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A Few Words about the Following Words

1 The Obligatory Introductory Chapter

Rule 1: Sell, Don’t Take Orders

Rule 2: Selling Is about Customers, Not Orders

Rule 3: Selling Is a Science (and an Art Form)

Rule 4: Use Questions, Not Statements,
Whenever Possible

Rule 5: Create Real Sales Power for Yourself

Rule 6: Know Your Disaster Index and Do
Something about It

Rule 7: Focus on Activities; Results Will Follow

Rule 8: Three Things Really Matter

Rule 9: Isaac Rules

Conclusion

Follow-Up Assignments

2 | Have an Activity-Based Sales Plan—and Work It
The Four Key Questions

Your 3 x 3 Sales Plan

Conclusion

Follow-Up Assignments
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Articulating Your Value Proposition

The Ultimate Sales Equation

What Customers Really Want

Case Studies as a Sales Tool

A Little Philosophy about Competitive Advantage
Rings of Value
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The Overview of the Selling Process
The Big Picture

The Bottom Line

The Micro View
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Prospecting—A Gold Mine, if You Dig It

Your Prospecting Goal

The 3 x 3 Sales Matrix, Again

Step 1: Identify /Qualify the Customer

Step 2: Identify /Qualify the Decision-Making Process
The Prospecting Process
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Creating (and Finding) Opportunities

Step 3: Identify /Qualify the Opportunity

Step 4: Identify /Qualify the Customer’s Qualification
Process
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Quotes, Proposals, and Closing Sales
Step 5: Present Quotes and Proposals
Step 6: Close the Sale
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1

The Perfect Sales Call

Sales Call Problems

The Purpose of a Sales Call

The Definition of a Sales Call

The Perfect Sales Call

How to (Not) Make Cold Calls (or How to Get
That Difficult First Appointment)

A Few Rules for Sales Calls
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Time Management for Sales

Major Time Wasters

Tips on Time Management

Basic Time-Management Rules and Tools
A Different Way to Think about Time
Self-Management Tools
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Understanding Yourself and Others: Building Your
Communication Power

Seek First to Understand, Then Be Understood
“All about You...”

Strengths as Weaknesses

How to Use This Information with Others
Develop Communication Flexibility

Conclusion
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Presentation Skills

Know What You Want to Accomplish

Know Your Audience

Define the Key Points (Plus Supporting Information)
Okay, Now Put Your Key Points in Order

First, Write the Ending

Now, Write the Opening
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A Few Other Things to Consider
Conclusion
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Final Words

Have a Plan

Think “Process”

Be Prepared

Aggressively Move Your Opportunity Forward
Hold Yourself Accountable
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