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before purchasing it in order to gage whether or not it would be worth my time, and all praised The CustomerCentric 
Sellingreg; Field Guide to Prospecting and Business Development: Techniques, Tools, and Exercises to Win More 
Business (Business Books): 

0 of 0 people found the following review helpful. IndispensableBy PBankerInstructivelly splays out a wealth of 
practical strategies sales professionals can use to launch multi-tiered business development campaigns with surgical 
precision. Unlike most concomitant "field books", this wasn't a watered-down variant of the original release. 
Indispensable for anyone thats serious about in-depth campaign planning, tactical approaches to prospect-facing 
encounters and forecasting methodologies. Highly recommended.1 of 1 people found the following review helpful. 
Practical and useful book for Prospecting 101!By Jill PerezThis new book is great for any salesperson, whether 
experienced or new, to learn tangible, hands-on skills that can be easily executed and practiced on a daily basis. If you 
want to know how to prospect today, then this is a must-read.0 of 0 people found the following review helpful. Five 
StarsBy JOAO LUIZ SALISSO FILHOExcellent field sales guide

The Proven Approach to Prospecting for the Long Sales Cycle It's a fact: 92 percent of C-level executives never 
respond to e-mail blasts or cold calls . . . so why would you continue to rely on these approaches to generate new 
business? If you're like most sales professionals, it's time to transform your selling method by listening rather than 
talking and by asking questions rather than stating opinions. In short, you need to be customer-centric. This 
revolutionary new guide will show you how. The CustomerCentric Selling Field Guide to Prospecting and Business 
Development gives you the tools and methods necessary to refocus your energy from blindly delivering sales pitches 
to developing lasting relationships with profitable clients. This clear, concise, and proven-effective field guide covers: 
The six steps to prospecting success Calculating pipeline strength and requirements Successfully engaging decision 
makers at the "point of need" Ways to develop and deliver a sales-ready message How to leverage relationships 
through social networking The CustomerCentric Selling Field Guide to Prospecting and Business Development 
provides the tools you need to improve prospecting and business development effectiveness. Most important, it helps 
you increase productivity, win more business, and develop lasting relationships with your ideal customers.

About the AuthorGary Walker is a cofounder of CustomerCentric Systems, LLC, which Training Magazine routinely 
lists among its top 25 sales training companies. 


