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Todd Duncan : Killing the Sale: The 10 Fatal Mistakes Salespeople Make and How To Avoid Them before
purchasing it in order to gage whether or not it would be worth my time, and all praised Killing the Sale: The 10 Fatal
Mistakes Salespeople Make and How To Avoid Them:

0 of 0 people found the following review helpful. Five StarsBy Customervery nice.O of O people found the following
review helpful. must read for sales deptBy TrinitynetworxGreat lessons for any salesperson. Y our team should read


http://f3db.com/pub/links.php?id=B007V8YVAE

this book to ensure they are on top of their game.0 of 0 people found the following review helpful. Great BookBy
Danny T.Great Book for salespeople. | learned alot from it.

There are approximately 12.2 million salespeople in the United States-that's about 1 out of every 23 people!
Salespeople are everywhere, selling everything imaginable. Some are making akilling, but a greater percentage end up
victims of the sales industry-and their own mistakes. Some are normal bumps in the road toward success. Others are
more damaging. But many are fatal to a career. Duncan addresses these catastrophic mistakes with clarity and
directness. Whether you're a seasoned sales professional or someone considering sales as a career, Duncan's wisdom
can help you avoid errorsin perception, practice, and performance that could not only kill a sale but also your career.

"This presentation contains some truly fabulous sales tools--ideas, strategies, and attitudes that rise above the

mani pulations many people associate with professional sales training. The title works as a hook; everyone wantsto
stop making mistakes, and the 10 mistakes offered will be recognized by everyone. But the heart of this nearly
flawless audio is the authorrsgquo;s personal values, evident throughout the program, and his authentic interest in
teaching ethical sales relationships. Serving customers well requires a disciplined effort to learn what they need,
preparing tirelessly for every sales call, and organizing our personal lives so we can serve them with energy and
consistency. An essential guide for every type of salesperson.”nbsp; T.W. copy; AudioFile Portland, Maine



