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0 of 0 people found the following review helpful. Must-read Sales BasicsBy Allison BellCrash course in most
important concepts in sales. Serving customer needs honestly, skillfully and with integrity. A must-read for the new
sales person!5 of 7 people found the following review helpful. Save Y our $By J.D.L This book offers nothing new to
any sales person who has read a sales book or two. If thisisthe first book you have considered reading about sales, it
might be worth the price. Otherwise, save your money! Y ou work too hard for it.10 of 11 people found the following
review helpful. Loyal fan says.. it's good, but it's a bit basic.By Peter Cooperl look up to Tom Hopkins greatly. He
encouraged me to think of sales as atrue profession, and to become great at it. Therefore, | buy whatever he releases,
and usudly find it of immense value. Not this.| don't want to sound like the pessimistic 'Jack’ in the book, but thisis a
very short book. | sat down and read it in two hours. It reinforced alot of points raised in his other books, but didn't
teach anything new. It sticks to the very basic areas of qualification and closing, and doesn't add anything to what Tom
has already put out.However, it iswritten in an extremely easy to read way. It's afun book to read, even if you know
thematerial! | really enjoyed reading this book, even though | learnt nothing new. And | can see how this book will be
absolutely amazing for people who aren't familiar with the techniques of true Master salespeople.So it gets five stars
for being easy to read, and wonderful for beginners. But it loses a star for being mostly irrelevant to more experienced
readers, although it's good reinforcement for what you've already learnt.Sorry, Tom, but thisis the least useful 'sales
training' purchase I've made in along time, but not the least enjoyable. But it's so [inexpensive] so I'm not too
concerned.

"If you are a salesperson, you will find yourself in this book. Treat it like your road map to success and you will be a
professional salesperson.” - Willis Turner, CSE President, Sales and Marketing Executives International, Inc. "This
action-oriented book covers the best practices of top sales performersin all critical areas. The lessons are easy to learn
and they will help you forge more rewarding customer relationships, a higher income, and aricher career satisfaction.
A must-read for any salesperson who wants to improve and reach the next level of success." - Gerhard Gschwandtner,
founder and Publisher, Selling Power magazine "As a professor teaching MBA students for twenty years, | encourage
everyone in management to make this required reading for their salesteams.” - Dr. Michael Russell, Chairman of the
Marketing Dept., St. Bonaventure University "Each pageis full of ideas for instant sales and commissions!" - Anthony
Parinello, author of Secrets of VITO: Think and Sell Likea CEO

From the Inside FlapFeel like yoursquo;re going crazy? Tired of wondering why your last sales presentation
didnrsguo;t work? Ready to graduate from certifiable to certified? Many professionsndash;including medicine, law,
and financendash; have certification programs that set the standard for success. Until now, salespeople have had to find
astandard of their own. To keep you from running through the sales world certifiably crazy, two of the worldrsgquo;s
top salestrainers bring you real-world answers in this fun and powerful book. Instead of just telling you what to do,
this quick, easy-to-read parable shows you how to become atop salesperson with its tried-and-true methods. Follow
the journey of three humorous, real-life salespeople as they are given the keys to sales and watch one transform from
initial skepticism to over-the-top success and income! Filled with critical techniques proven in awide range of
industries and environments, The Certifiable Salesperson provides you with the details and information you need for
success with your very next client, including: How to Sell Morein Any Economy How to Get as Many A ppointments
as Possible How to Connect with the Real Decision Makers How to Overcome Challenging Objections How to Use
the Most Powerful Closes Effortlessly How to Shut Down Y our Competition How to Make Powerful Presentations
How to Overcome the Fear of Rejection In The Certifiable Salesperson, world-renowned master sales trainers Tom
Hopkins and Laura Laaman dissect every step of the sales process to give you the specific, real-world actions a
salesperson must take to move from an average performer to exceptional sales pro. Let these and numerous other
proven technigques help you GO CRAZY with unprecedented sales! From the Back Cover"If you are a salesperson, you
will find yourself in this book. Treat it like your road map to success and you will be a professional salesperson.”
ndash; Willis Turner, CSE President, Sales and Marketing Executives International, Inc. "This action-oriented book
covers the best practices of top sales performersin al critical areas. The lessons are easy to learn and they will help
you forge more rewarding customer relationships, a higher income, and aricher career satisfaction. A must-read for
any salesperson who wants to improve and reach the next level of success." ndash; Gerhard Gschwandtner, founder
and Publisher, Selling Power magazine "As a professor teaching MBA students for twenty years, | encourage everyone
in management to make this required reading for their sales teams." ndash; Dr. Michael Russell, Chairman of the
Marketing Dept., St. Bonaventure University "Each pageis full of ideas for instant sales and commissions!" ndash;
Anthony Parinello, author of Secrets of VITO: Think and Sell Like a CEOAbout the AuthorTOM HOPKINS carries
the standard as a master salestrainer and is recognized as the worldrsquo;s leading authority on selling techniques and
salesmanship. Over three million people on five continents have attended Tomrsquo;s high-energy live seminars. Tom
personally conducts seventy-five seminars each year, traveling throughout the United States, Canada, Australia, New
Zedand, Singapore, Malaysia, Taiwan, and the Philippines. He is the author of eleven books, including How to Master
the Art of Selling, which has sold 1.4 million copies. In 1976, Tom founded Tom Hopkins International . Today, over



35,000 corporations and millions of professional salespeople utilize his professiona sales training materials. LAURA
LAAMAN is an award-winning speaker, trainer, and author. She has been WOWing sal espeople, managers, and
customer service representative audiences with powerful and entertaining presentations since 1989. Laura shares the
stage with other top speakers including Tom Hopkins and Zig Ziglar. Along with her staff, Laura has hel ped thousands
of companies in the United States and Europe SELL MORE by using the vital techniques she del ivers at her training
seminars and presentations. New salespeople and veterans alike look up to her because of her credibility and powerful,
yet approachable, manner.



