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Why you should be 
interested in this book 

If you want to earn or influence more … to do it more 
easily and predictably and to enjoy it more … 

If Influencing People to Buy is what you need to do … 
... then this is the book for you 

 
The word Selling often raises strong emotions in people … 

… yet Buying is usually so much easier! 

There’s no such thing as a ‘sales process’ - only a Buying Process … 
… and every Buyer has their own motivation and process 

Move to the Buyer’s Side of the Table – You’ll understand their 
REAL process … and use it to Build a Willing Buyer 

– rather than ‘force’ through a sale 

Turning Selling into Buying answers the vital questions: 
“What would truly motivate someone to buy what I’m offering? 

And keep them convinced enough to take action?” 

 

It doesn’t matter whether you’re influencing someone to buy 
your Ideas, your Products, your Services … or even Yourself. 

This book delivers totally new, but easily learned, techniques 
and insights that everyone can use - at work or in life! 
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Who should be reading this book? 

Turning Selling into Buying (TSB) is for everyone who’s determined 
to ‘get on’ – at work and in life – and is prepared to invest time and 
effort to improve their selling and influence skills. 

If you want a book of hints and tips, there are plenty of other books. 
If you accept what fate throws at you, or never need to convince 
anyone, then this book isn’t for you. 

But if you want an enjoyable, compelling book that, with a little 
effort on your part, transforms the way you influence people to 
buy ideas, products or services – then this book delivers it. 

Entrepreneurs and Intrapreneurs 
If you’re hunting your first reference sale – or seeking investors or partners 
– TSB is a game-changer that make things happen earlier, and more easily 
and predictably. When you stop leading every sale and need a sales team, 
you can safely grow it from within – built on solid experience – rather than 
the costly risk of bringing in the wrong sales leader. 

Sales & Marketing Leaders, 
Business Development, Customer Service 
If this describes you, TSB adds so many productive skills to your existing 
process: 

 New insights and skills will make your results more predictable. 

 You’ll waste less time, eliminate costly assumptions, and bring in 
earlier results. 

 Sales managers will waste less time and resources on wild goose 
chases. 
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Business and Technical Consulting 
Are you great at what you do, but hate ‘selling’ yourself? Then TSB is 
for you. It suits a rational temperament and boosts anyone’s self-
confidence. You’ll approach your clients positively, effectively and 
profitably once you know exactly what they'll gain from your work. 

Project Director, Product Manager or Team Leader 
This is at the heart of what you do every day – influencing others to buy 
into change. You need to sell ideas, plans, and the benefits of reaching 
an objective – TSB will save you and your company time and money. 
You'll also save energy and frustration along the way! 

Personal Life 
If you ever need to influence someone to buy into a decision, then these 
techniques and insights are for you. Maybe you have problems with 
your neighbour; perhaps you're a local charity fundraiser; maybe you 
just want to bridge the gap between you and your kids. 

Small or Home Business 
Do you need to sell a car, but you don’t know how to turn a prospective 
buyer into cash? You’re a painter who needs more work in a tough 
market, or a maybe a specialist with hard-to-sell technical services. You 
will benefit from TSB. 

Job Seekers 
Let’s face it, when you’re looking for a job or promotion, you’re selling 
yourself. You need people to ‘buy’ you and what you deliver to their 
situation – maybe even more than in a commercial sale! With TSB, you 
can Turn Selling into Employing! 

 

“Influence Skills for Life – Sales Tools for Work” 



viii 

Author’s Preface 

My motivation for writing this book was a desire to share the very real 
pleasure that sales has become for me. It took me many hard – not 
always pleasurable – years in the business to recognize that on the few 
occasions I’d been able to build a “Willing Buyer”, everything changed. 
Suddenly it was all so much easier and enjoyable than the ‘old school’ 
sales pressure I’d been taught. I used this new technique successfully in 
large and small deals in many different markets. 

As colleagues noticed that I was getting good results and seemed much 
happier in general, they asked me to teach their teams. At first, it was 
an informal process. But I started out as a military engineer, so I inevita-
bly documented a set of simple, structured modules to teach people how 
to turn selling into buying. 

The Mystique 
The word ‘Sales’ invokes an image of a fast talking, confident salesman 
(odd how it’s usually a man) talking his prey into submission, selling 
hard, then ‘closing the deal’. This is reinforced by stories of top sales-
men selling sand to Berbers or ice cubes to Inuits. 

Many of us in sales are guilty of encouraging this mystique – through 
attitude or actions. As a result, too many people are uneasy or have a 
mental block about selling and sales. 

At worst, this discomfort becomes a terror of engaging in any situation 
where an idea or product must be ‘sold’ – and can hold a person back 
socially or professionally.  

The Secret 
So here’s the thing … the very best sales people were never like that. 
The best and most ethical influencers have always built a willing buyer. 
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They’ve all done the same things: 

 Determined exactly “What’s in it for this buyer to buy from me?” 

 Recognised that the ‘Buying Process’ is shaped by the person buying 
– not by them, the seller. 

 Drawn out and developed the buyer’s needs, desires and financial 
drivers. 

 Offered a relevant, cost-effective solution that is willingly bought – 
not ‘sold’. 

My Enthusiasm 
As I used Turning Selling into Buying (TSB) - and then trained hundreds 
of people in it – I realised that it’s just as effective for selling ideas, a 
vision, a proposal, or even getting a job. It delivers the confidence that 
frees ‘non-sales’ people to add their own special experience, creativity 
and enthusiasm to get that favourable decision. This confidence makes 
professional sales people happier and more productive. 

I’ve taught classes and seminars for sales people, students, project 
managers, techies, customer service, CEOs, and many others. As well as 
the commercial benefits, they’ve also used it for so much else: 

 Achieving the things they and their family deserved. 

 Finding the right investors and partner for their ideas. 

 Delivering their skills to society and business. 

 Recruiting committed staff and distributors. 

 

Anyone can sell, can sell well and enjoy doing it! 
Enjoy reading this book as much as I enjoyed writing it. 




