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The Effortless Experience
"If we don't drop our price, we will lose the deal." That's the desperate cry from
salespeople as they try to win deals in competitive marketplaces. While the easy
answer is to lower the price, the company sacrifices margin--oftentimes
unnecessarily. To win deals at the prices you want,the strategy needed is
differentiation. Most executives think marketing is the sole source of
differentiation. But what about the sales function of the company? This commonly
neglected differentiation opportunity provides a multitude of ways to stand out
from the competition. This groundbreaking book teaches you how to develop those
strategies. In Sales Differentiation, sales management strategist, Lee B. Salz
presents nineteen easy-to-implement concepts to help salespeople win deals while
protecting margins. These concepts apply to any salesperson in any industry and
are based on the foundation that "how you sell, not just what you sell,
differentiates you." The strategies are presented in easy-to-understand stories and
can quickly be put into practice. Divided into two sections, the "what you sell"
chapters help salespeople: Recognize that the expression "we are the best" causes
differentiation to backfire. Avoid the introspective question that frustrates
salespeople and ask the right question to fire them up. Understand what their true
differentiators are and how to effectively position them with buyers. Find
differentiators in every nook and cranny of the company using the six components
of the "Sales Differentiation Universe." Create strategies to position differentiators
so buyers see value in them. The "how you sell" section teaches salespeople how
to provide meaningful value to buyers and differentiate themselves in every stage
of the sales process. This section helps salespeople: Develop strategies to engage
buyers and turn buyer objections into sales differentiation opportunities. Shape
buyer decision criteria around differentiators. Turn a commoditized Request for
Proposal (RFP) process into a differentiation opportunity. Use a buyer request for
references as a way to stand out from the competition. Leverage the irrefutable,
most powerful differentiatorthemselves. Whether you've been selling for twenty
years or are new to sales, the tools you learn in Sales Differentiation will help you
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knock-out the competition, build profitable new relationships, and win deals at the
prices you want.

Sales Manager Survival Guide
Buyer behavior has changed the marketplace, and sellers mustadapt to survive
The Collaborative Sale: Solution Selling in Today'sCustomer-Driven World is the
definitive guide to the newreality of sales. The roles of buyers, sellers, and
technology havechanged, and collaboration is now the key to success on all
sides.The Collaborative Sale guides sales professionals towardalignment with
buyers, by helping them overcome their problems andchallenges, and creating
value. From building a robust opportunitypipeline and predicting future revenues to
mastering the nuances ofbuyer conversations, the book contains the information
salesprofessionals need to remain relevant in today's salesenvironment. Buyers
have become more informed and more empowered. As aresult, most sellers now
enter the buying process at a much laterstage than the traditional norm. The rise
of information access hasgiven buyers more control over their purchases than ever
before,and sellers must adapt to survive. The Collaborative Saleprovides a
roadmap for adapting through sales collaboration,detailing the foundations,
personae, and reality of the newmarketplace. The book provides insight into the
new buyer thoughtprocesses, the new sales personae required for dealing with the
newbuyers, and how to establish and implement a dynamic sales process.Topics
include: Selling in times of economic uncertainty, broad informationaccess, and
new buyer behavior Why collaboration is so important to the new buyers The
emergence of new sales personae – Micro-marketer,Visualizer, and Value Driver
Buyer alignment, risk mitigation, and the myth of control Situational fluency, and
the role of technology Focused sales enablement, and buyer-aligned learning
anddevelopment Implementation and establishment of a dynamic salesprocess
The book describes the essential competencies for collaborativeselling, and
provides indispensable supplemental tools forimplementation. Written by
recognized authorities with insightsinto global markets, The Collaborative Sale:
Solution Selling inToday's Customer-Driven World is the essential resource
fortoday's sales professional.

Systems of Insight for Digital Transformation: Using IBM
Operational Decision Manager Advanced and Predictive
Analytics
AI is radically transforming business. Are you ready? Look around you. Artificial
intelligence is no longer just a futuristic notion. It's here right now--in software that
senses what we need, supply chains that "think" in real time, and robots that
respond to changes in their environment. Twenty-first-century pioneer companies
are already using AI to innovate and grow fast. The bottom line is this: Businesses
that understand how to harness AI can surge ahead. Those that neglect it will fall
behind. Which side are you on? In Human + Machine, Accenture leaders Paul R.
Daugherty and H. James (Jim) Wilson show that the essence of the AI paradigm
shift is the transformation of all business processes within an
organization--whether related to breakthrough innovation, everyday customer
service, or personal productivity habits. As humans and smart machines
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collaborate ever more closely, work processes become more fluid and adaptive,
enabling companies to change them on the fly--or to completely reimagine them.
AI is changing all the rules of how companies operate. Based on the authors'
experience and research with 1,500 organizations, the book reveals how
companies are using the new rules of AI to leap ahead on innovation and
profitability, as well as what you can do to achieve similar results. It describes six
entirely new types of hybrid human + machine roles that every company must
develop, and it includes a "leader’s guide" with the five crucial principles required
to become an AI-fueled business. Human + Machine provides the missing and
much-needed management playbook for success in our new age of AI. BOOK
PROCEEDS FOR THE AI GENERATION The authors' goal in publishing Human +
Machine is to help executives, workers, students and others navigate the changes
that AI is making to business and the economy. They believe AI will bring
innovations that truly improve the way the world works and lives. However, AI will
cause disruption, and many people will need education, training and support to
prepare for the newly created jobs. To support this need, the authors are donating
the royalties received from the sale of this book to fund education and retraining
programs focused on developing fusion skills for the age of artificial intelligence.

The Challenger Sale
Offers a pragmatic approach to generating fresh thoughts and perspectives and
guides readers with user-friendly practices and exercises to cultivate a mindset
where insight comes readily.

Modeling for Insight
"Powerful strategies for sales proficiency in ever-changing situations When sales
people are promoted, change jobs, or face new business environments, they
inevitably need to learn new skills quickly. Their livelihoods depend on getting up
to speed quickly; their bosses have no patience for delayed results. Sales guru Jill
Konrath offers both new and experienced salespeople a plan for rapidly absorbing
new information and mastering new skills by becoming agile sellers. Readers will
learn the mindsets, learning strategies and habits that they can use in crazy-busy
times to start strong and stay nimble. From time management tools to personal
motivation and resilience strategies, Konrath teaches sellers how to get more done
in less time, regardless of the environment. Readers who loved the no-nonsense
advice in Konrath's SNAP Selling and Selling to Big Companies will find The Agile
Seller equally valuable"--

Insight Selling
Four years ago, the bestselling authors of The Challenger Sale overturned decades
of conventional wisdom with a bold new approach to sales. Now their latest
research reveals something even more surprising: Being a Challenger seller isn’t
enough. Your success or failure also depends on who you challenge. Picture your
ideal customer: friendly, eager to meet, ready to coach you through the sale and
champion your products and services across the organization. It turns out that’s
the last person you need. Most marketing and sales teams go after low-hanging
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fruit: buyers who are eager and have clearly articulated needs. That’s simply
human nature; it’s much easier to build a relationship with someone who always
makes time for you, engages with your content, and listens attentively. But
according to brand-new CEB research—based on data from thousands of B2B
marketers, sellers, and buyers around the world—the highest-performing teams
focus their time on potential customers who are far more skeptical, far less
interested in meeting, and ultimately agnostic as to who wins the deal. How could
this be? The authors of The Challenger Customer reveal that high-performing B2B
teams grasp something that their average-performing peers don’t: Now that big,
complex deals increasingly require consensus among a wide range of players
across the organization, the limiting factor is rarely the salesperson’s inability to
get an individual stakeholder to agree to a solution. More often it’s that the
stakeholders inside the company can’t even agree with one another about what
the problem is. It turns out only a very specific type of customer stakeholder has
the credibility, persuasive skill, and will to effectively challenge his or her
colleagues to pursue anything more ambitious than the status quo. These
customers get deals to the finish line far more often than friendlier stakeholders
who seem so receptive at first. In other words, Challenger sellers do best when
they target Challenger customers. The Challenger Customer unveils researchbased tools that will help you distinguish the "Talkers" from the "Mobilizers" in any
organization. It also provides a blueprint for finding them, engaging them with
disruptive insight, and equipping them to effectively challenge their own
organization.

Rain Making
A renowned cognitive psychologist reveals the science behind achieving
breakthrough discoveries, allowing readers to confidently solve problems, improve
decision-making, and achieve success. Insights-like Darwin's understanding of the
way evolution actually works, and Watson and Crick's breakthrough discoveries
about the structure of DNA-can change the world. Yet we know very little about
when, why, or how insights are formed-or what blocks them. In Seeing What Others
Don't, Gary Klein unravels the mystery. Klein is a keen observer of people in their
natural settings-scientists, businesspeople, firefighters, police officers, soldiers,
family members, friends, himself-and uses a marvelous variety of stories to
illuminate his research into what insights are and how they happen. What, for
example, enabled Harry Markopolos to put the finger on Bernie Madoff? How did
Dr. Michael Gottlieb make the connections between different patients that allowed
him to publish the first announcement of the AIDS epidemic? How did Martin
Chalfie come up with a million-dollar idea (and a Nobel Prize) for a natural
flashlight that enabled researchers to look inside living organisms to watch
biological processes in action? Klein also dissects impediments to insight, such as
when organizations claim to value employee creativity and to encourage
breakthroughs but in reality block disruptive ideas and prioritize avoidance of
mistakes. Or when information technology systems are "dumb by design" and
block potential discoveries. Both scientifically sophisticated and fun to read, Seeing
What Others Don't shows that insight is not just a "eureka!" moment but a whole
new way of understanding.

Cracking the Sales Management Code: The Secrets to
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Measuring and Managing Sales Performance
We live in a values-driven world. As times change, businesses must evolve. The
way that leaders have run companies for generations is no longer relevant.Today -Purpose wins over products. Values win over features. Stories win over
pitches.Everyone everywhere craves fulfillment. You must share the reason why
you exist and infuse it into everything you do, in order to thrive. Many leaders see
the shift in the market and make an effort to adapt. Companies quickly learn that
one-off workshops and off-sites are not enough. Purpose is more than a press
release. Your vision and mission statements should live in practice as well as print,
and permeate through every aspect of your organization. You must close the gap
between the messages you declare and the experiences you deliver. How to Lead
a Values-Based Professional Services Firm shares the vital experience and valuable
insights that leaders require to evolve their organizations and navigate the valuesdriven world we live in. • Live your purpose to stay alive and build a faithful
following of clients and team members. • Employ your authentic values as your
guide through the modern market and drive profitability. • Share meaningful
stories that emotionally connect with today's clientele to transform them into
tomorrow's brand ambassadors. 3 keys to unlock purpose and profit will enable
you to turn the obstacles of the shifting market into your greatest opportunities,
soar above your competitors, and grow your revenue beyond your highest
projections.

Seeing What Others Don't
How to Innovate and Execute Leaders already know that innovation calls for a
different set of activities, skills, methods, metrics, mind-sets, and leadership
approaches. And it is well understood that creating a new business and optimizing
an already existing one are two fundamentally different management challenges.
The real problem for leaders is doing both, simultaneously. How do you meet the
performance requirements of the existing business—one that is still thriving—while
dramatically reinventing it? How do you envision a change in your current business
model before a crisis forces you to abandon it? Innovation guru Vijay Govindarajan
expands the leader’s innovation tool kit with a simple and proven method for
allocating the organization’s energy, time, and resources—in balanced
measure—across what he calls “the three boxes”: • Box 1: The present—Manage
the core business at peak profitability • Box 2: The past—Abandon ideas, practices,
and attitudes that could inhibit innovation • Box 3: The future—Convert
breakthrough ideas into new products and businesses The three-box framework
makes leading innovation easier because it gives leaders a simple vocabulary and
set of tools for managing and measuring these different sets of behaviors and
activities across all levels of the organization. Supported with rich company
examples—GE, Mahindra & Mahindra, Hasbro, IBM, United Rentals, and Tata
Consultancy Services—and testimonies of leaders who have successfully used this
framework, this book solves once and for all the practical dilemma of how to align
an organization on the critical but competing demands of innovation.

Insight Selling
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With all of the advice and information available on the internet, empowered Buyers
want insight. They need to find out what all of the information means. But how do
you challenge the customer's thinking with insight, without challenging the
customer? That's the question this book seeks to answer. You'll learn why insights
are more likely to make it past the Buyer's defensive wall if they are hidden inside
an insight scenario, like a Trojan horse. And because they transport the Buyer out
of the role of a critic, and into the role of a participant, they trump verbal
persuasion. We'll show you how to create insight scenarios. Just imagine if your
prospective customers could step inside a buying simulator, and take your product
out for a test drive. Could you ask for more?

Combo Prospecting
True or false? In selling high-value products or services: 'closing' increases your
chance of success; it is essential to describe the benefits of your product or service
to the customer; objection handling is an important skill; open questions are more
effective than closed questions. All false, says this provocative book. Neil Rackham
and his team studied more than 35,000 sales calls made by 10,000 sales people in
23 countries over 12 years. Their findings revealed that many of the methods
developed for selling low-value goods just don‘t work for major sales. Rackham
went on to introduce his SPIN-Selling method. SPIN describes the whole selling
process: Situation questions Problem questions Implication questions Need-payoff
questions SPIN-Selling provides you with a set of simple and practical techniques
which have been tried in many of today‘s leading companies with dramatic
improvements to their sales performance.

Human + Machine
Mind the Gap This book is your business survival guide in a time of unparalleledand accelerating-rate of change. When your margin for error is shrinking, even a
small miscalculation-a misalignment, a tiny gap between your target (what you
want; your strategy) and reality (your results)-can quickly widen into a chasm that
will threaten your company's existence. Innovation in technology will be the
differentiator to apply to the "art" and "science" of strategic execution and will
separate the ones who get what they want vs those who do not. The word
"stragile" simply means a strategy that is agile. To be stragile means to be aware,
responsive, and willing to do what's necessary to meet your organization's goals.
Through its use of revealing case studies, this powerful and eye-opening book
shows you how to prevent your organization (or project) from ending up like so
many businesses, failing as the result of a long series of miscalculations and gaps
between real life conditions and expected results. In "Stragile," Shawn Jean
provides you with the strategies and tools to identify and close those gaps so you
can keep your organization thriving and profi table. "A unique [look at] the
potential impact innovation has for today's dynamic business." -Dan Solito, COO
CafeX "Stragile outlines the massive potential organizations hold by looking to
apply technology to the art and the science of strategic execution." -Mathew
Bieber, CEO, CDC Software "With entertaining and thought-provoking examples,
Shawn outlines the profound impact technology holds when executing any
strategy." -Jeff Sands, Vice President of ITSMA
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Mastering the Complex Sale
Intuitive Solutions: A Tool for Inspired Action can be used to recognize the subtle
dynamics underlying challenges, to release limiting beliefs, to feel motivated and
inspired, to discover new ways of resolving difficult situations and to act with
decisiveness. For one or more players, it contains an "insight" deck, a "setback"
deck, an "angel" deck, and an instruction booklet. From the creators of the Angel
Cards! Very popular. Box size: 6.25" x 6.25" x 1.5" "Insight" Cards each: 2" x 2.5"
"Setback" Cards each: 2" x 2.5" "Angel" Cards each: 1.5" x 2.5"

The Collaborative Sale
What do winners of major sales do differently than the sellerswho almost won, but
ultimately came in second place? Mike Schultz and John Doerr, bestselling authors
andworld-renowned sales experts, set out to find the answer. Theystudied more
than 700 business-to-business purchases made by buyerswho represented a total
of $3.1 billion in annual purchasing power.When they compared the winners to the
second-place finishers, theyfound surprising results. Not only do sales winners sell
differently, they sellradically differently, than the second-place finishers. In recent
years, buyers have increasingly seen products andservices as replaceable. You
might think this would meanthat the sale goes to the lowest bidder. Not true! A
new breed ofseller—the insight seller—is winning the sale withstrong prices and
margins even in the face of increasingcompetition and commoditization. In Insight
Selling, Schultz and Doerr share thesurprising results of their research on what
sales winners dodifferently, and outline exactly what you need to do to
transformyourself and your team into insight sellers. They introduce asimple threelevel model based on what buyers say tip the scales infavor of the winners: Level 1
"Connect." Winners connect the dots betweencustomer needs and company
solutions, while also connecting withbuyers as people. Level 2 "Convince." Winners
convince buyers that they canachieve maximum return, that the risks are
acceptable, and that theseller is the best choice among all options. Level 3
"Collaborate." Winners collaborate with buyers bybringing new ideas to the table,
delivering new ideas and insights,and working with buyers as a team. They also
found that much of the popular and current advicegiven to sellers can damage
sales results. Insight Sellingis both a strategic and tactical guide that will separate
the goodadvice from the bad, and teach you how to put the three levels ofselling to
work to inspire buyers, influence their agendas, andmaximize value. If you want to
find yourself and your team in thewinner's circle more often, this book is a mustread.

Consultative Selling
Boost sales results by zeroing in on the metrics that matter most “Sales may be an
art, but sales management is a science. Cracking the Sales Management Code
reveals that science and gives practical steps to identify the metrics you must
measure to manage toward success.” —Arthur Dorfman, National Vice President,
SAP “Cracking the Sales Management Code is a must-read for anyone who wants
to bring his or her sales management team into the 21st century.” —Mike Nathe,
Senior Vice President, Essilor Laboratories of America “The authors correctly assert
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that the proliferation of management reporting has created a false sense of control
for sales executives. Real control is derived from clear direction to the field—and
this book tells how do to that in an easy-to-understand, actionable manner.”
—Michael R. Jenkins, Signature Client Vice President, AT&T Global Enterprise
Solutions “There are things that can be managed in a sales force, and there are
things that cannot. Too often sales management doesn’t see the difference. This
book is invaluable because it reveals the manageable activities that actually drive
sales results.” —John Davis, Vice President, St. Jude Medical “Cracking the Sales
Management Code is one of the most important resources available on effective
sales management. . . . It should be required reading for every sales leader.” —Bob
Kelly, Chairman, The Sales Management Association “A must-read for managers
who want to have a greater impact on sales force performance.” —James Lattin,
Robert A. Magowan Professor of Marketing, Graduate School of Business, Stanford
University “This book offers a solution to close the gap between sales processes
and business results. It shows a new way to think critically about the strategies and
tactics necessary to move a sales team from good to great!” —Anita Abjornson,
Sales Management Effectiveness, Abbott Laboratories About the Book: There are
literally thousands of books on selling, coaching, and leadership, but what about
the particulars of managing a sales force? Where are the frameworks, metrics, and
best practices to help you succeed? Based on extensive research into how worldclass companies measure and manage their sales forces, Cracking the Sales
Management Code is the first operating manual for sales management. In it you
will discover: The five critical processes that drive sales performance How to
choose the right processes for your own team The three levels of sales metrics you
must collect Which metrics you can “manage” and which ones you can’t How to
prioritize conflicting sales objectives How to align seller activities with business
results How to use CRM to improve the impact of coaching As Neil Rackham writes
in the foreword: “There’s an acute shortage of good books on the specifics of sales
management. Cracking the Sales Management Code is about the practical specifics
of sales management in the new era, and it fills a void.” Cracking the Sales
Management Code fills that void by providing foundational knowledge about how
the sales force works. It reveals the gears and levers that actually control sales
results. It adds clarity to things that you intuitively know and provides insight into
things that you don’t. It will change the way you manage your sellers from day to
day, as well as the results you get from year to year.

Programming Collective Intelligence
Systems of record (SORs) are engines that generates value for your business.
Systems of engagement (SOE) are always evolving and generating new customercentric experiences and new opportunities to capitalize on the value in the systems
of record. The highest value is gained when systems of record and systems of
engagement are brought together to deliver insight. Systems of insight (SOI)
monitor and analyze what is going on with various behaviors in the systems of
engagement and information being stored or transacted in the systems of record.
SOIs seek new opportunities, risks, and operational behavior that needs to be
reported or have action taken to optimize business outcomes. Systems of insight
are at the core of the Digital Experience, which tries to derive insights from the
enormous amount of data generated by automated processes and customer
interactions. Systems of Insight can also provide the ability to apply analytics and
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rules to real-time data as it flows within, throughout, and beyond the enterprise
(applications, databases, mobile, social, Internet of Things) to gain the wanted
insight. Deriving this insight is a key step toward being able to make the best
decisions and take the most appropriate actions. Examples of such actions are to
improve the number of satisfied clients, identify clients at risk of leaving and
incentivize them to stay loyal, identify patterns of risk or fraudulent behavior and
take action to minimize it as early as possible, and detect patterns of behavior in
operational systems and transportation that lead to failures, delays, and
maintenance and take early action to minimize risks and costs. IBM® Operational
Decision Manager is a decision management platform that provides capabilities
that support both event-driven insight patterns, and business-rule-driven
scenarios. It also can easily be used in combination with other IBM Analytics
solutions, as the detailed examples will show. IBM Operational Decision Manager
Advanced, along with complementary IBM software offerings that also provide
capability for systems of insight, provides a way to deliver the greatest value to
your customers and your business. IBM Operational Decision Manager Advanced
brings together data from different sources to recognize meaningful trends and
patterns. It empowers business users to define, manage, and automate repeatable
operational decisions. As a result, organizations can create and shape customercentric business moments. This IBM Redbooks® publication explains the key
concepts of systems of insight and how to implement a system of insight solution
with examples. It is intended for IT architects and professionals who are
responsible for implementing a systems of insights solution requiring event-based
context pattern detection and deterministic decision services to enhance other
analytics solution components with IBM Operational Decision Manager Advanced.

Systems of Insight Overview
The insights industry is in trouble. It's not growing, despite an explosion of
information, decreasing costs and an increase in the need for informed decision
making. And it still does not have real influence in the boardroom. It is too often
focused on what happened, and not on where to go and what to do next. It focuses
on methodology instead of decision making. And it is gathering its data from
people it treats like chattel, which leads to results being unreliable if not downright
wrong. This book takes a problem/solution approach; it is organized into chapters
which shine an uncomfortable light on all too familiar practices before suggesting a
better way forward. The book is fueled by interviews with insights professionals,
marketers and strategists from around the world, including people from
organizations like Coca-Cola, Discovery Channel, Estée Lauder, ESOMAR,
Facebook, Intel, Pfizer, PwC, Sunovion, Telstra, Twitter, Virgin Australia, U.S. Bank,
Visa, Warner Bros, and World Vision.

SNAP Selling
Sales management isn't a simple subject by any means. But at the same time, it
does have some basic and somewhat simple fundamentals--and that is what we
are bringing to you with this book. First come pain points of sales management,
and how to overcome them. These pain points fall into 3 basic categories:
management, technology and people. We'll cover each briefly but thoroughly
enough to give you a grounding.
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Insight Selling
Most people assume expertise comes from natural talents or many years of
experience. Although we know that elite salespeople achieve the highest levels of
performance, few understand how and why. Expert Selling: A Blueprint to
Accelerate Sales Excellence culls the thinking of expert performers to answer two
elusive questions and to help YOU become the best salesperson you can be: What
specific knowledge and skills are most important for top performance? How can
these skills be acquired faster without giving up valuable selling time?

How to Lead a Values-Based Professional Services Firm
Decision making is a critical function in any enterprise. The decision-making
process that is enhanced by analytics can be described as consuming and
collecting data, detecting relationships and patterns, applying sophisticated
analysis techniques, reporting, and automation of the follow-on action. The IT
system that supports decision making is composed of the traditional "systems of
record", "systems of engagement", and the "systems of insight". This IBM®
Redbooks® Solution Guide introduces the concept of systems of insight based on
what is detailed in the IBM Redbooks publication "Systems of Insight for Digital
Transformation," SG24-8293, found at:
http://www.redbooks.ibm.com/redpieces/abstracts/sg248293.html?Open

The Art of Insight
Selling is tougher than ever before. Potential customers are under extreme
pressure to do more with less money, less time, and fewer resources, and they're
wary of anyone who tries to get them to buy or change anything. Under such
extreme conditions, yesterday's sales strategies no longer work. No matter how
great your offering, you face the daunting task of making yourself appear credible,
relevant, and valuable. Now, internationally recognized sales strategist Jill Konrath
shows how to overcome these obstacles to get more appointments, speed up
decisions, and win sales with these short-fused, frazzled customers. Drawing on
her years of selling experience, as well as the stories of other successful sellers,
she offers four SNAP Rules: -Keep it Simple: When you make things easy and clear
for your customers, they'll change from the status quo. -Be iNvaluable: You have to
stand out by being the person your customers can't live without. -Always Align: To
be relevant, make sure you're in synch with your customers' objectives, issues,
and needs. -Raise Priorities: To maintain momentum, keep the most important
decisions at the forefront of their mind. SNAP Selling is an easy-to-read, easy-touse guide for any seller in today's increasingly frenzied environment.

Stragile
What's the secret to sales success? If you're like most business leaders, you'd say
it's fundamentally about relationships-and you'd be wrong. The best salespeople
don't just build relationships with customers. They challenge them. The need to
understand what top-performing reps are doing that their average performing
colleagues are not drove Matthew Dixon, Brent Adamson, and their colleagues at
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Corporate Executive Board to investigate the skills, behaviors, knowledge, and
attitudes that matter most for high performance. And what they discovered may be
the biggest shock to conventional sales wisdom in decades. Based on an
exhaustive study of thousands of sales reps across multiple industries and
geographies, The Challenger Sale argues that classic relationship building is a
losing approach, especially when it comes to selling complex, large-scale businessto-business solutions. The authors' study found that every sales rep in the world
falls into one of five distinct profiles, and while all of these types of reps can deliver
average sales performance, only one-the Challenger- delivers consistently high
performance. Instead of bludgeoning customers with endless facts and features
about their company and products, Challengers approach customers with unique
insights about how they can save or make money. They tailor their sales message
to the customer's specific needs and objectives. Rather than acquiescing to the
customer's every demand or objection, they are assertive, pushing back when
necessary and taking control of the sale. The things that make Challengers unique
are replicable and teachable to the average sales rep. Once you understand how to
identify the Challengers in your organization, you can model their approach and
embed it throughout your sales force. The authors explain how almost any averageperforming rep, once equipped with the right tools, can successfully reframe
customers' expectations and deliver a distinctive purchase experience that drives
higher levels of customer loyalty and, ultimately, greater growth.

Costovation
Today's buyers want more from sales professionals than a simple consultation.
What they're hungry for are meaningful, collaborative conversations built on
mutual value and trust, that result in a Win3where they, the seller, and the
organization, achieve a winning outcome. Conversations That Sell introduces sales
professionals to the collaborative conversation skills they need to capture the
buyer's attention and secure business. Based on the author's five-step sales
system, What's in It for Them (WIIFT)--Wait, Initiate, Investigate, Facilitate, Then
Consolidate--the book shows readers how to: * Prepare for an effective sales call *
Identify sales opportunities and the factors that drive buyers to act * Adjust their
approach to the type of buyer--Achievers, Commanders, Reflectors, and Expressers
* Make conversations flow easily * Address problems, opportunities, wants, and
needs * Work through objections * Advance and close sales * And more Packed
with valuable tools and examples, salespeople in all industries will discover how to
increase their short- and long-term sales success by keeping the focus of every
conversation where it belongs--on the buyer.

Expert Selling
Delves into the details and specifics of “Rain Selling,” a strategy for making sales
used by the Rain Group that encompasses three levels of contact and follow-up
that resulted in over $3.1 billion in annual purchases: Connect, Convince and
Collaborate.

Intuitive Solutions
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“A major breakthrough in the way goods and services [are] sold. When Mack
Hanan speaks, we should all listen—really listen.” – Selling Magazine Do you sell
products or services? It doesn’t matter: What you’re really selling is customer
profit. You help your customers and clients make profitable business decisions, and
you are both rewarded with the fruits of a long-term business relationship. For 40
years, Mack Hanan’s Consultative Selling has empowered countless sales
professionals to reap maximum success, and the Eighth Edition is here to take
them—and you—to the next level, with brand new sections on: Creating a twotiered sales model to separate consultative sales from commodity sales • Building
and using consultative databases for value propositions and proof of performance
• Studying your customers’ cash flows to win proposals • Using consultative selling
strategies on the Web • Coping with—and reversing—the inevitable “no”
Consultative Selling is packed with new partnering strategies, cost/benefit analysis
templates, detailed monetized value proposition models, outcome-based branding
approaches, and powerful consulting tactics that will make your customers’
competition—and your own rivals—irrelevant.

SPIN® -Selling
What happens when the bottlenecks that stand between supply and demand in our
culture go away and everything becomes available to everyone? "The Long Tail" is
a powerful new force in our economy: the rise of the niche. As the cost of reaching
consumers drops dramatically, our markets are shifting from a one-size-fits-all
model of mass appeal to one of unlimited variety for unique tastes. From
supermarket shelves to advertising agencies, the ability to offer vast choice is
changing everything, and causing us to rethink where our markets lie and how to
get to them. Unlimited selection is revealing truths about what consumers want
and how they want to get it, from DVDs at Netflix to songs on iTunes to advertising
on Google. However, this is not just a virtue of online marketplaces; it is an
example of an entirely new economic model for business, one that is just beginning
to show its power. After a century of obsessing over the few products at the head
of the demand curve, the new economics of distribution allow us to turn our focus
to the many more products in the tail, which collectively can create a new market
as big as the one we already know. The Long Tail is really about the economics of
abundance. New efficiencies in distribution, manufacturing, and marketing are
essentially resetting the definition of what's commercially viable across the board.
If the 20th century was about hits, the 21st will be equally about niches.

The Hospitable Leader
Want to tap the power behind search rankings, product recommendations, social
bookmarking, and online matchmaking? This fascinating book demonstrates how
you can build Web 2.0 applications to mine the enormous amount of data created
by people on the Internet. With the sophisticated algorithms in this book, you can
write smart programs to access interesting datasets from other web sites, collect
data from users of your own applications, and analyze and understand the data
once you've found it. Programming Collective Intelligence takes you into the world
of machine learning and statistics, and explains how to draw conclusions about
user experience, marketing, personal tastes, and human behavior in general -- all
from information that you and others collect every day. Each algorithm is
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described clearly and concisely with code that can immediately be used on your
web site, blog, Wiki, or specialized application. This book explains: Collaborative
filtering techniques that enable online retailers to recommend products or media
Methods of clustering to detect groups of similar items in a large dataset Search
engine features -- crawlers, indexers, query engines, and the PageRank algorithm
Optimization algorithms that search millions of possible solutions to a problem and
choose the best one Bayesian filtering, used in spam filters for classifying
documents based on word types and other features Using decision trees not only
to make predictions, but to model the way decisions are made Predicting
numerical values rather than classifications to build price models Support vector
machines to match people in online dating sites Non-negative matrix factorization
to find the independent features in a dataset Evolving intelligence for problem
solving -- how a computer develops its skill by improving its own code the more it
plays a game Each chapter includes exercises for extending the algorithms to
make them more powerful. Go beyond simple database-backed applications and
put the wealth of Internet data to work for you. "Bravo! I cannot think of a better
way for a developer to first learn these algorithms and methods, nor can I think of
a better way for me (an old AI dog) to reinvigorate my knowledge of the details." -Dan Russell, Google "Toby's book does a great job of breaking down the complex
subject matter of machine-learning algorithms into practical, easy-to-understand
examples that can be directly applied to analysis of social interaction across the
Web today. If I had this book two years ago, it would have saved precious time
going down some fruitless paths." -- Tim Wolters, CTO, Collective Intellect

Cracked it!
In this age of rapidly-advancing technology, sales professionals need a reliable
method for selling products and services that are perceived as sophisticated or
complex. This book offers techniques for overcoming the customer's resistance,
showing how to generate prospects and new business with a unique valueperception approach, create a set of tools that enable sales managers to manage
pipeline, assign prospecting activity, control the cost of sales, and more.

CustomerCentric Selling
Conversations make or break everything in sales. Every conversation you have is
an opportunity to find new prospects, win new customers, and increase sales.
Rainmaking Conversations provides a proven system for leading masterful
conversations that fill the pipeline, secure new deals, and maximize the potential
of your account. Rainmaking Conversations offers a research-based, field-tested,
and practical selling approach that will help you master the art of the sales
conversation. This proven system revolves around the acronym RAIN, which stands
for Rapport, Aspirations and Afflictions, Impact, and New Reality. You'll learn how
to ask your prospects and clients the right questions, and help them set the
agenda for success. Armed with the knowledge of the markets you serve, the
common needs of prospects, and how your products and services can help, you
can become a trusted advisor to your clients during and after the sale. With the
RAIN system, you'll be able to: Build rapport and trust from the first contact Create
conversations with prospects, referral sources, and clients using the telephone,
email, and mail Uncover the real need behind client challenges Make the case for
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improved business impact and return on investment (ROI) for your prospects
Understand and communicate your value proposition Apply the 16 principles of
influence in sales Overcome and prevent all types of objections, including money
Craft profitable solutions and close the deal The world-class RAIN SellingSM
methodology has helped tens of thousands of people lead powerful sales
conversations and achieve breakthrough sales performance. Start bridging the gap
between "hello" and profitable relationships today.

Sales Differentiation
Successful leaders today don't dictate; they invite. They don't dismiss; they
welcome. They don't neglect; they care. Now more than ever we must pay
attention to the soft side of leadership if we want hard results. As leaders--from
parents to CEOs--we must learn gracious leadership to truly, positively, change our
spheres of influence. In this passionate, powerful book, pastor and leadership
mentor Terry Smith fleshes out five vital principles you need to become a
hospitable leader. He shows that this type of leadership is not superficial niceness
or allowing people to do whatever they want. Hospitable leadership is resultoriented because it's motivated by genuine love. It's how you create environments
where people and dreams can thrive, where vision turns to action, and where great
things happen regularly. Here is everything you need to become the type of leader
people want to follow.

Conversations That Sell
Describes how many companies erroneously believe that customer loyalty is won
by dazzling them, but that research and surveys show that loyalty is based on
delivering on basic promises and offers insights for companies to use to improve
brand loyalty.

Agile Selling
Unleash a killer combination of old and new sales strategies. How do you break
through to impossible-to-reach executive buyers who are intent on blocking out the
noise that confronts them every day? Old-school prospecting tactics or new-school
techniques alone won’t provide the answers. But Combo Prospecting willby
showing how to combine time-tested sales processes with cutting-edge social
media strategies and clever technology hacks. The book reveals today’s new breed
of Chief Executive Buyers, the channels they use, the value narrative you need,
and the mix of methods that works. With actionable insights in every chapter, it
explains how to: Do deep-dive research into social Locate leverage points that
matter Secure decision-maker meetings Earn executive engagement Build a
knockout, online brand Nurture a network that helps you thrive Profit from referrals
Publish insights that set you apart and steer the agenda Employ an efficient, lethal
library of scripts and templates And much, much more Want to wildly exceed your
quota? Combo Prospecting is a potent playbook that will pack your pipeline and
turn you into a selling champ.

The Insights Revolution: Questioning Everything
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Wow your customers . . . with "less." Cut costs-it's a common corporate refrain. But
if you constantly slash expenditures, what happens to innovation? How can you
stay competitive and satisfy customers? Costovation solves the dilemma of how to
spend less and innovate more. The book's revolutionary approach broadens the
definition of innovation beyond products to the business model itself. With
costovation, you let go of assumptions, take a fresh look at the market, and
relentlessly focus on what customers really want. Consider Planet Fitness-it grew to
7.3 million members by concentrating on casual exercisers. Those folks don't care
about frills. They want easy, low-cost access to good equipment. Although it's
inexpensive to run, Planet Fitness ranks highest in gym satisfaction. Gourmet
grocer, Picard, sells only frozen food. With less perishable inventory, they
compress costs while delighting a discerning but busy clientele. Packed with
examples and interactive exercises, the book explores cost innovation strategies
that work for big and small companies alike. From open innovation and costsharing to simplifying products and turning waste into new offerings-readers learn
how rivals are carving out niches, protecting positions, and dominating industries.
Innovation and cost-cutting are not opposites. Combined, they expose untapped
opportunities to outsmart and underspend competitors.

Sales Management Essentials
Finally! The definitive guide to the toughest, most challenging, and most rewarding
job in sales. Front Line Sales Managers have to do it all - often without anyone
showing them the ropes. In addition to making your numbers your job calls upon
you for: Constant coaching, training, and team building Call, pipeline, deal,
territory, one-on-ones, and other reviews that drive business performance
Recruiting, interviewing, hiring, and onboarding top talent Responding to shifts in
the marketplace - and in your company Dealing with, turning around, or
terminating problem employees Analyzing and acting upon metrics to correct
performance Managing the business and executive expectations Leveraging sales
systems, tools, and processes Conducting performance reviews and setting
expectations And more All this and making the numbers! Sales Manager Survival
Guide addresses each of these issues, and many others, clearly, honestly, and indepth. Drawing upon decades of experience in sales, sales management, and sales
executive positions from small companies to giant corporations, David Brock gives
you invaluable insight, wisdom, and above all practical guidance in how to handle
the wide array of challenges and responsibilities you'll face as a Front Line Sales
Manager. If you're a sales manager, or want to become one, this book shows you
how to survive-and thrive. And if you want to be a great sales manager, this book
shares the secrets, tools, and best practices to help you climb to the top-and
beyond. "This is THE go-to resource for sales management!" Mike Weinberg,
author of Sales Management Simplified

Rainmaking Conversations
Praise for Modeling for Insight "Most books on modeling are either too theoretical
or too focused on the mechanics of programming. Powell and Batt's emphasis on
using simple spreadsheet models to gain business insight (which is, after all, the
name of the game) is what makes this book stand head and shoulders above the
rest. This clear and practical book deserves a place on the shelf of every business
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analyst." —Jonathan Koomey, PhD, Lawrence Berkeley National Laboratory and
Stanford University, author of Turning Numbers into Knowledge: Mastering the Art
of Problem Solving Most business analysts are familiar with using spreadsheets to
organize data and build routine models. However, analysts often struggle when
faced with examining new and ill-structured problems. Modeling for Insight is a oneof-a-kind guide to building effective spreadsheet models and using them to
generate insights. With its hands-on approach, this book provides readers with an
effective modeling process and specific modeling tools to become a master
modeler. The authors provide a structured approach to problem-solving using four
main steps: frame the problem, diagram the problem, build a model, and generate
insights. Extensive examples, graduated in difficulty, help readers to internalize
this modeling process, while also demonstrating the application of important
modeling tools, including: Influence diagrams Spreadsheet engineering
Parameterization Sensitivity analysis Strategy analysis Iterative modeling The realworld examples found in the book are drawn from a wide range of fields such as
financial planning, insurance, pharmaceuticals, advertising, and manufacturing.
Each chapter concludes with a discussion on how to use the insights drawn from
these models to create an effective business presentation. Microsoft Office Excel
and PowerPoint are used throughout the book, along with the add-ins Premium
Solver, Crystal Ball, and Sensitivity Toolkit. Detailed appendices guide readers
through the use of these software packages, and the spreadsheet models
discussed in the book are available to download via the book's related Web site.
Modeling for Insight is an ideal book for courses in engineering, operations
research, and management science at the upper-undergraduate and graduate
levels. It is also a valuable resource for consultants and business analysts who
often use spreadsheets to better understand complex problems.

The Three-Box Solution
Praise for Mastering the Complex Sale "Jeff Thull's process plays a key role in
helping companies and their customers cross the chasm with disruptive
innovations and succeed with game-changing initiatives." —Geoffrey A. Moore,
author of Crossing the Chasm and Dealing with Darwin "This is the first book that
lays out a solid method for selling cross-company, cross-border, even crossculturally where you have multiple decision makers with multiple agendas. This is
far more than a 'selling process'—it is a survival guide—a truly outstanding
approach to bringing all the pieces of the puzzle together." —Ed Daniels, EVP, Shell
Global Solutions Downstream, President, CRI/Criterion, Inc. "Mastering the Complex
Sale brilliantly sets up value from the customer's perspective. A must-read for all
those who are managing multinational business teams in a complex and highly
competitive environment." —Samik Mukherjee, Vice President, Onshore Business,
Technip "Customers need to know the value they will receive and how they will
receive it. Thull's insights into the complex sale and how to clarify and quantify this
value are remarkable—Mastering the Complex Sale will be required reading for
years to come!" —Lee Tschanz, Vice President, North American Sales, Rockwell
Automation "Jeff Thull is winning the war against commoditization. In his world,
value trumps price and commoditization isn't a given, it's a choice. This is a proven
alternative to the price-driven sale. We've spoken to his clients. This stuff really
works, folks." —Dave Stein, CEO and Founder, ES Research Group, Inc. "Our
business depends on delivering breakthrough thinking to our executive clients. Jeff
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Thull has significantly redefined sales and marketing strategies that clearly
connect to our global audience. Read it, act on it, and take your results to
exceptional levels." —Sven Kroneberg, President, Seminarium Internacional "Jeff's
main thesis—that professional customer guidance is the key to success—rings true
in every global market today. Mastering the Complex Sale is the essential read for
any organization looking to transform their business for long-term, value-driven
growth." —Jon T. Lindekugel, President, 3M Health Information Systems, Inc. "Jeff
Thull has re-engineered the conventional sales process to create predictable and
profitable growth in today's competitive marketplace. It's no longer about selling;
it's about guiding quality decisions and creating collaborative value. This is one of
those rare books that will make a difference." —Carol Pudnos, Executive director,
Healthcare Industry, Dow Corning Corporation

The Long Tail
FROM THE BESTSELLING AUTHOR OF SOLUTION SELLING The program that is
revolutionizing highend selling, by showing companies how to "clone" their top
sales performers CEOs would pay anything to replicate their best salespeople;
CustomerCentric SellingTM explains instead how to replicate their skills. It details a
repeatable, scalable, and transferable sales process that formats the questions
that superior salespeople ask, and then uses the results to influence and enhance
the words and behaviors of their colleagues. CustomerCentric SellingTM shows
salespersons how to differentiate themselves and their offerings by appealing to
customer needs, steering away from making one-way presentations and toward
having meaningful and goal-oriented conversations. Currently offered in workshops
and seminars around the world, its program provides step-by-step directions to
help sales professionals: Transform sales calls into interactive conversations
Position their offerings in relation to buyer needs Facilitate a more consistent
customer experience Achieve shorter sales cycles Integrate sales and marketing
into a cooperative, cross-functional team CustomerCentric SellingTM details a
trademarked sales process that incorporates dozens of elements, skills, and
sequences into a coherent and proven methodology. By teaching a specific yet
innovative model for selling big ticket, often-intangible products and services, it
shows sales professionals and executives how to make the seller-buyer
relationship far less adversarial, and take selling to a higher level.

The Challenger Customer
Solving complex problems and selling their solutions is critical for personal and
organizational success. For most of us, however, it doesn’t come naturally and we
haven’t been taught how to do it well. Research shows a host of pitfalls trips us up
when we try: We’re quick to believe we understand a situation and jump to a
flawed solution. We seek to confirm our hypotheses and ignore conflicting
evidence. We view challenges incompletely through the frameworks we know
instead of with a fresh pair of eyes. And when we communicate our
recommendations, we forget our reasoning isn’t obvious to our audience. How can
we do it better? In Cracked It!, seasoned strategy professors and consultants
Bernard Garrette, Corey Phelps and Olivier Sibony present a rigorous and practical
four-step approach to overcome these pitfalls. Building on tried-and-tested (but
rarely revealed) methods of top strategy consultants, research in cognitive
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psychology, and the latest advances in design thinking, they provide a step-bystep process and toolkit that will help readers tackle any challenging business
problem. Using compelling stories and detailed case examples, the authors guide
readers through each step in the process: from how to state, structure and then
solve problems to how to sell the solutions. Written in an engaging style by a trio of
experts with decades of experience researching, teaching and consulting on
complex business problems, this book will be an indispensable manual for anyone
interested in creating value by helping their organizations crack the problems that
matter most.

Solution Selling: Creating Buyers in Difficult Selling Markets
Sell and Market Like a Pro! In this new edition of his classic book, Rain Making, Ford
Harding reveals step by step how--even if you've never sold a product in your
life--you can become a top performer in your organization. Filled with easy-to-use
strategies, checklists, tables, and guides, this book shows you how to: Write
articles for professional publications Make cold calls like a sales pro Network to
build a lasting customer base Develop a winning sales strategy With this book at
your fingertips, you'll get the marketing and sales skills you need to survive--and
flourish--one sale at a time!

Strengths Based Selling
Explains how to identify and maximize sales talent, outlines the basic steps of the
selling process, and includes an access code to an online assessment test.
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