
0TMOSA8X9IES / Doc // Hitting the Mark: The A-B-C s of Rating Your Customers Sales Leads...

 

Hi tti n g th e Mark: Th e A -B-C s of  Rati n g Y our Custom ers Sal es Leads           
(Pap erback)

Filesize: 1.09 MB

 

Reviews

Without doubt, this is the very best operate by any publisher. Indeed, it can be enjoy, nevertheless an amazing and interesting literature.
You may like how the writer compose this pdf.
(Toni B echtela r )   

 

DISC L A IM ER      | DM C A 
 

http://www.bookdirs.com/disclaimer.html
http://www.bookdirs.com/dmca.html


N9CNGN92YOIR « Book # Hitting the Mark: The A-B-C s of Rating Your Customers Sales Leads...

HIT T ING T HE MARK: T HE A-B-C  S OF RAT ING YOUR C UST OMERS SALES LEADS (PAPERBAC K)        

Ho<acker Associates LLC, United States, 2014. Paperback. Condition: New. Steve Ho<acker (illustrator). Language: English . Brand New Book *****
Print on Demand *****. Hitting The Mark is a special type of sales book that comes along even now and then to make a real impact on professional
selling. Years in the making and fully field tested, the concepts in this book are solid and require no extra refinement or tweaking. As a general
contractor, trade contractor, remodeler, renovator, home builder, carpenter, handyman, occupational therapist, physical therapist, interior
designer, architect, durable medical equipment contractor, or anyone else who designs and sells solutions for general remodeling for homes or
businesses, decorating updates, or aging-in-place treatments, you will get results as soon as you open the book and begin putting these concepts
into practice. Whether you maintain an o<ice or showroom where people come to you to see examples of products and discuss what you can do
with them, or you go to them in their home or o<ice to discuss their needs and propose solutions, you need a system of sorting through all of the
people you meet and talk with (regardless of how that contact is originated) to identify the most interested ones and determine where to devote
your time and focus. Without an objective, definitive way of rating all of these sales leads that you accumulate as you operate your business, and a
way of determining who to spend your time with, it s easy to waste your energy on people who have very little or no interest in actually making a
purchasing decision. At the other end of the spectrum is ignoring people who really are good candidates for making a decision because the
chemistry wasn t there and you didn t connect with them or find any common...
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ZONDERVAN, United States, 2014. Paperback. Book Condition: New. 211 x 137 mm. Language: English . Brand New Book. Rachel Macy
Stafford s post The Day I Stopped Saying Hurry Up was a true phenomenon on...
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Createspace, United States, 2013. Paperback. Book Condition: New. 254 x 178 mm. Language: English . Brand New Book ***** Print on
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