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Gerhard Gschwandtner : Sales Closing Book (SellingPower Library)  before purchasing it in order to gage 
whether or not it would be worth my time, and all praised Sales Closing Book (SellingPower Library): 

1 of 1 people found the following review helpful. Two StarsBy Christopher JonesNot very strong material here... a lot 
of it is hacky0 of 0 people found the following review helpful. Easy readBy CustomerQuick and easy read. It 
summarizes all the fundamentals.0 of 0 people found the following review helpful. Excellent quick tips to become a 
better salesmanBy jason schuylerExcellent quick tips to become a better salesman. Want to be a great closer, then 
you've gotta read this book.

A complete guide to using the most powerful closing words A special section on developing winning attitudes that seal 
the deal-no matter how it may have started out A CD-ROM allows sales pros to customize their own closes 

From the Back CoverSure-fire closes that will turn ldquo;nordquo; into ldquo;yes!rdquo; Want to start upping your 

http://f3db.com/pub/links.php?id=B001E6G5MQ


closing ratio today? The Sales Closing Book puts 270 field-tested sales closes from the world's top salespeople right at 
your fingertips, complete with strategies, phrases, formulas, tips, and practical steps for sealing the deal. Inside, you'll 
find sure-fire objection closes, tested ways to close based on price, story closes applicable to any selling situation, 
powerful negotiation closes, and additional ways to close the sale and make more money-all organized for easy access. 
This quick-reference guide covers: the trial close * the story close * the ldquo;yes-setrdquo; close * the objection close 
* the persuasion close * the summary close * the alternative close * the price close * the analogy close * the 
assumptive close * the negotiation close o the direct close * the suggestion close Get more Selling Power! 
SellingPower.comAbout the AuthorGerhard Gschwandtner has more than three decades of international sales and 
marketing experience. He is the founder and publisher of Selling Power, the world's leading sales magazine. For more 
books in the Selling Power Success library and information on the magazine, visit SellingPower.com. 


