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L. McLeod : Selling with Noble Purpose, Enhanced Edition: How to Drive Revenue and Do Work That Makes
You Proud before purchasing it in order to gage whether or not it would be worth my time, and all praised Selling
with Noble Purpose, Enhanced Edition: How to Drive Revenue and Do Work That Makes Y ou Proud:

0 of 0 people found the following review helpful. Get deeper with the passion of selling to help meet peopl€e's needsBy


http://f3db.com/pub/links.php?id=B008KPM424

Melanie A. OlsonThiswas a great book that delves much deeper into the passion of helping others via selling, than
any other book |'ve seen. It really reminds people who are in the business of pursuing enhancing the lives of othersvia
sales of great products, what they are doing and what a big deal it is, and therefore how to separate oneself from the
crowd. The book also helps you to formulate your own noble purpose statement that helps guide you in what it is
exactly that you're doing every day, and sets the tone for al you do. Thisisagreat book and | haven't seen another like
it.3 of 3 people found the following review helpful. Lisadid it againBy |sabellaReading Lisa's booksis like having a
really smart and practical friend as a mentor. She has atalent for getting to the heart of a matter, whether she iswriting
about (not) having it all or about selling. In suggesting that "noble purpose" should drive how sales people work with
customers, sheis both aligned with recent research, and offering a special insight. Sometimes, a good test of an ideais
to ask--"what if everyone did this?' The answer, in this case, can't be anything but good news for sales people and for
the customers they serve. Nicely done.1 of 1 people found the following review helpful. Customer SuccessBy Gary
Cuthbertln aworld today where the number of customer decision makers have increased, and customers are looking to
you for a holistic value outcome, realizing your sales purpose can not only realize customer success, but create a
rewarding outcome for you.

Turn an effective sales force into one that is truly outstanding.Drawing on two decades of consulting with leading
sales organi zations, sales leadership expert Lisa Earle McL eod reveals how a Noble Sales Purpose (NSP) can drive a
team to outstanding sales numbers. Using hard data and compelling field stories, Selling with Purpose explains why
salespeople who understand earnestly how they make a difference to customers outperform their more quota-driven
counterparts. This book shows executives, managers, and aspiring sales leaders how to find your NSP and create a
sales force of True Believers who drive revenue and do work that makes them proud.nbsp;nbsp;nbsp;

* nbsp; nbsp; nbsp; Explains why sales organi zations with a clearly stated Noble Sales Purpose (NSP) dramatically
outperform sales organizations driven by numbers alonenbsp;nbsp;nbsp; * nbsp;nbsp;nbsp; Details how to find your
NSP using a simple three-part formulanbsp;nbsp; nbsp; * nbsp;nbsp; nbsp; Shares how to use NSP to make your
salespeople more assertive, focused, and profitableln an erawhere most organizations believe that money is the only
way to motivate salespeople, Selling With Purpose offers a sustainable and exciting alternative.

From the Inside FlapUsing hard data and compelling field stories, Selling with Noble Purpose explains why
salespeople who genuinely understand how they can make a difference for customers consistently outsell their more
guota-driven counterparts. Drawing on two decades of consulting with leading sales organizations, sales |eadership
expert Lisa Earle McLeod reveals how a Noble Sales Purpose (NSP) can drive ateam to outstanding sales numbers.
Whether you're an executive, manager, or aspiring sales leader, you'll discover how to find your NSP and create a
salesforce of True Believers who drive revenue and do work that makes them proud. In Selling with Noble Purpose,
you'll learn: Why sales organizations with a clearly stated NSP dramatically outperform sales organizations driven by
numbers alone How to find your NSP using a simple three-part formula How to use NSP to make your salespeople
more assertive, focused, and profitable How sales managers unknowingly sabotage NSP The magic question sales
managers can use to get even mediocre people thinking like top-tier performers Why 90 percent of traditional sales
training programs are forgotten within aweek and why NSP training sticks with salespeople forever In an erawhere
most organizations believe that money isthe only way to motivate salespeople, Selling with Noble Purpose offers a
sustainable and exciting alternative.From the Back Cover"If you sell based on a degp mission and purpose, revenue
will follow. As Lisa Earle McLeod explains in this remarkable book, you have to start with how to change another life
... then work back from that purpose.” mdash; TOM RATH, bestselling author of StrengthsFinder 2.0 Most people
believe that money is the primary motivator for top salespeople and that doing good by the world runs a distant
second. That belief iswrong. A single interview with a top-performing biotech salesperson led sales |eadership
consultant Lisa Earle McLeod on a six-year quest to undercover what goes on inside the minds of top-performing
salespeople and how leaders can replicate that mindset across their organizations. McLeod discovered that salespeople
who sold with noble purposemdash;who truly wanted to make a difference to customersmdash;consistently outsold
salespeople who were focused on sales goals and money. More than 10,000 hoursin the field with top sales
performers from organizations like Apple, Kimberly-Clark, and Merck revealed that a Noble Sales Purpose (NSP) is
the difference between a sales force that's merely effective and one that's truly outstanding. Selling with Noble
Purpose shows you how to ignite the True Believer that lurksin the heart of every salesperson. Because as much as
salespeople want to make money, they also want to make a difference.About the AuthorL1SA EARLE McLEOD isa
sales |leadership consultant who has worked with clients like Apple, Kimberly-Clark, and Pfizer to create passionate,
purpose-driven sales organizations. A sought-after keynote speaker, McL eod has spent over 10,000 hours coaching
salespeople and leaders and has conducted over 500 workshops and keynotes. McLeod writes leadership commentary
for Forbes.com and has been quoted in major news outlets such as Fortune, the New Y ork Times, and the Wall Street
Journal. She has also appeared on the Today show and NBC Nightly News.



