams. It's not a theoretical or academic view of sales; all the fundamentals, examples, and advice in this book are
based on the real-world experiences of people who have worked day in and day out as sales professionals. The Game of Sales also uses
sports to illustrate a number of key points. Why sports? Both sales and sports are about competing. Thus, there are any number of direct and
indirect comparisons. For example, in sports, the most gifted, best trained, and hardest working athletes generally win. And in most cases,
the same holds true for salespeople. But sales is only one part of the overall company team. Like in sports, everyone on the team needs to
work together to win. This book helps you understand the team dynamics, the position sales plays in the starting lineup, and how you as a rep
or manager are instrumental in helping the team win the games of sales.
Traditional Chinese edition of Difficult Conversations: How to Discuss What Matters Most by Douglas Stone. In Traditional Chinese.
Annotation copyright Tsai Fong Books, Inc. Distributed by Tsai Fong Books, Inc.
?????????????? ???????????? ???????????? ?????????????????????? ??????????? ?????????????? ?????????????? ?????????????????
????????????????????????????????????????????????????????????????????????????????????????????????????????2008????????????
??????????????????????????????????????????????????????????????????
Nearly 100 million Americans (one out of three) purchase goods and services over the phone each year. Telephone Sales For Dummies
shows both new and seasoned sales reps, from realtors, insurance agents to telemarketers, how to create pre-call plans and effectively
prospect via the phone. Packed with techniques, scripts, and dialogues, this hands-on, interactive guide assists readers with making cold
calls, warm calls, and referral calls, helping them plan and execute openings to create interesting dialogue; ask key questions; develop
persuasive presentation techniques; work within the No Call Law parameters; leave effective and enticing voicemails that get results; get past
screeners and get quality referrals; find hot leads; and create callback scripts that close the sale.
Discover Keith Rosen's powerful roadmap to doubling your productivity, developing your team, achieving your business objectives, and
creating more harmony and significance in your life.Sales managers and executives work under intense conditions unique to their roles that
traditional time management strategies fail to address. Consequently, many leaders believe it's impossible to develop an effective routine
when their time is consumed with phone calls, emails, meetings, texts, internal company challenges, competing priorities, and customer
needs constantly demanding their attention.But Own Your Day changes all that. In addition to learning time management strategies that will
yield immediate results in your life, you will learn how to master the inner game of time management which will enable you to coach your
team to thrive and help them improve their personal productivity. Discover how to: Reduce your daily workload and protect your time.
Obliterate your never-ending to-do list. Make time your ally rather than your adversary. Develop a Personal Navigation System that aligns
your routine with your goals, values, and priorities. Stop reacting to problems and become hyper-responsive so that you can take charge of
your day. Identify and eliminate your time killers that distract you from your priorities, cause stress, and waste time.
Building on his classic guide Winning Body Language, master communications expert Mark Bowden reveals essential nonverbal strategies
that help win sales Whether calling on a potential client for the first time, delivering a presentation, analyzing a client's needs, or making a
sale, how the message is delivered matters as much as—or more than—what's being said. Winning Body Language for Sales Professionals
unlocks the secrets of nonverbal communication to give sales specialists an unbeatable advantage. Mark Bowden has coached hundreds of
clients how to communicate more effectively and influentially. In this guide, he delivers step-by-step guidance and demonstrations specifically
tailored for sales pros, including how to read situations and cues in prospective clients' body language; knowing when (and how) to sit and
stand; and subtle alterations to body language that convey positive energy, persuade and influence, and put customers at ease! Mark
Bowden is a noted body language expert and creator of TruthPlane(TM), a communication and presentation training program used by
Fortune 50 companies and CEOs throughout the world.
Change the way you think about sales to sell more, and sell better. Over the past decade, Inbound Marketing has changed the way
companies earn buyers’ trust and build their brands – through meaningful, helpful content. But with that change comes unprecedented
access to information in a few quick keystrokes. Enter the age of the empowered buyer, one who no longer has to rely on a sales rep to
research their challenges or learn more about how a company’s offering might fit their needs. Now, with more than 60% of purchasing
decisions made in the absence of a sales rep, the role of the rep itself has been called into question. With no end in sight to this trend, sales
professionals and the managers who lead them must transform both the way they think about selling and how they go about executing their
sales playbook. Expert author and HubSpot Sales Director, Brian Signorelli has viewed the sales paradigm shift from the inside—his unique
insights perfectly describe the steps sales professionals must take to meet the needs of the empowered customer. In this book, readers will
learn: How inbound sales grew out of inbound marketing concepts and practices A step-by-step approach for sales professionals to become
inbound sellers What it really means to be a frontline sales manager who leads a team of inbound sellers The role executive leadership plays
in affecting an inbound sales transformation For front-line seller, sales manager, executives, and other sales professionals, Inbound Selling is
the complete resource to help your business thrive in the age of the empowered buyer.
????????????????????,?????????,?????,?????????,????????????????,???????.
The ability to sell yourself and your ideas may be the most essential skill for achieving business success. Even so, society demeans selling
and salespeople, perpetuating stereotypes that make us cringe. In "Selling with Soul," author Sharon V. Parker attacks those attitudes headon and explodes the myths about salespeople being unprofessional and driven by self-interest. "Selling with Soul" counters many of the
negative notions of selling by explaining why it is an honorable profession that creates value for all when it is done with empathy for the
customer and a firm commitment to principles. Parker helps you learn the skills and attitudes that result in successful sales careers, and she
shares the lessons that can result in a successful, balanced life-lessons she learned during a twenty-six-year career in sales. In this, the
second version of "Selling with Soul," Parker includes a review of sales basics, updated with how people buy today. She also shares ideas for
finding and keeping new business, and she presents lessons in the soft skills so essential to selling with integrity and empathy: listening,
conflict resolution, understanding personal styles, dealing with temptations and compromise, and creating a life consistent with your values.
"Selling with Soul" helps heal the split between job and spirit. It shows how problem-solving, creating value, and treating others with empathy
and integrity are the keys to selling-and living-with soul.
Learn the strategies of the top 1% of enterprise salespeople - with a foreword by John Waples, former business editor, The Sunday
Times.This book is about how to sell differently. It shows you how to view your client as someone you sell with, rather than someone you sell
to, during your sales campaigns. It teaches you how to build your clients into champions who will work with you to get your solution adopted
by their company. Champion Building was created by modelling the techniques used by the world's most successful salespeople in the digital
age: salespeople who consistently earned high six- or seven-figure incomes, because they learned how to build champions in their accounts.
Champion Building takes the techniques these expert sellers use and distils them into a set of easily digestible tools that can be used in this
virtual age of selling to catapult you into the top 1% of salespeople in the world. Richly illustrated and written in a highly personal style,
Champion Building reveals a step-by-step sales system that will teach you how to: 1. Start your sales campaigns at the very top of your
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client's business - in their executive suite.2. Get your solution selected more often by learning how to nail your sales pitch, whether in person
or online.3. Turn prospects into champions by becoming an expert in the art and science of strategic influence.4. Crack the ultimate sales
formula.5. Close more deals by mastering win-win negotiations.6 .Get into 'the zone' by understanding the outer and the inner game of
selling.7. Harness the ultimate achievement formula.8. Regularly achieve over 200% of target.Champion Building shows you how to master
the inner and the outer game of selling so that you accelerate your sales success and transform yourself from a good salesperson into a
great one.Bob Skeens, the author of Champion Building - enterprise selling in the digital age, started his sales career working for a small UK
tech company ... for no salary. When he left the company two years later, he was earning more than the CEO. Bob then joined a number of
US tech start-ups that specialised in selling to brands in the UK and across Europe. He went on to win many Presidents Club awards and
earned more than a million dollars a year on multiple occasions. More importantly, the people around Bob, who were also using the strategies
that Bob was using, were also making hundreds of thousands of dollars per year. Bob was regularly asked by his employers, such as
Salesforce and MicroStrategy, to teach his techniques to his colleagues. Finally, the time came for Bob to hang up his boots. He distilled the
methods he and his colleagues had used into the Champion Building methodology, and now runs workshops and provides coaching to
leading technology companies.
Traditional Chinese edition of Thinking, Fast and Slow, Amazon Best Books of the Month, November 2011. Kahneman is psychology
professor emeritus at Princeton University and the 2002 Nobel Prize in Economic Sciences. In Traditional Chinese. Annotation copyright Tsai
Fong Books, Inc. Distributed by Tsai Fong Books, Inc.
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The ultimate guide to relationships, influence and persuasion in 21st century business. What is most important to your success as a sales or
business professional? Is it education, experience, product knowledge, job title, territory, or business dress? Is it your company's reputation,
product, price, marketing collateral, delivery lead times, in stock ratios, service guarantees, management strength, or warehouse location? Is
it testimonials, the latest Forbes write up, or brand awareness? Is it the investment in the latest CRM software, business 2.0 tools, or social
media strategy? You could hire a fancy consulting firm, make the list longer, add some bullet points, put it into a PowerPoint presentation,
and go through the whole dog and pony show. But at the end of the day there will be only one conclusion… None of the above! You see, the
most important competitive edge for today's business professionals cannot be found on this list, your resume, or in any of your company's
marketing brochures. If you want to know the real secret to what matters most in business, just look in the mirror. That's right, it's YOU. Do
these other things matter? Of course they do, but when all things are equal (and in the competitive world we live in today, things almost
always are) People Buy You. Your ability to build lasting business relationships that allow you to close more deals, retain clients, increase
your income, and advance your career to rise the top of your company or industry, depends on your skills for getting other people to like you,
trust you, and BUY YOU. This break-through book pushes past the typical focus on mechanics and stale processes found in so many of
today's sales and business books, and goes right to the heart of what matters most in 21st century business. Offering a straight forward,
actionable formula for creating instant connections with prospects and customers, People Buy You will enable you to achieve a whole new
level of success in your sales and business career. You'll discover: Three relationship myths that are holding you back Five levers that open
the door to stronger relationships that quickly increase sales, improve retention, increase profits and advance your career The real secret to
making instant emotional connections that eliminate objections and move buyers to reveal their real problems and needs How to anchor your
business relationships and create loyal customers who will never leave you for a competitor How to build your personal brand to improve your
professional presence and stand-out in the market place People Buy You is the new standard in the art of influence and persuasion. Few
books have tackled the subject of interpersonal relationships in the business world in such a practical and down-to-earth manner, breaking
what many perceive as a complex and frustrating process into easy, actionable steps that anyone can follow.
????????????????????????? ?????????????????????????? FBI???????????? ????????????????????? ???????????????????
???????•???Chris Voss???????????????????????????????????????????????????????????FBI???????????FBI?????????????????????????
??????????????????????????????????????????????????????????? ????????????????????????????????????????????MBA????????????
????????????????????????????????????????????????????????????????????????????????????????????????????????
????????????????????????????????????????????????????????????????????????????????????????????????????
?????????????????????????????????????????????????????????????????????????????????????????
What you experience is what you remember. The more emotional the experience, the deeper it is branded into your memory. Experience has
a massive impact on buying decisions. Every touch point, every time you or someone in your company engages a customer, it creates an
experience - something they remember. When they have a negative experience, they tend to vote with their feet (and their wallets) and head
straight to your competitors. When customers have positive emotional experiences, it anchors them to your brand, your product or service,
and ultimately to you. In the twenty-first century, competitive advantages derived from unique products are services are short-lived because
competitors are able to quickly and easily duplicate or match your offering. Likewise a focus on customer satisfaction and loyalty will no
longer give you the competitive edge. Delivering a legendary customer experience has emerged as the single most important competitive
advantage for companies across all industries. In People Love You you’ll learn the real secrets of customer experience including: 7 Essential
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Principles of Customer Engagement 5 Levers for Creating a Legendary Customer Experience The Secret to Bridging the Experience Gap
How to Leverage the Pull Strategy to become a Trusted Advisor 2 Most Important Rules for Dealing with Pissed-off Customers In a
hypercompetitive, global marketplace protecting your company’s customer base, the lifeblood of your business, must become your number
one priority. The rubber hits the road with account managers, project managers, sales professionals, and customer service professionals—the
people most connected to customers—who are on the frontlines of customer experience. They build unique and enduring emotional
connections with customers that creating long-term revenue and profit streams. In People Love You, human relationship guru, Jeb Blount,
gives you a powerful playbook for interacting with customers in a way that creates deep, enduring, visceral connections that withstand
relentless economic and competitive assaults.
Go from manager to coach--and motivate your staff to unprecedented success! Since the original publication of this classic guide,
organizations have recognized that sales coaching is a sales manager's most important role. Now, author Linda Richardson has completely
updated and revised Sales Coaching to include the latest tools and techniques, as well as a refined sales coaching process for increasing
performance. Sales Coaching will help you make the essential transition from boss to coach so you can help salespeople achieve their goals.
In this new role, you will empower your people to reach their highest potential by removing obstacles while fostering self and peer coaching,
allowing direct reports to take responsibility for their own development. Richardson's broader objective is to help build and sustain a sales
culture of continuous improvement and sales excellence. Inside you'll find a clear, practical, five-step approach to sales coaching that will
result in dramatic changes in behavior. Sales Coaching includes brand new guidance on Maximizing technology Coaching more effectively
Remote coaching Coaching in-the-action Quarterly coaching plans Richardson provides the skills and strategies you need to deliver feedback
that changes behavior and strengthen relationships with your sales team. This new edition gives you everything you need to achieve your
objectives and build a winning sales culture. You will watch members of your team reach performance heights they would not attain without
your guidance. The results will benefit everyone--you, your staff, and ultimately your customers. The choice is yours: Be a manager who
makes your salespeople do their jobs, or be a coach who helps your salespeople succeed.
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