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Selling to the 7 Emotional Buying Styles

Emotional 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 a decision, 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 commercia relationships
which are honest, sincere, of value and meaning to both parties.

In Selling to the Seven Emotional Buying Styles you will discover how and why emotion is such an important
part in decision making. Emotion 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 is built 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 a much simpler way to close asale. You will learn how to drive
emotion in away buyerswill not be aware of.

Thisvery 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:
Henry Major:

This Selling to the Seven Emotional Buying Styles: Make Every Sales Call Pay by Selling to Emotional
Needs book is absolutely not ordinary book, you have after that it the world isin your hands. The benefit you
receive by reading this book is actually information inside this publication incredible fresh, you will get facts
which is getting deeper anyone read alot of information you will get. This specific Selling to the Seven
Emotional Buying Styles: Make Every Sales Call Pay by Selling to Emotional Needs without we recognize
teach the one who reading through it become critical in considering and analyzing. Don't possibly be worry
Selling to the Seven Emotiona Buying Styles: Make Every Sales Call Pay by Selling to Emotional Needs
can bring if you are and not make your case space or bookshelves turn into full because you can have it
within your lovely laptop even phone. This Selling to the Seven Emotiona Buying Styles: Make Every Sales
Call Pay by Selling to Emotional Needs having great arrangement in word along with layout, so you will not
fedl uninterested in reading.

Tiara Garcia:

The reason why? Because this Selling to the Seven Emotional Buying Styles. Make Every Sales Call Pay by
Sdlling to Emotional Needsis an unordinary book that the inside of the reserve waiting for you to snap this
but latter it will jolt you with the secret the idea inside. Reading this book close to it was fantastic author who
have write the book in such amazing way makes the content interior easier to understand, entertaining
technique but still convey the meaning totally. So , it is good for you for not hesitating having this anymore
or you going to regret it. This amazing book will give you alot of benefits than the other book possess such
as help improving your ability and your critical thinking method. So , still want to hold up having that book?
If I have been you | will go to the reserve store hurriedly.

Glenda Rogers:

Reading a book for being new life style in this season; every people loves to study a book. When you study a
book you can get alots of benefit. When you read guides, you can improve your knowledge, due to the fact
book hasalot of information in it. The information that you will get depend on what kinds of book that you
have read. If you need to get information about your research, you can read education books, but if you act
like you want to entertain yourself read afiction books, this kind of us novel, comics, in addition to soon.
The Selling to the Seven Emotional Buying Styles: Make Every Sales Call Pay by Selling to Emotional
Needs provide you with a new experience in looking at a book.

Suzanne Palmer:

Guide is one of source of information. We can add our information fromit. Not only for students but in
addition native or citizen have to have book to know the up-date information of year in order to year. Aswe
know those textbooks have many advantages. Beside all of us add our knowledge, also can bring us to



around the world. By book Selling to the Seven Emotional Buying Styles: Make Every Sales Call Pay by
Sdlling to Emotional Needs we can have more advantage. Don't that you be creative people? To be creative
person must love to read a book. Merely choose the best book that acceptable with your aim. Don't become
doubt to change your life at this time book Selling to the Seven Emotional Buying Styles. Make Every Sales
Call Pay by Selling to Emotional Needs. Y ou can more appealing than now.
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