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Desmond Tutu once said, “Do your little bit of good where you are; it’s those little bits of good put together that overwhelm the world.”
It’s true isn’t it? Change seldom happens in the blink of an eye. More often than not, it’s all those little changes that happen along the way that, when added together, end up having the most impact. For your health, it’s “an apple a day keeps the doctor away.” For your financial stability, it’s “a dollar a day for the rainy day.” And of course in sales, you hear “a new prospect a day keeps the sales manager away.” The same is true for your own personal development. You have to invest a little in yourself on a regular basis to truly see improvement over the long term.
“Quick Sales Tips” is a collection of little ideas to help you realize your sales potential. Simply put, this is practical advice, in bit sized pieces. Whether you are an entrepreneur marketing your own products and services, or a direct sales representative servicing your assigned sales territory, this book will improve your skills so you will sell more.
Did you know studies show 25% of sales reps produce 90 to 95% of all sales? Clearly, most sales people are not selling up to their potential, and not making the incomes they could, nor producing the revenues they should.
Why is this case? It’s not that the job can’t be done because 25 percent are doing it, and doing it well. It’s because the other 75 percent either are not in the right sales position or they truly don’t know how to sell. If all sales people knew and did what the top 25 percent do, then all sales people would be selling more!
B2B Sales Connections wants to change that. We are an online sales training website with free sales resources, a specialized sales job board and free resume listing services for business to business sales. You could say we specialize in helping b2b sales professionals achieve their sales potential, either by connecting them to the right career choices, or the right skill set. Our website is b2bsalesconnections.com.
When we started the company a number of years ago, we realized that one of the best ways to improve people’s sales skills was to distribute a monthly sales newsletter filled with sales tips, techniques, and best practices. The glowing feedback we received from the readers of “AIM HIGHER” was overwhelming and our subscriber quickly grew, as it continues to do so today.
One of the most popular sections of the newsletter has always been our monthly quick sales tip, dating all the way back to our first edition. It was when one subscriber wrote us and said, “... if sales folks would follow your "sales tip of the month" every day...their life would change” we decided to put all our best tips in one place and the idea for this book was born.
“Quick Sales Tips” is based on over 50 years of successful B2B sales and sales management expertise. It is a collection of our own personal sales techniques, as well as other successful sales professionals we have been lucky enough to work with over the years. They are in no particular order, just a random collection of over 100 tips to help you achieve your sales potential. We hope you find them as influential on the success of your career as our newsletter subscribers have found them to be.
When you retire and look back on your career, you will realize it was the small improvements to your skills and techniques you made over the years that made the most difference on your overall success. But of course you already know that. That’s the reason you are reading this book. So let’s get started!
“Improve by 1 percent a day, and in just seventy days,
you’re twice as good.” - Alan Weiss
Think you don't have time to spend on on-going personal development? Did you know that if you read for just 10 minutes a day, that is over 60 hours per year! If you a looking for a great read, we have some great book suggestions on our website at http://www.b2bsalesconnections.com/books.php
Sales Tip# 2
No one returning your voice mails? That's probably because you are speaking too fast! When you are leaving your phone number on a voice mail, write it down at the same time. That will ensure you speak slowly enough so that your voice mail recipient will be able to write it down too!
Sales Tip# 3
You really only get paid for the time you spend selling. Always ask yourself, "What is the best use of my time right now?"
Visit: http://www.smashwords.com/books/view/291006 to purchase this book to continue reading. Show the author you appreciate their work!