S - ALY ]
¥
o
a
- B

-

'SA SALES!

KNOCKOUT
STRATEGIES

for

Selling More
ot ANYEhINgG

DAVE ANDERSON




Contents

Acknowledgments

About the Author

Introduction

Round 1: Make the First Sale to Yourself

Let’s Start with Tough Talk
It's not as Easy as it Looks

Round 2: Sell Yourself Before You Sell Your
Product

Opening_Bell

People Still Buy people First

Round 3: Have Heart Surgery Every Day
Opening_Bell
How Important is Attitude
The Power of Your Associations
Control Your Thoughts Because They Control Your
Life
Gratitude Is not a Season;_It Is a Lifestyle!

Round 4: Sell with Your Ears
Opening_Bell
Listening: A Salesperson’s Key to Influence




Round 5: Remember that Less Is More
Because More Is a Bore

Opening_Bell

Canned and Panned is for the Kitchen

Use the 80/20 Rule for More Effective Selling
Determine the 20% During_Your Diagnosis

Round 6: Ask and Ye Shall Receive . .. and
If You Don’t, Ask Again
Opening_Bell

If You Don’t Ask You Don’t Get . . . but You Have
to Ask Right

How to Use Rejection

Round 7: Stop Objections in Their Tracks
Opening_Bell
Learn to Love Objections!

Round 8: Make Your List and Check it Twice
Opening_Bell
The One/Two Punch to Greater Success

Round 9: Decide Where, What, When,
How, and Now

Opening_Bell
The Two-Punch




Round 10: Knockout Summary for Follow-
Through

Knockout Summary

Bibliography

Index



Praise for TKO Series

“Dave Anderson’s TKO series is a genuine knockout! The
fast flowing format combined with high impact-content
ensures that readers in any business and in any country
will benefit from the universally sound principles
presented.”

—Sir Peter Vardy, former chairman and CEO of Reg Vardy
PLC

“Leadership guru Dave Anderson’s new TKO series guides
you through the most important management moments in
an innovative, down-to-earth, and short format. These
highly readable, action-packed guides bring Anderson’s
insights straight into your world, usable from the CEO to
the newest trainee.”

—James Strock, author, Theodore Roosevelt on Leadership

“Want to go the distance and be a champion? Let Dave
Anderson add power to your punch. The TKO series is
loaded with hard-hitting strategies that will knock your
competition out of contention.”

—Randy Pennington, author, Results Rule!: Build a Culture
that Blows the Competition Away!

“Don’t be fooled by the slim size of Dave Anderson’s TKO
series books—they each pack a knockout punch. Forget
sales and management theory, these bantamweight
books hit right at the gut of your business—what you must
to do succeed. Quick reads—and if applied, they’ll provide
you with life-long results.”

—Paul McCord, author, How to Build a Million Dollar Sales
Income through Referrals
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