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THE MARKET-PROVEN PRINCIPLES OF SOLUTION SELLING FOR
TODAY'SHIGH-SPEED, HIGHER-PRESSURE SALES ENVIRONMENT

Thelong-awaited sequel to Solution Selling, one of history's most popular
selling guides

Nearly 10 years ago, the influential bestseller Solution Selling literally rewrote
the rules for selling big-ticket, long-cycle products. The New Solution Selling
expands the classic text's cases, examples, and situations and sharpens its focus
on streamlining the sales process to achieve greater success in fewer stepsand a
shorter time frame. Much in sales has changed in the past decade, and The New
Solution Selling incorporates those changes into an integrated, tailored approach
for improving both individual productivity and organizational return on
investment. Written to enhance the results and careers of sales pros and managers
invirtually any industry, this performance-focused book features:

- A completely revamped, updated sales philosophy,management system, and
architecture

- Toolsto increase the quality and velocity of sales pipeline opportunities

- Techniques that "Best of the Best" use to prospect for success

Solution Salling created new rules for one-to-one selling of hard-to-sell items.
The New Solution Selling focuses on streamlining the proven Solution Selling
process and quickly differentiating both oneself and one's products from the
competition while decreasing the time spent between initial qualifying and a
successful, profitable close.
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Editorial Review
From the Back Cover

The Powerful and Proven Solution Selling® Process, Updated for Today's High-Speed, Higher -
Pressure Sales Challenges

The original Solution Selling rewrote the rules for the sales profession. Today, the revolutionary yet practical
Solution Selling method remains the primary selling process for salespeople competing in every industry
around the world, and in every size of business--from the smallest firms to the largest Fortune 500
corporations.

The New Solution Sdlling comprehensively updates this proven effective approach to help you succeed with
today's no-nonsense markets and buyers. A practical guide designed to provide hands-on value to frontline
salespeople as well as sales managers and executives, this step-by-step book shows you how to streamline
the sales process by:

- Understanding your buyers, their situations and, most importantly, their needs
- Supplying mutually defined solutions to your customers' recognized problems
- Gaining access to key decision makers

- Controlling the buying process

- Defining milestones that can be measured and forecasted

Solution Selling first won its well-earned reputation among technology companies. Now The New Solution
Sdling shows how the same principles and process may be applied to any business relationship in any
industry. This results-based book will show you how to improve your sales performance by first
understanding your customers' challenges--and then providing intelligent, accessible, and field-proven
solutions to those challenges.

"We have put the principles of Solution Selling® at the core of our selling process--helping all of our
5,000-strong sales professionals, and thousands of Microsoft's business partners, consistently apply
proven sales principlesto make a real differenceto our customersand meet expectations. The New
Solution Selling describes how top-perfor ming salespeople behave, and how this behavior fosters
success--for both the customer and the salesperson.”

--Kevin Johnson, Group VP Worldwide Sales, Marketing, and Services, Microsoft (From the
Foreword)

The sales profession has changed tremendously in the past decade. Buyers who once made time to discuss
their problems now expect sales professionals to have the business acumen that's necessary to understand
and diagnose those problems before they arrive. More importantly, these buyers will only listen to--and buy
from--salespeople who can provide them with solutions that are both convincing and workable.

The New Solution Selling shows how to apply the proven Solution Selling approach in the can't-stop-to-talk
pace of today's business. The result isalogical and practical process for sales success, one that improves
both individual productivity and organizational return on investment. Thisimportant book features:



- Completely updated Solution Selling sales process, principles, and management systems for today's tough
sales environment

- New tools designed to increase the quality and velocity of sales pipeline opportunities

- Improved methods for overcoming the all-too-common situation when your product is not your buyer's
first choice--or even their second

- New techniques for dramatically improving your prospecting accuracy and success

- Effective strategies for shifting an organization's focus from product selling to Solution Selling--at every
level, throughout every operation

The original edition of Solution Selling changed the face of selling by transforming the rules for one-to-one
selling. The New Solution Selling focuses on streamlining the proven Solution Selling process by showing
you how to quickly understand and address your buyers problems, use your offerings to provide insightful
and workable solutions to those problems, and dramatically decrease the time spent between initial
qualification and a successful, profitable close.

About the Author

Keith Eadesisthe founder, president, and CEO of Sales Performance International, one of today's foremost
sales performance organizations. Eades and his associates have trained more than 500,000 sales and sales
management professionals--from client companies including Microsoft, IBM, AT& T, Bank of America, and
more--on the principles and practices of Solution Selling. The author of a number of influential books on
sales and sales performance, heis also an internationally renowned speaker and presenter.

Users Review
From reader reviews:
Christopher Kennedy:

People livein this new day of lifestyle always attempt to and must have the free time or they will get wide
range of stress from both everyday life and work. So , when we ask do people have time, we will say
absolutely indeed. People is human not really arobot. Then we ask again, what kind of activity are there
when the spare time coming to you actually of course your answer can unlimited right. Then do you try this
one, reading books. It can be your aternative throughout spending your spare time, typically the book you
have read is definitely The New Solution Selling: The Revolutionary Sales Process That is Changing the
Way People Sell.

ThomasParis:

Y our reading 6th sense will not betray you actually, why because this The New Solution Selling: The
Revolutionary Sales Process That is Changing the Way People Sell guide written by well-known writer we
are excited for well how to make book that may be understand by anyone who read the book. Written with
good manner for you, dripping every ideas and writing skill only for eliminate your personal hunger then you
still skepticism The New Solution Selling: The Revolutionary Sales Process That is Changing the Way
People Sell as good book not just by the cover but aso through the content. Thisis one publication that can
break don't determine book by itsinclude, so do you still needing a different sixth senseto pick this
specific!? Oh come on your studying sixth sense already told you so why you have to listening to one more



sixth sense.

Jennifer Bryan:

Aswe know that book is significant thing to add our knowledge for everything. By a publication we can
know everything we want. A book is arange of written, printed, illustrated or perhaps blank sheet. Every
year has been exactly added. This reserve The New Solution Selling: The Revolutionary Sales Process That
is Changing the Way People Sell wasfilled in relation to science. Spend your extratime to add your
knowledge about your science competence. Some people has diverse feel when they reading a new book. If
you know how big benefit from a book, you can feel enjoy to read a e-book. In the modern eralike right
now, many ways to get book you wanted.

Janice Smith:

A lot of publication has printed but it is unique. You can get it by net on social media. Y ou can choose the
best book for you, science, comedian, novel, or whatever by means of searching fromiit. It is called of book
The New Solution Selling: The Revolutionary Sales Process That is Changing the Way People Sell. You'll
be able to your knowledge by it. Without causing the printed book, it may add your knowledge and make
you happier to read. It is most essential that, you must aware about book. It can bring you from one place to
other place.
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