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. “Kurzrock’

SALES MANAGEMENT SUCCESS

“This is the first book in decades that offers a com
and checklists for hiring, training, coaching,

plete set of practical plans, templates,
them to peak performance. The b

_ and counseling salespeople and leading
ook is a gem. It is easy to read and easier to implement.”

“Sales Mfanager?vent Success provides today’s sales managers with actionable strate-
gies for immediate use. Cleverly designed, it delivers what B2B sales managers need to

excel in today’s fast-paced, highly-charged environment. This book will become the gold
standard for the next generation of high-achieving sales managers.”

S excellent book distills 75 years of sales training know-how into a clear manual
on how t

O get more sales. It is particularly suited to sales leaders and managers but
anybody who wants to increase their sales will benefit greatly from the wisdom.”

“Whether you are new to sales leadership or a seasoned frontline sales manager, this

is a must-have book. Don’t read this and stick it on the shelf but use it as a toolbox

full of resources you can use throughout your career. There is equal value for sales
enablement leaders and sales trainers.”

-

“Warren clearly articulates the mindset and skillset needed to be an effective sales

| leader. The eight strategies are a comprehensive approach to developing and retaining
. top sales talent, and leading and counseling sales team members. No matter your

tenure as a sales leader, you will wish you had these practical tools from day one.”

1“1 view this as a great training program in book form, and a real page-turner. . . .Containing

unique, proven content, reinforced with feedback and tools, the book is literally a ‘sales

i manager success’ course. It fully supports the adage ‘If you train a salesperson,
F you improve one rep, but if you train a sales manager, you improve the entire sales team.”
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