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A

Assessment, needs and, 39–40
Assumptive Close, 187–188
Attributes:

Attribute 01, 4, 208
Attribute 02, 12, 208
Attribute 03, 16, 208
Attribute 04, 18, 208
Attribute 05, 22, 208
Attribute 06, 27, 208
Attribute 07, 30, 208
Attribute 08, 40, 208
Attribute 09, 47, 208
Attribute 10, 55, 208
Attribute 11, 55, 208
Attribute 12, 57, 208
Attribute 13, 58, 208
Attribute 14, 64, 209
Attribute 15, 66, 209
Attribute 16, 79, 209
Attribute 17, 82, 209
Attribute 18, 83, 209
Attribute 19, 83, 209
Attribute 20, 89, 209

Attribute 21, 209
Attribute 22, 92, 209
Attribute 23, 95, 209
Attribute 24, 209
Attribute 25, 209
Attribute 26, 209
Attribute 27, 121, 209
Attribute 28, 128, 209
Attribute 29, 130, 209
Attribute 30, 133, 209
Attribute 31, 134, 209
Attribute 32, 143, 209
Attribute 33, 144, 209
Attribute 34, 153, 209
Attribute 35, 153, 210
Attribute 36, 162, 210
Attribute 37, 163, 210
Attribute 38, 164, 210
Attribute 39, 203, 210
Attribute 40, 203–204, 210
Attribute 41, 204, 210
Attribute 42, 204, 210
Attribute 43, 204, 210
Attribute 44, 204, 210
Attribute 45, 204, 210
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Attributes (Continued)
Attribute 46, 205, 210
Attribute 47, 205, 210
Attribute 48, 205, 210
Attribute 49, 205, 210
Attribute 50, 205, 210
Attribute 51, 205, 210
Attribute 52, 205, 210

Audience types of, 168–169
presentation and, 168–170
response and, 177–178

B

Baez, Orestes, 69–78
Behavioral interviewing, 12–15
Ben Franklin Close, 184–186
Business plan, three-tiered, 149–150

C

Closing 181–188
fear of loss, 186–187
techniques and, 182–188

Coaching, advice for, 55–57
Cold calling, 116, 161–166

focus and, 157
key to, 164–166
listening and, 163–164
preparation for, 156–157
rejection and, 162–163
skills for, 161–166
tips for, 165–166

Community, office environment
and, 128–130

D

Dean, Bob, 25, 51–55, 108,
110–112

golden rules of, 110–111
tenets of, 52

Developing:
employment cycle and, 15–18
salespeople and, 15–18, 50–53

Development:
coaching and, 55–57
leadership and, 55
training and, 50–53

Drop-in visits, 118–119

E

Employment cycle, 6–27
behavioral interviewing and,

12–15
developing and, 15–18
recruiting and, 7–12
releasing and, 23–27
validating and, 18–23

Escher, M.C., 5
Evaluation(s):

performance and, 59–68
recognition and, 65
specifics and, 67–68
written, 60

Expectation management:
clarity and, 190–191
realism and, 195

Expectations:
communication of, 64
goals and, 136–137
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management of, 118, 189–202
setting of, 63–65

F

Fear of Loss Close, 186–187
Fifteen Minutes of Fame,

115–124
application of, 121–122
direct reporting and,

120–121
habitual application and,

122–123
history of, 119–120
information for, 117
one-on-one meeting and,

115–124
preparation for, 127,
results of, 123

Firing, 89–102
actions after, 101
principles for, 100–101
procedures for, 90
steps prior to, 93
timing of, 90

Franey, Shari, 197–202
Friedman, Ed, 20–21, 30, 81,

168

G

Goals, 16, 127–142
balance and, 138
expectations and, 136–137
greatness and, 127–142

income and, 141
meetings and, 105–106
planning and, 147–148
setting of, 128, 136, 139–142
ten tasks today and, 153
types of, 130–131
written, 131–131

Group meetings, 105–114
goals for, 105–106
visualization of, 106

Guidelines, for sales managers,
66

H

Halt in the hallway, 119
Hiring, 3–30

vision and, 27–30
Hobson, Bill, principle of,

132–133

I

Interviewing, behavioral, 12–15

J

Jakeway, Phil, 135–136

K

Katler, Todd, 96, 138–141
Knorp, Scott, 106–108
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L

Leadership:
characteristics of, 134–135
Three-Step Business Plan and,

143–144
Lesinski, John, 121–122
Levy, Marv, 55–57

M

Management, activity and, 117
Mee, Robin, 128–130
Meetings:

group, 105–114
maintain interest in,

108–111
one-on-one, 115–124
preparation for, 111–112
priority in, 111
recognition in, 106
rules for, 110–111
sales and, 106–108
team and, 105–114
three Ps and, 111–112
timing in, 113–114
visualization and, 106

Mistakes, sales managers and,
201–202

N

Napoliello, Dennis, 12–15, 28,
84–85

Needs, assessment of, 39–40

O

O’Dwyer Houston, Maire, 60–67
Office environment:

community and, 128–130
establishment of, 53–55
example of, 51–53
goal setting and, 128–129
rewards and, 88
Three-Tiered Sales Team and,

78–80
One-on-one meeting, 115–124

Fifteen Minutes of Fame and,
115–124

preparation for, 117
Original equipment manufacturer,

17

P

Performance evaluation, 59–68
Phillips, Frank, 91–92, 191–195
Planning, 125–158

goals and, 147–148
logical thoughts for, 116–117
Ten Tasks Today and, 152–154

Preemptive behavior(s):
drop-in visit and, 118–119
halt in the hallway and, 119
types of, 118–119

Preparation, 125–158
Fifteen Minutes of Fame and,

117, 127
Presentation(s), 167–180

audience response and, 177–178
audience types and, 168–169
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crescendo and, 173–174
dynamics and, 172
emotion and, 178–179
harmony and, 172–173
holding attention and, 171
improvisation and, 176
musical parallel and, 171–180
objectives for, 170, 175
rhythm and, 174
silence and, 173
skills for, 167–180
technique and, 170–171,

179–180
tempo and, 176
Toastmasters and, 179–180
tone and, 174–175
videotape and, 180

Puppy Dog Close, 183–184

R

Recognition, 33, 81–88
evaluation and, 65
fun and, 84–85
ideas for, 84–88
meetings and, 106
salespeople and, 84–88

Recruiting, 7–12
employment cycle and, 7–12

Releasing, 23–27, 89–102
employment cycle and, 

23–27
Replacement, sales manager

position and, 57–58
Rewards, 81–88

verbal, 83, 87–88

S

Sales manager(s):
guidelines for, 66
mistakes and, 201–202
reasons to be, 70, 86
replacement of, 57–58
selling experience and, 70, 82
vision and, 27–30

Sales meeting(s), 105–114
planning of, 106–108
rules for, 110–111
structuring of, 106–108
timing of, 113–114
visualization of, 106

Salespeople:
firing of, 89–102
motivation of, 196–197
recognition of, 84–88

Sales team:
balance within, 95–98
changes of, 98–101
consistency with, 98

Seligman, Thad, 29, 40–41, 47–49,
75, 79, 99–100

Skills:
cold calling and, 161–166
listening and, 163
needed, 159–210
presentation and, 167–180

T

Tactics, Three-Tiered Business Plan
and, 149

Take-Away Close, 182–183
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Tandberg Data, 17–18
Targets, Three-Tiered Business

Plan and, 148–149
Tasks, listing, 151–158
Team, composition of, 95–98
Team meetings, 105–114
Ten Tasks Today:

benefits of, 155
calendar week and, 156
daily tasks and, 154
goals and, 153
limited tasks and, 154–155
planning and, 152–154

Three Ps, 4–6, 111–112, 144
formula for, 5
meetings and, 111–112

Three-Step Business Plan, 143–150
creativity and, 144
expectations and, 145–146
leadership and, 143–144
mechanics of, 144–145,

148–150
tactics and, 149
targets and, 148–149
time and, 149–150

Three-Tiered Sales Team, 69–80,
149–150

office environment and, 78–80
types of tiers, 71–75

Time, 149–150
Timing, meetings and, 113–114
Toastmasters, technique and,

179–180
Training, 31–58

beyond classroom, 47–49
classroom, 41–47

classroom, preparation for,
41–44

classroom, steps in, 42–43
classroom, tips for, 44–47
development and, 50–53
goals, 31
information to include, 35–37
metaphor for, 37–39
options for, 32–35, 49–50
resources for, 32–35

Training needs, assessment of,
39–40

V

Validating, employment cycle 
and, 18–23

Videotape, presentation and, 180
Vision, actions and, 195–196

hiring and, 27–30
recruiting and, 11–12
sales manager and, 27–30

Visualization, and meeting, 106

W

Warshauer, Richard, 19
What’s Next Close, 188

Y

Yester, Jennifer, 86–88, 94, 113
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