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Persuasion How To Sell And Advertise In A Convincing Way
Science has made the leap from the lab to come to a store near you and the effects on us are phenomenal. Corporations in hypercompetition are now using the new mind sciences to analyze how and when we shop, and the hidden triggers that persuade us to
consume. From bargains in the Big Apple to the bustling bazaars of Istanbul, from in-store to interactive and online to mobile,
neuromarketing pioneer Dr. David Lewis goes behind the scenes of the persuasion industry to reveal the powerful tools and
techniques, technologies and psychologies seeking to stimulate us all to buy more often without us consciously realizing it.
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.
With over 150,000 copies of this classic sales title sold, Soft Sell combines pragmatic, real-world advice with helpful hints & sales
strategies.
Learn the Real Techniques to Close the Sale Every Time using Principles of Psychology and Persuasion What makes people buy
something? Humans have been trying to answer this one question for centuries. The truth is that while sales may be about math,
the process of selling something relies heavily on psychology and understanding human behavior. You've probably already heard
of countless "magic techniques" that are supposed to make people buy whatever you're selling, as if you had a magic wand in your
hand. I'm sorry, there's nothing like that. However... After decades of research, science has identified certain responses and
behaviors that are hard-wired into our brains and that can actually help you close the sale every single time. If you want to learn
the real techniques to sell (the ones based on psychology that actually work) this book is for you. In this guide you won't find magic
wands. Instead, you'll discover the principles of persuasion and consumer psychology, you'll learn working selling strategies and
negotiating techniques designed to help you sell more and delight your customers after the sale. This guide will give you a series
of actionable steps you can follow, from understanding your prospects to answering their objections effectively and ultimately
getting the sale. Whether you are a sales professional, a business owner who wants to increase revenue, or someone looking to
build a successful sales system, this book will help you. Inside The Psychology of Selling and Persuasion, discover: The real
techniques to close the sale every time (without using magic wands) The 4 most common objections you'll receive and how to
reply in the right way What makes people buy and how to leverage this knowledge to sell more 4 ways to craft your sales
presentations so that people want to buy from you How to set and reach your sales goals using a powerful planning method Why if
you want to sell effectively you shouldn't be selling (and what you should be doing instead) The #1 framework to handle
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customer's objections and reply effectively An example of a highly effective sales script (from the first contact to after the sale) 7
principles of persuasion you can use to craft a great sales pitch and close the deal Why closing the sale isn't actually the end of
the sales process (many people don't know this) A step-by-step method to build sales scripts that work You can apply these
techniques even if you've never sold anything before. Selling isn't some kind of talent that some people are just born with. It is a
skill you can learn and practice in many areas of your life. Scroll up and click the "Add to Cart" button!
Now in paperback, this innovative guide to the art of selling is a hands-on, how-to book about fulfilling your selling potential and
enjoying it. Written in an easy-to-read, breezy style, this informative book can be opened to any page to find practical pointers and
outstanding advice. The education provided in SOFT SELLING IN A HARD WORLD is all you need to become a successful
salesperson in today's tough business environment.
Looks at the power of effective persuasion, describing the mindset and tactics of persuasion professionals and detailing ways to
protect oneself from becoming a victim of manipulation.
If, despite your best efforts, your product or service just doesn’t seem to sell, then it might not be the product that’s the problem, it
could be you. It’s no secret that the best salespeople have secrets that the rest don’t know, and Persuasion: Psychology of
Selling – Secret Techniques Only the World’s Top Sales People Know to Close the Deal Every Time is the eBook you need to
start putting these secrets to work for you. The human brain is the most advanced computer ever created, able to process complex
mental equations that would leave any manmade computer crying in a corner. Like any other computer, however, it runs on
software (thoughts and emotions) and that software can be hacked to make it more agreeable to whatever it is that you are selling.
This process is nothing complicated, and certainly nothing illegal, it is simple psychology and by learning the right tools to use and
triggers to call upon you can increase your conversions dramatically without changing anything else about your product, your price
or your pitch. Inside you will find The reason why effective salespeople always offer their potential customers something up front.
What BluBlocker sunglasses can teach any good salesperson today. The easiest way to use fear to your advantage to rack up the
sales. The details of the Inoculation Effect and why you should care about it. Why sometimes the most surprising and effective
thing you can tell potential customers is the truth. Simple and effective ways to generate customer recommendations from scratch.
The best type of social proof to use for your products or services and how to get more of it. Reliable ways to become an authority
in your chosen niche and the reasons why you’d want to. Top body language mistakes to avoid at all costs. And more… So, what
are you waiting for? Stop waiting for something to come along and change your sales output, take control of your financial future,
buy this book today!
Learn the secrets of advertising and selling by persuading people the right way We are all driven by emotions, desires, and
impulses that enter our brains. Methods of persuasion have been used throughout history, some with success and some without.
In this book, you'll find new insights of how the psychology of persuading others to do what you want works. Other sub-topics
include: How you can trigger emotions to get people to take out their credit card and buy from you. Attitudes and perceptions that
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have an impact on our way of thinking. How our view of the world determines our decisions. Adjusting messages and advertising
campaigns to create a desire in people and meet their needs. Government persuasion techniques through advertising and
propaganda. Specific internet strategies to sell more and better, and generate more revenue and customer satisfaction. Are you
curious about the rest of the information in this book? Then click the "Buy with 1 click" button and get it for a low price now!
This book is dramatically different from anything you've ever read because it's more of a "field guide" to massive success in sales
rather than a "traditional" book. The reason why is because there's no fluff or filler. It immediately gets down to brass tacks,
showing you exactly what to do, how to do it, and why.
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 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 and practical book--one that will change how you see the world and transform what you do at work, at school, and at
home.
What If Everything You Learned About Sales Was Wrong? Could it be possible that everything you've been taught about selling is
incorrect? Sell More: The Forbidden Secrets of Mass Persuasion reveals an inconvenient truth in the world of sales. Once you
discover this secret, that is backed up by science, you'll be able to transform you income and your life.
Introducing 7 scientifically proven ways to masterfully apply the skill of persuasion and get the results you want Everybody knows
that the best way to persuade people to reach the “Yes” response is by using logic and reason, right? Wrong. According to the
latest research in neuroscience, most people respond to emotional cues rather than rational ones. Instead of using facts and
figures to persuade, you should be tapping into the brain’s internal triggers for making decisions. With the new technology of
realtime brain imaging, scientists have been able to pinpoint seven of these emotional triggers. Activating one or more of the other
person’s triggers will make you a master persuader in every aspect of your life. You’ll learn how to motivate a “Yes” response
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from clients, coworkers, employees, and entire organizations. Just say “YES” to success. "7 Triggers to Yes is a great book. It's
not the same old information repackaged. It contains information you can apply not only to your job but also in your everyday life,
so you will forge constructive relationships, become a better leader, and create organizational change--all of which will lead to a
more powerful, influential, and successful life." --From the review by Melissa F. Thompson, project manager/instructional designer,
in Training Magazine
"Every great leader is a great storyteller," says Harvard University psychologist Howard Gardner. According to master storytellers
Richard Maxwell and Robert Dickman, storytelling is a lot like running. Everyone knows how to do it, but few of us ever break the
four-minute mile. What separates the great runners from the rest? The greats know not only how to hit every stride, but how every
muscle fits together in that stride so that no effort is wasted and their goals are achieved. World-class runners know how to run
from the inside out. World-class leaders know how to tell a story from the inside out. In The Elements of Persuasion, Maxwell and
Dickman teach you how to tell stories too. They show you how storytelling relates to every industry and how anyone can benefit
from its power. Maxwell and Dickman use their experiences—both in the entertainment industry and as corporate consultants—to
deliver a formula for winning stories. All successful stories have five basic components: the passion with which the story is told, a
hero who leads us through the story and allows us to see it through his or her eyes, an antagonist or obstacle that the hero must
overcome, a moment of awareness that allows the hero to prevail, and the transformation in the hero and in the world that
naturally results. Let's face it: leading is a lot more fun than following. Even if you never want to be a CEO or to change the world,
you do want to have control over your own work and your own ideas. Ultimately, that is what the power of storytelling can give you.
If, despite your best efforts, your product or service just doesn't seem to sell, then it might not be the product that's the problem, it
could be you. It's no secret that the best salespeople have secrets that the rest don't know, and this is the Book you need to start
putting these secrets to work for you.
Explains that the selling of ideas is a matter of encouraging others to share one's beliefs in a guide for salespeople that invites readers to selfassess their persuasion personality and build on natural strengths.
Richard Shell and Mario Moussa offer a self-assessment to determine which persuasion role fits readers best and how they can make the
most of their natural strengths. The authors also share vivid stories from their experiences advising thousands of leaders, and stories about
famous people like John D. Rockefeller, Andrew Carnegie, Andy Grove, and Bono. Whether introverted or extroverted, competitive or
collaborative, intellectual or practical, The Art of Woo strengthens persuasion skills for readers in business, academia, and other fields
involving the use of influence.
This book is a treasure trove of ideas you can use to turn a 'no' into a 'yes' almost instantly-in any sales situation.''-Brian Tracy, speaker and
author of Create Your Own Future and Change Your Thinking, Change Your Life Hogan is the master of persuasion. I urge you to persuade
yourself to buy this book and everything he's ever written and recorded. It will help you understand yourself, understand others, and succeed.
This information is bankable.''-Jeffrey Gitomer, author of The Sales Bible, Little Red Book of Selling, and Little Red Book of Sales Answers
There's more wisdom in this book than in 500 pages on the same subject. Whether you need to persuade your lover, your spouse, your boss,
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your clients, your friends, or yourself, this powerhouse collection of mind tricks and secrets will give you the upper hand. In today's
competitive world, this is the persuasion wizard's manual you need to control circumstances and get what you want.''-Dr. Joe Vitale, author of
Life's Missing Instruction Manual and The Attractor FactorWhen you read Hogan's writing, it feels like you're getting sage advice from a
master. Would you like other people to decide on their own (or so they think) to go along with your every whim? Then this is the book you've
been looking for.''-David Garfinkel, author of Advertising Headlines That Make You Rich There is more practical information on the dynamics
of selling and communication in these pages than you could ever acquire in a lifetime on your own through trial and error. Take advantage of
the authors' wisdom and read this book!""-Todd D. Bramson, Certified Financial Planner and author of Real Life Financial Planning
Do you want to increase your sales closing and experience double-digit sales growth? Whether you want to sell your product and get more
raving fans or sell yourself on exercise, everything in life is a sale. As marketing professional Wes Lee demonstrates, the principles of sales &
service are a must to achieve any kind of success. In Professional Persuasion, Lee breaks down the steps and strategies necessary to
master the art of sales effectiveness in any market. You will learn how to transform rejections into sales, flip negative situations, shorten sales
cycles, and guarantee your excellence. Lee will also teach you the success essentials of: ? A sales closing system that works wonders in any
economy ? Turning call reluctance into profit ? Creating an endless pipeline of new business ? Getting consistent results, month after month
With the hard-won experience of Lee, Professional Persuasion will change your sales and life. Grab your copy now to transform your future.
Today's buyer fields an average of three hundred digital messages every single day. In just seconds, recipients decide whether to answer or
ignore your outreach online. With digital communication now a requisite to earning those critical in-person interactions, how can you attract
attention, increase influence, and sell smarter in the modern marketplace? Welcome to the art of Digital Persuasion. Erin Gargan's sales
messaging formula has been leveraged by some of the world's biggest brands to open more opportunities, ignite profitable relationships, and
inspire action from behind the screen. Learn how to - Persuade prospects to engage with you in just 2.5 seconds - Understand the
psychology behind "must-answer" digital messaging - Craft the perfect personal, useful, and brief sales message every time - Translate your
offline personality to be more effective in the online space - Differentiate yourself with language that triggers an emotional response Leverage social and digital platforms for maximum impact Standing out from behind the screen isn't easy, but with a more strategically
persuasive approach you can inspire action every time you touch your keyboard. Demolish your assumptions about social media, and start
selling smarter in the modern marketplace. Are you ready to master the art of Digital Persuasion?
There's a science behind sales.Selling is a game of perception, and perception can be manipulated with the the right techniques.This
collection by Luigi Padovesi contains three manuscripts that will apply scientific concepts to the sales process, drastically increasing your
closing rates. 1. SELL WITH NLPNeuro-Linguistic Programming can boost your sales skills.Everything you say, your tone of voice, body
posture and facial expression have an impact on both your neurology and that of your interlocutor.This is the ABC of Neuro-Linguistic
Programming. Neurological language and processes are closely related.You will learn how to leverage the language and all kinds of
communication to start mental routines in the brain of your customer. These techniques will allow you to influence and manipulate the flow of
thoughts of your client's mind to bring the negotiation to a rapid and advantageous closure. This book will teach you: - What are the most
common mistakes in selling and how to avoid them - How to gain the trust of your client through NLP to close the sale - Techniques to
influence your interlocutor through verbal, non-verbal, intraverbal and extraverbal communication - The VAK model to persuade your client
and read his thoughts, not his words - How to fascinate the client on the emotional and personal side - NLP anchors to recall particular
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emotions and sensations - What questions to ask your client to open their mind - Distinguish empowering and depotentising mental states to
use them in your favor - How to close the sales negotiation 2. BODY LANGUAGE Body language is the most important form of
communication.It's easy to lie with words, but body language never lies.Body language is made by small movements and involuntary
gestures: the body is speaking with those who are able to grasp its signals. Being able to understand people's body language will allow you to
analyze people as they really are. It is an amazing skill in the workplace, relational or sentimental. Imagine being able to read people's minds,
as well as interpreting their words. Understanding body language allows you to capture thousands of spontaneous signals that your
interlocutor cannot hide. 3. HIGH TICKETYou Need a Branding Strategy that makes you Monetize.High Ticket is the only Brand Positioning
manual that focuses on selling high-margin products and services. In order to sell high-priced products, you need a flawless positioning and a
bomb-proof marketing strategy. If you are a small business owner or a professional, you know how difficult it is to make money selling cheap
products or services. You may be very busy, but how much money do you really bring home?Let me guess: not enough. Thanks to the right
brand positioning, leveraging the client's psychology and specific marketing techniques, you will be able to increase your profits by choosing
high-paying customers.
Using techniques from hypnosis, neurolinguistic programming, the Bible, and the greatest salespeople in history, Hogan empowers you to
improve all areas of your life.

Becoming successful in business requires that you win with others relationally before you can persuade them financially. It is not
enough to sell your product - you must sell yourself. Customers must buy what you are saying before they buy what you are
selling. Persuade is a success playbook filled with skills that will help you connect quicker, communicate confidently, and close
more sales. But Persuade is not your typical business book. It is filled with stories of life and love, family and friends, and success
strategies that will help you serve more, sell more, and succeed more.
If your success is dependent on your ability to build relationships and increase revenue, you will find this book invaluable.
Persuade will help you grow in your confidence to communicate, connect, and successfully persuade customers through the
stages of the sale.
Top salespeople become the best because they learn from the best. The author includes insightful intelligence from sellers and
executives at Facebook, Google, iHeart Radio, Amazon, New York Life, Hawaiian Airlines, Dell EMC, Microsoft Xbox, Clear
Channel Airports, and Zillow who share stories & case studies on how they deploy the powers of persuasion discovered in
Persuade.
True or false? In selling high-value products or services: 'closing' increases your chance of success; it is essential to describe the
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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 lowvalue 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.
Jordan Belfort—immortalized by Leonardo DiCaprio in the hit movie The Wolf of Wall Street—reveals the step-by-step sales and
persuasion system proven to turn anyone into a sales-closing, money-earning rock star. For the first time ever, Jordan Belfort
opens his playbook and gives you access to his exclusive step-by-step system—the same system he used to create massive
wealth for himself, his clients, and his sales teams. Until now this revolutionary program was only available through Jordan’s
$1,997 online training. Now, in Way of the Wolf, Belfort is ready to unleash the power of persuasion to a whole new generation,
revealing how anyone can bounce back from devastating setbacks, master the art of persuasion, and build wealth. Every
technique, every strategy, and every tip has been tested and proven to work in real-life situations. Written in his own inimitable
voice, Way of the Wolf cracks the code on how to persuade anyone to do anything, and coaches readers—regardless of age,
education, or skill level—to be a master sales person, negotiator, closer, entrepreneur, or speaker.
Discover The Real Psychological Techniques To Close The Sale Every Time Sales may be about math, but the selling itself is
based on psychology, understanding consumer mindset, and persuasion techniques. The good news is, anyone can master the
art of selling. It isn't a secret superpower that some people are just born with. It is a carefully cultivated and practiced skill that can
help you in many situations in life. We are all salespeople. We are either selling our best qualities to a new date or selling our
expertise/experience to a prospective employer or selling our ideas to people or convincing our friend to join us for a weekend
movie. Knowingly or unknowingly, we are all selling. I'd say sales training is excellent training for social or public life. You meet
new people every day, learn to handle objections, gain greater knowledge about the buyer's needs/psychology, look for a common
ground, and handle rejection. In this book you'll learn the best selling techniques and psychological strategies to close the sale
every time. With the help of this guide, you'll be able to identify your target prospects, understand what drives people to make
buying decisions, how to use emotions and facts to overcome objections and close the sale. As a bonus, you'll also find two
sample sales scripts that will show you how to apply the techniques learned in everyday life to improve your skills and sell more. In
this guide you'll learn: Proven Techniques To Close The Sale Every Time 9 Sales Techniques That Actually Work, Explained What
Drives People To Buy And How To Take Advantage Of It How To Become A Superstar Salesperson How Psychology Can Help
You Sell More 4 Rules To Be A Great Salesman The Best Strategies For Prospecting And Getting Appointments 10 Most
Common Objections And How To Overcome Them Sample Sales Scripts That Show How To Apply The Techniques Described
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And Much, Much More Discover how to close every sale! Scroll to the top and select BUY NOW!
Compelling Selling - the framework for persuasion shows the sale as a sequence of inter-related and logical steps to deliver an
emotional objective, the decision to buy. This new 2007 internet editio
In a nutshell, doesn’t so much of business boil down to whether or not you can persuade others around you? Whether it is a
customer, a contractor, a board of directors, or your loyal staff, your ability to persuade others toward your point of view is
absolutely essential if you are to find success. Merging research and real-world application, Persuasion Equation reveals what
really drives decisions and introduces readers to the key formula for developing the invaluable attribute of persuasion--a powerful
combination of factors proven to speed agreement. Discover the surprising reasons people say yes, and learn how to:• Radiate an
aura of expertise• Win trust and leverage credibility• Build a business case that appeals to both heart and mind• Adapt for
personality, gender, and generational differences• Perfect the five-step persuasion process• Generate group buy-in• And much
more!Whether you’re trying to secure a promotion, make a sale, or rally support for a new idea, this indispensable guide holds the
key to unlocking within you the power of persuasion.
WALL STREET JOURNAL, LOS ANGELES TIMES, AND PUBLISHERS WEEKLY BESTSELLER • The Soulful Art of Persuasion
is a revolutionary guide to becoming a master influencer in an age of distrust through the cultivation of character-building habits
that are essential to both personal growth and sustained business success. This isn’t a book full of tips and life-hacks. Instead,
The Soulful Art of Persuasion will develop the habits that others want to be influenced by. This book is based on a radical idea:
Persuasion isn’t about facts and argument. It’s all about personal character. Jason Harris, CEO of the powerhouse creative
agency Mekanism, argues that genuine persuasion in the twenty-first century is about developing character rather than relying on
the easy tactics of flattery, manipulation, and short-term gains. It is about engaging rather than insisting; it is about developing
empathy and communicating your values. Based on his experience in and out of the boardroom, and drawing on the latest indepth research on trust, influence, and habit formation, Harris shows that being persuasive in a culture plagued by deception
means rejecting the ethos of the quick and embracing the commitment of putting your truest self forward and playing the long
game.
Identifying five types of executive decision makers, this title suggests approaches for catering a sales presentation that will appeal
to charismatics, thinkers, sceptics, followers, and controllers. The method centres on the observation that different types of
executives prefer to hear and see specific types of information.
The most successful salespeople are the ones that continually learn and improve their performance. This positive and realistic
guide encourages both newcomers and seasoned pros to learn or rediscover the basics of superlative salesmanship. Written by a
professional sales trainer, the book is filled with proven techniques for mastering each stage of the process, from properly planning
and actively listening to asking for the sale.
Are you in sales but struggling to make quota? Did you just take a sales job out of desperation but don't think it's the right career
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for you? Do you worry people will perceive you as pushy or dishonest? Selling With Authentic Persuasion will remove all the stress
and anxiety you feel about selling so you can focus on what's really important‚"‚€‚"your customers and their needs. Jason Cutter
will reveal how being honest with customers, overcoming our misconceptions about sales, and winning customers' trust will not
only lead to happy and repeat customers but transform you from order taker to quota breaker. After years of managing and training
salespeople, Jason found the fundamental problem people have in sales is acting only as order takers. Let him teach you how to
transform yourself into a model salesperson who inspires trust through integrity and authenticity.
Persuasion is a method of communication that aims to influence the attitudes, beliefs, or behaviors of others. In the context of
sales, persuasion typically takes place when a sales rep is trying to convince a prospect that their product or service is the best
solution for their problem. This book includes: - The real techniques to close the sale every time (without using magic wands) - The
4 most common objections you'll receive and how to reply in the right way - What makes people buy and how to leverage this
knowledge to sell more - 4 ways to craft your sales presentations so that people want to buy from you - How to set and reach your
sales goals using a powerful planning method - Why if you want to sell effectively you shouldn't be selling (and what you should be
doing instead) - The #1 framework to handle customer's objections and reply effectively - An example of a highly effective sales
script (from the first contact to after the sale) - 7 principles of persuasion you can use to craft a great sales pitch and close the deal
- Why Closing the sale isn't the end of the sales process (many people don't know this) - A step-by-step method to build sales
scripts that work
One of the world's most sought-after sales training and consulting experts reveals the strategies smart companies use to sell
anything to anyone This book takes a new and relevant approach to sales from the perspective of both organizational and
individual performance. Based on the author's broad-based personal experience working with over 2,000 sales organizations, it
combines organizational guidelines, sales management strategies, how-to sales tips, and career guidance for sales executives,
sales managers, and salespeople alike. Incorporating proprietary research, case studies, real-world examples, and practical
information, this book will revolutionize the very way sales organizations sell. William (Bill) Brooks (Greensboro, NC) is the founder
and CEO of The Brooks Group, an internationally recognized consulting firm whose clients have included General Motors, Chase
Manhattan, Sara Lee, and Microsoft among thousands of others. He delivers more than 150 keynote speeches annually to sales
organizations.
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