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If you’ve got ten minutes a day, you can make a telesales breakthrough! By providing one concise, easy-to-read chapter for each daily coffee
break, Stephan Schiffman’s Telesales, Second Edition has the power to transform your career and help you post noticeable increases in
your numbers in just ten working days and transform your career after a mere twenty-one. Stephan Schiffman has coached thousands of
sales teams across the country to improve their telesales performance. He knows exactly what works and doesn’t, and in this completely
revised second edition, he shares with you all of his insider’s secrets, including how to: Master the five ways you can increase your income
Track your numbers . . . and use them to your advantage Evaluate your performance effectively . . . so you hit your own goals Gain control of
the call Leave effective phone messages Use "how" and "why" questions to your advantage Learn what’s going on in the prospect’s world
Understand the four types of negative responses . . . and find out how to get past each one Turn small adjustments in your performance into
large income gains By spending just minutes a day with this one clear, concise book, you can learn everything from creating a script; to
recognizing when not calling a prospect can increase your sales productivity, to practicing the ten traits of world class salespeople. In this
highly competitive world where the obstacles against telemarketers continue to become increasingly daunting, you can’t afford not to have
these tools in your sales arsenal!
Ten Strategies of a World-Class Cyber Security Operations Center conveys MITRE's accumulated expertise on enterprise-grade computer
network defense. It covers ten key qualities of leading Cyber Security Operations Centers (CSOCs), ranging from their structure and
organization, to processes that best enable smooth operations, to approaches that extract maximum value from key CSOC technology
investments. This book offers perspective and context for key decision points in structuring a CSOC, such as what capabilities to offer, how to
architect large-scale data collection and analysis, and how to prepare the CSOC team for agile, threat-based response. If you manage, work
in, or are standing up a CSOC, this book is for you. It is also available on MITRE's website, www.mitre.org.
The Cold Calling EquationProblem SolvedCreateSpace
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.
Executives are starting to recognize the potential of the call centre as a significant revenue generator, perhaps one of the surest investments
they can make in enhancing and creating customer value and bottom-line profits. This guide describes in practical terms the ins and outs of
benchmarking.
Too many companies have let their sales people devolve into an order-taking, customer “farming” team where the focus is on following up on
inbound leads or just trying to upsell current customers. Outbounding shows them how to power up the sales function with proven strategies
that deliver breakthrough results. Many sales organizations have fallen into an overreliance on inbound lead generation. However, when the
early and easy inbound leads dry up and marketing and social media efforts stop yielding the results enjoyed previously, the need for
outbound activity becomes more crucial than ever. This is the critical time in the life of a business when organizations with a top-notch team
trained to sell outbound successfully will rise head and shoulders above the rest. There are no two ways about it, outbound selling can be
intimidating even to the most senior rep. Yet that same intimidation around cold calling and outbound sales can be transformed into confident
success … if you have the right tools at your disposal. This book equips sales people with the knowledge, training, and road-tested sales
tactics to raise the success rate (and even the enjoyment level) of their outbound sales. Outbounding provides sales teams with everything
they need to Have the right tools to outbound and not to just harass Learn how to outbound to the C-Suite as well as the manager level See
prospect meetings less as win-lose battles and more as opportunities to use problem-solving skills Utilize templates and ideas that really work
and can be adapted to one’s own style
From successful financial consultant Bill Good, a new business book that updates his proven prospecting system for today's sales
environment and explains how to find and cultivate clients in an era when cold calls are forbidden.
The revolutionary guide that challenged businesses around the world to stop selling to their buyers and start answering their questions to get
results; revised and updated to address new technology, trends, the continuous evolution of the digital consumer, and much more In today’s
digital age, the traditional sales funnel—marketing at the top, sales in the middle, customer service at the bottom—is no longer effective. To be
successful, businesses must obsess over the questions, concerns, and problems their buyers have, and address them as honestly and as
thoroughly as possible. Every day, buyers turn to search engines to ask billions of questions. Having the answers they need can attract
thousands of potential buyers to your company—but only if your content strategy puts your answers at the top of those search results. It’s a
simple and powerful equation that produces growth and success: They Ask, You Answer. Using these principles, author Marcus Sheridan led
his struggling pool company from the bleak depths of the housing crash of 2008 to become one of the largest pool installers in the United
States. Discover how his proven strategy can work for your business and master the principles of inbound and content marketing that have
empowered thousands of companies to achieve exceptional growth. They Ask, You Answer is a straightforward guide filled with practical
tactics and insights for transforming your marketing strategy. This new edition has been fully revised and updated to reflect the evolution of
content marketing and the increasing demands of today’s internet-savvy buyers. New chapters explore the impact of technology,
conversational marketing, the essential elements every business website should possess, the rise of video, and new stories from companies
that have achieved remarkable results with They Ask, You Answer. Upon reading this book, you will know: How to build trust with buyers
through content and video. How to turn your web presence into a magnet for qualified buyers. What works and what doesn’t through new
case studies, featuring real-world results from companies that have embraced these principles. Why you need to think of your business as a
media company, instead of relying on more traditional (and ineffective) ways of advertising and marketing. How to achieve buy-in at your
company and truly embrace a culture of content and video. How to transform your current customer base into loyal brand advocates for your
company. They Ask, You Answer is a must-have resource for companies that want a fresh approach to marketing and sales that is proven to
generate more traffic, leads, and sales.

Ditch the failed sales tactics, fill your pipeline, and crush your number Fanatical Prospecting gives salespeople, sales leaders,
entrepreneurs, and executives a practical, eye-opening guide that clearly explains the why and how behind the most important
activity in sales and business development—prospecting. The brutal fact is the number one reason for failure in sales is an empty
pipe and the root cause of an empty pipeline is the failure to consistently prospect. By ignoring the muscle of prospecting, many
otherwise competent salespeople and sales organizations consistently underperform. Step by step, Jeb Blount outlines his
innovative approach to prospecting that works for real people, in the real world, with real prospects. Learn how to keep the pipeline
full of qualified opportunities and avoid debilitating sales slumps by leveraging a balanced prospecting methodology across
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multiple prospecting channels. This book reveals the secrets, techniques, and tips of top earners. You’ll learn: Why the 30-Day
Rule is critical for keeping the pipeline full Why understanding the Law of Replacement is the key to avoiding sales slumps How to
leverage the Law of Familiarity to reduce prospecting friction and avoid rejection The 5 C’s of Social Selling and how to use them
to get prospects to call you How to use the simple 5 Step Telephone Framework to get more appointments fast How to double call
backs with a powerful voice mail technique How to leverage the powerful 4 Step Email Prospecting Framework to create emails
that compel prospects to respond How to get text working for you with the 7 Step Text Message Prospecting Framework And there
is so much more! Fanatical Prospecting is filled with the high-powered strategies, techniques, and tools you need to fill your
pipeline with high quality opportunities. In the most comprehensive book ever written about sales prospecting, Jeb Blount reveals
the real secret to improving sales productivity and growing your income fast. You’ll gain the power to blow through resistance and
objections, gain more appointments, start more sales conversations, and close more sales. Break free from the fear and frustration
that is holding you and your team back from effective and consistent prospecting. It's time to get off the feast or famine sales rollercoaster for good!
If you want to grasp the full length and breadth of the rapidly developing computer telephony field, this book is the place to start.
Author Richard Grigonis thoroughly explains even the most abstruse ideas in a concise manner that is aimed at all kinds of
readers -- students, business executives, telecom managers, call center supervisors or entrepreneurial developers. Each
encyclopedia entry is both an adroit explanation of computer telephony technology and a buyer's guide-like discussion of realworld products based upon technology currently available for business and residential communications solutions. ;
This book is specifically targeted for founders who find themselves at the point where they need to transition into a selling role.
Specifically founders who are leading organizations that have a B2B, direct sales model that involves sales professionals engaging
in verbal, commercial conversations with buyers. Moreover, many examples in this book will be targeted specifically to the realm of
B2B SAAS software, and specifically as regards new, potentially innovative or disruptive offerings that are being brought to market
for the first time. In short, direct sales of the sort a B2B SAAS software startup would engage in. With that said, if you are looking
to be a first time salesperson, transitioning in from another type of role, or fresh out of school, in an organization that meets those
characteristics above, you will get value out of this book. Similarly, if you are a first time sales manager, either of the founder type,
or a sales individual contributor who is transitioning into that role, again, in an organization who meets the criteria above, you will
also get value from this book.
Brian Tracy, one of the top professional speakers and sales trainers in the world today, found that his most important breakthrough
in selling was the discovery that it is the "Psychology of Selling" that is more important than the techniques and methods of selling.
Tracy's classic audio program, The Psychology of Selling, is the best-selling sales training program in history and is now available
in expanded and updated book format for the first time. Salespeople will learn: "the inner game of selling" how to eliminate the fear
of rejection how to build unshakeable self-confidence Salespeople, says Tracy, must learn to control their thoughts, feelings, and
actions to make themselves more effective.
Learn to set B2B discovery calls and sales appointments
Lead Generation for the Complex Sale arms you with a sophisticated multimodal approach to generating highly profitable leads.
Brian Carroll, CEO of InTouch Incorporated and expert in lead generation solutions, reveals key strategies that you can implement
immediately to win new customers, accelerate growth, and improve your sales performance. You'll start by defining your ideal
leads and targeting your ideal customer. Then, you'll construct your lead generation plan, a crucial step to staying ahead of your
competition long-term. To help you put your plan into action, Carroll guides you step by step to: Align sales and marketing efforts
to optimize the number of leads Use multiple lead generation vehicles, including e-mail, referrals, public relations, speaking
events, webinars, and more Create value for the prospective customer throughout the buying process Manage a large group of
leads without feeling overwhelmed Identify and prioritize your best prospects Increase the percentage of leads who become
profitable customers Avoid lulls in the sales cycle With Lead Generation for the Complex Sale you'll learn how to target prospects
early in the buying process and make the most efficient use of sales productivity and marketing resources.
Called "The Sales Bible of Silicon Valley"...discover the sales specialization system and outbound sales process that, in just a few
years, helped add $100 million in recurring revenue to Salesforce.com, almost doubling their enterprise growth...with zero cold
calls. This is NOT just another book about how to cold call or close deals. This is an entirely new kind of sales system for CEOs,
entrepreneurs and sales VPs to help you build a sales machine. What does it take for your sales team to generate as many highlyqualified new leads as you want, create predictable revenue, and meet your financial goals without your constant focus and
attention? Predictable Revenue has the answers
Explains how to make effective sales calls, discusses the importance of preparation, and describes ways to overcome objections,
measure progress, and increase sales

From the millionaire entrepreneur and New York Times bestselling author of The 10X Rule comes a bold and contrarian
wake-up call for anyone truly ready for success. One of the 7 best motivational books of 2016, according to Inc.
Magazine. Before Grant Cardone built five successful companies (and counting), became a multimillionaire, and wrote
bestselling books... he was broke, jobless, and drug-addicted. Grant had grown up with big dreams, but friends and
family told him to be more reasonable and less demanding. If he played by the rules, they said, he could enjoy everyone
else’s version of middle class success. But when he tried it their way, he hit rock bottom. Then he tried the opposite
approach. He said NO to the haters and naysayers and said YES to his burning, outrageous, animal obsession. He
reclaimed his obsession with wanting to be a business rock star, a super salesman, a huge philanthropist. He wanted to
live in a mansion and even own an airplane. Obsession made all of his wildest dreams come true. And it can help you
achieve massive success too. As Grant says, we're in the middle of an epidemic of average. The conventional wisdom is
to seek balance and take it easy. But that has really just given us an excuse to be unexceptional. If you want real
success, you have to know how to harness your obsession to rocket to the top. This book will give you the inspiration and
tools to break out of your cocoon of mediocrity and achieve your craziest dreams. Grant will teach you how to: · Set crazy
goals—and reach them, every single day. · Feed the beast: when you value money and spend it on the right things, you
get more of it. · Shut down the doubters—and use your haters as fuel. Whether you're a sales person, small business
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owner, or 9-to-5 working stiff, your path to happiness runs though your obsessions. It's a simple choice: be obsessed or
be average.
WINNER of The Gertrude J. Robinson Book Prize, awarded by the Canadian Communication Association, and the
Canadian Association of Work and Labour Studies, Book of the Year Award. This book examines the striking rise of call
centres over the past quarter century through the lens of the resistance and collective organizing generated by workers
along the digital assembly lines. Drawing on field research in Atlantic Canada, Ireland, Italy, and New Zealand, Enda
Brophy investigates the contested making of the transnational call centre workforce and its integration into the circuits of
global capitalism. Moving beyond depictions of call centre labour as either entirely liberated or utterly subordinated,
Language Put to Work inquires into the forms of work refusal and insubordination provoked by the spread of these
communicative workplaces, including informal strategies of quitting, slacking and sabotage, conventional trade union
activity, tactical innovations at the margins of the labour movement, and forms of self-organization forged by workers
outside of the established trade union movement. Weaving rich empirical evidence together with political-economic
analysis and theories of resistance, this book argues that the submission of language to the production of value in the call
centre is a process of proletarianization rather than professionalization, and that the new working class has widely
opposed this transformation.
"There are few professions as competitive and cutthroat as sales. Faced with daily rejections and the pressure of
impending quotas, successful salespeople are those who have the proper strength,grit, and knowledgeable strategies to
rise above the competition."-"Talk is cheap." A cliché, perhaps, but the idea that what we do is more important than what we say is a fundamental
truth. It applies in our personal lives and can extend into our professional work, too. Learning to let your actions do the
talking can be revolutionary to a company that struggles to create enduring customer relationships. People who own
operate, manage, or otherwise lead a company are always looking for ways to improve productivity, beat the competition,
and ensure long-term success. Learning how to put words and ideas into action can be a key to success in the business
world. Hooked on Customers is not about finding the right words, whether labeled as a "strategy" or not. It is an insightful,
highly informative book that propels businesses into action. It explores successful customer-centric businesses,
examines the ways they execute their strategies, and provides practical recommendations for business leaders to more
effectively outperform their competition. A must-have for any business leader who wants to have a healthy relationship
with customers, this book avoids the pitfalls that often plague others that offer business advice. Frequently, company
leaders turn to consultants and other resources to recommend strategies that sound great but ultimately don't have any
real meaning because they are a series of words without a tie to actions. Combining his own professional experiences
working as a CEO with his extensive research and expertise as an international authority on customer-centricity, author
Robert Thompson has identified the five routine organizational habits successful customer-centric businesses use when
executing strategy. Legendary leading customer-centric businesses: LISTEN to their customers' values and feedback.
THINK about the implications of fact-based decisions on customers EMPOWER employees with the freedom they need
to please customers CREATE new value for customers, without being asked DELIGHT customers by exceeding their
expectations Crucial to Thompson's discussion of these habits is the premise that there are no quick fixes. Customercentricity takes time, determination, and company-wide commitment. It must be maintained and constantly pursued to
ensure that it becomes part of the fabric of a business. In the end, the results are well worth it. Hooked on Customers
helps leaders understand, adopt, and implement the five crucial habits that enable companies to not only survive in highly
competitive, overcrowded markets but to dominate them, creating a legacy of success and inspiration along the way.
Based on the author's personal success, this book gives advice on how to create sales scripts that will lead to face-toface meetings and sales closings.
Get PROVEN & TESTED Phone Sales Scripts to Persuade Anyone to Buy from You - And Increase Your Income,
Closing Rate & Selling Skills! No matter what business are you in, what an awesome (or lame) product you have, or how
it can change the world - nothing happens until a sale is made. In today's skeptical world, it seems like selling over the
phone is a hard, almost impossible task. Everybody wants to "think about it" with Dr.Google, delay the decision to a later
time, or even closing the phone the minute you start pitching an idea. In "Phone Sales", you will get on a silver platter
powerful, persuading sales scripts that you can adjust to your business - and increase your sales, income, and make
selling much, much easier and simpler than you might think. Here's what you can expect: ? Brilliant opening sales script never get prospects hanging up on your intro! ? Handling resistance to the call - Forget about "it's not a good time to talk"
and get your leads EXCITED to speak with you RIGHT NOW ? Get powerful templates of amazing sales presentations ?
Discover over 30 scripts for closing the sale, and avoid unnecessary objections ? Objections rebuttals - Reveal the scripts
that can actually help you handle objections (not just in theory - in real life!) And much, much more! BONUS: Get extra
scripts for qualification, callbacks and follow-ups! It's time to Become the Best Salesman You Can Be! Scroll up, click on
"Buy Now with 1-Click", and Get Your New Powerful Scripts! *SPECIAL DEAL FOR FAST ACTION TAKERS: Buy
paperback, and get the kindle version instatly for free!
Based on the author’s TeleSmart 10 System for Power Selling, this award-winning business book pinpoints the ten skills
essential to high-efficiency, high-success sales performance in an age of telesales and digital selling. Smart Selling on
the Phone and Online equips salespeople with the powerful tools they need to open stronger, build trust faster, handle
objections better, and close more sales when dealing with customers they can’t see face-to-face. You’ll learn how to:
overcome ten different forms of “paralysis” and reestablish momentum; sell in sound bites, not long-winded speeches;
ask the right questions to reveal customer needs; navigate around obstacles to get to the power buyer; and prioritize and
manage your time so that more of it is spent actually selling.The world of selling keeps changing, and sales professionals
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are on the front line of innovation to keep profits flowing. Combining an accessible text with clear graphics and step-bystep processes, Smart Selling on the Phone and Online will help any rep master the world of sales 2.0 and become a
true sales warrior.
Cold calling is a blood sport. Sales professionals hate making cold calls and customers despise receiving them. Yet
those who can rise above the competition and master cold-calling will find themselves closing deals, hitting targets, and
positively improving their lives on both professional and personal levels. Powerful, practical, and logical, The Cold Calling
Equation: Problem Solved teaches cold calling as a skill that anyone who exerts the effort can perfect. Readers can see
immediate results from tactics that are spelled out in the book's first pages. It takes the intimidation out of calling a
complete stranger and teaches a person with any level of education and experience how to make human connections
and find opportunities to grow their business. Upending conventional wisdom, the author reveals that hard work and effort
don't always result in successful cold calls. What works is when a caller learns how to succinctly state their company's
value to another business. Forget selling the features. Cold callers need to show how their product will make a client's
company run faster, smoother, and harder. The reader can formulate their own attack using the concepts and tools that
are cleanly explained throughout the book. The Cold Calling Equation: Problem Solved is a book based on real-world
scenarios and developed by Michael Halper who has thirteen years experience in cold calling. An energetic sales coach,
he runs a telesales operation for other businesses and manages a team of callers. The book takes the reader, chapter by
chapter, through the other stumbling blocks of cold calling and shows the salesperson how to clear these hurdles. He
also demonstrates how to build target lists and scripts, deal with objections, find opportunities, build both rapport and
interest, and more. The psychological state of the cold caller is taken into account as well. The book gives solid strategies
for overcoming anxiety and breaks down the pernicious myth that all cold callers are born rather than made. Salespeople
don't have to be extroverts or the life of the party. In fact, it's the ability to listen rather than the gift of gab that makes
someone successful at business-to-business selling. Turning the tables on the seller, The Cold Calling Equation:
Problem Solved also demonstrates that not every lead is worth pursuing. In a powerful section on qualifying, Halper
shows the salesperson how to quickly screen prospects through incisive questions. It's a tactic that makes the phone call
more controversial and gets the prospect talking. Cold callers will also learn how to manage gatekeepers, turning their
enemies into allies who go from blocking to opening up and pointing in the right direction. This helpful guide shows
callers how to navigate objections, those challenging phrases that prospects use to get off the phone. Whether it is "I do
not have time right now" or "We are not interested," Halper will show you why prospects use objections and how cold
callers can get around them. Even a reader with zero sales skills and no practical experience can read this book and
learn how to utilize their phone and make it into a powerful sales tool. It will move the novice cold caller from frustration
and failure to control and success.
Did you know that the 80/20 rule applies to the world of sales too? Eighty percent of all sales are made by only twenty percent of salespeople.
Which begs the question: How are they raking in so much money, and how can others join them? Sales trainer extraordinaire Brian Tracy has
spent years studying the world’s best salespeople and their methods and has discovered that the difference between the top 20 and the
bottom 80 boils down to only a handful of critical areas in which the top professionals perform only a smidgen better than their peers. You are
that close!In this compact and convenient guide, Tracy shares 21 tried-and-true techniques that can help any salesperson gain that winning
edge. Learn how to:• Set clear goals--and achieve them+I396• Develop a sense of urgency and make every minute count• Know your
products inside and out• Analyze your competition• Find and quickly qualify prospects• Understand the three keys to persuasion• Overcome
the six major objections• And much more!Packed with proven strategies and priceless insights, Sales Successwill get you planted firmly on
the path to success, making more money than you thought possible and greater career satisfaction than you ever believed you would find.
Whether we realize it or not, the words we use dictate and control our lives. The persistent messages we repeat can frame our thoughts and
trap us into a mind-set that is difficult to break. This mind-set often manifests itself with statements like "I can’t," "I’m not good enough," and
"I’ll never find the [insert the blank] I want." Many times, we don’t stop to consider the profound impact that these negative, limiting words
have on our mentality, life choices, and the path of possibility that we manifest. After gathering years of research and personal experience
with how words affect individuals mentally and emotionally, business owner and communications specialist Mary Shores realized that there is
a life-changing theme persistent throughout ancient traditions and spiritual foundations that is supported by scientific professionals. They all
agree on one recurring truth: Words have the power to create and transform.Mary took her discoveries and created easy-to-follow, step-bystep practices that can transform each area of your life. Based on two decades of research, Mary teaches how you can create new neural
pathways simply by changing your words. You can align your words, thoughts, and actions to produce the results you want. Conscious
Communications can show you how!Conscious Communications is your guide to creating a life in alignment with your dreams and desires.
With thoroughly tested exercises, research, advice, and personal stories, you will begin to experience the tremendous impact of words and
how to utilize the right ones to unleash and unlock the power to create a new reality.
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 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 business-to-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 average-performing 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.
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An edition expanded with more than 100 pages of new content offers a blueprint for a better life, whether one's dream is escaping the rat
race, experiencing high-end world travel, earning a monthly five-figure income with zero management or just living more and working less.
Transform your real estate business into a sales powerhouse In The High-Performing Real Estate Team, experienced real estate coach Brian
Icenhower shares the systems and secrets of top real estate agents and brokerages. The book offers actionable systems and processes that
can be immediately implemented to take you, your fellow agents, and your team or brokerage to the next level. Focusing on the 20% of
activities that drive expansion, this book shows you how to create renewed enthusiasm, productivity, engagement, and exponential growth at
your real estate team. With this book, you will: Discover how to create a viral goal that spreads throughout your team and drives change
Learn to focus on core activities that result in the majority of your growth and productivity Cultivate personal responsibility with public
accountability and accelerate growth with a custom team dashboard that measures metrics for success Written for real estate agents, teams,
brokerages and franchise owners, The High-Performing Real Estate Team is an indispensable resource that will guide you toward growth
while providing you with the resources and downloadable materials to reach your goals faster.
Start closing sales like top producers! Have you ever found yourself at a loss for what to say when the gatekeeper asks you what your call is
about? Have your palms ever sweated when the decision maker shuts you down with: “I wouldn’t be interested”? Has your heart taken a
fast dive into your stomach when, at the start of your presentation, your prospect tells you that they’ve thought about it and are just going to
pass? If you’re in sales, then the question isn’t “Have you ever felt this way?”, but rather, “How often do you feel this way? Are you finally
ready to learn how to confidently and effectively overcome these objections, stalls, and blow-offs? If so, Power Phone Scripts was written for
you! Unlike other books on sales that tell you what you should do (like build value – hard to do when the prospect is hanging up on you!),
Power Phone Scripts provides word-for-word scripts, phrases, questions, and comebacks that you can use on your very next call. Learn to
overcome resistance, get through to the decision maker, and then, once you have him or her on the phone, make an instant connection and
earn the right to have a meaningful conversation. You’ll be equipped with proven questions, conversation starters, and techniques to learn
whether or not they are even right for your product or service, and, if they aren’t, who else in their company or another department might be.
Power Phone Scripts is the sales manual you’ve been looking for: over 500 proven, current, and non-salesy phrases, rebuttals, questions,
and conversation openers that will instantly make you sound more confident – just like the top producing sales pros do right now. Gone will be
your call reluctance; gone will be your fear of calling prospects back for presentations and demos; gone will be the fear of asking for the sale
at the end of your pitch! This practical guide is filled with effective scripts for prospecting, emailing, voice mails, closes, and tons of rebuttals
to recurring objections you get like: “It costs too much” “We already have a vendor for that” “I’m going to need to think about it” “I need to
talk to the boss or committee” and so many others… More than just phone scripts, this book provides practical, comprehensive guidance that
every inside sales rep needs. Conquer concerns, provide answers, motivate action, and be the conduit between your prospect’s problems
and your solution. Actionable, fun, and designed to work within the current sales environment, this invaluable guide is your ticket to the top of
the leader board. With Power Phone Scripts, you will never be at a loss of what to say to a prospect or client. Communication is everything in
sales, and being on top of your game is no longer enough when top producers are playing a different game altogether. You cannot achieve
winning stats if you're not even on the field. If you're ready to join the big league, Power Phone Scripts is the playbook you need to win at
inside sales.
Your Niche Can Make You Rich! Make Your Dental Practice into a Multi-Million-Dollar Business. ?For years, Dr. Jerry Lanier, DDS, has
wanted to write a book for dentists about exiting their dental businesses rich. And now that he has become an eminently successful
entrepreneur, he has fulfilled that wish with the publication of The Entrepreneur Dentist. Dr. Lanier's book is for every dentist whose ideas of
retirement have less to do with downsizing and more to do with travel and living the good life--with absolutely no concerns about money.
Aspiring dental entrepreneurs will find Dr. Lanier's book thorough, accessible, and informative. The Entrepreneur Dentist contains everything
successful dentists with big dreams need to know about building a dental business and exiting with wealth. Dr. Lanier shows how the future
you've dreamed for yourself and your family can become reality--because you've planned for that future with advice from this exceptional
entrepreneur. In 1994, Dr. Jerry Lanier opened his first Kids Dental Kare office, and by 2017, he had 14 offices, employed close to 150
employees, twenty-five associate dentists, and was generating $20 million per year in revenue. When he sold that business, he was on the
way to living the life of his dreams. He wants to show you how to plan ahead so you can do the same with your dental practice. This strategyand-tactics field manual shows future dental entrepreneurs how to take the right steps so you can carve out successful enterprises over the
long term. Dr. Lanier covers the ins and outs of building a thriving dental business, both from macro and micro perspectives, and includes
practical steps you should take and pitfalls you can avoid. This valuable book will take you from being an aspiring dental entrepreneur with a
sole proprietorship to business ownership--and finally, to a lucrative exit to the life of your dreams. Major topics in the book include: • Defining
the dental market and learning how to take advantage of opportunities in it • Breaking down the dental niche strategy • Choosing a location
(markets, demographics, and other practical considerations • Marketing and messaging • Infrastructure (staffing, processes and procedures,
systems) • Building a team (becoming the boss, hiring dentists, managers, and other key players) • Growth and expansion and getting ready
to exit
Proven techniques to master the art of the cold call Cold calling is not only one of the fastest and most profitableways to initiate a new sales
contact and build business; it's alsoone of the most dreaded—for the salesperson and therecipient. Smart Calling has the solution: Art
Sobczak'sproven, never-experience-rejection-again system. Now in an updated2nd Edition, it offers even smarter tips andtechniques for
prospecting new business while minimizing fear andrejection. While other books on cold calling dispense long-perpetuatedmyths such
"prospecting is a numbers game," and salespeople need to"love rejection," this book will empower readers to take action,call prospects, and
get a yes every time. Updated information reflects changes and advances in theinformation gathering that comprises the "smart" part of
thecalling Further enhances the value and credibility of the book byincluding more actual examples and success stories from readers
andusers of the first version Author Art Sobczak's monthly Prospecting and Selling Reportnewsletter (the longest-running publication of its
type) reaches15,000 readers, and Smart Calling continues to rank in theTop 20 in the Sales books category on amazon.com and has sold
over20,000 copies Conquer your fears and master the art of the cold callingthrough the genius of Smart Calling, 2nd Edition.
"Cold calling is the lowest percentage of sales call success. If you invest the same amount of time in reading this book as you do in cold
calling, your success percentage and your income will skyrocket."- Jeffrey Gitomer, Author, Little Red Book of Selling "You can never get
enough of a good thing! Read this book and USE its contents!"- Anthony Parinello, Author, Selling to Vito and Stop Cold Calling Forever
Salespeople everywhere are learning the hard way that cold calling doesn't work anymore. Yet, millions of salespeople are stuck in the past,
using twentieth-century sales techniques to try to lure twenty-first century customers. There has to be an easier way to find prospects - and
there is. Today's most successful salespeople are using modern technology to bring prospects to them, rather than fishing for prospects over
the phone or knocking on doors. Never Cold Call Again offers practical, step-by-step alternatives to traditional cold calling for salespeople,
small business owners, and independent professionals who are actively building a client base. The Information Age presents endless
opportunities for finding leads without cold calling. In fact, Frank Rumbauskas’s system brings prospects to the salesperson, rather than the
other way around. Readers will find unbeatable sales advice on effective self-promotion, generating endless leads, how to win prospects
using e-mail, prospecting on the Web, networking, developing effective proposals, and much more. Frank J. Rumbauskas Jr. (Phoenix, AZ)
provides marketing consultation and coaching services to firms who wish to provide qualified leads to their sales force rather than have them
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spend productive work time cold calling. He is the author of the self-published hit Cold Calling Is a Waste of Time (0-9765163-0-6).
Provides information on Asterisk, an open source telephony application.
The SMART Sales System is designed to increase your sales by helping you to improve the most powerful sales tool you have - the words
you say when talking with prospects. SMART stands for Sales Messaging and Response Tactics and with that, the system provides clarity for
what to say and do during every step of the sales process. The SMART Sales System is unlike all other sales training books and programs in
that it is an actual system that you can implement that will tell you exactly what to do (and not do) and what to say (and not say) in all of the
common sales prospecting situations you will find yourself in. It does this by providing sales scripts, email templates, questions to ask,
objection responses, voicemail scripts, and more. Not only will implementing the system increase your sales, it will also make selling easier,
less stressful, and more fun.
Recognized on SalesHacker's "Best Sales Books: 30 Elite Picks to Step Up Your Sales Game" This book can be read in less than 45 minutes
and covers the fundamentals for anyone getting started in sales or for anyone looking to brush up on their skills. There is no shortage of
books or content today to help you learn about sales. In the past 30 years, there has been an incredible amount of research and growth in the
sales profession to help modern sales professionals better serve their customers. However, after reading Rory Vaden's New York Times
Bestseller "Take The Stairs" and learning that "95% of all books that are purchased are never completely read" and "70% of all books ever
purchased are never even opened" we wanted to write a book that everyone could read and take action on immediately. This book is a stepby-step guide for the modern sales professional. We want to give you the framework, knowledge, and skills to fill a sales pipeline with highly
qualified opportunities. It's all practical advice - no cutesy stories, no rants, and no product pitches. There are really only two ways to fill a
funnel: inbound leads or outbound prospecting. We focus this book exclusively on outbound prospecting, because it's the half of the formula
that an individual sales rep can control (that's why so many sales job descriptions include the phrase "we're looking for a hunter").
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