Learn How to Sell to
Difficult Customers

* 96 selling scripts to handle any
type of difficult sales situation!

« 13 ways to take the fight out
of the sales process!

The new book by « 7 things to do after you lose a sale!
Dave Anderson arms you « Strategies for setting appointments that stick!

with hundrefls of real- * Methods for building a cult of loyal repeat and
world strategies to make referral customers so you have to deal with
more sales regardless fewer tough customers!

of what you sell!

» How to create urgency to buy today!

Dave Anderson

* Techniques for reading your customer’s body
language and mind!

$22'95 Urder VOIII'S tOdav! » How to use appropriate humor
800-519-8224, 818-735-9503 (Int’1) to make more sales!

Online at www.learntolead.com PIAZIE AN DSOS :
LearnlolLead



What others are saying ahout
“How to Deal with Difficult Customers”

“Dave has done it again! The application of the 10 key
strategies in this book will help every sales profession-
al learn how to deal with the truly difficult and how to
avoid creating unnecessary difficulties. It is written
with the same wit, humor and inspiration that have

made Dave’s prior books so effective.”
~Margaret Calliban, President, Chairman & CEO
Sun Trust Bank, Southwest Florida

“Dave Anderson knocks another one out of the park
with “How to Deal with Difficult Customers.” The
problem is real, Dave’s solutions make sense, and, as
always, he makes you laugh in the process.”

~Mike Roscoe, Editor in Chief, Dealer magazine

“I could not put this book down. It is a salesperson’s

selling bible offering clear, concise, how-to advice. If

you are in the selling profession and want to sell more,
you should read this book....twice.”

~Warren Lada, Senior Vice President

Saga Communications
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“Individuals executing the ideals within this book will
change their own lives and their organizations. No one
has the gift like Dave Anderson to articulate the impor-

tance that character plays in maximizing potential.”
~Mike Tomberlin, CEO, The Tomberlin Group

“Throw out all your other sales manuals. Dave
Anderson’s new book will change the way you look at
customers, the way your salespeople look at them-
selves and, quite frankly, the way you look at the sales

process.”
~Dan Janal, President, PR LEADS.com

“What are you waiting for? We all have difficult cus-
tomers. If you are tired of leaving money on the table
because you can’t handle them, read this book. If your
good customers are turning into difficult customers,
read this book. If you want to deliver results year-in
and year-out, read, re-read and apply the lessons of

this book.”
~Randy Pennington, Author, “Results Rule! Build a
Culture that Blows the Competition Away!”

“Dave Anderson does it again! Implementing the
ideas in this book will add up to higher sales, margins
and profits.”

~Bob Farlow, Market President, AutoNation

“This is not a book about selling theories; rather, it’s
a ‘how to’ manual on proven sales techniques. Dave
Anderson writes with authority because he really has
been there...and succeeded! It will be required read-

ing for everyone on my sales team!”
~Charlie Polston, Dealership Profitability
Consultant, BG Products, Inc.
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