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From the bestselling author of What the CEO Wants You to Know: How to rethink sales
from the outside in

More than ever these days, the sales process often turns into a war about price—a
frustrating, unpleasant war that takes all the fun out of selling. But there’ 's a better
way to think about sales, says bestselling author Ram Charan, who is famous for
clarifying and simplifying difficult business problems.

Instead of starting with your product or service, start with your customer’ s problems.
Focus on becoming your customer’ s trusted partner, someone he or she can turn to
for creative, cost- effective solutions that are based on your deep knowledge of his
values, goals, problems, and customers. This powerful book will teach you:

- How to gain a deeper knowledge of your customer’ s company, including costs,
values, and how decisions really get made

* How to help your customer improve margins and drive revenue growth
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- How to focus on your customer’ s customers

. IHovv to work with other departments in your own company to customize better
solutions

- How to make price much less of an issue

Someday, every company will listen more closely to the customer, and every manager
will realize that sales is everyone’ s business, not just the sales department’ s. In the
meantime, this eye- opening book will show you how to get started.

(== AeZ2s
gl - &= (Ram Charan)

PHEZNEEZ AN, 7IEHIE
EHBFENEEE RS, HPEIE
MC. 3MzVerizonZF. fthBVIREI AR
BT, Bl RESRE, HiEP
=, MYUIPEE, Wt)scoliT, B
B GRIT) BTE (ALRTIR) #5EPH

E==1 LIy

—\1;

TiFFEISER, MRRITRE L REASA
CKLM. EMERTT, I8, EAERIZ. £
ABEES  hEfE CRD (LBmIAET

RS LnE, 12 B EORR A
T, fIIE - B S - BREa s
EEE,

X

N
\

(e

S %

AY
A=

i

- .

<

iy
Cv

—\\i%:% o
NS EHA

\

—_

et
OB

[
TTT

Jtht

[=]

?I%%@ﬁiM%;%@&
™

* AT MBA FEWL, ERSRRETSYt, SHEE
BATR B E ARG SHIE

i \ ¢ &
HE R, BNRIE « B 2 2 B T

Ma+ EEIRLPAY, RATRUMEMEEERA, ENEAEAT. 3+E
e, EEAH NEAMF AN ARREC LR T EE NS E SRR, BEH
= O FE B IR R MBAS,

H=x:

What the Customer Wants You to Know FEipEREE]



http://www.allinfo.top/jjdd

i

F'lﬁ>> EMHERE, EAIELE
A EWAREE T EE T YN

ZEBTTE, R e R

}_l_']Z_Lﬁ/%E ﬁ'ﬁEKL

NBHREEENIRIIHERRN, E587) 12
IS MERITZ, E:FJN\ LW T EZRIE
SRS DAL L REE P, EAMEED

El]]ﬂ
Eﬁ%ﬁ

BTG, BPadi. TSI BBk, ERELMN, BERS,
B A%/ ECDNENS? RBEE T aiF 00 2D, B4, #2882 Mmoney
g (DER) . BT (DERWE. sale) BRNNEE. B
WAI3? #I0EI——NC. 9.

TEISVCS (value creation selling) RARERFSATC:

AR BRA AT, EAL Fan, =% i (swot) | REAEL By B
T EEEEEET D, T;mﬁﬂj%)j&%)j%ﬁﬁj?ﬁﬁ?ﬁ ﬂj'jdﬂﬁ'ﬁgl_ﬁii/jl_ﬂ%
. EREENIBREGXEER. 2. i BEFFEK

[ HPH>
B

AEF@IVBENHE ARNEXRZETER, B IBSRNEHE 2N B mBIHE
&, MAEOERFMIFRIKNET]. BEEEY \EUUJJ?ZIR SRLSILIBEE . B2X
THERFTm, RABEED. XZNAE"m, PARE=I N2 E2HLUE
ERY, XAERHE ARIEEAQHT.


http://www.allinfo.top/jjdd

What the Customer Wants You to Know FEipEREE]



http://www.allinfo.top/jjdd

	What the Customer Wants You to Know
	标签
	评论
	书评


