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	The first year of developing a new sales territory is a daunting task—especially in dog-eat-dog industries. The traditional advice is to train quickly on product, grab a customer list, start calling for appointments, discover opportunities, and close deals. In fact, almost every sales model out there is based on nothing more than "opportunity" management. But jumping straight to opportunity will have new salespeople—or veterans developing new territories—chasing their tails for the first year or two.


	As Sales Hunting: How to Develop New Territories and Major Accounts in Half the Time Using Trust as Your Weapon details, there is a significant problem you must overcome when opening up new accounts and territories. No matter what you are selling, your prospect already has a trusted relationship with an incumbent vendor and will continue to buy from that vendor even when you have the better solution. The playing field is not level—and you’re on the wrong side. So how can you compete to win?


	"Trust is the grease that makes business sales effortless," writes sales pro and trainer Dave Monty. Opportunity metrics are important, but trust—and a few sharp insider tactics Monty reveals—is the guidepost that leads to success. His sales model therefore incorporates metrics based on trust along with traditional sales measures. That is the fuel that helps you not just turn virgin territory into a consistent revenue generator, but helps you win over potential accounts that now use competitive products.


	Sales Hunting helps you start establishing trust before you step foot in a prospect’s door, and it shows you the tactics necessary to penetrate new accounts. Once you gain access, trust can be used as systematic way to build long-lasting relationships that pay dividends well beyond that first sale you make. Among other things, this book explains:

	
		Why most customers don’t want to buy from you . . . yet
	
		Why trust-based relationships enable you to open up territories and bag the biggest customers quickly
	
		How to qualify and rank customers based on traits
	
		How to get in step with the customer’s buying cycle
	
		How to establish trust-based and traditional sales metrics to guide your efforts



	With advice based on Monty’s twenty years of IT sales and sales management experience—along with principles confirmed by academic research—Sales Hunting is an easy-to-read book that is packed with real-life examples and prescriptions for achieving sales success. It will prove a lifesaver for any salesperson or sales manager developing a new territory or trying to penetrate new accounts.


	What youÂ’ll learn

	
		Why traditional sales models do not work for new account acquisition.
	
		Why long-term sales success is built on developing a trusted relationship with the customer.
	
		The best methods for achieving first meetings.
	
		The best solutions to lead with.
	
		How to qualify customer and opportunities.
	
		Where to best spend your time.
	
		How to measure and track your success.



	Who this book is for


	Salespeople and sales managers opening new territories or trying to penetrate new accounts.
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Fusion: An Introduction to the Physics and Technology of Magnetic Confinement FusionJohn Wiley & Sons, 2010
This second edition of a popular textbook is thoroughly revised with around 25% new and updated content.

It provides an introduction to both plasma physics and fusion technology at a level that can be understood by advanced undergraduates and graduate students in the physical sciences and related engineering disciplines.

As such,...
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Linux Malware Incident Response: A Practitioner's Guide to Forensic Collection and Examination of Volatile DataSyngress Publishing, 2013

	Linux Malware Incident Response is a "first look" at the Malware Forensics Field Guide for Linux Systems, exhibiting the first steps in investigating Linux-based incidents. The Syngress Digital Forensics Field Guides series includes companions for any digital and computer forensic investigator and analyst. Each book is...


	[image: ]	[image: ][image: Project Management with the IBM(R) Rational Unified Process(R): Lessons From The Trenches]

Project Management with the IBM(R) Rational Unified Process(R): Lessons From The TrenchesIBM Press, 2006
The Hands-On, Start-to-Finish Guide to Managing Software Projects with the IBM® Rational Unified Process® 
 

This is the definitive guide to managing software development projects with the IBM Rational Unified Process (RUP®). Drawing on his...
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Physics and Whitehead: Quantum, Process, and Experience (Suny Series in Constructive Postmodern Thought)University of New York, 2009

	The Center for Process Studies in Claremont, California held a conference on Physics and Time in August 1984 with David Bohm, Ilya Prigogine, Henry Stapp, and other leading scientists and philosophers. During that conference, a spontaneous conjunction of energies emerged from a conversation between two participants who also appear in these...
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Oracle Database 11g Underground Advice for Database AdministratorsPackt Publishing, 2010

	Today DBAs are expected to deploy and manage large databases with quality service and little to no downtime. The DBA's main focus is on increasing productivity and eliminating idle redundancy throughout the enterprise. However, there is no magic set of best practices or hard and fast rules that DBAs need to follow, and this can make life...
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Java CollectionsApress, 2001

	The Collections Framework is supplied with all versions of the Java 2 platform and provides programmers with incredibly efficient ways to manipulate data. However, given the large number of methods and classes in this library, using them correctly is hardly a cakewalk. Well-known columnist and bestselling author John Zukowski...
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