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1 of 1 people found the following review helpful. If you believe "Everyoneisin sales' | recommend this book - it will
benefit even the most experienced executive.By Annette MasonThere is arichnessin this book that benefits all leaders
beyond those in sales. | benefitted greatly from What Got Y ou Here original edition...anticipate even more value from
this one.Many of the discussion pointsin this book influence effective change in addition to sales. | don't know any
change management books that address the sales domain let alone addressed in a clear |eadership context.Quoting
Harvey Mackay, "To me, job titles don't matter. Everyoneisin sales. It's the only way we stay in business." If you
believe that - buy this book - it will be of great benefit in the lessons shared and the practical applications to ensure
you stick with your plan.1 of 1 people found the following review helpful. fresh thinking about salesBy Armand
Kruger, good news junkieGoldsmith has away of challenging the reader, and this book is another example of asking
some pretty fundamental questions. One question this book raised for me was: are you in touch with your market and
have you made the adjustments required to be smart in a very informed buyers market? not only abook of ideas, but a
coaching journeyl of 1 people found the following review helpful. Great BookBy Michael VilanovaReading this book
isavery useful "gut check" to make sure you're still practicing the behaviors that add up. Self improvement pointers
were spot on.

Kick your bad habitsmdash;and CLOSE MORE SALES! Idquo;! love this book, especially the importance of
empathymdash;care enough about what you are selling to personalize its value to your customer!rdquo; mdash;Jim
Farley, VP Globa Marketing, Ford Motor Company Idquo;In over 20 years of sales leadership, | had yet to see
someone describe self-improvement through the elimination of existing behaviors rather than the creation of new
onesmdash;what a simple, concise, and personally applicable developmental tool. Thisis amust-read for everyonein
sales! rdquo; mdash; Chris Richardson, VP Global Sales, Abbott Vascular Idquo;Don Brown and Bill Hawkins,
collaborating with Marshall Goldsmithrsquo;s incredible insight, have created strategy and ideas that will help you
grow, sell more, and prosper!rdquo; mdash;Jeffrey Gitomer, author of The Little Red Book of Selling Idquo;What Got
Y ou Here Wonrsquo;t Get You Therein Sales! is a practical guide for anyone in salesmdash;they hit the nail on the
head! Read this book to learn how to build your relationships with customers while shedding the habits that are
holding you back!rdquo; mdash; Tom Reilly, author of Value-Added Selling Idquo;Deep and meaningful connections
with people in business can change the trajectory of your career. Thisis abrilliant playbook for professionals who
want to step up their game and truly own their success. | have seen the power of this approach in actionmdash;and IT
WORK SIrdquo; mdash;Rich Daly, Executive Vice President, Takeda Pharmaceuticals About the Book: One of the
most influential business coaches of our time, Marshall Goldsmith hel ps businesspeopl e pinpoint career-harming
behaviors, understand why they engage in them and, most importantlymdash;stop. His book What Got Y ou Here
Wonrsguo;t Get Y ou There wasnrsquo;t just a runaway bestseller, it has helped untold numbers dramatically improve
their careers and personal lives. Now, Goldsmith teams up with leading sales thought |eaders Don Brown and Bill
Hawkins to help you break the habits that specifically damage sales relationships. This dream teamrsquo;s combined
clients have increased their sales from 5 to 30 percentmdash;and their gross profit up to 50 percent! In short, their
approach works. What Got Y ou Here Wonrsquo;t Get You There in Sales! provides simple-to-use tools for
maintaining and leveraging quality personal connections by doing something much easier than learning new
behaviors: simply stopping old ones. When dealing with your customers, do you: Needlessly verbalize and execute
every possible step in the sales process? Repeatedly initiate communication for no apparent purpose? Attempt to
verbally ldquo;one uprdquo; your customer in conversation? The authors name 16 bad habitsin al, and they provide
proven techniques for reversing their negative effects by putting them to rest for good. There is no profession that
depends more on good relationships than sales. And therersquo;s no one more qualified to coach you to create and
nurture productive sales rel ationships than these three authors. Y ou do have the power to change. Let Goldsmith,
Brown, and Hawkins help you kick your bad habits to improve relationships, increase sales, and enjoy amore
fulfilling, enriching career.



