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asking for business and, 100
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referrals and, 162

showing appreciation and, 150

Body language, connecting and, 29–30

Boldness, presentations and, 74

CECO, 86–88, 100, 185

Choosing in, 4–5

Churchill, Winston, 134, 171

Churchill Center, 134
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Communication. See Connecting

Companions. See Best buddies

Competition, 166–167
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asking with, 89–92

connecting and, 22
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matching and, 56–57
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questioning, 37–42
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entertaining presentations and, 80–81

following up and, 173–174

matching and, 61–62

objections and, 118

practice and, 188

preparation and, 15

questioning and, 44
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objections, 111–115

persistence and, 126

personality and, 117–119

questioning, 108–111
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personality and, 171–175
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Idiotspeak, 20–21, 23
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Information management, 35
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ence to, 9
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the ABCs of, 94–96

skills and questioning, 40
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annoyance and, 136

asking for business and, 98

connecting with, 25–26
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following up and, 172

matching and, 59

objections and, 117

practice and, 186–187
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referrals and, 160–161
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annoyance and, 136–137

asking for business and, 99
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entertaining presentations and, 79

following up and, 173

matching and, 60

objections and, 117–118

practice and, 187
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questioning and, 43

referrals and, 161

showing appreciation and, 149
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bringing it home, 54–57

the next step, 57–58

personalities and, 58–63

sales calls and, 52–54
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Motivation. See Preparation, motivation and

Needs:

hierarchy of, 68, 69, 72

Cliffs Notes version, 71

prospecting and, 2–3

Notes, questioning and taking, 41

Objections, 111–112

dodging, reasons for, 113

explained, 112–113

resolving, 113–115

One-Order Wonders, 154, 170

Outrageousness, presentations and, 74

Pacing, 72

Paranoids:

annoyance and, 137

asking for business and, 99

connecting with, 27

entertaining presentations and, 79–80

following up and, 173

matching and, 60–61

objections and, 118

practice and, 187–188

preparation and, 14

questioning and, 44

referrals and, 161–162

showing appreciation and, 149

Participation, 47

Passion. See Enthusiasm

Peace Corps, 101
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Persistence, 126–128
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matching and, 59

objections and, 117–119
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preparation and, 12–16

questioning and, 42–45

referrals and, 160–163

showing appreciation and, 148–150

See also A-type personality

Personal stories:

getting your customers’, 22

sharing, 21–23

Plans, written, 9–10, 46–47

PowerPoint, 76

Practice, 177–178, 189–191

change and, 183–184

caring about, 182–183

continuous improvement and, 178–179

friendships and, 184–185

impatience and, 180

perfection and, 180–181

dangers of, 181–182

personality and, 186–189
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mental, 3–4

motivation and, 11–12

over-, 11

passion and, 7–8

personality and, 12–16

vs. procrastination, 10–11

product knowledge and, 8–9

written plans and, 9–10

Presentations:

entertaining, 65–67, 82–83

boredom and, 67–68

energy and, 71–73

filling needs and, 68–71

personalities and, 78–82

razzle-dazzle, 73–75

rehearsals, 76–77

structure and, 75–76

style and, 75

technology and, 76

selling cycle and, 144–145

Procrastination, planning and, 10–11

Product knowledge, 113

matching and, 56

See Preparation, product knowledge and

Prospecting, 1–2

selling cycle and, 141–143

Psychological needs, 68–69

Purpose, clarity of, 46

Questioning:

annoyance and, 123–124

turnaround, 108–111

See Confusion and clarification

Referrals, 153–154, 163–164

asking for, 157–159

fear of, 154–155

building champions, 155

feedback, 156–157

personality and, 160–163

teamwork and, 155–156
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Safety needs, 69

Sales calls:
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Self-actualization needs, 71
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Selling cycle, 142–145, 151

Selling price, failure and, 115–116

Simplicity, vs. ease, 5–7
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Stalling, 128–129

handling, 131–134

reasons for, 129–131

Structure, presentation, 75–76

Style, presenting in, 75

Sun, Paulette, 126

Surveys, referrals and, 158

Takers, 32–33

Teamwork, 155–156

Technology, 76

presentations and, 76

video, 86
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