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Steve Johnson, Adam Shaivitz : Selling is Everyone's Business. What it Takesto Create a Great Salesper son
before purchasing it in order to gage whether or not it would be worth my time, and all praised Selling is Everyone's
Business: What it Takes to Create a Great Sal esperson:

0 of 0 people found the following review helpful. Not the best.By Victor H. Schlosserl like reading sales and
marketing books. And | did like this book. | got a couple of ideas that | hadn't thought of before and added afew
things to my mental files. | do agree with the concept of the book but it didn't really strike cord with me. | read it once


http://f3db.com/pub/links.php?id=B001CD4TQU

then passed it along to afriend.0 of 1 people found the following review helpful. Selling is Everyone's BusinessBy
Raleigh M. Felton |11 Great business book. Worthwhile addition to my business book library. Bought addition books
for my staff after reading.1 of 2 people found the following review helpful. Easy-to-follow handbook about coaching
salesteamsBYy Rolf DobelliA huge difference separates being a great salesperson and creating one. And being a good
salesperson doesn't necessarily mean that you have the skills or knowledge to coach or create another good
salesperson. This book helps you defy the Peter Principle by teaching you how to coach a sales team to greatness.
Sales training consultants Steve Johnson and Adam Shaivitz created this easy-to-follow handbook. They cover all the
basics, including developing sales goals and a plan to meet them, teaching and reinforcing essential sales skills,
training in the field, running effective sales meetings and providing constructive feedback. The authors stick to what
they know best and, although the result isn't particularly original, it does provide a step-by-step template for managing
a sales team and pumping up their performance. We recommend this book to anyone who wants to make the transition
from salesperson to sales department manager.

"Close your door. Shut down your e-mail. Let voice mail catch your calls. Y ou're going to want to give this book your
full attention. It'll take an hour of your time (okay, maybe two), but it may be the most fruitful hour (or two) you've
ever spent. Follow the authors' advice and you can transform your career-and maybe your entire company.” -Matt
Howard, Pacific Northwest Divisional Director, Premier Banking and Investments, Bank of America"Selling Is
Everyone's Business demonstrates very well the importance of not going at it alone in sales. The toolsin this book will
help any sales professional increase their effectiveness as a seller and as a sales coach. This step-by-step guide will
help you devel op a structured plan that will improve your skills and those of the teammates around you." -Matt
Darrah, Senior Vice President, North America Operations Enterprise Rent-A-Car "I knew that | would enjoy Selling Is
Everyone's Business. | saw how the authors work with sales leaders and knew they had 'street cred.' But the book
surpassed my expectations. Anyone who sells for aliving or coaches front-line salespeople must read this book." -
Tony Rutigliano, VP/Chief Learning Officer, Automatic Data Processing (ADP) "l believe everyone wants to be led,
regardless of ego, seniority, or expertise level. People are motivated to be led by passionate people. This coaching
process gives potential leaders the prescription, tools, resources, and methodology for getting to that level of great,
passionate leadership. If you don't change your behaviors after reading this book, then shame on you." -Tom Seitz,
Senior Vice President, Managing Director, Wealth Advisory Services, Piper Jaffray



