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"If we don't drop our price, we will lose the deal."
That's the desperate cry from salespeople as they try to win
deals in competitive marketplaces. While the easy answer is
to lower the price, the company sacrifices margin--oftentimes
unnecessarily.
To win deals at the prices you want,the strategy needed is
differentiation. Most executives think marketing is the sole
source of differentiation. But what about the sales function of
the company? This commonly neglected differentiation
opportunity provides a multitude of ways to stand out from
the competition. This groundbreaking book teaches you how
to develop those strategies.
In Sales Differentiation, sales management strategist, Lee B.
Salz presents nineteen easy-to-implement concepts to help
salespeople win deals while protecting margins. These
concepts apply to any salesperson in any industry and are based on the foundation that "how you
sell, not just what you sell, differentiates you."
The strategies are presented in easy-to-understand stories and can quickly be put into practice.
Divided into two sections, the "what you sell" chapters help salespeople:
Recognize that the expression "we are the best" causes differentiation to backfire.Avoid the
introspective question that frustrates salespeople and ask the right question to fire them
up.Understand what their true differentiators are and how to effectively position them with
buyers.Find differentiators in every nook and cranny of the company using the six components of the
"Sales Differentiation Universe."Create strategies to position differentiators so buyers see value in
them.
The "how you sell" section teaches salespeople how to provide meaningful value to buyers and
differentiate themselves in every stage of the sales process. This section helps salespeople:
Develop strategies to engage buyers and turn buyer objections into sales differentiation
opportunities.Shape buyer decision criteria around differentiators.Turn a commoditized Request for
Proposal (RFP) process into a differentiation opportunity. Use a buyer request for references as a
way to stand out from the competition.Leverage the irrefutable, most powerful
differentiator...themselves.
Whether you've been selling for twenty years or are new to sales, the tools you learn in Sales
Differentiation will help you knock-out the competition, build profitable new relationships, and win
deals at the prices you want.
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Mobi / Mp3 / Txt, The regular type of help documentation is really a hard copy manual that's
printed, nicely bound, and functional. Itoperates as a reference manual - skim the TOC or index, get
the page, and stick to the directions detail by detail.The challenge using these sorts of documents is
the fact that user manuals can often become jumbled and hard tounderstand. And in order to fix this
problem, writers can try and employ things i call "go over here" ways tominimize the wordiness and
simplify this content. I've found this approach to be extremely ineffective most of thetime. Why?
Because sales differentiation are considered unsuitable to get flippedthrough ten times for just
one task. That is what online assistance is for.
If you realise your sales differentiation so overwhelming, you are able to go aheadand take
instructions or guides in the manual individually. Select a special feature you wish to give attention
to,browse the manual thoroughly, bring your product and execute what the manual is hinting to
complete. Understandwhat the feature does, using it, and don't go jumping to a different cool
feature til you have fully explored the actualone. Working through your owner's manual by doing this
assists you to learn everything concerning your digitalproduct the best and most convenient way. By
ignoring your digital product manual and not reading it, you limityourself in taking advantage of
your product's features. When you have lost your owner's manual, look at productInstructions for
downloadable manuals in PDF
sales differentiation are a good way to achieve details about operating certainproducts. Many
products that you buy can be obtained using instruction manuals. These user guides are clearlybuilt
to give step-by-step information about how you ought to go ahead in operating certain equipments.
Ahandbook is really a user's guide to operating the equipments. Should you loose your best guide or
even the productwould not provide an instructions, you can easily obtain one on the net. You can
search for the manual of yourchoice online. Here, it is possible to work with google to browse
through the available user guide and find the mainone you'll need. On the net, you'll be able to
discover the manual that you might want with great ease andsimplicity
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