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In today's markets, success no longer depends on communicating the value of
products or services. It rests on the crucial ability to create value for customers.
Sales forces need to retool current strategies by recognizing the customer's
dominant power in today's economy and what that means for those who sell.
Capitalizing on research into the practices of cutting edge companies, the authors
show how the successful sales force breaks away from traditional thinking and
transforms themselves into complex business processes with multiple sales
approaches and selling mdoels that meet the demands of today's sophisticated
customers.
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Editorial Review

Amazon.com Review
Unlike practically every other segment of the modern business world, the corporate-sales department has
changed very little from the rigid organizational framework it first attained back in the gray-flannel '60s. But
even that bastion of traditional business structure is starting to evolve, as customers at all levels begin to
reconsider their expectations, purchasing patterns, and criteria for establishing and maintaining relationships
with sales professionals. Rethinking the Sales Force, by Neil Rackham and John De Vincentis, is an
innovative attempt to give today's salespeople a push in the right direction before the inevitable sea change
now developing totally overtakes them and undermines their potential for future success. Rackham, author of
Spin Selling, and De Vincentis, an independent sales and marketing consultant, use leading real-world
examples such as Microsoft, IBM, and Charles Schwab to show how the commercial viability of assorted
products and services can be dramatically improved by determining the real needs of three different types of
buyers--whom they call "intrinsic value customers," "extrinsic value customers," and "strategic value
customers"--and then developing the appropriate sales strategies to meet them. --Howard Rothman

From the Back Cover

Sales forces that simply communicate value to customers are doomed to failsales must begin to create
customer value to survive. In today's markets, success can no longer be obtained by salespeople
communicating the value of a product or serviceit rests on the critical ability to create value for customers.
Enter Rethinking the Sales Force. In this book, best-selling author Neil Rackham and international sales and
marketing consultant John De Vincentis have created a breakthrough guide for sales and marketing
executives.

Rackham and De Vincentis help sales forces rethink and retool their selling strategies by introducing eye-
opening insight for winning in the new marketplace.

"Of the many books published each year on marketing and selling, only a tiny fraction have anything new to
say. This is one of them. It will radically change your thinking about your sales force, and even whether you
need one."Philip Kotler, Distinguished Professor of International Marketing, J. L. Kellogg Graduate School
of Management, Northwestern University

"A compelling premise. Without question, this is an important and useful book for companies serious about
improving sales performance."Chuck Farr, Former Vice-Chairman, American Express.

"Sales forces of tomorrow will need to be fundamentally different from today. This book provides an
interesting and valuable window into the future of selling and what the next generation sales force will have
to do to prosper."Michael Graff, President, Business Aircraft, Bombardier Aerospace

About the Author
McGraw-Hill authors represent the leading experts in their fields and are dedicated to improving the lives,
careers, and interests of readers worldwide

McGraw-Hill authors represent the leading experts in their fields and are dedicated to improving the lives,
careers, and interests of readers worldwide



Users Review

From reader reviews:

Avery Thomas:

Book is to be different for each grade. Book for children until finally adult are different content. To be sure
that book is very important normally. The book Rethinking the Sales Force: Redefining Selling to Create and
Capture Customer Value ended up being making you to know about other understanding and of course you
can take more information. It doesn't matter what advantages for you. The book Rethinking the Sales Force:
Redefining Selling to Create and Capture Customer Value is not only giving you considerably more new
information but also being your friend when you sense bored. You can spend your own spend time to read
your publication. Try to make relationship together with the book Rethinking the Sales Force: Redefining
Selling to Create and Capture Customer Value. You never feel lose out for everything if you read some
books.

Harry Branham:

This Rethinking the Sales Force: Redefining Selling to Create and Capture Customer Value usually are
reliable for you who want to become a successful person, why. The explanation of this Rethinking the Sales
Force: Redefining Selling to Create and Capture Customer Value can be one of several great books you must
have is actually giving you more than just simple reading through food but feed a person with information
that possibly will shock your before knowledge. This book is usually handy, you can bring it all over the
place and whenever your conditions throughout the e-book and printed kinds. Beside that this Rethinking the
Sales Force: Redefining Selling to Create and Capture Customer Value forcing you to have an enormous of
experience for example rich vocabulary, giving you test of critical thinking that we realize it useful in your
day action. So , let's have it and luxuriate in reading.

Hoyt Moore:

In this period of time globalization it is important to someone to acquire information. The information will
make anyone to understand the condition of the world. The healthiness of the world makes the information
much easier to share. You can find a lot of personal references to get information example: internet, paper,
book, and soon. You will see that now, a lot of publisher that will print many kinds of book. The book that
recommended to you is Rethinking the Sales Force: Redefining Selling to Create and Capture Customer
Value this guide consist a lot of the information in the condition of this world now. This kind of book was
represented so why is the world has grown up. The vocabulary styles that writer value to explain it is easy to
understand. The actual writer made some exploration when he makes this book. That's why this book
suitable all of you.

Kim Nielsen:

A lot of people said that they feel uninterested when they reading a book. They are directly felt the idea when
they get a half parts of the book. You can choose often the book Rethinking the Sales Force: Redefining
Selling to Create and Capture Customer Value to make your own reading is interesting. Your personal skill



of reading skill is developing when you similar to reading. Try to choose straightforward book to make you
enjoy to read it and mingle the feeling about book and reading especially. It is to be initial opinion for you to
like to open a book and learn it. Beside that the book Rethinking the Sales Force: Redefining Selling to
Create and Capture Customer Value can to be a newly purchased friend when you're sense alone and confuse
using what must you're doing of that time.
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