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Praise for the third edition of Brilliant Selling

The fundamental issue all firm leaders must address in these 

transformational times is: ‘Why will clients continue to retain my 

firm?’ Brilliant Selling provides inspiration as well as actionable 

techniques, ideas and tips to help you address this essential 

question. The book encapsulates the valuable teachings that Jeremy 

has shared with me and my firm as a consultant and coach, and I 

highly recommend it to all fee earners and to business professionals 

serving in marketing and business development and practice 

management roles. It sits proudly on my desk, ready to be dipped 

into when I need inspiration.

Wendy Bernero, Global Chief Marketing Officer & Global Director 

Clients & Practices, Baker McKenzie

Having led numerous sales training initiatives, I am aware that 

so many can flounder if the content and the trainers are not fit for 

purpose. I have worked with both Jeremy and Tom in our business, 

Univar Solutions. They have worked with me personally, consulted 

on special projects, coached senior leaders and trained various parts 

of our global organisation. I love the fact that they have been able to 

translate their pragmatic and hands-on approach to this new edition 

of Brilliant Selling. I believe the content of this third edition is just 

right for both salespeople and sales managers. Jeremy and Tom’s 

approach is simple, fresh and modern, focused on the key selling 

challenges (for example, social media is here to stay, whether we like 

it or not!) and will help optimise individual and team performance. 

This book will certainly be used in any business I lead.

Nick Powell, President of EMEA & Asia Pacific, Univar Solutions

I know these guys. I like their approach and their material. How? 

When I am not doing Comedy Store improvisational work, I am 

also a business trainer and coach. Tom and Jeremy are well known 

on the circuit for their engaging delivery, grasp of a brief and deep 

expertise in sales. Like me, you will get to know them and trust 

them if you read the third edition of this book and start taking action 

https://www.pearson.de/9781292139029


Brilliant Selling

Table of Contents

Front Cover

Half Title

Title Page

Copyright Page

Contents

About the authors

Foreword to the third edition, by Philip Jansen,

CEO of BT

Author's acknowledgements

Publisher's acknowledgement

Introduction to the third edition

Part 1 The process of selling

1. The sales process

2. Planning for success

3. Pre-suasion

4. Effective time and self-management

5. Managing sales information

Part 2 Understanding buyers and the buying

environment

https://www.pearson.de/9781292139029


Table of Contents

6. The new process of procurement

7. Prospecting with purpose

8. Asking the right questions to identify what the

prospect wants and needs

9. Unprejudiced listening

Part 3 Your role as a salesperson

10. The evidence about top salespeople and personality

types

11. Mind-sets of Brilliant Salespeople

12. Social selling

13. Goals, targets and the focus on performance

14. Continuous self-improvement

Part 4 Your power to influence

15. Emotional intelligence

16. The C3 Model of InfluencingTM

17. Confidence

18. Credibility

19. Connection

Part 5 Presenting solutions

20. Appealing to the customer

21. Writing great sales proposals

22. Preparing winning pitches

23. Persuasive delivery

24. Making the most of objections

https://www.pearson.de/9781292139029


Table of Contents

25. Negotiating collaboratively

26. Securing commitment

Part 6 Developing and managing customers

27. The value of a customer

28. Managing the relationship and the road to trusted

advisor

29. What to do when things go wrong in a commercial

relationship

Part 7 Management of a sales team

30. Your management of a sales team

31. Maximising performance through coaching

32. Effective meeting management

Your brilliant future

Index

Back Cover

https://www.pearson.de/9781292139029

