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Speaker and consultant Tim Hurson presents 12 techniques that benefit both the seller and the client Never
Be Closing expands on the principles of Tim Hurson's first book, Think Better, to teach salespeople how to
improve their strategy and sell anything to anyone using a simple, repeatable framework. This isn't a book
full of mundane tactics for cold-calling or techniques for closing a deal. This is a problem-solving approach
that is more beneficial for both the seller and the client. Selling better isn't just a one time thing; it's a way to
become a more valuable long-term partner. With their "Productive Selling Model," Hurson and Dunne offer
business people a set of 15 tools to pull apart their current techniques, analyze them, and re-assemble them in
a dynamic way. The authors include practical advice mixed with helpful anecdotes to build mutually
productive relationships between seller and client, including: * The Rashomon Effect, which teaches readers
how to bridge the gap between different perspectives. * The Hitchcock Method, which offers readers
strategies on developing a script about themselves, their company, and their products. * The Sales
Conversation, a three step structure to explore the client's needs, establish credibility, and deliver value. Tim
Hurson is the founding partner of Manifest Communications, one of North America's leading social
marketing agencies. He launched ThinkX Intellectual Capital in 2004 and is the author of Think Better: An
Innovator's Guide to Productive Thinking. Tim Dunne is a consulting partner with ThinkX, KnowInnovation,
and New & Improved, firms that offer leadership, innovation, and sales training to companies worldwide.
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From reader reviews:

Larry Hudgens:

Do you certainly one of people who can't read gratifying if the sentence chained in the straightway, hold on
guys that aren't like that. This Never Be Closing: How to Sell Better Without Screwing Your Clients, Your
Colleagues, or Yourself book is readable through you who hate the perfect word style. You will find the facts
here are arrange for enjoyable reading experience without leaving possibly decrease the knowledge that want
to offer to you. The writer connected with Never Be Closing: How to Sell Better Without Screwing Your
Clients, Your Colleagues, or Yourself content conveys the thought easily to understand by a lot of people.
The printed and e-book are not different in the content but it just different in the form of it. So , do you
continue to thinking Never Be Closing: How to Sell Better Without Screwing Your Clients, Your
Colleagues, or Yourself is not loveable to be your top record reading book?

Joseph Benoit:

Reading can called imagination hangout, why? Because if you are reading a book particularly book entitled
Never Be Closing: How to Sell Better Without Screwing Your Clients, Your Colleagues, or Yourself your
brain will drift away trough every dimension, wandering in every single aspect that maybe mysterious for but
surely can become your mind friends. Imaging every single word written in a guide then become one contact
form conclusion and explanation in which maybe you never get ahead of. The Never Be Closing: How to
Sell Better Without Screwing Your Clients, Your Colleagues, or Yourself giving you a different experience
more than blown away your head but also giving you useful details for your better life on this era. So now let
us demonstrate the relaxing pattern this is your body and mind will likely be pleased when you are finished
examining it, like winning a sport. Do you want to try this extraordinary investing spare time activity?

Randall Rearick:

Are you kind of active person, only have 10 or maybe 15 minute in your morning to upgrading your mind
proficiency or thinking skill possibly analytical thinking? Then you are receiving problem with the book
when compared with can satisfy your limited time to read it because this all time you only find guide that
need more time to be study. Never Be Closing: How to Sell Better Without Screwing Your Clients, Your
Colleagues, or Yourself can be your answer since it can be read by you who have those short spare time
problems.

Shane Hamilton:

Some individuals said that they feel weary when they reading a publication. They are directly felt it when
they get a half areas of the book. You can choose often the book Never Be Closing: How to Sell Better
Without Screwing Your Clients, Your Colleagues, or Yourself to make your reading is interesting. Your
personal skill of reading ability is developing when you such as reading. Try to choose very simple book to
make you enjoy to read it and mingle the impression about book and examining especially. It is to be initial



opinion for you to like to available a book and examine it. Beside that the guide Never Be Closing: How to
Sell Better Without Screwing Your Clients, Your Colleagues, or Yourself can to be a newly purchased friend
when you're sense alone and confuse with the information must you're doing of this time.
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