Introduction
We are delighted to announce Top Sales World’s Top 50
Sales Books for 2017.
This year, we have 11 new entries, including work by, Jill
Konrath, Anthony Iannarino, Jeb Blount, Lee Bartlett,
Michael J. Nick, Simon Morton, Keith Rosen, Graham
Hawkins, Kevin F. Davis, Mark Hunter and Jim Keenan.
It is important to stress – as I always do  we are not
suggesting that these are the best 50 books on sales and
selling that have ever been published, because no such list
exists. However, we are confirming that these are our
favorite 50 and we admit our own subjectivity  indulgence
even.
TSW’s contributing team is the largest group of sales
experts ever gathered in one location, and they share their
pearls of wisdom daily – for free. This is just another
opportunity for the TSW editorial team to thank them for
their brilliant contributions.
We do hope you enjoy our selections and please don’t
hesitate to pass this on to a friend, colleague, superior or
significant other …

Jonathan Farrington
CEO
www.topsalesworld.com
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ACT Like a Sales Pro by Julie Hansen
Acting is the ultimate form of persuasion. Now you can learn the methods that
great actors use to engage and inspire clients and win more sales than you
dreamed possible! Act Like a Sales Pro shows you how acting and improve skills
can enhance your own selling style, make you stand out in an increasingly
competitive marketplace, and create a memorable buying experience. Easyto
follow steps, exercises, and realworld coaching sessions help you move
confidently from coldcalling to closing.
Buy Here8

More Sales, Less Time: Surprisingly Simple Strategies for Today's
Crazy-Busy Sellers by Jill Konrath
In More Sales, Less Time, Konrath blends cuttingedge behavioral research with her
own deep knowledge of sales. You'll discover how to: Reclaim a minimum of one
hour per day by eliminating major time sucks and changing the way you tackle e
mail and social media. Free up time to focus on activities that have the highest
impact on your sales results, such as preparing, researching, strategizing, and
connecting with customers. Optimize your sales processes to eliminate
redundancies and wasted time.
Buy Here8

Aligning Strategy & Sales by Frank Cespedes
The most crucial connection, in an organization seeking to grow, is between sales
and strategy. But if your company is like most, instead of a strong connection
there is a widening gap and too little bang for the buck. This brilliant book will help
turn the tide for your organization.
Buy Here8

Baseline Selling by Dave Kurlan
This book dramatically changes the way we approach the sales process, replacing
the gratuitous complexity commonly advocated with an elegant and very effective
simplicity. Studies have shown that selling techniques of the last two decades have
had little impact on most of the sales population because of the complexity,
learning curve and difficulty in applying the concepts in these systems. Baseline
Selling reemphasizes the fundamentals of selling in a fresh, memorable way that
modern sales professionals can relate to.
Buy Here8

Be Bold and Win the Sale by Jeff Shore
The most common challenge every sales professional must overcome is not
indecisive customers, inferior products or innovative competitors. It's the
discomfort you feel when initiating calls, dealing with difficult customers and
asking for the sale. This indispensable, inspiring and humorfilled guide for all sales
professionals maintains that boldness – a skill that can be learned – is required to
embrace this discomfort and to leverage it to land the sale. The book includes self
assessments tools and case studies.
Buy Here8
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Beyond the Sales Process: 12 Proven Strategies for a CustomerDriven World by Dave Stein & Steve Andersen
The average executive spends less than 5 percent of their time engaged in the
buying of products and services. This means that in this postrecession business
environment, sales professionals who focus solely on the moment of the sale have
made a fatal miscalculation. Featuring instructional case studies from companies
including Hilton Worldwide, Merck, and Siemens, this evidencebased book
provides readers with a proven methodology for driving success before, during,
and after every sale.
Buy Here8

The Art Of Commercial Conversations by Bernadette McClelland
This book is DIFFERENT! It provides mainstream how to’s and what to do’s with
a left of field focus on who you need to be and why this is so important. It taps into
what REALLY contributes to business success when it comes to revenue
generation, day to day leadership and the critical activation of those results that
matter the most. It’s an invitation as well as a wakeup call to begin having
commercial conversations that provide a win for everyone – you, your buyer and
the greater community.
Buy Here8

Changing the Sales Conversation by Linda Richardson
In this era of iPads, iPhones and apps, sales communications may be growing, but
sales conversations are dying – and so are too many sales. Globalization,
competition, the economy, and fastemerging technologies have changed
customer buying habits. Many of the sales methodologies successful in the past
are obsolete. In this book, Linda Richardson moves Consultative Selling forward
with five new conversation strategies and tools needed to deliver business
outcomes and close deals with today's new buyer.
Buy Here8

Coaching Salespeople Into Sales Champions by Keith Rosen
How many salespeople (and managers) are not realizing their fullest potential?
What stands in the way to greater performance isn’t something they don’t have,
but something they don’t get consistently: Effective coaching. Coaching
Salespeople into Sales Champions provides a proven coaching framework used by
the world’s leading sales organizations so that managers can confidently
facilitative powerful, engaging coaching conversations to help reach business
objectives faster and to win more sales today.
Buy Here8

Conversations That Sell by Nancy Bleeke
When it comes to sales, there's no such thing as "small talk." Today's buyers want
more from sellers than a consultation. They demand meaningful, collaborative
conversations that result in a Win3... where they, the seller and the organization,
achieve a winning outcome. Conversations That Sell outlines the what, how and
why of collaborative conversation skills needed to capture attention and close
business. It is packed with practical and valuable tools and examples to keep the
conversation focused and productive.
Buy Here8
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Rebirth of the Salesman by Cian McLoughlin
The world of sales is evolving. Are you? The businesstobusiness sales industry is
experiencing unprecedented disruption, as new technologies and consumption
models emerge and the balance of power shifts to our customers. Rebirth of The
Salesman provides a blueprint to help sales professionals and sales leaders adapt
to this brave new world, by evolving your sales effectiveness and teaching you
how to enhance your personal and professional brands.
Buy Here8

DISCOVER Questions® Get You Connected by Deb Calvert
Make every sales call count and be the one seller buyers want to talk to! With
this bestseller, you will be able to differentiate yourself from the pack, create value
for your buyers and connect in ways you never knew were possible. The research
and anecdotes from actual sales calls will show you exactly how to become more
effective in all stages of your sales process. You will advance the sale more
efficiently when you use DISCOVER Questions® and the sales approach buyers
prefer.
Buy Here8

Do YOU Mean Business? by Babette Ten Haken
Today’s global marketplace brings success to those able to collaborate
productively in crossfunctional teams. Yet many engineers, marketing and sales
professionals still operate in silos, missing opportunities for leadership
development and professional advancement. This is the ultimate CrossFunctional
Playbook to catapult you and your team out of the status quo. Especially if you
work with, for, or sell to technical decision makers, or are an engineer in a sales
role, learn how to leverage your functional value and drive revenue generation.
Buy Here8

The Joshua Principle: Leadership Secrets of Selling by Tony J. Hughes
Joshua Peters is a salesman in crisis – after losing a key deal his boss threatens him
with the sack and he has doubts concerning his choice of career. His father is a
sales veteran who progressed all the way to CEO but with their relationship at an
all time low he struggles to help. Then a mentor’s invitation from the other side of
the world powerfully transforms everything as Joshua’s RSVP sets him on the path
to discovering leadership secrets of strategic selling.
Buy Here8

Emotional Intelligence for Sales Success by Colleen Stanley
One of the biggest reasons for failure in sales is because sales organizations rarely
understand how emotional intelligence skills impact success in business. Often
salespeople know what to do. However, in tough selling situations, they let
nonproductive emotions take over. They discount too soon, write proposals
without proper qualification and continue to meet with nondecision makers. Their
inability to execute the right selling behaviors under stressful situations lead to
missed revenue goals. Soft skills do produce hard sales results.
Buy Here8
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52 Sales Management Tips by Steven Rosen
This book is written for sales managers who struggle within a corporate
environment that doesn't always support them or their development needs.
Frontline sales managers are facing unprecedented change, facing increased
demands to do more with less, while driving sales performance. Whether you are a
sales executive, senior sales leader or a new, experienced or aspiring sales
manager, you will find this book to be a valuable guide to consult whenever you
are experiencing problems.
Buy Here8

The Only Sales Guide You'll Ever Need by Anthony Iannarino
Anthony Iannarino never set out to become a salesman, let alone a sales manager,
speaker, coach, or writer of the most prominent blog about the art and science of
great selling. He fell into his profession by accident, as a day job while pursuing
rockandroll stardom. Once he realized he'd never become the next Mick Jagger,
Iannarino turned his focus to a question that's been debated for at least a century:
Why are a small number of salespeople in any field hugely successful, while the rest get
mediocre results at best?
Buy Here8

Sandler Enterprise Selling: Winning, Growing, and Retaining Major
Accounts by David Mattson & Brian Sullivan
Competitively pursuing large, complex accounts is perhaps the greatest challenge
for selling teams. To keep treasured clients and gain new ones, you need a system
to win business with profitable enterprise clients, serve them effectively and grow
the relationships over time. You start with Sandler Enterprise Selling. The only
enterprise selling system based on the proprietary Sandler Selling System
methodology created by David H. Sandler.
Buy Here8

The Sales EQ: How Ultra High Performers Leverage Sales-Specific
Emotional Intelligence to Close the Complex Deal by Jeb Blount
Sales EQ addresses the human relationship gap in the modern sales process at a
time when sales organizations are failing because many salespeople have never
been taught the human skills required to effectively engage buyers at the
emotional level. Jeb Blount makes a compelling case that sales specific emotional
intelligence (Sales EQ) is more essential to success than education, experience,
industry awareness, product knowledge, skills, or raw IQ.
Buy Here8

The No.1 Best Seller: A Unique Insight into the Mind, Strategy and
Processes of a Top Salesman by Lee Bartlett
The No.1 Best Seller is a masterclass in professional selling, as seen through the
eyes of a top salesman. Reflecting on an exemplary sales career, predominantly
spent selling financial technology to the CSuite and Investment Banking
community, Lee Bartlett shares the mindset and methodology that have allowed
Buy Here8
him to consistently win the largest mandates in his industry.
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Insight Selling by Mike Schultz & John Doerr
What do winners of major sales do differently than the sellers who almost won,
but ultimately came in second place? The authors of this book studied more than
700 businesstobusiness purchases made by buyers who represented a total of
$3.1 billion in annual purchasing power. When they compared the winners to the
secondplace finishers, they found surprising results. Here they share those results
outline exactly what you need to do to transform yourself and your team into
insight sellers.
Buy Here8

Leading High Performance Sales Teams by Ken Thoreson
In this book you'll gain skills and techniques for leading and managing your sales
team to the next level of success. Its 39 chapters literally are jammed with
hundreds of proven ideas that address every aspect of sales management, plus a
bonus section provides a prescriptive approach to building predictive revenue.
Topics include making sales meetings count, developing successful sales
compensation pans, building selfmanaged sales teams and measuring and
managing sales activity, and much more.
Buy Here8

Lemonade Stand Selling by Diane Helbig
As a small business owner the growth of your business rests squarely on your
shoulders. Like many business owners, you may not be comfortable with selling.
But it's tough to grow a business if you don't master the sales process. The good
news is sales doesn't have to be complicated. This book is a nononsense, easyto
understand resource for everything sales – from defining the value of your
Buy Here8
product or service to successfully closing deals.

The Sales Development Playbook: Build Repeatable Pipeline and
Accelerate Growth with Inside Sales by Trish Bertuzzi
Raise your hand if your company needs more new customers. I suspect your hand
is (figuratively) up. This book is about not just growth, but highgrowth, explosive
growth, the kind of growth that weather satellites can see from space. The success
of any businesstobusiness company is directly linked to how effectively they
acquire new pipeline. To skyrocket growth, sales development is the answer. This
book encapsulates author Trish Bertuzzi's three decades of practical, handson
experience.
Buy Here8

Metaphorically Selling by Anne Miller
Billions of dollars are left on the table, and hundreds of ideas fail to get off the
ground every day, because of the overcommunicated society in which we live.
Salespeople, Managers, Consultants, CEOs, even the President of the U.S. are
constantly challenged to pierce through this information clutter to get others to
see the unique value of their services, explanations, and propositions.
Metaphorically Selling provides a unique Four Step Model to show anyone easily
and quickly how to become a master of metaphor.
Buy Here8
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No More Cold Calling by Joanne Black
Your days of wasting countless hours calling people who don’t know you, aren’t
expecting your call, and don’t want their workdays interrupted are over! NO
MORE COLD CALLING™ is a oneofakind selling guide that shows you how to
boost your close rate to more than seventy percent, send your commissions
soaring, work less, and enjoy it more—all without ever making another cold call.
Joanne shares her proven Referral Selling Methodology to get every meeting at
the level that counts and aceout the competition.
Buy Here8

Nonstop Sales Boom by Colleen Francis
Do your company's sales results lurch between highs and lows — with the end of
each quarter reduced to a mad scramble to meet quota? Nonstop Sales Boom
explains how to break this unhealthy cycle and achieve strong, steady results every
quarter, from every member of the team. Packed with enlightening examples of sales
disasters and standouts, this practical guide brings balance to the selling process,
reliability to revenues and booming sales all year long.
Buy Here8

People Smart in Business by Tony Alessandra & Michael O'Connor
Imagine when you encounter difficult coworkers, you know how to adapt to
them. Where you meet challenging situations, you have the skills to overcome
them. How good it will feel when you become a dynamic leader that others want
to follow. Build meaningful rapport that attracts longterm clients. Eliminate
tension in every professional relationship. Learn to apply People Smart and you'll
unconsciously begin to draw out the best in everyone around you.
Buy Here8

Perfect Selling by Linda Richardson
In this quick read, author Linda Richardson encapsulates in a clear process and the
elements of a winning sales dialogue from the opening to the close. She simplifies
where other sales books complicate, making it clear how to engage customers in
sales conversations they value and motivate them to change the status quo. It is
the perfect book for salespeople, sales leaders as coaches, and entrepreneurs.
Buy Here8

Pick Up the Damn Phone by Joanne Black
Technology has certainly changed the way we gather information about
prospects. It’s also changed how they gather information about us and what they
expect of us. Sales success comes from real conversations with real people. The
trick is leveraging the invaluable sales intelligences that new technologies provide,
and knowing when to put away the toys. Pick Up the Damn Phone! explains why
we should be tweeting less and talking more to the customers and contacts who
really matter.
Buy Here8
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Relationship Selling by Jim Cathcart
Relationship Selling maintains that the purpose of business is to make life better
for people, and the purpose of selling is to build profitable business friendships.
Every salesperson's road map to superstar success, the book offers ways to
produce big results without hardsell tactics and advises how to select and
penetrate key markets, generate an endless flow of prospects, identify key
decisionmakers and keep accounts active. It includes checklists, charts, forms and
specific howtos on each phase of selling.
Buy Here8

Cracking the Sales Management Code: The Secrets to Measuring and
Managing Sales Performance by Jason Jordan with Michelle Vazzana
Cracking the Sales Management Code is a groundbreaking book for sales managers
and executives who want greater control over sales performance. Based on new
research into how worldclass sales forces measure and manage their sellers, it
provides a best practice approach to identify and implement the critical activities
and metrics that drive business results. It is not a book on organizational
leadership, on interpersonal coaching, It’s a book on how to effectively manage a
Buy Here8
sales force.

Selling Fearlessly by Robert Terson
Selling Fearlessly specifically targets the onecallclose simplesale salesperson,
addresses all the elements of selling and spotlights the paralyzing fear factor that
80% of the 16 million salespeople in the United States must face every time they
make a call or give a presentation. The author's purpose is to enlighten and inspire
you to become a salesperson, or be a far better salesperson than you are now. The
book is a salesman's instructional manual down to the grayest subtleties.
Buy Here8

Selling to Big Companies by Jill Konrath
One of the biggest mistakes in the business world is assuming that all companies
are alike, and therefore should be approached in the same way. In this instant
classic, Jill Konrath explains how to manage the oftenByzantine politics of large
companies in order to help them make intelligent decisions.
Buy Here8

SHIFT! by Tibor Shanto & Craig Elias
There is a silver bullet in sales – when you get to highly motivated decision makers
at exactly the right time: After they experience a “Trigger Event,” but before they
call your competition. With the right timing, the sale almost happens by itself –
there are few challenges getting to the prospect, understanding their
dissatisfaction, presenting a solution, or closing the sale. This book presents this
concept in such a way that it can be understood and implemented almost
immediately.
Buy Here8
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Adapt or Fail: Process with Power by Michael J Nick
Today's millennial is tomorrow's buyer. Millennial customers are more informed and
skeptical, and their way of buying is completely different than Gen X'ers and Baby
Boomers. This means that sellers must adaptor risk being left behind. Adapt or Fail
is the single guide that can help you better understand your customer, have more
confidence throughout the buying process, and most importantlyclose the sale.
As Nick writes about deals closed in the past, ''Many of these projects failed
because of the buyer's lack of a deep understanding of their issues.'' Buy Here8

Smart Calling- Eliminate the Fear, Failure, and Rejection from
Cold Calling (Second Ediiton) by Art Sobczak
"Cold" calling for new business is pretty much dead, as many "social selling"
pundits profess. The "cold" part is, but the calling is not. Top salespeople who are
doing Smart Calling are proving that every day. Smart Calling is simply combining
abundantlyavailable relevant sales intelligence with Art Sobczak’s proven process
to get through, get in, and sell to prospects who are interested in what you have.
See the proven methods and the wordforword examples you can use today to
get more new business.
Buy Here8

SPIN Selling by Neil Rackham
This is the book that turned selling from an art into a science. While other sales
books are heavy with anecdotes and assumptions, Neil Rackham examined hard
evidence of actual sales performance and codified what worksand what doesn't
— in real world sales situations. A must read for everyone who sells. Buy Here8

Strategic Selling by Robert Miller and Stephen Heiman
This is the masterwork when it comes to understanding how a company's sales
strategy — and the execution of that strategy — can make or break a business
model. Authors Robert Miller and Stephen Heiman (along with their amanuensis
Tad Tuleja) detail the best practices of successful firms, showing how and why
their strategies have worked.
Buy Here8

The CEO’s Guide to Getting More Out Of the Sales Force
by Greg Alexander
Interest in sales force effectiveness from the CEO office is rising, because the top
sales jobs in the United States turn over about every 18 months. The primary
cause of this short tenure is the inability of the sales leader to deliver on revenue
results. Yet, improving sales force performance can be internally disruptive and
externally visible to customers. This book helps CEOs, who are caught between
uneasiness and the impatience for better sales performance, escape this
Buy Here8
unproductive bind.
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The Presentation Lab: Learn the Formula Behind Powerful
Presentations by Simon Morton
Based on a proven process from one of the world’s most prominent presentation
consultancy and design firms, The Presentation Lab challenges everything you
thought you knew about creating and delivering engaging business presentations.
Author Simon Morton shares his unique Presentation Optimization methodology
and takes readers on a journey of evolution and revolution to discover what makes
an effective presentation (and you may be surprised to know that great design is
the last thing you need to worry about).
Buy Here8

Own Your Day: How Sales Leaders Master Time Management,
Minimize Distractions, and Create Their Ideal Lives by Keith Rosen
Sales managers and executives work under intense conditions unique to their roles
that traditional time management strategies fail to address. Consequently, many
leaders believe it’s impossible to develop an effective routine when their time is
consumed with phone calls, emails, meetings, texts, internal company challenges,
competing priorities, and customer needs constantly demanding their attention.
But Own Your Day changes all that.
Buy Here8

The New Handshake: Sales Meets Social Media
by Barbara Giamanco & Joan C. Curtis
Today’s social mediaoriented climate has redefined the way B2B buyers
communicate and interact. Unfortunately, as a whole, sales professionals have been
slow to embrace the new technology. Ahead of its time, The New Handshake: Sales
Meets Social Media, presents a new blueprint for selling, a significant expansion from
selling via the traditional facetoface or telephone sales methods. Learn to create a
road map for your social selling strategy—including how to empower salespeople to
overcome their resistance to change.
Buy Here8

The Platinum Rule for Sales Mastery
by Dr.Tony Alessandra Scott Zimmerman
The Platinum Rule for DISC Sales Mastery challenges you to master one of the
most reliable methods for identifying the Behavioral Style of your customers, and
how to sell to them the way they would like to be sold — not the way you want to
sell them (which is based on your own natural style).
Buy Here8

The Future of the Sales Profession: How to survive the big cull and
become one of your industry's most sought after B2B sales
professionals by Graham Hawkins
B2B sales is harder than ever before. Product lifecycles are getting shorter, sales
cycles are getting longer, there are more competitors entering the market, and buyers
are doing most of their research online. Despite all of this, your manager keeps asking
for more – more calls, more meetings, more pipeline! How will you respond? In The
Future of the Sales Profession, sales leader Graham Hawkins shares the cold, hard
truths about the new realities facing the sales profession.
Buy Here8
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The Sales Managers Guide to Greatness: Ten Essential Strategies for
Leading Your Team to the Top by Kevin F. Davis
If your sales team isn't producing the results expected, the pressure is on you to fix the
situation fast. One option is to replace salespeople. A better option is for you to
optimize your performance as a sales leader. In The Sales Manager's Guide to
Greatness, sales management consultant Kevin F. Davis offers 10 proven and
distinctly practical strategies, skills, and tools for overcoming the most challenging
obstacles sales managers face and moving your team ahead of the pack. Buy Here8

High-Profit Prospecting: Powerful Strategies to Find the Best Leads
and Drive Breakthrough Sales Results by Mark Hunter
As a salesperson, your pipeline is the key to your success. No matter what
changes, that remains the same. Top producers prospect—and they do it ALL THE
TIME. “But how?” you ask, “In the age of the Internet, isn’t coldcalling dead?” The
Internet won’t fill your sales funnel—and you can’t rely on the marketing
department for leads (not if you want to succeed). HighProfit Prospecting puts the
power back where it belongs—in your hands. Follow its formula and start bringing
in valuable new business.
Buy Here8

Customerized Selling - Learn How Customers Want You To Sell
by Phil Kreindler
Based on extensive research of customer and vendor organisations, this book
uncovers a number of glaring gaps between customer expectations of salespeople
and vendor performance. Moreover, it shows a considerable discrepancy between
the capabilities that vendors think are important and those that customers actually
want. Focusing on the latter, the book suggests ways to professionalise how you
sell by incorporating customer expectations of salespeople into all aspects of sales
engagements.
Buy Here8

The Truth About Leads by Dan McDade
The Truth About Leads is a practical, easytoread book that helps you focus your
B2B leadgeneration, qualification and nurturing efforts to drive revenue. Written
by teleprospecting expert and PointClear founder and CEO Dan McDade, The
Truth About Leads debunks traditional thinking while revealing the truths that lead
to additional, larger and more profitable wins for your organization. Buy Here8

Not Taught: What It Takes to be Successful in the 21st Century that
Nobody’s Teaching You by Jim Keenan
The 21st Century has ushered in the information age, and with it a new set of rules
for success. Not Taught shares how the rules of 20th century and the industrial
age no longer work and that if you want to be successful you must learn the new
rules of success. Not Taught punches you in the face with the realities of work
today and offers clear strategies on how to be successful in this crazy information
driven world.
Buy Here8
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