Google Drive

Sales Hunting: How to Develop New Territories
and Major Accountsin Half the Time Using Trust
as Your Weapon

David A. Monty

Download now

Click hereif your download doesn"t start automatically


http://toolbook.site/go/read.php?id=1430267704
http://toolbook.site/go/read.php?id=1430267704
http://toolbook.site/go/read.php?id=1430267704

Sales Hunting: How to Develop New Territories and Major
Accounts in Half the Time Using Trust as Your Weapon

David A. Monty

Sales Hunting: How to Develop New Territoriesand Major Accountsin Half the TimeUsing Trust as
Your Weapon David A. Monty

Thefirst year of developing anew sales territory is a daunting task—especialy in dog-eat-dog industries.
Thetraditional adviceisto train quickly on product, grab a customer list, start calling for appointments,
discover opportunities, and close deals. In fact, amost every sales model out there is based on nothing more
than "opportunity” management. But jumping straight to opportunity will have new salespeople—or veterans
developing new territories—chasing their tails for the first year or two.

As Sales Hunting: How to Develop New Territories and Major Accounts in Half the Time Using Trust as
Your Weapon details, thereis asignificant problem you must overcome when opening up new accounts and
territories. No matter what you are selling, your prospect already has a trusted relationship with an
incumbent vendor and will continue to buy from that vendor even when you have the better solution. The
playing field is not level—and you' re on the wrong side. So how can you compete to win?

"Trust is the grease that makes business sales effortless,” writes sales pro and trainer Dave Monty.
Opportunity metrics are important, but trust—and a few sharp insider tactics Monty reveals—isthe
guidepost that leads to success. His sales model therefore incorporates metrics based on trust along with
traditional sales measures. That isthe fuel that helps you not just turn virgin territory into a consistent
revenue generator, but helps you win over potential accounts that now use competitive products.

Sales Hunting helps you start establishing trust before you step foot in a prospect’s door, and it shows you
the tactics necessary to penetrate new accounts. Once you gain access, trust can be used as systematic way to
build long-lasting relationships that pay dividends well beyond that first sale you make. Among other things,
this book explains:

- Why most customers don’t want to buy fromyou . . . yet

- Why trust-based relationships enable you to open up territories and bag the biggest customers quickly
- How to qualify and rank customers based on traits

- How to get in step with the customer’ s buying cycle

- How to establish trust-based and traditional sales metrics to guide your efforts

With advice based on Monty’ s twenty years of I T sales and sales management experience—along with
principles confirmed by academic research—Sales Hunting is an easy-to-read book that is packed with real-
life examples and prescriptions for achieving sales success. It will prove alifesaver for any salesperson or
sales manager developing a new territory or trying to penetrate new accounts.

What you’ll learn

- Why traditional sales models do not work for new account acquisition.
- Why long-term sales success is built on developing a trusted relationship with the customer.



- The best methods for achieving first meetings.
- The best solutions to lead with.

- How to qualify customer and opportunities.

- Where to best spend your time.

- How to measure and track your success.

Who thisbook isfor

Salespeople and sales managers opening new territories or trying to penetrate new accounts.
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From reader reviews:
Debbie Brown:

Book isto be different for every single grade. Book for children right up until adult are different content. As
we know that book is very important usually. The book Sales Hunting: How to Develop New Territories and
Magjor Accounts in Half the Time Using Trust as Y our Weapon was making you to know about other
knowledge and of course you can take more information. It doesn't matter what advantages for you. The
guide Sales Hunting: How to Develop New Territories and Major Accounts in Half the Time Using Trust as
Y our Weapon is not only giving you more new information but also being your friend when you feel bored.
Y ou can spend your personal spend time to read your book. Try to make relationship with the book Sales
Hunting: How to Develop New Territories and Maor Accountsin Half the Time Using Trust as 'Y our
Weapon. Y ou never really feel lose out for everything should you read some books.

James K ostka:

Reading a guide tendsto be new life style in this era globalization. With reading you can get alot of
information that could give you benefit in your life. Together with book everyone in thisworld can share
their idea. Publications can also inspire alot of people. Plenty of author can inspire their very own reader
with their story or perhaps their experience. Not only the storyplot that share in the books. But a so they
write about the knowledge about something that you need illustration. How to get the good score toefl, or
how to teach your kids, there are many kinds of book that exist now. The authors on earth always try to
improve their proficiency in writing, they also doing some research before they write with their book. One of
them isthis Sales Hunting: How to Develop New Territories and Major Accounts in Half the Time Using
Trust as Y our Weapon.

Richard Dutton:

Asapupil exactly feel bored for you to reading. If their teacher requested them to go to the library in order to
make summary for some publication, they are complained. Just little students that has reading's heart and

soul or real their leisure activity. They just do what the teacher want, like asked to go to the library. They go
to presently there but nothing reading seriously. Any students feel that reading through is not important,
boring and can't see colorful images on there. Y eah, it isto be complicated. Book is very important for you
personally. Aswe know that on this period of time, many ways to get whatever you want. Likewise word
says, ways to reach Chinese's country. Therefore, this Sales Hunting: How to Develop New Territories and
Major Accounts in Half the Time Using Trust as Y our Weapon can make you experience more interested to
read.

Stephen Modley:

What is your hobby? Have you heard this question when you got scholars? We believe that that problem was
given by teacher to the students. Many kinds of hobby, Everyone has different hobby. So you know that little



person like reading or as studying become their hobby. Y ou need to understand that reading is very
important along with book as to be the thing. Book isimportant thing to provide you knowledge, except your
own personal teacher or lecturer. Y ou see good news or update in relation to something by book. Numerous
books that can you go onto be your object. One of them is Sales Hunting: How to Develop New Territories
and Major Accounts in Half the Time Using Trust as'Y our Weapon.
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