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Butch Bellah : Sales Management For Dummies  before purchasing it in order to gage whether or not it would be 
worth my time, and all praised Sales Management For Dummies: 

0 of 0 people found the following review helpful. A MUST READ FOR ANYONE IN BUSINESS OR SALES!By 
Margaret BriemSales Management for Dummies is a must read for all involved in business and sales. I am keeping it 
on the shelf at my desk to refer to often. Small business owners should read this book immediately to know what to do 
to make their business successful. We all know anyone in business is in sales whether they like it or not and if you do 
what this book says you will have sales success which will greatly improve the odds of business success. I can't say 
this enough, THIS IS A MUST READ!0 of 0 people found the following review helpful. It's basic enough to remind 
you of useful tips but there are some great and advanced tips ...By Robert KirkThe book has it all, for the new manager 
all the way up to the grizzled sales leader. It's basic enough to remind you of useful tips but there are some great and 
advanced tips to help you move your team to a new level. Great lists, very timely, and actionable tips, this book has it 
all.0 of 0 people found the following review helpful. I love it and I keep it as reference for different ideas in different 
situationsBy hasssonEasy reading for managers.A guide for managing sales sales team in different and realistic 
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scenarios.\

Guide your sales force to its fullest potential With a proven sales management and execution process, Sales 
Management For Dummies aids organizations and individuals in reaching the highest levels of success. Although 
selling products or services is a central part of any sales job, there's much more to it. With this fun and accessible 
guide, you'll go beyond the basics of sales to learn how to anticipate clients' needs, develop psychologist-like insight, 
and so much more. Because few people go to school to earn degrees in selling, sales talent is developed in the field. 
Unfortunately, most training efforts fail to reach their objectives, in large part because of the absence of any kind of 
reinforcement or coaching. This book is your one-stop guide to managing an existing or start-up sales force to succeed 
in every area of salesmdash;from prospecting to closing. Shows you how to reach your fullest potential in sales Helps 
you effectively inspire great performance form any sales force Demonstrates how to prospect, recruit, and increase 
your organization's income and success Teaches you how to manage sales teams to greatness If you're one of the 
millions of salespeople or sales managers worldwide looking for a fast, easy, and effective way to get the most out of 
your sales force, the tried-and-true guidance presented inside sets you up for success.

From the Back CoverLearn to: Reach your fullest potential in sales management Effectively inspire great performance 
from any sales force Prospect, recruit, and increase your organization's income and success Learn to manage, recruit, 
and inspire your sales force! Effective selling is an art form. This book shows you how to develop that talent as a sales 
manager. It's loaded with tips for building a successful sales force, such as anticipating your sales people's needs, 
developing insight, training effectively, and coaching your team to greatness. Here's your one-stop guide to sales 
management success! You've got the job, now what? mdash; discover what a sales manager's job entails and the 
secrets of creating a good working relationship with your team Taking stock of your team mdash; assess your existing 
team, determine its strengths and weaknesses, and learn how to recruit and interview new talent Team training mdash; 
develop the ideal basic training process that includes product knowledge, prospecting and closing techniques, and 
essential technology The Dreaded Sales Meeting--find out how to build a meeting agenda that make sales meetings 
effective, motivating, and productive. Measuring success mdash; look at ways to identify and measure key 
performance indicators and keep morale high by celebrating wins Long-range management mdash; keep your 
superstars inspired and deal with those who aren't keeping up Open the book and find: What new sales managers need 
to know Ways to spot talent Why it's important to define your expectations How to determine what motivates your 
salespeople Common pitfalls and how to dodge them Tips for bringing new people on board Sales contests that are fun 
Ten great apps for busy managers About the AuthorButch Bellah is an expert salesperson, trainer, author, motivational 
speaker, and one-time stand-up comedian. For more than 30 years, he has honed his sales skills and trained others in 
the fine art of gaining more appointments, winning more business, and retaining more customers. 


