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Overcoming the Fear of Self-Promotion

Performance alone no longer determines success. Pioneering researchers George W. Dudley and Shannon L.
Goodson discovered something more important: self-promotion. Some of the most highly-paid and powerful
people did not attain their positions by being the most technically competent. They did it through purposeful
self-promotion.

Some people are natural promoters. They are born with the instinct to self-promote. For others often the most
loyal, motivated and deserving self-promotion is emotionally difficult. They are rendered invisible by a
spirit-crushing condition the authors call the fear of self-promotion.

When the fear of self-promotion victimizes salespeople, emotionally limiting their ability to initiate contact
with prospective buyers, it s tagged sales call reluctance. Far more than the fear of making cold calls or using
the telephone, sales call reluctance obstructs al forms of prospecting for new business. And it costs. Each
year, sales call reluctance single-handedly accounts for over half of al failuresin one of the largest
professionsin the world.

Although written primarily for salespeople, anyone who has to practice visibility management to get ahead
can benefit from reading this book. Through anecdotes, examples, and step-by-step directions, you will
discover what sales call reluctancerealy is, how it cripples careers, and how to keep it from limiting your
career.

Exchanging white lab coats for blue jeans practicality, the authors, top international authorities on sales call
reluctance, guide you through the treacherous myths and subtle misunderstandings which make sales call
reluctance the social disease of the direct sales profession. Y ou Il discover key concepts and proven
techniques for evicting fear from your career.
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From reader reviews:
Gerri Townsend:

Now aday people who Living in the erajust where everything reachable by connect to the internet and the
resources included can be true or not call for people to be aware of each detailsthey get. How alot moreto
be smart in having any information nowadays? Of course the correct answer is reading a book. Reading a
book can help folks out of this uncertainty Information specially this The Psychology of Sales Call
Reluctance: Earning What Y ou're Worth in Sales book as this book offers you rich info and knowledge. Of
course the datain this book hundred percent guarantees there is no doubt in it you know.

Betsy Aguilar:

Reading can called thoughts hangout, why? Because if you are reading a book mainly book entitled The
Psychology of Sales Call Reluctance: Earning What Y ou're Worth in Sales the mind will drift away trough
every dimension, wandering in most aspect that maybe unknown for but surely can be your mind friends.
Imaging every single word written in a e-book then become one type conclusion and explanation in which
maybe you never get just before. The The Psychology of Sales Call Reluctance: Earning What Y ou're Worth
in Sales giving you a different experience more than blown away your brain but also giving you useful info
for your better lifein thisera. So now let us explain to you the relaxing pattern thisis your body and mind
will be pleased when you are finished reading it, like winning a casino game. Do you want to try this
extraordinary investing spare time activity?

Margie Rodriguez:

In this period of time globalization it isimportant to someone to get information. The information will make
aprofessional understand the condition of the world. The healthiness of the world makes the information
much easier to share. Y ou can find alot of personal references to get information example: internet, paper,
book, and soon. Y ou will observe that now, alot of publisher that will print many kinds of book. The actual
book that recommended to your account is The Psychology of Sales Call Reluctance: Earning What Y ou're
Worth in Sales this reserve consist alot of the information from the condition of thisworld now. This book
was represented just how can the world has grown up. The dialect styles that writer value to explain it is easy
to understand. The actual writer made some analysis when he makes this book. Thisiswhy this book
suitable all of you.

Phillip Vargas:

Y ou may get this The Psychology of Sales Call Reluctance: Earning What Y ou're Worth in Sales by look at
the bookstore or Mall. Merely viewing or reviewing it could possibly to be your solve problem if you get
difficulties on your knowledge. Kinds of this book are various. Not only by simply written or printed but also
can you enjoy this book by means of e-book. In the modern erajust like now, you just looking by your
mobile phone and searching what your problem. Right now, choose your own ways to get more information



about your publication. It is most important to arrange yourself to make your knowledge are till upgrade.
Let'stry to choose suitable ways for you.
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