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Selling to the 7 Emotional Buying Styles

Emotiona Intelligence istoday's buzz word. After reading this book you will be able to pick a person's
primary emotional style within 90 seconds, use practical tools to engage emotionally & influence
conversations & decisions. While widely applicable, this book provides simple everyday tools to use
emotion to close that important sale. Every buyer makes a decision based on their emotional makeup, and
every buyer will have a mixture of the seven emotional styles. Understanding and using them is your key to
future sales.

Mastering the techniques in this book you will;

- Shorten your sales cycle

- Reduce discounts given

- Close sales earlier

- Know how your client will make adecision, and

- understand the psychological triggers that motivate your client to make a buying decision.

In business every saleisthe result of two human beings sitting down and agreeing to move forward with a
joint solution. Y our client engages you to deliver a business result because they trust you to deliver on your
word. In this book you will find the practical tools to make thisreal and deliver real commercial relationships
which are honest, sincere, of value and meaning to both parties.

In Sdling to the Seven Emotional Buying Styles you will discover how and why emotion is such an important
part in decision making. Emation is asimple chemical reaction in the brain usually triggered by an outside
influence. Oncetriggered, like 'fight or flight', emotion (-ve or +ve) can not be turned off. Buyers will
sometimes wonder why they made a decision when they know the logical choice was something else. This
book covers the latest science in understanding of the brain and the implications this science has for today's
sales people. It isbuilt up on the groundbreaking work of Aaron Rosanoff in hiswork on personality needs
and the Humm-Wadsworth Temperament Scale documented in 1935.

Based on this understanding we reveal amuch simpler way to close asale. Y ou will learn how to drive
emotion in away buyerswill not be aware of.

This very practical book gives you everyday tools to take advantage of this breakthrough in understanding of
how people make decisions. Y ou will meet and identify the seven emotional styles.



- The Hustler

- The Artist

- The Normal

- The Engineer

- The Politician

- The Double Checker
- The Mover

Every person from the CEO to receptionist, being human, makes decisions based on emotion. Y ou will be
given asimpletool to identify each emotional style using outward signs such as clothing, language, stance
and office decor. Y ou will learn techniques to drive emotion through the use of green and red emational
buttons.

If you are looking to influence a decision or close a sale this book gives you the strategies to work with each
emotional style. If you want to establish rapport this book helps you by giving you ideas for conversation
starters, what to talk about and questions to ask of each emotional style so you will know what isreally going
on in their mind and, importantly, the chemistry in their brain driving emotion.

Most importantly it provides you with real tools so you can use emotion to close that important sale

This book takes real life examples from my 30 years experience in sales and sales management to
demonstrate the power emotion bringsin closing the sale. | provide examples of loosing campaigns turned
around into winning sales in seconds by addressing emotional needs. Y ou will instantly recognise the
emotional stylesin your colleagues and your clients and understand why they behave in certain ways.

Y ou will refer to this book time and again to help plan sales calls & closing sales

Make every sales call pay by selling to emotional needs
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From reader reviews:
David Hogan:

Selling to the Seven Emotional Buying Styles: Make Every Sales Call Pay by Selling to Emotional Needs
can be one of your nice books that are good idea. Most of us recommend that straight away because this
publication has good vocabulary that can increase your knowledge in vocabulary, easy to understand, bit
entertaining but still delivering the information. The author giving his’her effort to put every word into
enjoyment arrangement in writing Selling to the Seven Emotional Buying Styles: Make Every Sales Call Pay
by Selling to Emotional Needs although doesn't forget the main level, giving the reader the hottest in
addition to based confirm resource info that maybe you can be one among it. This great information may
drawn you into fresh stage of crucial considering.

Elmira McGraw:

In this erawhich is the greater man or who has ability in doing something more are more important than
other. Do you want to become among it? It is just simple solution to have that. What you must do is just
spending your time not much but quite enough to get alook at some books. One of many books in the top
checklist in your reading list is definitely Selling to the Seven Emotional Buying Styles. Make Every Sales
Call Pay by Selling to Emotional Needs. This book and that is qualified as The Hungry Hillsides can get you
closer in turning into precious person. By looking up and review this book you can get many advantages.

Timothy Bullock:

You will get this Selling to the Seven Emotiona Buying Styles: Make Every Sales Call Pay by Selling to
Emotional Needs by check out the bookstore or Mall. Merely viewing or reviewing it could to be your solve
troubleif you get difficulties for your knowledge. Kinds of this e-book are various. Not only by written or
printed but can you enjoy this book through e-book. In the modern eraincluding now, you just looking
because of your mobile phone and searching what their problem. Right now, choose your ways to get more
information about your reserve. It is most important to arrange you to ultimately make your knowledge are
still upgrade. Let's try to choose proper ways for you.

Kari Annis:

Do you like reading a publication? Confuse to looking for your chosen book? Or your book had been rare?
Why so many question for the book? But virtually any people feel that they enjoy for reading. Some people
likes examining, not only science book and aso novel and Selling to the Seven Emotional Buying Styles:
Make Every Sales Call Pay by Selling to Emotional Needs or even others sources were given knowledge for
you. After you know how the great a book, you feel would like to read more and more. Science reserve was
created for teacher or even students especially. Those ebooks are helping them to include their knowledge. In
additional case, beside science book, any other book likes Selling to the Seven Emotional Buying Styles:
Make Every Sales Call Pay by Selling to Emotional Needs to make your spare time considerably more



colorful. Many types of book like this.
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