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The Sales Question Book is the only way to take the guesswork out of selling.
With more than 1,000 questions at your fingertips, you can select from 101 ways
to open a sale, 59 tested questions for handling objections and 169 irresistible
closing questions. Extensive interviews with top sales producers have proven that
an effective questioning strategy can almost guarantee a sale. These top
salespeople have confirmed that knowing the right questions has helped them
earn in excess of $250,000 a year. This easy-to-read, easy-to-use 3-ring-binder
sales tool will show you the right questions to ask every time. * Establish good
rapport quickly. * Upsell smoothly. * Discover your prospect's expectations
easily. * Use trial closes with confidence. * Obtain new leads with referral
questions that work. Put the selling power of questions to work for you!
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Editorial Review

About the Author

Founder & Publisher, Selling Power, the world's #1 integrated media company serving the sales management
market. Selling Power magazine was launched in 1981 and continues to lead the field in sales management
intelligence across all markets and industries. www.sellingpower.com is the #1 website for sales
management intelligence worldwide. Selling Power Inc. is headquartered in Fredericksburg, VA.

Users Review

From reader reviews:

Lisa Martin:

Reading a reserve can be one of a lot of task that everyone in the world likes. Do you like reading book so.
There are a lot of reasons why people like it. First reading a book will give you a lot of new details. When
you read a publication you will get new information because book is one of many ways to share the
information as well as their idea. Second, looking at a book will make you more imaginative. When you
reading through a book especially fictional works book the author will bring you to imagine the story how
the people do it anything. Third, it is possible to share your knowledge to others. When you read this The
Sales Question Book: Your Guide to the Selling Power of Questions, you are able to tells your family,
friends and soon about yours reserve. Your knowledge can inspire others, make them reading a guide.

Sara Kelly:

Reading a reserve tends to be new life style in this era globalization. With looking at you can get a lot of
information that may give you benefit in your life. Using book everyone in this world can share their idea.
Guides can also inspire a lot of people. A great deal of author can inspire all their reader with their story as
well as their experience. Not only situation that share in the ebooks. But also they write about the knowledge
about something that you need instance. How to get the good score toefl, or how to teach children, there are
many kinds of book that exist now. The authors these days always try to improve their skill in writing, they
also doing some analysis before they write with their book. One of them is this The Sales Question Book:
Your Guide to the Selling Power of Questions.

Ruth Coleman:

The book untitled The Sales Question Book: Your Guide to the Selling Power of Questions contain a lot of
information on that. The writer explains your girlfriend idea with easy means. The language is very clear and
understandable all the people, so do definitely not worry, you can easy to read that. The book was written by
famous author. The author will bring you in the new age of literary works. It is possible to read this book
because you can read more your smart phone, or product, so you can read the book in anywhere and anytime.
In a situation you wish to purchase the e-book, you can wide open their official web-site and order it. Have a



nice examine.

Janice Wilson:

Is it you who having spare time then spend it whole day simply by watching television programs or just lying
down on the bed? Do you need something new? This The Sales Question Book: Your Guide to the Selling
Power of Questions can be the response, oh how comes? It's a book you know. You are so out of date,
spending your spare time by reading in this completely new era is common not a nerd activity. So what these
publications have than the others?
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