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PART ONE 

Chapter One: Anyone can ‘sell’ 
Understand where TSB came from and the problems it solves. Starting a 
journey knowing where you’re going to end up – and why you’re travel-
ling there – seems wise! 

Chapter Two: How People Communicate and Influence 
Acquire the Mindsets and Foundation skills that you’ll use to improve 
any communication or influence. These simple, easy-to-learn concepts 
are the platform for the rest of the book and you’ll keep re-using them. 

Chapter Three: How People Buy 
Learn the 5 reasons that anyone buys or ‘buys into’ something, and how 
your offering can be made to satisfy those needs. These are the biggest 
yet most obvious secrets in the book. Once you’ve got your head around 
them, you’ll never see the world the same way again. 

Chapter Four: The Buyer’s Side of the Table 
Discover through simple, practical exercises how productive it is to see 
the situation from the buyer’s side of the table. What you learn and 
practice in this chapter is not just useful for work, it’s also valuable tools 
for dealing with life. 

Chapter Five: Navigate Your Buyer’s Mind 
Learn the two key skills needed to change your buyer’s mind from ‘no 
Desire to Buy’ to ‘wanting to buy’. They’re things we do and say every 
day – but what changes is that you’ll be aware of their power, and 
consciously use them to create a specific change. 
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PART TWO 

Chapter Six: Buyer Discovery 
Gather a wide range of techniques for finding information that will help 
you get inside your buyer’s mind. This is very practical chapter helps 
you to find out about people, their motivations, their organisations, and 
the industries and sectors where you’ll work. 

Chapter Seven: Build Your Buying Drivers – the ‘TakeAway Analysis’ 
You’ll create, enrich, and develop every single Buying Driver for your 
offering that might possibly be needed by a buyer. The list will include 
all the reasons your buyer might buy what you have to offer. 

Chapter Eight: Using TakeAways for Influence – the ‘ABC Analysis’ 
You’ll now extend the Buying Drivers (TakeAways) you’ve created in 
chapter 7. You’ll learn how to document and use them to help you draw 
out which of them is actually needed by your buyer. You’ll also create 
simple but powerful value statements about each of them. 

Chapter Nine: Commit Analysis – the ‘Action Drivers’ 
You’ll add the three final Commit Keys to chapter 8’s work. These are 
what motivate a commercial buyer into action – to turn a Desire to Buy 
into an Order or Decision. The most powerful of these is a financial 
justification that buyers can powerfully relate to. 

Chapter Ten: The Best Elevator Pitch in the World 
You’ll pull everything together to build the best set of ‘Elevator Pitches’ 
in the world. These will be effective in both a formal gathering and a 
casual meeting. 

Afternote: Making the Change Stick 
This is where you’ll find out how you can make your new learning even 
more effective and maintain the momentum of change. The Turning 
Selling into Buying community has great tools to support you. 
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Figure 2  
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How to Use This Book 

If you make use of all the material in Turning Selling into Buying (TSB), 
the change in you can be dramatic. This introduction guides you 
through the process so that you can pick the route that suits you best. 

It’s important to make sure you understand each key issue in the book 
before diving into the exercises and web material. Without the full 
picture, much of their strength and value can be lost. Remember that: 

“The whole is greater than the sum of the parts” 

—ARISTOTLE 

 

Web Resources 
All chapters end with self-test and self-development assignments. Some 
have worked examples within them. For those using e-books, or to keep 
a printed book clean, the introduction to these chapters contains a web 
link to a downloadable worksheet. You can print this and keep it beside 
you while you read. There are also occasional direct links to other useful 
resources in the text. 

In every case, the web link (url) is shown in a special, shortened form 
(e.g. goo.gl/3pAef) that’s easier for you to type into a web browser. In 
e-books these are actually shown as a clickable live link: goo.gl/3pAef. 

Every link in the book is also available from the TSB website. The title of 
the worksheet, image, or exercise is shown, along with its shortened 
and full url. Type in or click this web address: goo.gl/p0Ajn to get there. 
It can also be accessed from the website menus. 

At the end of the book there are directions on how to access even more 
resources by joining the TSB Web Community. These will include videos 
and podcasts to support what you’ve learned in the book, as well as 
access to special discounts for other offerings. 
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Emphasis Conventions 
To ensure you’re in the right ‘Frame of mind’ to absorb them, some 
sections are highlighted in the book by shading: 

Stories, Metaphors and Case Studies 

These are highlighted like this 

 

Key Points that make TSB work 

These are highlighted like this 

Working Space 

These are illustrated by this Frame 
(and are also found on chapter’s downloadable worksheet) 

Your Individual Learning Process – from Technique to Skill 

It’s important to appreciate that most of us are good at one or more 
steps in the process of Turning Selling into Buying. I know people who 
are naturally great in discussions and can draw out exactly what a 
client’s problems are - but those same people struggle to turn that need 
into an order or a decision. Others are great at theoretical analysis of 
what problems people might need to solve, but lose all confidence in 
front of a real buyer. Figuring out and then filling in the right gaps in 
your knowledge and skill can be tough. 

For most of us, there’s a standard way of learning new skills – as shown 
in the “Cycle of Competence” in Figure 1. As you learn each new group 
of techniques, you’ll find that you’re starting at different points along 
the journey. In a few areas, you may be an expert (see Regular Use & 
Practice at the top left). In others, you may have the embarrassing 
realisation that you’ve been doing something ineffectively for years – 
you’ll be at the Discovery stage (on the right) 
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Figure 1  

 

We all start with some naive level of competence, but usually don’t 
understand the exact process – we’re Unconsciously Incompetent. 

Steering a bike is a great example of this principle. Do you know what 
countersteering is? It’s the only way a two-wheeled vehicle can actually 
change direction – by pressing the handlebars – for a very short time – in 
the opposite direction to the way you’d intuitively turn. (Visit 
goo.gl/Fhd5i to find out more). If you ride a bicycle, scooter, or motorbike 
without falling off, you already do it unconsciously – but can you de-
scribe the process and use it to have more control and safety? 

 

A few years ago I took advanced motorcycle training and learned 
countersteering by sitting on a training rig that showed me how it 
worked. I was immediately discouraged at how little I knew – after 
all, I’d been riding motorbikes and bicycles for years! But then I 
learned more theory and put it into practice. The instructors even 
helped us by putting down sticky tape on the track that told us 
where to start the turn. 

The instructors recognised that most of us had gone from being a 
bit cocky to being nervously aware of our shortcomings – but at 
least we were being Consciously Incompetent! 
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The breakthrough came when I was mentored by an instructor who 
gave me the confidence to stop worrying about failing and just do it 
properly. As a result, I kept practicing until I had the “Aha!” mo-
ment. I had become Consciously Competent – I’d got it! 

That evening, as I rode home from Silverstone, my buddy Neil and I 
stopped for a cup of tea, and I suddenly realised that I’d turned into 
the rest area with a completely intuitive countersteer! 

I’d become Unconsciously Competent … and so will you, as you use 
TSB techniques more and more. 

Over the next few months, my training classmates and I kept com-
paring and discussing our experience (Reflective Competence). Now, 
years later, I countersteer all the time, without ever thinking about 
it – in fact, I think may have even invented some moves of my own! 

 

If you like this model (and as I’ve just shown, it doesn’t only apply to 
Turning Selling into Buying) go to goo.gl/dNTgF and download a picture 
of the Cycle of Competence to print out and put on the wall – then as 
you work through TSB, you can see where you are in the cycle. 

As you move from Unconscious Incompetence to Reflective Competence, 
you’ll learn new techniques and associated insights. Using them regular-
ly will turn them into skills. As well as a Self-Test section (with answers 
at the back of the book), each chapter includes a number of Self Devel-
opment Assignments that will give you a framework to build new skills. 

This same approach of problem – technique – practice – skill is taken in 
all the TSB training material that’s available on the web and in our 
seminars and workshops. 

Index of Terms 
I’ve done my best to avoid jargon in the book. But, to be able to use one 
or two words instead of a couple of paragraphs, I’ve had to create some 
TSB shorthand. You’ll find the main ones used throughout the book at 
Annex A. Full definitions are given, as well as a cross-reference to the 
chapter you should go to for even more detail. 
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Four ways to read this book 
 

 Cherry Pick 

You can select only the chapters that focus on the challenges you have 
and simply learn new ways to fix what you find difficult – use the de-
tailed Table of Contents to cherry pick. Each chapter opens with a list of 
new skills you’ll learn and how they help you build a Willing Buyer. 

 Select As You Read 

Just work your way through the whole book, picking out fresh ideas 
that you can add to what you’re already good at and learning new ways 
to do the things you find difficult. 

 Step by Step 

Take one chapter at a time – read and understand each section within it. 
Then go out turn your newly learned techniques into real-life skills, 
using the Personal Development Assignments to help with this. Then 
move on to the next chapter, firmly founded on the new skills you’re 
developing. 

 Focussed Study 

If you want to make big changes, I recommend you read the book all the 
way through once, skipping the exercises, to ‘get’ the full picture. Then 
go back (perhaps having gathered information about your own situation) 
and work through the examples and exercises. 

Navigation 
Every chapter starts with the same graphic showing your journey to-
wards Turning Selling into Buying (as in Figure 2). But the section asso-
ciated with that chapter is highlighted to allow you to: 

 Understand how each chapter logically build on the previous one. 

 Monitor your progress throughout the book. 

 Understand intuitively where you are within Part One or Part Two. 

 Look forward to what’s coming next. 




