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Stop Guessing What Your Customers Want. Start Selling What Is Relevant To Them...Many companies
lament that price pressure has destroyed their margins and market share. Sales people are often convinced
that price is their only tiebreaker. This book will show you research that proves otherwise. When customers
are surveyed in double-blind studies, we learn that price is not the most important buying factor more than
90% of the time, but many companies cave in because they have no idea how to sell relevance. Without
relevance, successful negotiation is seriously hindered.

Research shows that 98% of the time companies have little or no internal agreement on what matters most to
customers. External customer alignment falls apart. This is why most companies are not engaged in Relevant
Selling. Price trumps value if you don t know how your customers define value. Internal strategic decisions
risk going aground when the customer perspective is ignored.

Relevant Selling shows you the importance of learning what is most relevant to your customers, your
prospects and your different target markets, noting they almost always require tailored messaging to be
relevant - yet, that rarely happens. You will learn how to obtain and use that valuable information. Each
chapter is loaded with actual case studies and research that demonstrates how companies achieve remarkable
results when they sell what is relevant. Many companies are leaving profits on the table each day simply
because they lack the research described in this book.
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From reader reviews:

Eric Graves:

As people who live in typically the modest era should be update about what going on or facts even
knowledge to make them keep up with the era that is certainly always change and progress. Some of you
maybe can update themselves by reading books. It is a good choice to suit your needs but the problems
coming to you actually is you don't know what kind you should start with. This Relevant Selling: Research
Proves Customers Value More Than Just Price is our recommendation to help you keep up with the world.
Why, as this book serves what you want and need in this era.

Frederick Rothman:

Do you have something that you enjoy such as book? The e-book lovers usually prefer to opt for book like
comic, quick story and the biggest an example may be novel. Now, why not attempting Relevant Selling:
Research Proves Customers Value More Than Just Price that give your pleasure preference will be satisfied
by simply reading this book. Reading routine all over the world can be said as the way for people to know
world far better then how they react to the world. It can't be claimed constantly that reading habit only for the
geeky person but for all of you who wants to be success person. So , for every you who want to start
studying as your good habit, you could pick Relevant Selling: Research Proves Customers Value More Than
Just Price become your own personal starter.

Daryl Steele:

Are you kind of busy person, only have 10 as well as 15 minute in your morning to upgrading your mind
proficiency or thinking skill even analytical thinking? Then you are receiving problem with the book
compared to can satisfy your small amount of time to read it because all of this time you only find book that
need more time to be go through. Relevant Selling: Research Proves Customers Value More Than Just Price
can be your answer because it can be read by an individual who have those short time problems.

Felecia Holst:

It is possible to spend your free time to see this book this reserve. This Relevant Selling: Research Proves
Customers Value More Than Just Price is simple bringing you can read it in the playground, in the beach,
train and also soon. If you did not include much space to bring often the printed book, you can buy the actual
e-book. It is make you quicker to read it. You can save typically the book in your smart phone. Thus there
are a lot of benefits that you will get when you buy this book.
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