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Jaideep Motwani, Rob Ptacek : Lean Applications in Sales: How a Sales Manager Applied Lean Tools to Sales 
Processes and Exceeded His Goals  before purchasing it in order to gage whether or not it would be worth my time, 
and all praised Lean Applications in Sales: How a Sales Manager Applied Lean Tools to Sales Processes and 
Exceeded His Goals: 

0 of 0 people found the following review helpful. good bookBy Pranav GaurInsightful as it takes an example and 

http://f3db.com/pub/links.php?id=B00KY8FWJM


walks you through the thought process. The level of detail is sufficient to trigger your thought process. To be honest, it 
looks like a case study

Over the past decade, Lean methods and tools have helpedmanufacturing organizations improve their productivity 
levelssignificantly by focusing on data, systematic elimination ofwaste, and improvement of flow. Today many 
nonmanufacturingorganizations are applying the powerful process improvementmethods and tools employed with 
Lean techniques.This book illustrates Lean methods and tools applicationsapplied to a full range of sales organizations 
and processes. Bydiscussing these tools in various sales environments, sales teamleaders can begin to understand how 
these methods and toolscan be applied in their organizations. Through a unique and easyreading story of a frustrated 
sales team leader discovering thepower of these tools, the authors present a compelling argumentto begin using Lean 
in sales organizations; and illustrate the discovery,application, and transformation of sales processes. It'sthe perfect 
book for sales managers, sales team leaders, andbusiness education students.
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