The Road to Becoming
an Insight Seller

Sales has changed drastically in the last few years.
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Breakthrough! Inspire
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Results: Demonstrate how
those who change their
thinking and actions are
enjoying the rational (ROI)
and emotional rewards.

Action: Invite
collaboration to explore
possibilities further.

Sellers become the value
when they
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http://www.rainsalestraining.com/sales-resources/books/insight-selling/



