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High Performance Sales Organizations directs this fundamental theme raised 

by corporate players and communicates fresh hints for success in how 

corporations should cast their marketing functions to the front – line to identify 

the market and clients. Also, it examines the factors leading to successful long 

term business relationships, and overall skills to achieve an encore of high 

performance. 

““The next few years will see more changes in sales organizations than 

have taken place in the last ten. Success and growth in the profession 

belong to those people who are ready for the changes. Flexibility – in 

skills, attitude, and know-how- will help you ride the next wave.” 

The next wave of global sales is both exhilarating and ominous. New 

technologies such as the Internet and wireless telecommunications have 

expanded everyone’s potential customer base. At the same time, this increased 

competition has led many to conclude that customer loyalty is a thing of the 

past. The world’s leading companies, however, have faced these same 

challenges and actually learned to adapt and increase their customers’ loyalty. 

How do they do it? High Performance Sales Organizations is the remarkable 

story of how successful sales organizations have turned the new expectations 

of today’s demanding customers into an advantage – by meeting those 

expectations, improving the customer relationship process, and becoming 

partners instead of vendors. 

“When products and services are virtually identical, the differentiator is 

the salesperson and his or her management of the customer relationship.” 

Based on extensive and ongoing sales, customer service, and organizational 

research by AchieveGlobal, High Performance Sales Organizations focuses on 

the best practices, innovative techniques, and state-of-the-art customer 

strategies that have helped global sales leaders achieve extraordinary sales 

results.  

 

 

 

 



Source Book: High Performance Sales Organizations 

Content: 

 

Part1: Market Dynamics 

 

Chapter 1 – In Pursuit of Loyal Partners 

Chapter 2 – A New Type of A Customer 

 

Part 2: Building Customer Relationships 

 

Chapter 3 – Focusing the Organization Outward 

Chapter 4 – Customer Relationship Process – Creating Loyal Partners 

Chapter 5 – Consultative Selling 

Chapter 6 – Salesperson as Strategic Orchestrator 

Chapter 7 – Salesperson as Business Consultant 

Chapter 8 – Salesperson as Long – Term Ally 

 

Part 3: Critical Success Factors 

 

Chapter 9 – Technology – Enabled Selling: Wiring the Enterprise for High 

Performance Selling 

Chapter 10 – Selecting High Performers 

Chapter 11 – Strategic Sales Training 

Chapter 12 – Strategic Sales Coaching 

    

 

Benefits of High Performance Sales Organizations 

Filled with actual examples and case studies that help you envision implementing 

these concepts in your own organization, this updated business classic provide you 

with:- 

 Techniques and strategies for recruiting, attracting, and hiring only high 

performing sales professionals. 

 A systematic approach to selling that encompasses every employee – and 

maximizes every tool – in your organization. 

 Updated examples to illustrate new business challenges, plus new chapters on 

harnessing today’s astonishing technological opportunities. 
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About 

AchieveGlobal 

AchieveGlobal 
helps organizations 
translate business 
strategies into 
results by improving 
the performance of 
their people. Clients 
worldwide rely on 
AchieveGlobal’s 
proven expertise in 
leadership 
development, 
customer service, 
and sales 
effectiveness. 
Implementing 
research-based 
learning solutions, 
AchieveGlobal 
empowers clients to 
successfully 
develop leaders 
and acquire, grow, 
and retain profitable 
customer 
relationships. 
 
With 75 offices in 
42 countries—and 
programs and 
services in more 
than 40 languages 
and dialects—we 
can work with our 
customers virtually 
anywhere in the 
world. We welcome 
the opportunity to 
work with you too. 
 


