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For months, we have been discussing the need to produce a Top Sales
World newsletter, but we don’t do things by halves around here, so we
decided to create a brand new monthly magazine, supplemented with
a weekly newsletter for our subscribers (subscription is free by the way!)

This first edition is fairly modest compared to what we hope to produce
by the end of the year, but you know, mighty oak trees are produced
from humble acorns: I will enjoy witnessing the evolvement, and I hope
you will too.

As well as bringing you unique, original and  thought-provoking articles
from the Top Sales Experts team, it is our intention to provide our readers
with up-to-date news, views and gossip from around the sales space, in
other words, a real F.I.P experience … Fun, Interesting and Profitable.

The launch of this magazine coincides with our recent Top Sales World
makeover, so do take a look... then, come and join our LinkedIn group,
and rub shoulders with some of the most significant sales minds on the
planet … before finally following us over at Twitter.

Enjoy!
Jonathan Farrington

Welcome to our first issue

Our Thanks to the following Sponsors:

News From Our Partners 16

www.topsalesworld.com
www.topsalesworld.com
www.topsalesworld.com
http://www.linkedin.com/groups/Top-Sales-World-1857130?gid=1857130
http://twitter.com/#!/topsalesworld
http://topsalesworld.com/topSalesExperts.php
http://www.topsalesworld.com/coaching.php


Top Sales Hardtalk
Interviews
New Schedule Launches Friday
July 8th.

Live Online Coaching
Sessions
Every Tuesday, Wednesday &
Thursday.
Launches Tuesday July 12th.

Daily Sales Tips – 
From the World’s
Leading Sales Experts
Every Day from July 5th.

Top 10 Sales Articles
Vote for This Month’s Top Sales
Article.
And so much more … HERE.

OneSource/iSell “Triumphant” 
UK Launch

On June 22nd, Phil Garlick
(OneSource President) and his
team, unveiled iSell to a packed
house of highly receptive
executives. More about
infogroup can be found at:
www.infogroup.com/ 

Annual Top Sales Awards to
include Marketing in 2011

The annual Top Sales Awards
event will expand to twenty
categories this year, and will
include a number of marketing
awards. Full timetable/schedule
can be found at:
www.topsalesworld.com/awards/

Three Top Sales Leadership 
Gurus Team Up

Linda Richardson, Keith Rosen
and Jonathan Farrington have
announced plans to collaborate
on a new book – a “definitive
guide” for sales managers, to be
published early in 2012. Further
details follow.

News in brief July 2011
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The Busy
Person’s Pages
Here is what you will find in this month’s edition.

Why Do People Say Consultative
Selling is Dead?
Dave Kurlan

Everyone is right and at the same time, everyone is wrong. The net effect is
simply a lot of confusion.

Let’s take Consultative Selling. It’s not important to sell consultatively if
your interpretation of consultative selling is to ask a lot of questions that a
prospect won’t want to answer. ......Read More�

Why Would Anyone Want to
Continue to Cold Call?
Wendy Weiss

An email recently received:
Looking over the numbers… I have noticed that dials to contacts has slowly
decreased in the last 10 -15 years which in turn means appointments have
dropped... People have to dial an amount that is unsustainable… My question
is with the tools that are now available ...... Read More�

Improve Your Sales with Your
Personal Sales Gap Analysis
S. Anthony Iannarino

Those of us that carry a bag know an awful lot about identifying the gap
between our prospective client’s current state and their desired future. We
spend a lot of time asking questions in the discovery phase making sure we
properly diagnose their problems and challenges. Then we spend a lot of
time developing and proposing a solution ...... Read More�

“Controversial”…
“Informative”…
“Authoritative”… 
“Witty”…
Download a recording of
Jonathan Farrington’s
keynote speech at the
recent OneSource/iSell
UK launch HERE

The 7 Lies Sales Gurus Tell You 
(Part 1)
Dan Waldschmidt

Generating revenue is always a relevant discussion.
Frankly, it’s all-consuming for the millions of companies trying to stay afloat
in today’s madly convulsing economy.

And as businesses find themselves struggling, they turn “to the pros” to
find answers to their important questions ...... Read More�

http://www.jonathanfarrington.com/downloads/audio/iSell_Launch_Presentation_2011.mwv
http://topsalesworld.com/top10SalesArticles/


Training, Customer Centric Selling,
Action Selling, Seductive Selling,
and dozens of hybrid sales training
systems from companies like
Richardson, Miller Heiman, and
Franklin Covey.

And they all work.
And not in that kinda, sorta,

“look at it with one eye closed”
type of way. They all can help
you double and triple your

revenue. All of them.
What matters is that you find

one, learn it, and keep practicing.
What makes any sales process work
is you honing your skills.

Remember nothing works if you
don’t.

3. Using technology
accelerates prospecting

Social media, email marketing, sales
force automation, and mobile CRM
products are all the rage. What’s
even more the rage is a long line of
experts filling you in on the
advantages of tweeting and

blogging and creating your own fan
page on Facebook.

And it’s all just a distraction.
You can’t use technology to

automate empathy. It does not
work. Robots don’t understand
emotional intelligence. Dripping
your marketing on more people just
makes you more annoying. And
power-tweeting about your latest
webinar or CD series is just flat out
unattractive.

Technology can help you do a lot
of things, but it’s no “plug it in and
let it go” solution. It’s just a means to
help more people in more places. ■

To be continued.

Article written by Dan Waldschmidt.

To find out more about Dan, visit:
http://danwaldschmidt.com/ideas/
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And what’s
wonderfully ironic
is that you being
helpful is never
outdated.  But a

strategy that water-
boards your prospect

with 37 questions is
just a bad strategy.  

Generating revenue is always a
relevant discussion.

Frankly, it’s all-consuming for the
millions of companies trying to stay
afloat in today’s madly convulsing
economy.

And as businesses find
themselves struggling, they turn “to
the pros” to find answers to their
important questions.

Which you would think would be
a good thing.

Right?

Why not ask the people who know
the most about the topic -- the sales
experts.

But that’s where you run into
trouble.

A lot of the advice that you hear
from leading sales experts just
doesn’t work. It sounds like it
should work, but at the end of the
day it’s all a good business
development lie.

Here are a few lies sales experts
want you to believe.

1. You need to be a
consultative salesperson

Buyers don’t need more questions.
They need more answers.

Consultative selling is as
ridiculously outdated as Alec

Baldwin’s advice in Glengarry Glen
Ross to “Always Be Closing”.

And what’s wonderfully ironic is
that you being helpful is never
outdated. But a strategy that water-
boards your prospect with 37
questions is just a bad strategy.

Frankly, it’s manipulative and
selfish. Asking questions is brilliant,
but using an interrogation as a trap
to close buyers has a short shelf life.
And forget about getting referrals.
Buyers aren’t just remorseful; they
tend to hold a grunge at this type of
poor behavior.

2. Your sales process
matters

There are literally “zillions” of
different ways to sell your magical
wonderments.

There is Sandler Sales Training,
SPIN Selling, Dale Carnegie
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Are the sales experts you are listening to really
right?  Is it time to examine all the selling advice
that we are getting from the pros?

The 7 Lies Sales
Gurus Tell You
(Part 1)



process in that it deals with how to
sell. For example, if you mapped
the SPIN methodology onto the
Baseline Selling process, the entirety
of SPIN would take place between
stage one and stage two. While
most of the others that Dan
mentioned are not complete
systems or processes, other than
Customer Centric Selling, they are
all consultative methodologies!  

And what about relationships –
are they no longer the key to
success?  There was a time (before
Dan) when all a salesperson needed
was a strong relationship because
people bought from who they liked.
And in essence, that has not
changed a whole lot. People still
buy from those they like, but only
when the people they like bring
something of value to the table.
And while it is nice to think that
people will buy from you as long as
your value proposition is better than
the next guy’s, it simply isn’t true.
Today, you must still be well-liked in
order for your value proposition to
be seriously considered. When was

the last time you heard someone say,
“We didn’t like them very much but
we bought from them anyway
because of their quality.”? Today,
most prospects consider things like
quality, value and price

commodities. The only thing that
isn’t is the relationship. It’s no
longer the one thing that will get a
salesperson the business, but it is the
one thing that will advance a
salesperson to the short list. ■

The only thing
that isn’t is the

relationship.  It’s no
longer the one thing

that will get a
salesperson the
business, but it is

the one thing that
will advance a

salesperson to the
short list.

Article written by Dave Kurlan.

To find out more about Dave, visit:
http://www.objectivemanagement.com/
http://kurlanassociates.com/
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Everyone is right and at the same
time, everyone is wrong. The net

effect is simply a lot of confusion.
Let’s take Consultative Selling.

It’s not important to sell
consultatively if your interpretation
of consultative selling is to ask a lot
of questions that a prospect won’t
want to answer. As a matter of fact,
if that is your interpretation, then I
agree – it’s wrong. However, if you
equate consultative selling with
becoming a trusted advisor, then it’s
not only appropriate, it’s essential
that your salespeople sell
consultatively. The challenge is that
most sales experts don’t actually sell
consultatively and when it’s time,
don’t know how to teach others to
do it. I can assure you that when
properly executed, the art of selling
consultatively is a beautiful thing,
prospects never become aware of it,
certainly aren’t annoyed by it and
very much appreciate it. It is exactly
how one differentiates themself
from everyone else, and the only
way to uncover an individual’s
compelling reasons to buy and buy
from you.

What about Selling Systems?
Dan mentioned 9 in his article.
Baseline Selling, one he didn’t
mention, has four stages and
depending on how a company
schedules its appointments and
converts its customers, as many as
five or six stages. Each stage has a
timeline, and also includes a number
of steps, goals, to-do’s and
milestones. That is a process which,
when followed, will produce
consistent and predictive results. By
comparison, SPIN Selling, one he
did mention, is a methodology. A
sales methodology differs from a
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If you read Dan Waldschmidt’s article, you learned
that Consultative Selling isn’t a requirement.  You
also learned that it doesn’t matter what selling
system salespeople use and that relationships are
not the key to success.  Is Dan right?  Are all of the
sales experts wrong?

Why Do
People Say
Consultative
Selling is
Dead?

Why Do
People Say
Consultative
Selling is
Dead?



Ibegan my career in education as a
teacher and an educational

psychologist. After several years in
education and then working with
financial institutions, I listened to
my entrepreneurial voice and
founded Richardson. I feel I have
been so fortunate to find work that I
love so much. I have dedicated
three decades to understanding and
improving sales performance and
have worked with exceptional team

members and innovative and
challenging clients.

If I could use only one word to
describe Richardson it would be
innovation. We introduced the
concept of Consultative Selling,
created a customized and integrated
curriculum, and today offer a total
sales performance system that spans
talent management, integration of
sales process with consultative
selling through to enablement.

Some people say sales
professionals are no longer needed.
Nothing is further from the truth. I
think the great part of our
profession in the face of
unprecedented change, is our
optimism and can do attitude. Our
industry has made major changes
and maximized the possibilities that
technology has opened up. My
personal passion is working directly
with sales professionals and sales
leaders to synthesize learning and
research to create new solutions. I
am inspired to see the creativity and
resiliency of sales organizations and

the raising of the bar for
expectations, quality, and
performance.

Linda Richardson, Founder of
Richardson, is the Executive
Chairwoman and Strategist at the
firm. She is the author of ten books
including New York Times best
seller Perfect Selling, Sales Coaching
— Making the Great Leap from
Sales Manager to Sales Coach, and
Stop Telling, Start Selling and
teaches at the Wharton School of
the University of PA and the Aresty
Executive Center. Her non-
business interests include serving on
the Mayor’s Council for the Arts for
Philadelphia, a Director of the
Pennsylvania Academy of the Fine
Arts, and Director of the American
Poetry Review. She is married to Dr.
Paul Richardson and lives in
Philadelphia where Richardson is
headquartered. ■

Focus on
Linda Richardson
Linda Richardson is the Founder and Chairwoman of
Richardson, the global sales performance company 
and is responsible for product and sales strategy.   

To find out more 
about Linda, visit:
www.richardson.com/
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for their sales team. If you’re a small
business owner, you’re the
marketing department.

2. Referrals

Contacting existing customers and
asking for referrals.

3. Networking 

Joining networking groups and/or
using web 2.0 resources.

4. Cold Calling

While all these activities will
generate leads for sales, only one is
directly under your control. The
first three are essentially passive, in
that once you initiate the activity you
must then wait for someone else to
take action—a prospect to call in or
someone to come through with a
referral. Because you have to wait
for the results, these processes also
take longer to generate sales.

When you cold call you can
target the companies that interest
you, make a phone call and begin
your sales process. While cold
calling is not as easy as clicking on a
link, the good news is that cold
calling is a communication skill and
like any communication skill it can
be learned and improved upon.

People who say that cold calling
does not work today are a little like

someone playing softball who when
up at bat, swings and misses the ball.
They throw the bat down in disgust
and say, “The bat doesn’t work.”
The bat works fine… it’s just that
you missed the ball.

Cold calling today is different
from the way it was practiced 20
years ago. In the e-mail referenced
earlier, if the sales people are
making their dials the same way they
did 10-15 years ago, then it’s not
surprising they’re not having much
success. It is no longer enough to

rely on sheer volume of calls. And
this is still the strategy employed by
most people who are making cold
calls. If that’s your strategy, then it’s
true, “People have to dial an amount
that is unsustainable.” If that’s your
strategy today, then cold calling
won’t work for you.

In order to be successful in 2011
and beyond, cold calling must be
strategic, targeted and skilled. A cold
calling campaign that is all three will
succeed in developing new business.
Anything else will waste your time. ■

An email recently received:

Looking over the numbers… I
have noticed that dials to

contacts has slowly decreased in the
last 10 -15 years which in turn
means appointments have
dropped... People have to dial an
amount that is unsustainable… My
question is with the tools that are
now available (LinkedIn, Facebook,
Twitter), why would anyone
continue to cold call?

Well, because it’s the most direct
and effective way to generate new

business. The problem is that most
sales representatives cold call badly
which is why it does not work for
them.

Dr. James Oldroyd from the
Korean business school SKK GSB,
an expert on the measurement of
cold calling, has examined and
analyzed more than a million cold
calls made by thousands of sales
professionals inside 50 companies.
This is what Dr. Oldroyd had to say:

“Most of the growth in the sales
industry is in this area. The growth
rate of outside groups has nearly
stalled, leveling off at a .5% annual
growth. By contrast, companies are
adding new inside sales departments
at a rate of 7.5% annual growth. By
2012 nearly 800,000 companies are
expected to add inside sales
departments. Incidentally, even
outside sales teams spend a lot of
time on the phone.”

So yes, cold calling does work
and bottom line” “…even outside
sales teams spend a lot of time on
the phone.” That’s why it’s
important to master the art of
telephone selling.

If you really want to build a solid
sales pipeline there are only four
ways that you can do so:

1. Marketing activities

Large sales organizations have
marketing departments that
function to generate qualified leads

Why Would Anyone Want
to Continue to Cold Call?

Have LinkedIn,
Facebook, Twitter and
Sales 2.0 finished off
cold calling for good?
In 2011 is cold calling
finally dead?
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If you really want to
build a solid sales
pipeline there are
only four ways that

you can do so

Article written by Wendy Weiss.
The Queen of Cold Calling™

To find out more about Wendy,
visit: http://wendyweiss.com

13Top Sales World Magazine July 2011



What do your sales results look
like now? What are the costs to you
of not producing greater numbers?
Where are you winning deals?
Where are you losing deals? What
activities are you presently taking? 

There are dozens (if not
hundreds) of questions you could
ask yourself to make sure you know
exactly where you are and why you
are there. You would ask these
questions of your prospective
clients to understand their present
state. You need to ask them of
yourself.

And you need honest,
thoughtful, introspective answers if
you are going to improve your sales
results.

Envisioning Your Future 

After you know where you are, you
need to identify your future desired
state.

What do you want your sales
results to look like next quarter?
How about next year? What clients
would you have won to reach your
desired future state? What would
your commission checks look like?
What would you do with your
increased earnings? How would you
feel? 

The key here is to imagine you
have already arrived at this state.
How would you know that you have
reached this future state? 

The more you can do to define
the future, the better your results
will be. More still, the more you can
deeply connect and feel it, the more
you will be inspired to take action
on reaching that vision . . . and
taking the action is what brings the
vision to life.

Crossing That Bridge

If you have honestly answered the
questions above (or some like it),
then you have created a massive gap
between your current state and your
desired future. Now you have to
identify what it will take to cross the
gap and start taking action.

What activities will lead to the
improvements you need to make it
across the chasm? How will you
schedule these activities to make
certain that they are taken? What
prospects will you need to call on?
What outcomes will you need to
achieve in face-to-face meetings
with your prospects? How many
new clients will you need to win?
What does your pipeline need to
look like? 

You must define the activities
and outcomes that will produce the
future results you want. But it is
even more important that you make
the personal commitment to taking
all of the actions necessary (and a
little more) to get there.

If you aren't dissatisfied by your
current state, you won't take action

to make it better—just as your
prospects don't act unless and until
they are dissatisfied. If you are not
passionately inspired by the vision
you have created in step two, you'll
won't follow through and build your
better future—just your prospects
won't undertake a serious change
initiative unless they can see that
better future.

Treat yourself as well as you treat
your clients. Do your personal gap
analysis, then take action to build a
better future state for yourself. ■
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Improve Your Sales
with Your Personal Sales 
Gap Analysis
As a Sales Professional,
When Was the Last Time
You Defined Your
Current "State?

Article written by S. Anthony Iannarino.

To find out more about Anthony, visit:
http://www.thesalesblog.com
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What do your sales
results look like now?
What are the costs to
you of not producing

greater numbers? 

Those of us that carry a bag know
an awful lot about identifying the

gap between our prospective
client’s current state and their
desired future. We spend a lot of
time asking questions in the
discovery phase making sure we
properly diagnose their problems
and challenges. Then we spend a lot
of time developing and proposing a
solution that moves them from
their current state to a future we can

help them to create.
But we don't often apply this

same gap analysis process to our
sales results and ourselves. We
should do so, and here’s how to get
started.

Defining Your Current State

The first step your personal gap
analysis is to determine your current
state.
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"After months of examining how
our members use the site and
researching the types of
content you find most helpful,
we’re pleased to introduce
NEW EyesOnSales.com. New
look, same commitment to
providing the most up-to-date,
informative and relevant sales-
related information to you."
www.EyesOnSales.com

Visitor traffic continues to
increase at Salesopedia as the
site is in its fifth year. With over
1900 sales related articles from
over 260 authors from around
the world, we remain a solid
sales resource. Salesopedia has
the most extensive sales and
marketing dictionary on the
Internet – check it out:
www.salesopedia.com

SOLDLAB - Innovative Insights
and Practical Solutions for 2.0
Sales Professionals.

SOLD magazine is a monthly
digital publication dedicated
to helping sales professionals (1)
Sharpen their selling skills (2)
Improve their selling process (3)
Increase their confidence
www.soldlab.com

Changing Minds: in Detail is a lot
more than the book of the highly
popular website of the same
name (changingminds.org). It
contains deep detail on how to
change what others think, feel,
believe and do, including the
Core Pattern for Changing
Minds™ that underlies all other
systems of persuasion.
www.changingminds.org

Find Information on Marketing
& Sales Software. Free Buyer
guides and product information
on tools in every category; Next
Gen CRM, Lead Database
Services, Marketing
Automation, Prospecting &
Trigger Alerts, Sales Enablement
and more. Sign up for our
“What & When” weekly digest.  
www.smartsellingtools.com

RainToday.com, the Top Sales
Resource Site of 2010, is the
premier online magazine for
insight, advice, and tools for
growing a service business.
Marketers, rainmakers, and
business leaders turn to us for
research, training programs,
and recommendations to help
them market & sell their services.
www.raintoday.com

Are you one of the TOP TEN
SALESPEOPLE of all time?  Are
you following in the footsteps of
the masters or blazing your own
brave new trail?  Enjoy this
latest series from One Degree
Connected, the only online
multiple referral tool available
to sales professionals. Visit our
website.
http://odcblog.com/

With over 120,000 registered
jobseekers, more than 70,000
visits a month and over 7,500
vacancies from over 160
employers, Simply Sales Jobs is
the top site in the UK to find
and advertise sales jobs across
a wide range of sectors and
locations. Visit today to find out
more.
www.simplysalesjobs.co.uk

Free Your Sales Potential!
We make Sales Lead Solutions
easy and affordable.
Managers: help your
salespeople succeed in a
tough economy. Salespeople:
Double or Triple your sales
success. Using the best tools to
help you build a better
business!Try it NOW for FREE!!!
www.iforceonline.com

Kurlan & Associates get results.
Whether you need to
accelerate your growth,
reverse flat or declining sales,
reduce your cost of sales, hire a
key sales executive, select
stronger salespeople, change
your sales model, implement a
sales process, incorporate CRM,
conduct training or coaching.
www.dkatraining.com

We've published millions more
business contacts to the
database. NetProspex contacts
are complete, include email
and direct dial, and verified for
accuracy. Try a search at

www.netprospex.com

They are the original sales
assessment company, the one
everyone else tries to copy,
developed by Dave Kurlan, used
by more than 8,500 companies
and on 500,000 salespeople. Why
do the top sales development
experts in the world choose to
use our assessments for their
valued clients?  
www.objectivemanagement.com

Latest news
from our
Partners...

http://blog.sellingpower.com/

Partner with Top
Sales World
Top Sales World has launched
its Strategic Partner Program,
and our objective is to partner
with just twelve forward thinking
and commercially astute
organizations who are focused
on continually raising their
profile and extending their
reach within the global sales
space. Full details HERE

Advertise with
Top Sales World
Top Sales World has a
comprehensive range of
advertising opportunities, both
on the main site, and also
within this monthly magazine –
to suit all budgets. If you are
seeking to broaden your
appeal, or looking to reach
hundreds of thousands of
frontline sales professionals and
their managers, you should
download the full prospectus
HERE

http://www.smartsellingtools.com/
http://www.iforceonline.com/index-2.html
http://www.topsalesworld.com/downloads/advertising/JF_SP2011_5.pdf
http://www.topsalesworld.com/downloads/advertising/PW_TSW_Option_3_6.pdf
http://www.eyesonsales.com/
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