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7 Selling is only half the job. The second half. =SS
WE CHANGED THE SALES PARADIGM . .

Get the tools you need to learn how to help
buyers design their own solution.

Buying Facilitation Marketplace

THE NEW SALES PARADIGM SERIES:
CHANGING THE THINKING, THE PROCESS, AND THE SKILLS IN
SALES.

The newsletters/essays that you have enjoyed monthly are now available

in a new e-book collection complete with introductions and commentaries
from Sharon Drew. Each of these topics will enhance your thinking and your
profitability in the area of collaborative decision making with clients and
colleagues.
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Essays on the New Sales Paradigm Essays on the New Sales Paradigm Essays on fhe New Sales Poradiom

\ by Sharon Drew Morgen by Sharon Drew Morgen by Sharon Drew Morgen

click a cover above to read the table of contents

Buy one or buy three (plus special bonus offer)!

Contact usregarding quantity discounts on large orders.

e E-Book #1 -- CHANGING THE THINKING: Redefining Our Jobs
What is sales? And how must the field change to keep up with our changing business
environment? A seller's job is much bigger than product placement, but the entire
belief system around the job - and the expectation of what's possible over and above
the types of results achieved by using current sales methods - must change. What do
we need to do differently to achieve a new level of success in our current business
climate?

ORDER YOUR COPY NOW
$14.95
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e E-Book #2 -- CHANGING THE PROCESS: From Selling to Helping Buyers Buy
How can you actually support your buyers in making buying decisions? The hardest

part is in giving up your need to sell. You must use your position, your care, and your
understanding of your fields to truly help buyers manage all of their intfernal decisions
because until they come up with their own answers, they will take no action. Buyers
need to know how to design their own solution, which you then, merely have to make
available. It's so much easier to help buyers buy. These essays will lead you through
the new skills and behaviors you'll need to make use of, to help you start using the
Buying Facilitation process with clients.

ORDER YOUR COPY NOW

$14.95
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e E-Book #3 -- CHANGING THE SKILLS: Partnering, Collaborating, and
Influencing to Create Profitable and Ethical Interactions
What skills do you need to ensure that you can model the communication,

collaboration, and partnering that will help your client make a buying decision?
Because, ultimately, it comes down to deciding. These essays focus on collaborative
decision making in many areas of business and influence. In these essays, you will glean
new ways to connect with all of your communication partners in order to create tfrue
win-win environments, increase profitability, and ethical interactions.

ORDER YOUR COPY NOW

$14.95
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Bundle Discount & Bonus Offer!
ORDER THE ENTIRE NEW SALES PARADIGM E-BOOK SERIES

for only: $37.95
and we will send you
a FREE Buying Facilitation in a Box Booklet

BUY HOW

20f2 7/25/2005 6:03 PM



