Popular books on sales
methodologies

These books can be borrowed from me upon request.



“Make winning a habit”
Rick Page

) S
A comprehensive book on sales management of . - s ;ﬁ h :
complex B2B sales. P § 3 WWG

20 Best Practices
of the World’s Greatest
Sales Forces



“Hope is not a strategy”
Rick Page

An easy to read book on how to manage a complex
B2B sale.
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"Hope Is Not A Strategy is the best single source for mastering the art of
selling complex, high-tech products and services.” )
-Tom Kosnik, Consulting Professor, Stanford University

The 6 Keys to Winning
the Complex Sale




“Customer Centric Selling”
Bosworth, Holland, Visgatis

One of the popular international sales
methodologies. The head author is the inventor of

the very polular “Solution Selling”

THE SALES CLASSIC
FULLY REVISED ano EXPANDED
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SECOND EDITION

CELLING

* NEW WAYS TO GET INSIDE THE
IIEAII OF YOUR CUSTOMER

g BREAKTHHUUGH RESEARCH IIH
SHORTENING YOUR SALES CYCLE

* LATEST STRATEGIES FOR CONNECTING
WITH YOUR CUSTOMERS ONLINE
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“Solution Selling”
Eades

A very popular sales methodology, originally
designed for IT project sales

SELLINC

The Revolutionary Sales Process

That is Changing the  @T{} /I I LIS
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- Geoff Vinall, Head of Sales, Serco Group plc

“Strategic Selling”
Miller, Heiman

Another leading international sales methodology. | .
Has introduced an opportunity management )
framework named “Blue sheet” o N I W

3rd edition




