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Lloyd Allard : Ultimate Selling Guide, The before purchasing it in order to gage whether or not it would be worth
my time, and all praised Ultimate Selling Guide, The:

3 of 3 people found the following review helpful. The book of truths... for the men and women making the callsBy
Customer"The Ultimate Selling Guide" is appropriately titled. The principles listed are easy to understand. It isaguide
that needs to be studied not because of complex psycho-bable but due to its' simplicity and common


http://f3db.com/pub/links.php?id=B005BN4QCE

sense.lmplementing the principles given go contrary to many prevailing misnomers about selling and continued study
and practice will be needed to get the full impact of Lloyd's expertise. The material is presented in a concise and easy
to read manner leaving no room for misunderstnading. | found it an exciting and anticipated supplement to Lloyd
Allard's other two books.Anyone interested in understanding the selling process will find this book a necessity. It
provides the means to increase your sales income beyound your dreams. It brings dignity back to the selling field.O of
0 people found the following review helpful. dynamite for direct salesman boosting your salesBy charles Raithl red
Lloyd Allard and apply his selling advices and techniques ;few basics principle and steady application produce miracle
to my salesand my wallet ! | recomman this book to any direct salesman .Charles Raith2 of 2 people found the
following review helpful. the ultimateselling guideBy johnsumpterThis book which Lloyd has published | find to the
best book on selling I've ever read in my life. I've been a direct salesman for 20 years and currently own Merchant
Bancard Services one the largest leading processing companies in the United Sates. | have found that L1oyds approach
put in use has double my closing average.If your in direct sales | strongly suggest you purchase this book. John
Sumpter Cocoa Beach Florida President/CEO Merchant Bancard Services!

Lloyd Allard shares the sales strategies and secrets that will make any salesperson more productive and successful. He
firmly dispels the myths that cause millions of salespeople to work below their capabilities, and introduces time-tested
selling principles and over 600 ways to put a selling career into high gear.

From the Back CoverA lot of people believe that selling is easy if you just know the right "tricks" or formulas. Others
are convinced that they are just "natural-born salesmen.” Ironically, the natural ability of these people to charm and
fascinate on a superficia level often ends up being their greatest liability. Why? Because effective selling requires
much more than a glib tongue or a winning personality. It requires skill, and that skill must be learned.By debunking
many of the myths that some sal espeople have accepted for years as gospel truth, salesman extraordinaire Lloyd Allard
shows you how to dramatically increase your income by offering over 600 ways to put your selling career into high
gear! These suggestions, lessons, and principles will make you successful in salesand in lifeif you apply them
properly and diligently. Following the simple techniques and guidelines described in this book, you will learn how
to:"Master the art of building value" Create buy-now urgency!"Build the kind of trust between you and clients that will
make you unstoppabl €' Project greater clarity into your sales presentations'ldentify your customer's dreams--and use
that knowledge to your advantage" Turn every objection into reasons for buyingThe Ultimate Selling Guide isa
unique, step-by-step guide that can lead anyone to a successful career in sales.About the AuthorLloyd Allard was born
in Ohio. He was a salesman, sales manager, recruiter, and trainer. He moved to Chicago, and in 1978, joined Gulf
Industries, Inc. as adealer. Within 8 years he was promoted three times: first to district manager, then to regional
manager, and finally to division manager. He earned numerous awards for sales performance, including Regional
Manager of the Y ear and Division Manager of the Year. He is survived by hiswife, three children, and his beloved
dog, Rex.



