INDEX

Acceptance, 7-8
Action, taking, 85-86, 101-103
asking and, 88-92, 96-97
closing and, 93-94
listening and, 94-96
outcomes and, 92-93
personality and, 98-100
Adjustments, making swift, 48
Annoyance, 123-124, 134-135, 138-139
failure and, 120-127
persistence and, 127-128
personalities and, 135-138
stalling, 128-134
teaching customers how to buy and, 124—
126
Appointment, selling cycle and, 143-144
Appreciation, showing, 141-142, 151—
152
entertainment and, 67
gifts, 147
making it memorable, 145
personality and, 148-150
reputation and, 145-147
selling cycle and, 142-145
Athlon Sports Publishing, 87, 101
Attachment, lowering, 92-93
A-type personality, 75
asking for business and, 93

Belligerence, 128

Best buddies:

annoyance and, 137

asking for business and, 100

connecting with, 28

entertaining presentations and, 81

following up and, 174

matching and, 62

objections and, 118-119

practice and, 188

preparation and, 15-16

questioning and, 44

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
Clarification. See Confusion and clarifica-
tion
Clarity, matching, 51
Closing, 54-58
addicts, 32-33
floating trial, 58
secret to, 93—-94
Clothing:
confidence and, 90-91
psychological need and, 68—69
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Communication. See Connecting
Companions. See Best buddies
Competition, 166—167
Complacency, 96
Compliance specialists, 131
Confidence:
asking with, 89-92
connecting and, 22
dodging objections and, 113
matching and, 56-57
Confusion and clarification, 35-36, 48—50
critical areas, 46—48
questioning, 37-42
personality-based, 42—45
setting the stage, 40—41
as tools, 36-37
Connecting, 19-24, 30-34
closing deals and, 31-32
components of, 29-30
Control specialists, 131
Cox, Danny, 66, 106
Crane, William, 174
Credentials, referencing company, 53—54
Credibility, product knowledge and, 8-9

Decent Souls:
annoyance and, 138
asking for business and, 100
connecting with, 28-29
entertaining presentations and, 81-82
following up and, 174-175
matching and, 62-63
objections and, 119
practice and, 188-189
preparation and, 16
questioning and, 45
referrals and, 163
showing appreciation and, 150
Deities:
annoyance and, 137
asking for business and, 99-100
connecting with, 27-28
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

referrals and, 162

showing appreciation and, 149-150
DiSilvestro, Roger, 87, 88, 96, 101

Ease. See Simplicity, vs. ease

Ecclesiastes, 190

Editorial prerogative, 35

Energy, presentations and, 71-73

Engagement, presentations and, 74-75

Entertainment. See Presentations, enter-
taining

Enthusiasm, 7-8

Esteem needs, 70-71

E Summation, 89

Exchangers, 32-33

Exits, graceful, 141

Expectations, exceeding, 155

Eye contact, confidence and, 90

Failing, 105-106, 119-121
learning lessons from, 106—108
objections, 111-115
persistence and, 126
personality and, 117-119
questioning, 108—111
selling price and, 115-116

Following up, 165-166, 175-176
competition and, 166-167
making time for, 168-169
as part of daily routine, 167-168
personality and, 171-175

pre-sale, pre-delivery, and post-delivery,

169
as research, 169-170
when to, 170-171

Gratitude. See Appreciation, showing
Greek gods/goddesses. See Deities
Gretsky, Wayne, 22, 123

Harrow School, 134
Heuser, David, 93
Hoffman, Auren, 89
Hubbard, Elbert, 29
Humor, 87-88, 100-101

194



Index

Idiotspeak, 20-21, 23
Indifference, 96
Information management, 35
Intent:

derailing, 6-7

prospecting and, 2-3, 4

Job security, 69
Jordan, Michael, 107, 135

Learning, product knowledge and indiffer-
ence to, 9
Listening:
the ABCs of, 94-96
skills and questioning, 40
Love needs, 69-70

Machiavellian personalities:
annoyance and, 136
asking for business and, 98
connecting with, 25-26
entertaining presentations and, 78
following up and, 172
matching and, 59
objections and, 117
practice and, 186-187
preparation and, 12-13
questioning and, 42—43
referrals and, 160-161
showing appreciation and, 148
Maslow, Abraham, 68, 69, 72, 82
Masochists:
annoyance and, 136-137
asking for business and, 99
connecting with, 26-27
entertaining presentations and, 79
following up and, 173
matching and, 60
objections and, 117-118
practice and, 187
preparation and, 13-14
questioning and, 43
referrals and, 161
showing appreciation and, 149
Matching, 51-52, 63-64
bringing it home, 54-57
the next step, 57-58

personalities and, 58—63
sales calls and, 52-54
Maytag Company, 86
MGM Studios, 102
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

PEPO, 185

Persistence, 126—128

Personality:
annoyance and, 135-138
asking for business and, 98—100
connecting and, 23-29
entertaining presentations and, 78—82
following up and, 171-175
matching and, 59
objections and, 117-119
practice and, 186-189
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Personality (continued) Psychological needs, 68—69
preparation and, 12-16 Purpose, clarity of, 46
questioning and, 42—45
referrals and, 160—163 Questioning:
showing appreciation and, 148-150 annoyance and, 123-124
See also A-type personality turnaround, 108-111

Personal stories: See Confusion and clarification

getting your customers), 22

sharing, 21-23 Referrals, 153—154, 163-164
Plans, written, 9-10, 46—47 asking for, 157-159
PowerPoint, 76 fear of, 154—155
Practice, 177-178, 189-191 building champions, 155
change and, 183-184 feedback, 156-157
caring about, 182-183 personality and, 160-163
continuous improvement and, 178-179 teamwork and, 155-156
friendships and, 184-185 Reputation, product knowledge and, 8—9
impatience and, 180 Reviewing, 48
perfection and, 180181 Runyon, Damon, 190
dangers of, 181-182
personality and, 186-189 Sadists:
Preparation: annoyance and, 136
mental, 3—4 asking for business and, 98
motivation and, 11-12 connecting with, 26
over-, 11 entertaining presentations and, 79
passion and, 7-8 following up and, 172-173
personality and, 12-16 matching and, 59-60
vs. procrastination, 10-11 objections and, 117
product knowledge and, 8—9 practice and, 187
written plans and, 9-10 preparation and, 13
Presentations: questioning and, 43
entertaining, 65-67, 82—-83 referrals and, 161
boredom and, 67-68 showing appreciation and, 148-149
energy and, 71-73 Safety needs, 69
filling needs and, 6871 Sales calls:
personalities and, 78—82 elements of, 52-57
razzle-dazzle, 73-75 energy and, 72-73
rehearsals, 7677 Self-actualization needs, 71
structure and, 75-76 Self-deification. See Deities
style and, 75 Self-esteem, 22
technology and, 76 Selling cycle, 142-145, 151
selling cycle and, 144-145 Selling price, failure and, 115-116
Procrastination, planning and, 10-11 Simplicity, vs. ease, 5-7
Product knowledge, 113 Smiling, confidence and, 90
matching and, 56 Social specialists, 131
See Preparation, product knowledge and Socratic questioning, 42. See also Ques-
Prospecting, 1-2 tioning
selling cycle and, 141-143 Stability specialists, 131
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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
Tolerance, 7-8
Tracking, 48
Trump, Donald, 15, 27, 44, 62, 137. See also
Deities

Unique Selling Proposition (USP), 22
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