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BOOK #1: Amazon FBA: 7 Successful Products That
You Can Sell on Amazon And Gain Over $66,000 in
One Year Anyone that has been on the internet for
any length of time will know the power that Amazon
can have in the world for a person to sell and make a
sizeable amount of money in the process. The
Amazon FBA is one of the tools that people all over
the world use with a lot of ease and authority in
hopes that they will one day hit the goldmine in
terms of the big money items to sell. BOOK #2: Etsy
Business: 23 Useful Tips for Building a Successful
Etsy Business and Earn Money From Home Your
dreams of earning a living from home through your
artistic talents can start with the building of an Etsy
store. Yes, there is a lot of competition. Yes, the
market is saturated. But with the right approach and
the right attitude, you can develop your brand to find
a niche in the industry, and grow to flourish. BOOK
#3: Making Money Online: 23 Amazing Tips to Easily
Earn Money From the Internet The internet has
become a global market where very huge income
can be harnessed worldwide. The internet has
become so important nowadays that it has formed a
daily routine for most people. What we can do over a
simple Wi-Fi connection has become so versatile.
You can do virtually anything online like reading
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books, magazines and newspapers , emailing, using
the social medias like facebook, online shopping,
use of Skype, google search, etc. the list is endless.
BOOK #4: Selling on Amazon: 22 Ways on How To
Sell On Amazon FBA and Increase Your Amazon
Sales Day by Day There is no doubt that Amazon has
become a Mecca for online shoppers. Ranging from
musical instruments to crafts, Amazon.com has
established itself as the go-to online shopping
experience. Selling on Amazon: 22 Tips, is an eBook
that will explain the excitement and growth of
Amazon, and reveal how you can take advantage of
the great many resources Amazon has to offer.
You'll also learn a few tips and tricks to grow your
business exponentially as well as learn how to
manage that growth. BOOK #5: Selling on Amazon:
11 Top Selling Items on Amazon with Great Tips on
How to Sell on Amazon For Achieving Success in
Amazon Sales As we get older, we tend to
accumulate a lot of stuff. Most of this stuff, we rarely
use and it just sits on a shelf, collecting dust.
Instead of letting these items go unused and take up
valuable space in your home, you may want to list it
on Amazon.com. BOOK #6: Amazon Selling Secrets:
Sell Stuff on Amazon and Increase Your Allowances
up to $1k in 1 Month Amazon has been the leading
online retailer for years and brings in millions of
dollars a month. Close to 40% of this money gets
distributed to outside seller's. What if you could
become one of those sellers? You may be thinking it
is not possible to sell on Amazon but with this book:
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Amazon Selling Secrets: Sell Stuff on Amazon and
Increase Your Allowances up to $1k in 1 Month, you
can easily become one of these sellers. Through this
book you will learn all the basic start up details to
create a seller account. BOOK #7: Kindle Publishing:
Self Publishing Made Easy. Introduction to the
Process of Publishing on Amazon Kindle This book
is for all of the budding author's out there. If you
have ever wanted to put your written work out there
to the masses, there has never been a better time.
The internet alone is a massive resource for
reaching an audience and then you couple with that
the technology of Kindle and the distributing power
of Amazon and you have a formula for success!
Getting Your FREE Bonus Read this book, and find
"BONUS: Your FREE Gift" chapter right after the
introduction or after the conclusion.
Argues that knowing and understanding customers'
needs will improve sales and will build a trusting
relationship between buyer and seller.
In this smart, practical, and research-based guide,
Harvard Business School professor Frank Cespedes
offers essential sales strategies for a world that
never stops changing. The rise of e-commerce. Big
data. AI. Given these trends (and many others),
there's no doubt that sales is changing. But much of
the current conventional wisdom is misleading and
not supported by empirical data. If you as a manager
fail to separate fact from hype, you will make
decisions based on faulty assumptions and, in a
competitive market, eventually fall behind those with
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a keener grasp of the current selling environment. In
this no-nonsense book, sales expert and Harvard
Business School professor Frank Cespedes
provides sales managers and executives with the
tools they need to separate the signal from the
noise. These include how to: Hire and deploy the
right talent Pay and incentivize your sales force
Improve ROI from your training programs Create a
comprehensive sales model Set and test the right
prices Build and manage a multichannel approach
Brimming with fascinating examples, insightful
research, and helpful diagnostics, Sales
Management That Works will help sales managers
build a great sales team, create an optimal strategy,
and steer clear of hype and fads. Salespeople will be
better equipped to respond to changes, executives
will be able to track and accelerate ROI, and readers
will understand why improving selling is a social as
well as an economic responsibility of business.
Collier's
Complete Program, Better Selling of Better Housing,
a Series of Three Sales Meetings for Builders [etc]
with Complete Plan for the Preparation and Conduct
of Such Meetings
Farm Life;
Selling with Ease
Switch
How to Sell in a World that Never Stops Changing
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
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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.
Revised and Updated, Featuring a New Case Study How do
successful companies create products people can’t put down? Why
do some products capture widespread attention while others flop?
What makes us engage with certain products out of sheer habit? Is
there a pattern underlying how technologies hook us? Nir Eyal
answers these questions (and many more) by explaining the Hook
Model—a four-step process embedded into the products of many
successful companies to subtly encourage customer behavior.
Through consecutive “hook cycles,” these products reach their
ultimate goal of bringing users back again and again without
depending on costly advertising or aggressive messaging. Hooked is
based on Eyal’s years of research, consulting, and practical
experience. He wrote the book he wished had been available to him
as a start-up founder—not abstract theory, but a how-to guide for
building better products. Hooked is written for product managers,
designers, marketers, start-up founders, and anyone who seeks to
understand how products influence our behavior. Eyal provides
readers with: • Practical insights to create user habits that stick. •
Actionable steps for building products people love. • Fascinating
examples from the iPhone to Twitter, Pinterest to the Bible App,
and many other habit-forming products.
Why is it so hard to make lasting changes in our companies, in our
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communities, and in our own lives? The primary obstacle is a
conflict that's built into our brains, say Chip and Dan Heath, authors
of the critically acclaimed bestseller Made to Stick. Psychologists
have discovered that our minds are ruled by two different systems the rational mind and the emotional mind—that compete for control.
The rational mind wants a great beach body; the emotional mind
wants that Oreo cookie. The rational mind wants to change
something at work; the emotional mind loves the comfort of the
existing routine. This tension can doom a change effort - but if it is
overcome, change can come quickly. In Switch, the Heaths show
how everyday people - employees and managers, parents and nurses
- have united both minds and, as a result, achieved dramatic results:
• The lowly medical interns who managed to defeat an entrenched,
decades-old medical practice that was endangering patients • The
home-organizing guru who developed a simple technique for
overcoming the dread of housekeeping • The manager who
transformed a lackadaisical customer-support team into service
zealots by removing a standard tool of customer service In a
compelling, story-driven narrative, the Heaths bring together
decades of counterintuitive research in psychology, sociology, and
other fields to shed new light on how we can effect transformative
change. Switch shows that successful changes follow a pattern, a
pattern you can use to make the changes that matter to you, whether
your interest is in changing the world or changing your waistline.
Control the Process--win the Sale
Financial Security For Dummies
How to Build Habit-Forming Products
Hooked
Negotiation Skills for Better Sales, Guide for Introverts
The Public Statutes of the Commonwealth of Massachusetts,
Enacted November 19, 1881; to Take Effect February 1, 1882

Boost your financial health so you’re ready for
any economic or personal upheaval Crisis is
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inevitable—but it doesn’t have to torpedo your
finances! Financial Security For Dummies offers
proven advice to help you prep your finances for
the next economic downturn, personal setback,
pandemic, plague of locusts—or anything else
life throws your way. This book contains the
historical perspective and up-to-date info you’ll
need to anticipate, understand, and navigate a
wide range of personal financial challenges. If
your monthly income and expenses are on
steady ground and you’re ready to secure your
financial future, this is the For Dummies guide
for you. Not only will you create a plan to keep
your family’s finances afloat during turbulent
times, but you’ll also be liberated from the
pressure to “keep up with the Joneses” so you
can make smarter financial decisions, starting
today. This book will help you: Gain an
understanding of how unforeseen personal or
global events could affect your financial life
Learn strategies for protecting your assets when
economic downturns and other emergencies
occur Feel confident in your unique path to
financial freedom so you can remain calm when
life takes an unexpected turn Build a survival
plan for protecting yourself with broader safety
nets, better money decisions, and improved
financial literacy Whether you want to reduce
your stress surrounding your financial goals or
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take advantage of financial opportunities crises
create, Financial Security For Dummies will
equip you to navigate financial challenges and
ultimately achieve peace of mind.
Microeconomics is the most engaging
introductory economics resource available to
students today. Using real businesses examples
to show how managers use economics to make
real decisions every day, the subject is made
relevant and meaningful. Each chapter of the
text opens with a case study featuring a real
business or real business situation, refers to the
study throughout the chapter, and concludes
with An Inside Look—a news article format
which illustrates how a key principle covered in
the chapter relates to real business situations or
was used by a real company to make a real
business decision. Solved problems in every
chapter motivate learners to confidently connect
with the theory to solve economic problems and
analyse current economic events.
Packed with income-generating ideas about
creating a variety of saleable written works, this
guide includes information for researching and
writing effective, instructional materials and
calling upon a variety of publishing channels,
including magazines, traditional book
publishers, self-publishing, and the Internet. The
mechanics behind becoming a successful writer
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and information packager are presented in this
resource that explores how to write and sell
simple information in multiple formats, allowing
writers to turn specialized knowledge into
money-making books and products.
The Surprising Truth About Moving Others
Customer Relationship Management
Sales Management That Works
SPIN® -Selling
Incorporating a Glossary of Scotch Words, with
Notes, Index, and Appendix of Readings
To Sell Is Human
For the last 150 years, advertising has created a
consumer culture in the United States, shaping
every facet of American life—from what we eat
and drink to the clothes we wear and the cars we
drive. • Includes original essays by noted
cultural and advertising historians,
commentators, and journalists • Provides
analysis from experts in advertising and popular
culture that places American advertising in
historical and cultural context • Supplies a
comprehensive examination of advertising
history and its consequences across modern
America • Presents an extensive analysis of the
role of new media and the Internet • Documents
why advertising is necessary, not only for
companies, but in determining what being "an
American" constitutes
This book focuses upon the role of the sales
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force in today's changing world and how to
design a sales force for strategic advantage. It
includes sections on how to assess the current
sales force design and how to implement change
and covers customer segmentation, market
strategy, structuring and sizing, alignment,
metrics and managing change.
This book balances the behavioral and database
aspects of customer relationship management,
providing students with a comprehensive
introduction to an often overlooked, but
important aspect of marketing strategy. Baran
and Galka deliver a book that helps students
understand how an enhanced customer
relationship strategy can differentiate an
organization in a highly competitive
marketplace. This edition has several new
features: Updates that take into account the
latest research and changes in organizational
dynamics, business-to-business relationships,
social media, database management, and
technology advances that impact CRM New
material on big data and the use of mobile
technology An overhaul of the social networking
chapter, reflecting the true state of this dynamic
aspect of customer relationship management
today A broader discussion of the relationship
between CRM and the marketing function, as
well as its implications for the organization as a
whole Cutting edge examples and images to
keep readers engaged and interested A complete
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typology of marketing strategies to be used in
the CRM strategy cycle: acquisition, retention,
and win-back of customers With chapter
summaries, key terms, questions, exercises, and
cases, this book will truly appeal to upper-level
students of customer relationship management.
Online resources, including PowerPoint slides, an
instructor’s manual, and test bank, provide
instructors with everything they need for a
comprehensive course in customer relationship
management.
Proactive Selling
We Are What We Sell: How Advertising Shapes
American Life. . . And Always Has [3 volumes]
How to Sell -- and what
Microeconomics
How Advertising Shapes American Life. . . and
Always Has
Selling All-in-One For Dummies
Welcome to The New Home Buyer and Sellers
Guidebook. Our mission with this guidebook
that you are reading and learning from will
allow you to understand the process of buying
and selling your home with ease. You will
have peace of mind knowing that you can
follow a proven process to reduce your stress
to a minimum. You will have certainty in your
next steps all the way to a completed
transaction where you are finding yourself
living in your new home of choice. This
guide- book will give you all that you
require to get the right information to save
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you time, money and heartache. All you get to
do is read, take action and trust the
flawless process to purchase or sell your
home with this guidebook. It's chock-full of
great information from two of the most
resourceful investors who have extensive
experience in the real estate industry. Kazem
is the real estate agent and author
representing many happy clients in the
process of buying and selling their homes.
Mike is the real estate investor and author
who was in your shoes (as you'll see), has
purchased and sold many properties, and as a
result, has attained financial freedom. Both
will share their processes and winning
strategies to set you up for success whether
you are interested in learning about real
estate, or actually buying or selling your
home and applying advanced strategies in
investing to make passive income that can
provide you with an abundance of wealth. Get
ready to be a sponge and soak in all of the
information that will get you onto a great
start. TABLE OF CONTENTS Introduction: Home
Is Where The Heart Is Chapter 1: The Real
Estate GameChapter 2: Choose the Home You
LoveChapter 3: The Home Buying ProcessChapter
4: Moving Made EasyChapter 5: Raising the
Value of Your HomeChapter 6: The Home Selling
ProcessChapter 7: Invest in Real Estate
Chapter 8: The Tenant, Your New ClientChapter
9: Your Personal MentorChapter 10: Your
Future is so BrightABOUT THE AUTHORS Do you
believe that home is where the heart is? We
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hope you believe that home is where your
heart is because you will be spending the
most of your time in your home every day. You
sleep in your bedroom for a quarter of the
day. You cook in your kitchen, eat your meals
in your dining room; spend time with your
family and entertain in your living room. You
may even have a home office where you spend a
lot of time daily. All to say that most of
your day is spent at home. From the roof to
protect you against the elements and harsh
temperatures, to your doors that can lock and
protect you from unwanted visitors, your home
is a place of protection so your family can
be close and feel safe. Your home is where
you establish solid foundation for your
family, flourish in your marriage and family
relationships, watch your children grow and,
enjoying guests and relaxing after a days
work. Your home is where you will create
special memories and a safe place to live
your life with a solid foundation for peace
of mind. When you have memorable moments that
make you smile, you have a home where your
heart is. And your heart has a home, because
home is where your heart belongs. Reduce the
risk of the most expensive investment you
will ever make in your life!This Guidebook
details the following possibilities: -Owning
a property vs. renting a unit-How to make
your home into an asset-Your power team of
professionals to aid you in the buying
process-Your power team of professionals to
aid you in the selling process-Moving with
Page 13/24

Download Ebook Selling With Ease: The 4 Step
Sales Cycle Found In Every Successful Business
Transaction
ease-Increase the value of your home for
maximum profits-Where to buy your home-How to
make passive income-How to invest so that you
get maximum returns-Plus, bonus opportunities
to continue learning and
implementing.Remember that "90% of all
Millionaires become so through owning Real
Estate" Andrew Carnegie. If most millionaires
come from investing in real estate, this
guidebook is your greatest opportunity to
achieve the financial abundance you deserve.
Selling with EaseCompletelynovel
First Published in 1999. Routledge is an
imprint of Taylor & Francis, an informa
company.
How to Write and Sell Simple Information for
Fun and Profit
Journal - Federal Home Loan Bank Board
Selling For Dummies®
How to Sell the Way People Want to Buy
Sales Force Design For Strategic Advantage
Understanding the Fundamentals of Real Estate
Transactions

Look out for Daniel Pink’s new book, When:
The Scientific Secrets of Perfect Timing
#1 New York Times Business Bestseller #1
Wall Street Journal Business Bestseller #1
Washington Post bestseller From the
bestselling author of Drive and A Whole
New Mind, and teacher of the popular
MasterClass on Sales and Persuasion, comes
a surprising--and surprisingly useful--new
book that explores the power of selling in
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our lives. According to the U.S. Bureau of
Labor Statistics, one in nine Americans
works in sales. Every day more than
fifteen million people earn their keep by
persuading someone else to make a
purchase. But dig deeper and a startling
truth emerges: Yes, one in nine Americans
works in sales. But so do the other eight.
Whether we’re employees pitching
colleagues on a new idea, entrepreneurs
enticing funders to invest, or parents and
teachers cajoling children to study, we
spend our days trying to move others. Like
it or not, we’re all in sales now. To Sell
Is Human offers a fresh look at the art
and science of selling. As he did in Drive
and A Whole New Mind, Daniel H. Pink draws
on a rich trove of social science for his
counterintuitive insights. He reveals the
new ABCs of moving others (it's no longer
"Always Be Closing"), explains why
extraverts don't make the best
salespeople, and shows how giving people
an "off-ramp" for their actions can matter
more than actually changing their minds.
Along the way, Pink describes the six
successors to the elevator pitch, the
three rules for understanding another's
perspective, the five frames that can make
your message clearer and more persuasive,
and much more. The result is a perceptive
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and practical book--one that will change
how you see the world and transform what
you do at work, at school, and at home.
"This Book Will Help You Close More Deals,
Advance Your Career and Build Your
Income." JEB BLOUNT - Bestselling Author
of Fanatical Prospecting and People Buy
You There are 4 distinct steps to every
business transaction employed by all
successful salespeople - and it's the
understanding and execution of those 4
steps that separates the elite from the
rest of the pack. Why do we all find it so
difficult to recall more than one or two
occasions when we felt that we were
treated exceptionally by the salesperson
who dealt with us? Is it that the majority
of those salespeople knew the four steps
but chose not to make use of them? Or
maybe common (sales) sense isn't quite as
common as many people like to pretend it
is. If that's the case, then it's probably
time for this information to be broken
down, simplified and re-explained - so
that it can be implemented effectively by
all those who find themselves at the
frontline. If you want genuine sales and
business success that (as an added bonus)
leads to satisfied customers who would
happily recommend you and then come back
for more - then you really need to read
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this book
Dynamic, proven tools and techniques that
let reps think like their customers.
How to Change Things When Change Is Hard
The Apothecary
Your Guide to Writing and Publishing
Books, E-Books, Articles, Special Reports,
Audio Programs, DVDs, and Other How-To
Content
Assembly Bill
Popular Mechanics Magazine
The New Home Buyer & Sellers Guidebook

"A to Z of Selling with Ease and Closing the Deal" - is a
comprehensive package that could help readers increase
their business profit by improving their sales skills. Most
individuals who own a business strive to find the best
ways to attract more customers and have better sales.
Business owners have their own strategy on how they
can promote their products and generate profits. There
are some who are successful in their chosen strategy
while others fail to receive the results that they want. In
this world of business, people with consultative selling,
failed strategies, fragile rapport and imperfect probing
can suffer from failed sale. This is because people are
experiencing difficulties to properly manage and handle
things due to lack of knowledge and guide. But, they
need not to worry anymore since there is already an
effective answer on how they are going to help their
customer create a valuable decision in choosing their
business.The first book included in the bundle is
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"Asking the Right Questions - Secrets of Power
Negotiation and Sales Techniques for Sales People".
With this book, entrepreneurs and businesses will learn
how to observe every customer's needs and convert them
into an effective tool to convince them but their products
or avail their services. The book serves as a powerful
guide for consultative selling. The book is equipped with
essential topics and valuable tips that could help
entrepreneurs have the winning mindset that could
appeal to large scope of customers in the market. The
second book included in the bundle is "Failure is Not an
Option! - How to Build Self-Esteem and Gain SelfConfidence for Life". The book contains results driven
strategies and steps on how entrepreneurs have to face
their failure or fear and on how they could develop selfconfidence as well as self-esteem to help them make
sound judgment during decision making.The third book,
"The Power Of NO - An Ultimate Guide To Mastering
Your Negotiation Skills", teach readers that saying NO
occasionally is necessary. This is for those who are not
100% confident on what they are doing. The book
contains tips and strategies on how entrepreneurs could
nicely negotiate with customers and how or when to
reject offers of necessary. Finally, the bonus book Fine
Art of Small Talk - Conversation Starters for Business
Networking and Daily Life contains plenty of
conversation starter tips and examples - all of which are
meant to help you initiate small talk with anyone,
anytime, anywhere. As the title entails, 10 seconds is all
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you'll need to get someone to pay attention to you. Keep
in mind that moments of awkward silence are not worth
fretting over. About the AuthorBook's author is an
entrepreneur, multiple online businesses owner, writer
and worldwide traveler. He used to work at the top
management level for dozens of international
companies, including Fortune 500 companies.
Download your copy now!
Tried-and-true information and tips for selling like a pro
Are you looking to enter the world of sales, or are you
alreadya salesperson who's looking for new tips and
tactics to expand yourbusiness? Whether you're in
charge of your own selling career oryou're responsible
for training and managing a professional salesforce,
Selling All-In-One For Dummies features everythingyou
need to know to improve your results. This valuable
selling resource includes new ways to effectivelynetwork
and prospect through the power of all the social
medianetworking sites such as LinkedIn, Twitter, and
Facebook, as wellas ways to optimize sales success
through Webinars; the latest tipsand advice to build an
appealing image; proven questioning methodsthat close
sales; updated advice on keeping clients' business
andbuilding their loyalty; and how to adapt
presentations andtechniques. Proven methods and
techniques that will lead to bigger salesand more loyal
customers Advice on separating yourself from the pack
Plus four chapters on selling in specialized areas
frombiotechnology to real estate Selling All-In-One For
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Dummies is the authoritative guideto navigating the everchanging and growing sales arena.
Your hands-on guide to the most up-to-date selling
strategies and techniques Are you looking to enter the
world of sales, or are you already a salesperson who's
looking for new tips and tactics to expand your
business? No matter your level of skill, this guide will
help you lay a foundation for sales success, with the
latest information on how to research your prospects,
break down the steps of the sales process, follow up with
happy customers, and much more. The wonderful world
of selling — discover what selling is (and isn't) and find
out how mastering selling skills can benefit all areas of
your life Stand out from the crowd — find out how
knowing your clients sets you apart from average
persuaders and helps you hear more yeses Scale the
steps to success — discover the seven steps of the selling
cycle to score appointments, make a good impression,
give winning presentations, address client concerns,
close sales,and more If you build it, they will come — take
your career to the next level with valuable tips on how to
stay in touch with clients, harness the power of the
Internet to make more sales, manage your time wisely,
and partner with others Open the book and find: Tips
for approaching selling with passion and a positive
attitude The latest prospecting and qualification
strategies Top techniques for sales presentations Helpful
hints on handling client concerns Guidance on getting
referrals The scoop on using the latest technology to
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your advantage Information on establishing goals and
planning your time efficiently Advice on staying upbeat
when you don't succeed Learn to: Be truly well-prepared
for every selling situation you encounter or create Close
sales in seven steps or less Take advantage of the latest
technology during the selling process Set and achieve
sales goals to grow your business
A Complete Word and Phrase Concordance to the
Poems and Songs of Robert Burns
A to Z of Selling with Ease and Closing the Deal: 4-In-1
70 Real Ways to Actually Make Money Online by Selling
on Amazon, Kindle Publishing and Etsy
Making Money Online
The Foundation of Contemporary Marketing Strategy
Small Business Management Series
For more than 40 years, Computerworld
has been the leading source of
technology news and information for IT
influencers worldwide. Computerworld's
award-winning Web site
(Computerworld.com), twice-monthly
publication, focused conference series
and custom research form the hub of the
world's largest global IT media
network.
"I'm Selling Hard But Folks Ain't
Buying Easy" The Winning Sales Process
by Ashley D Herndon Sales Opportunities
and Sales Skills should match.
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Otherwise we sales people just make a
bunch of excuses why the sale did not
close. Usually blaming it on 'outside
influences' or 3rd parties without
looking at what we did or did not do to
contribute to the 'no sale'. Sales
Honesty should be by default. "I'm
Selling Hard But Folks Ain't Buying
Easy" is for those honest sales people
who want to improve by using the Proven
Process referenced in this book. I call
it simply "Sales Procedure'...The
Principles of Success." 'Sales
Procedure' in its more formal format is
a 4 day sales training course used by
thousands over the years. It has been
presented to large and small groups,
corporations, manufacturers, banks,
CUNA, credit unions, auto dealerships
and even in the educational (school)
environment. For the purpose of this
book I have used the primary process.
'Sales Procedure' works...it guides the
new or experienced sales person in
developing good habits. "I'm Selling
Hard...". is based on the concept of
"Sell Don't Tell," as well as other
vital points every sales person needs
to develop. It focuses on using the
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strongest word in the sales person's
vocabulary/ arsenal -- the word
"WHY"... and the phrase "Why do you say
that?" Over the decades we have
presented this material, good habits
increased, as well as closing
percentages and income. I don't know
about you, but more money helps my
family and my self esteem. Even though
selling is our Avocation, it is
absolutely our Vocation. Besides, it is
easy, and I don't know about you, but
easy feels good to me. I much prefer
easy over hard labor. "I'm Selling
Hard..." is for the sales person who
wants to do better. I warn you though,
if you follow the 'Procedure', you will
move beyond the average and earn more
dollars. Those dollars will come
honestly and with more ease for both
the prospect and the sales person.
Doesn't that make sense? So if you want
to do better and win more. This book is
for you. Over the decades I have been
blessed by getting to know and meet
many uber sales people and trainers. J.
Douglas Edwards, my personal hero Mr.
Zig Ziglar, Dave Yoho and others. "I'm
Selling Hard..." is a very personal
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project developed through years of
personal ups and some not so ups. One
thing for certain though...Sales
Procedure works in both the retail and
the B2B arenas. Think about it...a 25%
increase in commissionable profit. That
is worth the effort, especially since
it makes the sales job EASY. Maybe I
should change the title to "How to Make
More Money Easily". It just takes
following the steps, every sale every
day. Learn how to 'Stay Up and Stay On
Top".
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I'm Selling Hard But Folks Ain't Buying
Easy
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