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How To Sell More, In Less Time, With No Regjection Using Common Sense
Telephone Techniques-Volume 2 builds on the ideas and techniques covered in
Volume 1 information thousands of sales reps worldwide have used on the phone
to get more business, beat call reluctance, and make more money. Regardless of
whether you use the phone to set appointments or manage accounts between
outside visits, or if you handle ALL of your business by phone, youll get
hundreds of profit-building ideas you can use right now. Art Sobczak, veteran
salesperson, editor of the international TELEPHONE SELLING REPORT sales
tips newsletter, and trainer of thousands of professional sales reps sharestime-
tested, word-for-word ideas you can use right now to take the pain out using the
phone in cold calling, qualifying, managing accounts, negotiating, and salling.
Here'sjust asmall sample of the hundreds of ideas you'll get in this book: Voice
Mail, Screeners, Getting to Decision Makers Why you shouldnt go above,
around, under, or through screeners, and what you should do instead to get them
to actually HEL P you What to never say on voice mail messages How to get
buyers to welcome and expect your next call Word-for-word examples of
messages that work When leaving no message is better Words to avoid that are
sure to get you labeled as atime-wasting, self-interested "salesperson,” meaning
youre screened out, brushed off, or left waiting for call backsthat never arrive

Building that Professional Telephone "Look" Through Y our Voice and Words
How to get rid of image-destroying "umms" How to build rapport, credibility,

and likeability Listening for key buying words and emotionsknowing when to

talk and when to shut up

Interest Creating Opening Statements 13 actions and word-for-word mistakes
that ensure failure and resistance, and what to say instead A no-brainer, fill-in-the
blanks opening statement template for prospecting calls that gets them interested
Case study examples of horrible openings, and great alternatives you can use
and/or adapt
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Selling With Questions Loads of word-for-word questions that get them thinking
about, seeing, and feeling their problems and pains--precisely the situations you
can help them with through your benefits Putting them in a frame of mind so they
want to hear what you have There are such things as dumb questions in sales.
Examples, and how to avoid them How to ask about money

Presenting With Power The not-so-secret, "secret” to great presentations How to
position what you say as more credible and believable, instead of sounding like a
salesperson Using storiesto create irresistible visual images

Getting Commitment and Closing Over 50 word-for-word exampl es of
conversational closing and commitment guestions you can use today to get
agreement, and sales How to get larger sales just as easily as you would get
smaller ones

Self Motivation, Beating Call Reluctance, and Rejection Characteristicsthat you
can emulate--of wealthy salespeople Avoiding negative assumptions that are sure
toinvite failure How to avoid choking under pressure

Dealing Successfully With Objections A painless way to address objections and
resistance How to blow away price objections Turning "I want to think about it,"
into, "I WANT it." How to ensure you dont hear, "We dont need it." Why what
youve probably heard before about objections is bogus, and what you should do
instead. (For example, "Y ou should love objections,” "The selling doesnt start
until you hear an objection," "Y oull hear three objections before youll get ayes,"
"Every objection puts you that much closer to ayes." Thats ALL bunk!)

Successfully Following Up By Phone How to end a call to ensure success on the
follow-up. How to avoid starting follow-ups with the useless and idiotic
statement and question, "I sent you out the material. Didja get it? Any
guestions?' What you should and shouldnt mail after calls How to set solid
phone appointments so theyre ready and waiting for your next call

Case Studies of Actual Calls See actual transcripts from calls submitted by fellow
salesrepsinthefield, or callsreceived by Art. Youll see what didnt work and
why, so you can avoid the same mistakes, and suggested alternativesto get
success and agreement. Some of the cases include,

What to say when they "buy it locally" Failed prospecting calls, and why they
went down in flamesneedlessly Why ending a call with "Keep usin mind" is
asinine, and what to say instead How to position value instead of selling on price
How to build relationships with regular customers to keep their loyalty

Prospecting How to get referrals who are eager to speak with you Getting them
talking whey they say theyre not interested Why leaving messages on



prospecting calls could be awaste of time Over 20 other prospecting pointers to
help you get interest, the appointment, and eventually the sale

Even More Stuff to Help Y ou Sell More Why believing that using the phoneis
"Just a numbers game" will demoralize you and ensure call reluctance The right
way to use conference calls to sell to multiple decision makers How to handle
prospects who "Need information sent right now!", and determining if theyre for
real, or just yanking your chain How to keep customers after that first sale
Positioning yourself as the "least risk vendor" instead of the higher-priced vendor
Telesales lessons from the O.J. trial

Brief Teletips Over 130 brief, to-the-point tips you can use right now. Any ONE
of these could pay for the book on your very next phone call, or help you avoid a
mistake that could cost you more than the price of the book! Some examples:

How to respond to the "Send literature" request Eliminating tel ephone tag What
to say to the prospect who perpetually strings you along Showing them how a
lower price might actually be more expensive Why they dont care about your
products or services, and what they do care about which decides whether or not
theyll buy
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How To Sell More, In Less Time, With No Rejection Using Common Sense Telephone Techniques-Volume
2 builds on the ideas and techniques covered in Volume 1 information thousands of sales reps worldwide
have used on the phone to get more business, beat call reluctance, and make more money. Regardless of
whether you use the phone to set appointments or manage accounts between outside visits, or if you handle
ALL of your business by phone, youll get hundreds of profit-building ideas you can use right now. Art
Sobczak, veteran salesperson, editor of the international TELEPHONE SELLING REPORT sales tips
newsletter, and trainer of thousands of professional sales reps shares time-tested, word-for-word ideas you
can use right now to take the pain out using the phone in cold calling, qualifying, managing accounts,
negotiating, and selling. Here's just a small sample of the hundreds of ideas you'll get in this book: Voice
Mail, Screeners, Getting to Decision Makers Why you shouldnt go above, around, under, or through
screeners, and what you should do instead to get them to actually HEL P you What to never say on voice mail
messages How to get buyers to welcome and expect your next call Word-for-word examples of messages
that work When leaving no message is better Words to avoid that are sure to get you labeled as atime-
wasting, self-interested "salesperson,” meaning youre screened out, brushed off, or left waiting for call backs
that never arrive

Building that Professional Telephone "Look™ Through Y our Voice and Words How to get rid of image-
destroying "umms' How to build rapport, credibility, and likeability Listening for key buying words and
emotionsknowing when to talk and when to shut up

Interest Creating Opening Statements 13 actions and word-for-word mistakes that ensure failure and
resistance, and what to say instead A no-brainer, fill-in-the blanks opening statement template for
prospecting calls that gets them interested Case study examples of horrible openings, and great alternatives
you can use and/or adapt

Selling With Questions Loads of word-for-word questions that get them thinking about, seeing, and feeling
their prablems and pains--precisely the situations you can help them with through your benefits Putting them
in aframe of mind so they want to hear what you have There are such things as dumb questionsin sales.
Examples, and how to avoid them How to ask about money

Presenting With Power The not-so-secret, "secret” to great presentations How to position what you say as
more credible and believable, instead of sounding like a salesperson Using stories to create irresistible visual
images

Getting Commitment and Closing Over 50 word-for-word examples of conversational closing and
commitment questions you can use today to get agreement, and sales How to get larger salesjust as easily as



you would get smaller ones

Self Maotivation, Beating Call Reluctance, and Rejection Characteristicsthat you can emulate--of wealthy
salespeople Avoiding negative assumptions that are sure to invite failure How to avoid choking under
pressure

Dealing Successfully With Objections A painless way to address objections and resistance How to blow
away price objections Turning "I want to think about it," into, "I WANT it." How to ensure you dont hear,
"We dont need it." Why what youve probably heard before about objectionsis bogus, and what you should
do instead. (For example, "Y ou should love objections,” " The selling doesnt start until you hear an
objection,"” "Y oull hear three objections before youll get ayes," "Every objection puts you that much closer
toayes." Thats ALL bunk!)

Successfully Following Up By Phone How to end a call to ensure success on the follow-up. How to avoid
starting follow-ups with the useless and idiotic statement and question, "1 sent you out the material. Didja get
it? Any questions?' What you should and shouldnt mail after calls How to set solid phone appointments so
theyre ready and waiting for your next call

Case Studies of Actual Calls See actual transcripts from calls submitted by fellow salesrepsin the field, or
callsreceived by Art. Youll see what didnt work and why, so you can avoid the same mistakes, and
suggested alternatives to get success and agreement. Some of the casesinclude,

What to say when they "buy it locally" Failed prospecting calls, and why they went down in
flamesneedlessly Why ending a call with "Keep usin mind" is asinine, and what to say instead How to
position value instead of selling on price How to build relationships with regular customers to keep their
loyalty

Prospecting How to get referrals who are eager to speak with you Getting them talking whey they say theyre
not interested Why leaving messages on prospecting calls could be a waste of time Over 20 other prospecting
pointers to help you get interest, the appointment, and eventually the sale

Even More Stuff to Help Y ou Sell More Why believing that using the phone is "Just a numbers game" will
demoralize you and ensure call reluctance The right way to use conference callsto sell to multiple decision
makers How to handle prospects who "Need information sent right now!", and determining if theyre for real,
or just yanking your chain How to keep customers after that first sale Positioning yourself as the "least risk
vendor" instead of the higher-priced vendor Telesales lessons from the O.J. trial

Brief Teletips Over 130 brief, to-the-point tips you can use right now. Any ONE of these could pay for the
book on your very next phone call, or help you avoid a mistake that could cost you more than the price of the
book! Some examples:

How to respond to the " Send literature” request Eliminating telephone tag What to say to the prospect who
perpetualy strings you along Showing them how alower price might actually be more expensive Why they
dont care about your products or services, and what they do care about which decides whether or not theyl|
buy
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Editorial Review

About the Author

Art Sobczak, President of Business By Phone Inc., specializesin one area only: working with business-to-
business salespeople--both inside and outside--designing and delivering content-rich programs that
participants begin showing results from the very next time they get on the phone. Audiences love his down-
to-earth, entertaining style, and low-pressure, easy-to-use, customer oriented ideas and techniques. He works
with thousands of sales reps each year hel ping them get more businesses by phone. Art provides real world,
how-to ideas and techniques that help sal espeople use the phone more effectively to prospect, sell, and
service, without morale-killing rejection.

Using the phonein salesis only difficult for people who use outdated, salesy, manipulative tactics, or for
those who arent quite sure what to do, or arent confident in their abilities. Arts audiences always comment
how he simplifies the telesales process, making it easily adaptable for anyone with the right attitude.

Since 1984 Art has written and published the how-to tips newsletter, TELEPHONE SELLING REPORT,
subscribed to by over two thousand companies worldwide.

Artisapralific producer of learning resources on selling by phone. He authored the audio-tape training
program, Ringing Up Sales, published by Dartnell. His video program is Getting Through to Buyers. . .
While the Others are Screened Out. He wrote the books, How to Sell More, In Less Time, With No
Rejection, Using Common Sense Telephone Techniques--Volume 1, and Volume 2, and Telephone Tips
That SELL!--501 How-to Ideas and Affirmationsto Help Y ou Get More Business By Phone, which was
released as a book, an audio program, and computer screen saver.

Arts how-to ideas and tips appear regularly in the print and el ectronic media. He has written aregular
column for Teleprofessional magazine for 12 years, also writes one for Selling! newsletter, and is frequently
guoted in Selling Power, Bottom Line Business, Sales and Marketing Management, and numerous trade
publications.

He holds the popular Telesales Rep College two-day public training seminars nationwide, and also
customizes the program for on-site, in-house delivery. Art also delivers how-to programs on effective
telesales ranging from one-hour to several days.

Clientsinclude IBM, AT& T, Ameritech, Hewlett Packard, Norfolk Southern, Baxter Healthcare, and other
companies and associationsin virtualy all business-to-business industries.

His speaking and training reputation has been built as someone who knows what works and what doesnt in
telesales because hes done it (corporate telesales positionswith AT& T Long Lines and American Express),
and dtill doesit. He also conducts extensive research to customize his programs, listening to tapes of actual
sales calls of client repsin order to learn the language of the industry, company, and strengths and
weaknesses of sales reps and strategies.

Users Review

From reader reviews:



Jimmy Putnam:

Why don't make it to be your habit? Right now, try to prepare your time to do the important take action, like
looking for your favorite publication and reading a publication. Beside you can solve your short lived
problem; you can add your knowledge by the reserve entitled How to Sell More, in Less Time, With No
Rejection : Using Common Sense Telephone Techniques, Volume 2. Try to the actual book How to Sell
More, in Less Time, With No Rejection : Using Common Sense Telephone Techniques, Volume 2 as your
closefriend. It means that it can to get your friend when you sense alone and beside that of course make you
smarter than ever. Yeah, it is very fortuned in your case. The book makes you considerably more confidence
because you can know every little thing by the book. So , we should make new experience and also
knowledge with this book.

Bernice Martinez;

What do you ponder on book? It is just for students as they are still students or the item for all peoplein the
world, the particular best subject for that? Just smply you can be answered for that problem above. Every
person has various personality and hobby for each and every other. Don't to be forced someone or something
that they don't wish do that. Y ou must know how great and important the book How to Sell More, in Less
Time, With No Rejection : Using Common Sense Telephone Techniques, Volume 2. All type of book isit
possible to see on many options. Y ou can look for the internet methods or other social media.

Andrea Lampkin:

How to Sell More, in Less Time, With No Rejection : Using Common Sense Telephone Techniques, Volume
2 can be one of your beginning books that are good idea. All of us recommend that straight away because
this guide has good vocabulary that may increase your knowledge in words, easy to understand, bit
entertaining but nevertheless delivering the information. The writer giving hig/her effort to put every word
into joy arrangement in writing How to Sell More, in Less Time, With No Rejection : Using Common Sense
Telephone Techniques, Volume 2 yet doesn't forget the main point, giving the reader the hottest and based
confirm resource information that maybe you can be considered one of it. This great information could
drawn you into brand new stage of crucial considering.

Jennifer Evans:

Many people said that they feel bored stiff when they reading a guide. They are directly felt the item when
they get ahalf portions of the book. Y ou can choose typically the book How to Sell More, in Less Time,
With No Rejection : Using Common Sense Telephone Techniques, Volume 2 to make your own personal
reading isinteresting. Y our current skill of reading ability is developing when you such asreading. Try to
choose easy book to make you enjoy to read it and mingle the feeling about book and looking at especialy. It
isto be 1st opinion for you to like to available a book and go through it. Beside that the publication How to
Sdl More, in Less Time, With No Rejection : Using Common Sense Telephone Techniques, Volume 2 can
to be your friend when you're sense alone and confuse with the information must you're doing of these time.
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