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Salesisn’'t about pushing products or being efficient; it’s about building the right
systems to manage and empower your sal espeople.

If you read nothing else on sales, read these 10 articles. We' ve combed through
hundreds of Harvard Business Review articles and selected the most important
ones to help you understand how to create the conditions for sales success.

This book will inspire you to:

- Understand your customer’ s buying center

- Integrate your sales and marketing operations

- Assess your business cycle and its impact on your sales force
- Transition away from solution sales

- Leverage the power of micromarkets

- Introduce tiebreaker selling and consensus selling

- Motivate your sales force properly

This collection of articlesincludes“Magjor Sales: Who Really Does the Buying,”
by Thomas V. Bonoma; “Ending the War Between Sales and Marketing,” by
Philip Katler, Neil Rackham, and Suj Krishnaswamy; “Match Y our Sales Force
Structure to Your Business Life Cycle,” by Andris A. Zoltners, Prabhakant
Sinha, and Sally E. Lorimer; “The End of Solution Sales,” by Brent Adamson,
Matthew Dixon, and Nicholas Toman; “ Selling into Micromarkets,” by Manish
Goya, Maryanne Q. Hancock, and Homayoun Hatami; “ Dismantling the Sales
Machine,” by Brent Adamson, Matthew Dixon, and Nicholas Toman;
“Tiebreaker Selling,” by James C. Anderson, James A. Narus, and Marc
Wouters; “Making the Consensus Sale,” by Karl Schmidt, Brent Adamson, and
AnnaBird; “The Right Way to Use Compensation,” by Mark Roberge; “How to
Readlly Motivate Salespeople,” by Doug J. Chung; and “ Getting Beyond * Show
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Methe Money,”” an interview with Andris Zoltners by Daniel McGinn.
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Editorial Review
About the Author

Harvard Business Review is the leading destination for smart management thinking. Through its flagship
magazine, 11 international licensed editions, books from Harvard Business Review Press, and digital content
and tools published on HBR.org, Harvard Business Review provides professionals around the world with
rigorous insights and best practices to lead themselves and their organizations more effectively and to make a
positive impact.

Author social media/website info: hbr.org, @HarvardBiz

Users Review
From reader reviews:
Blair Kennedy:

Do you certainly one of people who can't read satisfying if the sentence chained inside the straightway, hold
on guys this specific aren't like that. ThisHBR's 10 Must Reads on Sales (with bonus interview of Andris
Zoltners) (HBR's 10 Must Reads) book is readable simply by you who hate the perfect word style. Y ou will
find the info here are arrange for enjoyable looking at experience without leaving actually decrease the
knowledge that want to supply to you. The writer of HBR's 10 Must Reads on Sales (with bonus interview of
Andris Zoltners) (HBR's 10 Must Reads) content conveys objective easily to understand by lots of people.
The printed and e-book are not different in the content material but it just different available asit. So , do you
nevertheless thinking HBR's 10 Must Reads on Sales (with bonus interview of Andris Zoltners) (HBR's 10
Must Reads) is not loveable to be your top listing reading book?

Marni Elliott:

Nowadays reading books be than want or need but also turn into alife style. This reading habit give you lot
of advantages. The benefits you got of course the knowledge your information inside the book thisimprove
your knowledge and information. The details you get based on what kind of guide you read, if you want send
more knowledge just go with education books but if you want feel happy read one with theme for
entertaining such as comic or novel. The HBR's 10 Must Reads on Sales (with bonus interview of Andris
Zoltners) (HBR's 10 Must Reads) is kind of guide which is giving the reader erratic experience.

Alice Rodriguez:

The book untitled HBR's 10 Must Reads on Sales (with bonus interview of Andris Zoltners) (HBR's 10 Must
Reads) contain alot of information on this. The writer explains your ex ideawith easy way. The languageis
very straightforward all the people, so do not necessarily worry, you can easy to read the idea. The book was



written by famous author. The author will take you in the new period of literary works. Y ou can read this
book because you can keep reading your smart phone, or product, so you can read the book throughout
anywhere and anytime. In a situation you wish to purchase the e-book, you can open their official web-site
and order it. Have anice learn.

Corinne Schlegel:

Aswe know that book is vital thing to add our expertise for everything. By a guide we can know everything
werealy wish for. A book isalist of written, printed, illustrated or blank sheet. Every year seemed to be
exactly added. Thisreserve HBR's 10 Must Reads on Sales (with bonus interview of Andris Zoltners)
(HBR's 10 Must Reads) was filled in relation to science. Spend your time to add your knowledge about your
research competence. Some people has several feel when they reading some sort of book. If you know how
big good thing about a book, you can truly feel enjoy to read a publication. In the modern eralike now, many
ways to get book which you wanted.
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