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Why can't salesmen sell? And why won't prospects listen?We offer great products to prospects.
We say great things to people. We share our vision and passion with others.And they don't buy,
they don't believe us, and they don't share our vision and passion.We say great things, but
people don't believe us, and they don't trust us.So we don't need more good things to say.
Instead, we need to learn how to get people to believe and trust the good things we are saying
already.It's not about the presentation. It's not about the price. It's not about the salesman's
breath. It is not about the leader's PowerPoint presentation.It is all about the magical first few
seconds when we meet people. What happens?In the first few seconds, people make an instant
decision to:1. Trust you. Believe you.or2. Turn on the salesman alarm. Put on the "too good to be
true" filter. Be skeptical. Look for "the catch."This decision is immediate, and unfortunately,
usually final.In this book, you will learn easy four and five-word micro phrases and simple,
natural techniques that you can master within seconds. Yes, this is easy to do!Your message
should be inside of other people's heads, not bouncing off their forehead. Your obligation is to
get your message inside of their heads so they will have options and choices in their lives.Now, if
you can't get people to trust and believe your message, then you will effectively be withholding
your message from them.Use these tested, clear techniques to build that instant rapport with
other people and then, everything else is easy.If you are a leader, a salesman, a network
marketer, an influencer, a teacher, or someone who needs to communicate quickly and
efficiently, this book is for you.

This book stands out for innovations like the "Spotlight on Research" boxes, which highlight the
relevance of academic research to practice, its up-to-date examples, and its crisp and to-the-
point approach to the broad terrain it covers, which students and practitioners will find appealing
and easier to follow than other texts. -- Nicolas PapadopoulosGenuinely global in its outlook,
feel, focus and examples, augmented with a myriad of all-inclusive ample cases from all over the
world, Carlyle Farrell provides lots of variety and plenty of teaching opportunities. This textbook
is an enrichment of international marketing literature and an excellent teaching textbook. It is
rich, reader friendly, simple and appeals to students with different cultural and academic
backgrounds. This book is highly recommended. -- Aihie OsarenkhoeAbout the AuthorCarlyle
Farrell is an Associate Professor of Marketing in the Ted Rogers School of Management at
Ryerson University. Dr. Farrell teaches international marketing at the undergraduate and
graduate levels and conducts research in the areas of brand globalization, export promotion,
international channel relations and Third World multinationals. He has published in a range of
academic journals including the Atlantic Economic Journal, Journal of Food Products Marketing,
Journal of Teaching in International Business and the International Journal of Medical Marketing.



Dr Farrell is the recipient of the Ryerson University Best New Scholar award for 2006 and is a
frequent media commentator on international trade issues. He holds a B.Sc degree from the
University of the West Indies, an M.Sc degree from the University of Guelph and a Ph.D from the
University of Manitoba.
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Elizabeth, “Simple and powerful. He gets straight to the point. It is easy to read and understand.
It will make you understand the principles of rapport.”

Timothy M. Houston, “It's the simplicity of it that gets the big results!. Tom "Big Al" Schreiter is
one of the icons within the MLM/Direct Marketing industry. In 2011, I had the opportunity to
share the platform with him in Houston, Texas. It was then and there that I experienced what he
teaches to tens of thousands of people from around the world each year. What struck me was
the way he delivers his lessons in such a straight-forward, simple, direct and fun manner so that
business people from all levels of success and longevity "get it" from the start.That same style
comes through in this book as well. Business people have a tendency to overcomplicate things.
Because they spend untold thousands of dollars trying to find the "latest and greatest" marketing
and sales techniques, the information, lessons and strategies detailed in this book may seem to
be too "basic" at first glance, perhaps even dismissed as "simple" by some. But it's the simple
tactics/techniques and the ease of their use that usually gets the biggest results.Whether you
are in MLM/Direct Marketing, traditional sales or are a professional such as a lawyer, doctor,
accountant or parent, this book will serve you well. Don't just skim or read this book: practice
and implement what Mr. Schreiter teaches. You'll be glad you did!Tim Houston, #1 bestselling
author of 
  
The Referral Rules! 7 Ways to Get More Profitable Referrals

  
  
    ,
  
Leads To Referrals



  
  
    and 
  
The World's Worst Networker: Lessons Learned by The Best From The Absolute Worst!”

Laura De Giorgio, “NLP Hypnotic Language Patterns. In this 85-page book, Al shares few NLP
techniques, now frequently used in sales, like pacing and leading, yes set, and a few more
hypnotic language patterns. The patterns presented in this book just scratch the surface of
hypnotic language, and some of Al's examples sound funny.He shares all kinds of examples of
what people may say that would never help them to establish rapport, and examples that people
selling different kinds of products may use to establish rapport with buyers that are interested in
their goodies.If you're unfamiliar with NLP patterns, you're likely to feel WOW-ed.In NLP we say
"people like (and trust) people who are like themselves".Here are few pacing statements from
the book:"Most people reading this book would like to have some examples,because everybody
knows that examples are the best way to learn.And everybody says that just a few examples
could gets usthinking creatively.""Most diets don't work.""Most people hate risky
investments.""Everybody says we look younger when we are fit.""Everybody knows if we don't
take care of our bodies, then where are we going to live?""Well you know how a 5-day weekend
is better than a 2-day weekend?""There is an old saying that wrinkles belong on prunes, not on
us."”

Claude Whitacre author of One Call Closing, “Building Instant Agreement and Rapport To Make
Your Sales Presentation Start Off On The Right Foot. This Book Delivers.. This book is an
excellent companion book to the author's 
  
Ice Breakers! How To Get Any Prospect To Beg You For A Presentation

  
  
. This book gives you several useful ways to establish a quick rapport with sales prospects. I



can see how these methods would work equally well if you are in MLM or if you are in
sales...recruiting or selling.Essentially, you are getting several quick "sentence starters" that will
help you build agreement with your prospect, that you can build on in your main presentation.
Certainly worth reading, even for experienced salespeople.And the author is a gifted writer.
Every book of his I've read (I think I've read them all) are written in a breezy conversational style
that makes it enjoyable. Never preachy. And the author gives you plenty of examples where you
can use these methods in different kinds of selling.I certainly recommend the book, if you are in
any kind of sales.”

Greg Snead, “Your Travel Buddy Greg Snead Wants and NEEDS this resource. When I started
playing this game after 30+ years working for "The MAN", I just assumed I'd just have to give a
Big Ole Smile, stick out my right hand and say HI! Here's The DEAL! and they Join.. Well, you
know how back in the day, most people just loved what we do and wanted to do more of it. And
everybody knows how now, Money's funny and time ain't long as it has been ( as gramma used
to say). Well, I soon found out I needed a way to screw off the top of peoples skull (non-
surgically) and slap a sticky note onto their brain. So, next time they have a random thought
about getting away from it all and a fresh breath of non-stinking thinking fires through a nuron,
they'll think of me with a ,"Hows that thing work again? Better call my Buddy, Greg! NOW!" Cha-
Ching! Thanks Big Al for a bakers dozen dandy delightful ways to Get 'er DONE! Peace be with
you and yours, this day and all days. Bro. Snead of Detroit!”

Warks2010, “Does what it says on the tin!. The thing I love about Big Al's books is they give you
simple lines and short scripts to follow and they always work! My results always improve and
these books have helped me obtain more prospects when I was previously missing them before.
This book is a great help when you are unsure why you are getting so many no answers.”

Robert Thomas, “Simple but Works.. These techniques will work most of the time with most
people of the people you come into contact with. A great way to avoid a brush off and enable
your prospect to really appreciate and consider what you are offering. If you believe so will they.”

A. Kent, “Another good one from 'Big Al'. Like all his books, it's an easy read and really makes
you think that it's not that difficult to talk to people and raise awareness of what you're doing,
without the pushy big sell. I would recommend this highly to any one, especially those in my
team!”

Neil, “Good again Tom, i have suggestions. Currently I feel there is a Lot to learn. And your books
are brilliant. I sometimes feel as if a better summary at the end would help though. However
once again, a Superb book. Highly recommended.”

The book by Carlyle Farrell has a rating of  5 out of 4.6. 624 people have provided feedback.
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