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Linda Richardson : Perfect Selling (Business Books) before purchasing it in order to gage whether or not it would
be worth my time, and all praised Perfect Selling (Business Books):

0 of 0 people found the following review helpful. Five StarsBy Kolleen MartinGreat sales book. It has alot of tips, yet
doesn't overwhelm you with information.0 of 0 people found the following review helpful. Great for newcomersBy
Cristian Guajardo Garcial'm not an expert in sales, therefore | was looking for abook that introduced me to the field in
astraightforward way. | was looking for a book that gave me the foundations of a selling pitch and how to manage my
prospects. That is exactly what | found here; this book goes straight to the point, is highly practical and you can
definitely apply this framework in the real world. For me was without a doubt, a highly valuable (and fast) reading.2

of 2 people found the following review helpful. Ordered for my sales staffBy Woowool work as a Sales and Marketing
Coordinator for a software development company and our Sales staff needed a refresher and something inspirational to


http://f3db.com/pub/links.php?id=B001BAKVHK

keep them on the phones selling. The basics are covered and you get an assignment at the end of the chapter so you
can apply methodologies. Since we began reading, | have seen a20% increase in calls and 2 of my salesman have
closed contracts. A good read.

The USA Today and New Y ork Times Bestseller! Meet your sales objective and close more businessin 20 minutes a
day CONNECT with your customer immediately EXPLORE customer needs thoroughly and quickly LEVERAGE
your solutions persuasively RESOLVE your customerrsguo;s questions and objections confidently ACT when the time
isright "Your thinking "What? Another book about selling? Wrong! This book is about winning! These days, when
those of uswho sell need every molecule of competitive edge we can muster, Linda cleverly pullsit together for us.
And she does it with a voice radiating experience, knowledge, and sincere empathy for the challenging job we al
have."--Dave Stein, CEO Founder, ES Research Group, Inc., and author of How Winners Sell "In five steps, Linda
helps you master the process of the sales call to atee, freeing your creativity to focus on your customer and deal with
the unexpected that will always occur.”--Larry Wilson, sales leadership guru and bestselling author "For years, Linda
Richardson has been one of the top two or three sales training consultants in the world. Thisis invaluable material and
amust-read for anybody who cares about success in selling."--Geoffrey James, journalist and author of the popular
blog, "Sales Machine"



