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And what would a book for sales people be if it did not include a chapter on telephone appointments? Collis is optimistic that once a sales person views the telephone as a first-class communicator, their attitude will change and their sales increase. In the section on the ‘Special’ Approach to Secretaries he has accurately assessed the need for intervention by suggesting some key issues that would benefit many a sales person when they run this particular gauntlet. 





There are other chapters such as Delegating, Striking Failure from your Vocabulary, the Difference between Becoming and Acceptance and a Capitalist Free Enterprise System which provides direction to the reader’s personal thinking, once one has trudged past the ‘Aussie-tongue.’            








The Author


Jack Collis is a full-time international speaker and author. He owns and runs a very successful speaking and consulting business and produces a range of books, training and development programs for business, including his recently developed Business Master Class executive coaching program. He co-wrote Work Smarter Not Harder (co-authored with Michael LeBoeuf), Yes, You Can and the Great Sales Book. He has lectured around the world but this book’s presentations are presented mostly in the Antipedes. The International Management Centers Association of Revans University in the UK recently conferred on Jack an honorary Degree of Management degree for his worldwide contribution to management.








Who should read this book.


Anyone who is tired of fishing for answers and wishes to score more than 40-love in their sales-life should read this book. Those who need a firmer grip on their sales technique in a changing world, sales people who want to sell at a faster pace, presenters, teachers and sales managers and close corporation owners. Anyone who is tired of treading lightly with profits and anyone who wants to totally win with their sales. A person who is willing to work for positive outcomes, those who seek the knowledge of self-motivation and those who are willing to walk bullet-point by bullet-point into their success, should read this book. 
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Innovate or Die – Business Thinking Outside the Box


(Published by Harper Collins Publishers 2007, ISBN 13:9780732285067)





What do ‘creative thinking’, ‘modern technology’ and ‘customers’ have in common? The answer is: They drive us forward into change. Collis’s book is a series of workshop presentations presented at various organisations such as suburban newspapers, sales personnel, sales and management teams and those in supervisory positions. In order to prosper and grow a person needs to be an innovative thinker, Collis teaches, and this will in turn build one’s reputation and career. Asking question like why, if and what keeps the sales-mind alert to all sorts of opportunities for business. According to Collis the real issue to performance standards is work and the mark of a winning sales team are individuals who have the ability to use their choices wisely. An example of using a choice wisely would be for a sales person to not react negatively to the awkward moment of rejection by a customer, but rather to answer the customer’s objections by asking four very relevant questions. 





Collis deals with goal setting with a thought provokingly tough approach and gives the reader pertinent clues on how to achieve their goals. Perspiration is necessary he claims, but the good news is that hard work is always on the side of those who want to win. Collis deals with self-motivation, the wish to succeed and the desire to create wealth by providing a handy toolkit the reader could use for becoming successful. In the chapter on Time, Collis becomes quite stern with those who are time-wasters, preferring to assist them in becoming time-winners. This chapter takes an interesting turn when the reader stumbles upon a neat little trick on how to take action when overcoming their time problems. 





Mention the word ‘Sales’ and one would have to include Customer Service. Collis’s chapter on When Your Customer Wins, You Can’t Lose, inspires sales people to realise their enormous potential for growth and increased profits, as they focus all their decisions, activities and energies on satisfying their customers. To right a wrong choice is not difficult and Collis suggests customer service being a two-way street is the place where both customer and sales person could benefit with enjoyment and satisfaction instead of anger and frustration. 
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