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LITTLE RED BOOK OF SELLING
Wall Street Journal Business Best-Seller, Jeffrey Gitomer’s Little Red
Book of Sellingincludes Jeffrey’s 12.5 Principles of Sales Greatness
and strategies and answers from a lifetime of selling that will teach
you how to make sales forever.In this book, you will have the
opportunity to understand why sales happen. And by mastering the
elements that Jeffrey Gitomer gives you, you’ll make sales happen
for yourself forever.

BECOMING A CATEGORY OF ONE
Renowned consultant Joe Calloway has made a career out of
helping businesses create competitive advantage through
unsurpassed customer service. He knows from experience what
separates ordinary companies from companies that dominate the
competition. Ordinary companies compete in their categories, or
even lead them. Extraordinary companies create their
own categories by doing what no one else does-in effect,
becoming a Category of One. Here’s how they do it: they get to
know the customer better than anyone else in the business and
connect with that customer better than anyone else can. They
transcend commodity by offering more than just a product. They
defy comparison by doing what their competitors can’t or won’t do.
Becoming a Category of One shows you how these companies do
what they do so well, and gives you the tools and ideas you need to
emulate them. Calloway doesn’t offer any mumbo-jumbo or
flavor-of-the-day buzzwords, just simple lessons that lead to real,
proven results. With his guidance, you’ll learn what makes some of
the best companies on earth so successful-and then learn to apply
their winning strategies to your own business.

PURPLE COW
For years, marketers have talked about the “five Ps” (actually, there
are more than five, but everyone picks their favorite
handful): product, pricing, promotion, positioning, publicity,
packaging, pass along, permission. Sound familiar? This has
become the basic marketing checklist, a quick way to make sure
that you’ve done your job. Nothing is guaranteed, of course, but
it used to be that if you dotted your I’s and paid attention to your
five Ps, then you were more likely than not to succeed. No longer.
It’s time to add an exceptionally important new Pto the list: Purple
Cow. Weird? Seth Godin’s new book, Purple Cow is about
transforming your business by being remarkable.In his book
Purple Cow, Seth Godin says that the key to success is to find a way
to stand out---to be the purple cow in a field of monochrome
Holsteins.

CHANGE YOUR QUESTIONS CHANGE YOUR LIFE
“Mindset” refers to one’s characteristic attitudes and ways of
approaching people and situations. When we operate from the
Inquiring Mindset, we are curious, open-minded, and ask questions
intended to discover, learn, resolve, and create. This way we
empower the most successful critical, creative, and collaborative
thinking; decision-making; problem-solving; conversation, and
results. The practical Inquiring Mindset tools, methods, and
practices can make a positive difference in results wherever they
are applied.

THE POWER OF FOCUS
How to hit your business, personal and financial targets with
absolute certainty. Co-author Les Hewitt, is the driving force behind
this international bestselling book.
You will discover a treasury of practical wisdom including
easy-to-implement Action Steps that will significantly free up your
time, dramatically improve your bank account and solidly enrich
your most important relationships.
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THE SPEED OF TRUST
This book challenges our age-old assumption that trust is merely a
soft, social virtue, and instead demonstrates that it is a hard-edged,
economic driver--a learnable and measurable skill that makes
organizations more profitable, people more promotable, and
relationships more energizing. Covey informs readers how to
inspire lasting trust in their personal and professional relationships,
and in so doing to create unparalleled success and sustainable
prosperity in every dimension of life. Like a ripple in the pond, trust
begins within each of us personally, continues into our
relationships, expands into our organizations, extends into our
marketplace relationships, and ultimately encompasses our global
society. Covey presents a road map to establish trust on every level,
build character and competence, enhance credibility, and create
leadership that inspires confidence.

BE THE DIFFERENCE
Celebrate the people who make a difference in your home, company, neighborhood, or community with the Be the Difference book.
Remind your company, community, or team that you’re counting
on every person and that one person can make a difference. That’s
the message you’ll find in the Be the Difference book.

ENCHANTMENT: THE ART OF CHANGING HEARTS, MINDS AND ACTIONS
The book explains when and why enchantment is necessary and
then the pillars of enchantment: likability, trustworthiness, and a
great cause. The next topics are launching, overcoming resistance,
making enchantment endure, and using technology. There are
even special chapters dedicated to enchanting your employees
and your boss. Finally, because there are times you may want to
resist enchantment, there’s even a chapter about how to do this
too. If you want to change the world — or even part of the world,
this book is for you.

RAVING FANS
“Your customers are only satisfied because their expectations are
so low and because no one else is doing better. Just having
satisfied customers isn’t good enough anymore. If you really want a
booming business, you have to create Raving Fans.” This, in a
nutshell, is the advice given to a new Area Manager on his first
day--in an extraordinary business book that will help everyone, in
every kind of organization or business, deliver stunning customer
service and achieve miraculous bottom-line results. Raving Fans
uses a brilliantly simple and charming story to teach how to
define a vision, learn what a customer really wants, institute
effective systems, and make Raving Fan Service a constant
feature--not just another program of the month. North America is in
the midst of a service crisis that has left a wake of disillusioned
customers from coast to coast. Raving Fans includes startling new
tips and innovative techniques that can help anyone create a
revolution in any workplace--and turn their customers into raving,
spending fans.

PRESENTATION ZEN
To be great in sales, you need to be a presentation master.
Presentation Zen is not a technical manual for PowerPoint, but a
guide from a communications expert on how to create striking
presentations that will leave any audience rapt.
Reynolds tries to break you of bad habits and approach your
presentations differently. From preparation to design to delivery,
this book will take you from an amateur presenter to an
unquestionable professional.

SLOW DOWN, SELL FASTER!
In a world of get the sale yesterday Slow Down Sell Faster! is a
refreshing sales book. Kevin Davis points out that rushing the
already rushed customer doesn’t yield results for either the buyer
or the seller. You’ll learn how to slow down and take the time to
identify your customer’s real needs and if you’ve done that, you are
halfway there.
Slow Down, Sell Faster! is packed with examples from the author’s
extensive experience, plus research on customer buying processes
rather than traditional selling processes.
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THE CHALLENGER SALE
The best sales people don’t build customers-they challenge them.
Based on a quantitative study of more than 3,500 sales reps in multiple industries and geographies, The Challenger Sale argues that
classic relationship building isn’t enough. It turns out every sales
rep in the world falls into one of five distinct profiles: the hard worker, the problem solver, the challenger, the relationship builder, and
the lone wolf. While most of these reps can deliver average sales
performance, only one-the challenger- consistently outperforms
the others. The authors’ research shows that customers will reward suppliers who can deliver a new perspective during the sales
process and reframe their expectations. The book explains how to
deliver a distinctive purchase experience that drives higher levels of
customer loyalty and, ultimately, greater growth.

THE COMPLETE IDIOT’S GUIDE TO COLD CALLING
SalesHQ featured author Keith Rosen has written the quintessential
book on cold calling: The Complete Idiot’s Guide to Cold Calling. Of
course you’re no idiot, but cold calling is one of the most
challenging tasks for any salesperson. Rosen has coached
thousands of sales people and the process he outlines in this book
is a proven method for succeeding at prospecting. Outlining
templates for a prospecting system, The Complete Idiot’s Guide
lays out in detail how you can get rid of prospect reluctance, build
all-important rapport, and construct an unbeatable follow-up
practice. Following his lead, you will be able to separate yourself
from the competition, by crafting propositions that will get your
prospects to talk.

EAT THAT FROG
The legendary Eat That Frog! provides the 21 most effective
methods for conquering procrastination and accomplishing more.
This new edition is revised and updated throughout, and includes
brand new information on how to keep technology from dominating our time.

SELLING THE INVISIBLE
Harry Beckwith was an advertising and marketing man, but the
lessons he lays out in Selling the Invisible are essential for any successful salesperson. He argues that people do not buy products for
their features, but for the way their company does business.
For Beckwith, it’s never about the product, it’s about the business.
Rather than marketing one product feature or another, you should
be marketing your company and focus your messages around that.
Your client interaction should be geared towards listening and
building long-term relationships.
“Don’t sell the steak. Sell the sizzle” may have some buzz appeal,
but that approach will lead to failure.

SECRETS OF QUESTION BASED SELLING
Do you want to read Secrets of Question Based Selling? Have you
tried opening every statement with a sentence? If you haven’t,
Thomas Freese thinks you should. He lays out every stage of a
selling process that begins and ends with a question. His approach
is designed to keep the customer engaged from beginning to end.
Freese not only shows you how questions can work to keep the
customer engaged, but how they can effectively close a sale before
you give away too much. A question opens the door to an answer,
but that answer can just as easily be “Thank you, that will work
perfectly for me” than a new manifestation of reluctance

SNAP SELLING: SPEED UP SALES AND WIN MORE BUSINESS WITH
TODAY’S FRAZZLED CUSTOMERS
Stop selling the old fashioned way. Crazy-busy and frazzled prospects need to be handled differently. And this is where SNAP Selling
comes in.
SNAP Selling is an acronym for the success strategies you’ll use
for those time-strapped customers; make their decision Simple,
become iNvaluable in the relationships, Align with the customer’s
needs at all times and make sure that your solution is a Priority in
the customer’s mind at all times. This sales book has a companion
web site that is loaded with tips, tools and resources for successful
SNAP sellers.
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THE ART OF WAR
What can a 2,500 year-old book on Chinese military strategy teach
you about sales? Everything. You have to begin by seeing your prospect as “the enemy,” always rebuffing your broadsides. That may
seem a little extreme, but if you take sales as a game and not as
seriously as war, you are unlikely to succeed.
On cold calling: “Attack him where he is unprepared, appear where
you are not expected.”
On closing: “According as circumstances are favorable, one should
modify one’s plans.”
On value-added: “Hold out baits to entice the enemy. Feign disorder, and crush him.”
On leadership: “The commander stands for the virtues of wisdom,
sincerity, benevolence, courage and strictness.”
On qualifying leads: “By means of these seven consideration I can
forecast victory or defeat.”

About Laurie
Laurie Hawkins is a curator, catalyst, and
connector. She is a certified business success
strategist, speaker, radio show host, trainer and
leader who drives revenue, results and raving fans
along with fulfillment and flow.
Laurie’s reputation is built on her unique ability
to enable strategy and soul to coexist. She is a
thought-leader with the rare ability to both inspire
and create actionable strategies.

Before you go..
Are you ready to drive revenue, results and raving fans while enjoying
greater fulfillment and flow in your business and life?
Start by diving into one of our customer curated collections…
Now it’s time to take the next step in connecting with us. Click an option
below to choose your own adventure…

