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Align your selling methods with their buying habits for a win-win relationship!

“The digital age has dramatically changed the selling profession. John Holland and Tim Young will bring
you up to date on their new rules for a customer-centric approach.”
—Al Ries, bestselling coauthor, War in the Boardroom

Since its founding in 2002, CustomerCentric Selling, one of the world’s leading sales training firms, has
dramatically changed how selling is viewed—from simply promoting a product to empowering customers to
achieve goals or solve problems through the use of offerings.

Today, buyers don’t want salespeople telling them what they want or need; they’ve already gone online and
informed themselves—which makes the job of selling more difficult than ever.

So how do you reestablish the relevance you previously took for granted? How, in the world of Web 2.0, can
you develop long-term relationships with customers and maintain your competitive advantage? You must
stop focusing squarely on the selling cycle—and pay closer attention to the buying cycle. In other words,
learn how customers want to buy and align your selling techniques accordingly.

In Rethinking the Sales Cycle, two leaders from CustomerCentric Selling provide the latest research into the
buying cycle. They present a step-by-step model that helps you seize market share and hold it by
understanding the five stages of the buying cycle. Learn how to:

Interpret buying behavior at different stages●

Assess your competitive position based upon buyer behavior●

Read the impetus behind a buyer objection●

Merge your selling process with a buyer’s buying process●

Take a committee through a buying cycle to maximize the chance of consensus at the end●

When it comes to the buying cycle, today’s customers want control. You can give it to them when you have
a selling strategy aligned with their behavior. It’s the best and perhaps only way to succeed in today’s ultra-
competitive world.

Rethinking the Sales Cycle gives you unprecedented insight into the mindset, emotions, and behaviors of
buyers. Armed with this information, you will find the solutions you need to lead your organization to new
heights of success.
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From reader reviews:

Ana Steadman:

Book is written, printed, or outlined for everything. You can recognize everything you want by a book. Book
has a different type. As we know that book is important matter to bring us around the world. Close to that
you can your reading talent was fluently. A e-book Rethinking the Sales Cycle: How Superior Sellers
Embrace the Buying Cycle to Achieve a Sustainable and Competitive Advantage will make you to possibly
be smarter. You can feel more confidence if you can know about every little thing. But some of you think
that open or reading a book make you bored. It's not make you fun. Why they are often thought like that?
Have you searching for best book or suited book with you?

Leslie Heidelberg:

The particular book Rethinking the Sales Cycle: How Superior Sellers Embrace the Buying Cycle to Achieve
a Sustainable and Competitive Advantage will bring you to the new experience of reading any book. The
author style to spell out the idea is very unique. In case you try to find new book to learn, this book very
suitable to you. The book Rethinking the Sales Cycle: How Superior Sellers Embrace the Buying Cycle to
Achieve a Sustainable and Competitive Advantage is much recommended to you to study. You can also get
the e-book from the official web site, so you can quicker to read the book.

Lisa Thomason:

The e-book untitled Rethinking the Sales Cycle: How Superior Sellers Embrace the Buying Cycle to Achieve
a Sustainable and Competitive Advantage is the publication that recommended to you to study. You can see
the quality of the publication content that will be shown to an individual. The language that creator use to
explained their ideas are easily to understand. The copy writer was did a lot of study when write the book, so
the information that they share to your account is absolutely accurate. You also could get the e-book of
Rethinking the Sales Cycle: How Superior Sellers Embrace the Buying Cycle to Achieve a Sustainable and
Competitive Advantage from the publisher to make you more enjoy free time.

Lisa Madruga:

A lot of book has printed but it takes a different approach. You can get it by web on social media. You can
choose the top book for you, science, witty, novel, or whatever through searching from it. It is called of book
Rethinking the Sales Cycle: How Superior Sellers Embrace the Buying Cycle to Achieve a Sustainable and
Competitive Advantage. You can add your knowledge by it. Without making the printed book, it could add
your knowledge and make an individual happier to read. It is most critical that, you must aware about book.
It can bring you from one destination for a other place.
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