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M. Merk : Luxury Sales Force Management: Strategies for Winning Over Your Brand Ambassadors  before 
purchasing it in order to gage whether or not it would be worth my time, and all praised Luxury Sales Force 
Management: Strategies for Winning Over Your Brand Ambassadors: 

0 of 0 people found the following review helpful. BX+CX+SalesBy Paulo PeresThe book itself is a great study about 

http://f3db.com/pub/links.php?id=B00ITXVNKG


the relationship between the brave and the salesperson. Is a good study (with more 600 interviews) made by Michaela 
Merk with outcome very interesting. Is a good report with a lot of testimonials precious about the luxury world and the 
life of the salesperson inside the great brands.For me is about Customer Experience and Brand Experience and Sales 
Management . And especially about brand culture. I recommend it to understand about meanders luxury and put 
yourself inside the shoes salespeople's.1 of 1 people found the following review helpful. The gripping Story of 
creating a LUXURY BRANDBy Isaac NydenThis book is beautifully written! It deeply pulls you into the mystery 
behind famous brands! It also clearly showed us where to enhance and inspire our Sales Team. To create within the 
heart of the brand and lite the torch that carries us. Anyways I am so driven by this book I must go now and 
create!This is a must have book and we will gift it to our entire Sales Team!DAHLIANA0 of 0 people found the 
following review helpful. A must luxury world guide!By RaskoAmazing guide for anyone approaching the world of 
luxury brands...

The sales team can often make or break the success of new brands or products. This comprehensive guide provides 
strategies, models and checklists to help managers and directors strengthen the relationships of their firm's sales force 
with their own or other brands, maximizing turnover and profit in the long run.
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her PhD. The leading speakers' agency 'Speakers Excellence' counts her among the top 100 trainers in Europe. 


