Contents

Preface . .. ...t vii
Aboutthe Author ... ... .. ... . xi
Acknowledgments .. .. ... ... xiii
Chapter 1 The JourneyBegins . .......................... .. 1
Chapter 2 Integrity and Passion . . .. ..................... .. 17
Chapter 3 An Honorable Profession ...... ... ... ... .. ... 27
Chapter 4 First Impressions and Value Gaps ............... 41
Chapter 5 Attitude, Skills, and Knowledge Principles .. ... .. 63
Chapter 6 The Secretof Success . ......................... 83
Chapter 7 The Circleof Trust .. ... ... ... ................. 95
Chapter 8 The ValueMatch Listening Model .. .. ..... ... .. 107
Chapter9 AStrong Start . ... ... ... ... ................ 129
Chapter 10 Urgency and Needs .. ....................... .. 163
Chapter 11 The Presentation and the Closing Posture . ... .. 189
Chapter 12 The Closing Arguments . . ......... ... ... ... ... . 203
Chapter 13 Objections in Closingthe Sale .......... ... .. .. 225
Afterword . .. .. 247
Notes ... 249
Recommended Reading . .. ........... .. .. ... .. ... .. .. ... ..... 251
Index . ... . . . . . 253





