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purchasing it in order to gage whether or not it would be worth my time, and all praised Women Make the Best
Salesmen: Isn't It Time Y ou Started Using Their Secrets?:

0 of 0 people found the following review helpful. | highly recommend reading this bookBy Kindle CustomerMarion
Luna Brem is the most inspirational--REAL--woman alive today. She has a rags to riches approach to life and has not
forgotten to share what she has gained with others. This book will help me on my new sales career. | highly


http://f3db.com/pub/links.php?id=B000FC1LQK

recommend reading this book, but only if you too are a REAL caring salesperson and wish to learn genuine human-
kindness sales techniques. Her approach is honest and from a caring perspective. She was left to survive with two
small boys and aterrible diagnosis of cancer. Y ou will feel humbled reading her story and realizing that even sick with
chemo treatments, she came back and has thrived. I'm reading the chapter she writes about her realization what
perfectionism cost her and she demonstrates a refreshing new perspective on letting go of the need to be perfect. It
causes you and everyone you love stress. | can't say enough about this book and it's author.2 of 2 people found the
following review helpful. Not quite what | expectedBy sbodie?9l just began a career in auto sales. While Bremisa
pretty good motivational writer and certainly innovative in the industry, the "secrets"' arereally not secretsat all. Asa
woman, | bought it to learn about auto sales as seen through the eyes of awoman. | know that the book is meant for
both men and women, but | didn't get much from it. Maybe for a man, or awoman who was less experienced in sales
in general might get more out of it.0 of O people found the following review helpful. ... for any women contemplating
car sales—-and she writes a great book. Hard to put down onceBy Mary Lou Algeramust read for any women
contemplating car sales--and she writes a great book. Hard to put down once started

Inc. magazine Entrepreneur of the Y ear and International Automotive Hall of Fame member Marion Luna Brem
reveals the strategies she learned that have made her successful in salesmdash;and in life. As Brem makes clear,
wersquo;re all salesmen in one way or another. Whenever we try to make a good first impression or persuade someone
else of our point of view, wersquo;re selling ourselves. Brem shows how to do it better.It was the definition of a
Idquo;living nightmare.rdquo; Marion Luna Brem, athirty-year-old mother of two, had just been told the most
dreadful words anyone could hear: ldquo;Y ou have two to five years to live.rdquo; She had no job. No health
insurance. Her marriage would collapse under the stress of her treatment. And her most pressing concern: How do |
pay next monthrsquo;s rent? dquo;Y oursquo;ve always been good with people. Why donrsquo;t you try sales?rdquo;
her best friend suggested.After sixteen fruitless job interviews, Brem landed her first major ldquo;salerdquo; ndash; a
job as a car salesman. Within two months, Brem had become sal esperson of the month, and by the end of her first
year, salesperson of the year. Four and a half years after selling her first car, Brem bought her own dealership, and in
the next decade went on to open additional dealerships and businesses.In WOMEN MAKE THE BEST SALESMEN,
Marion Luna Brem reveals countless unconventional sales stratagems she discovered, refined, and applied to build a
multimillion dollar enterprise. As she makes abundantly clear, the skills one learns in sales are transferable to all walks
of life. Idquo; The fact is we are all Isquo;salesmenrsquo; ndash; whether we are selling ourselves at ajob interview or
operating aregister at a department store, trying to get our children into a special program or looking for alifelong
companion. And women, with their natural social skills and acute emotional antennae, have natural advantages both
sexes can learn from.rdquo; Using examples from her own business and personal life, Brem reveals how to create a
niche and name for yourself, how to turn ano into ayes, how to persuade even the most difficult people, how to open
new doors, and how to close deals

From Publishers WeeklyEveryone is a salesperson, insists car dealership mogul Brem, and women are uniquely expert
at selling. Thisisnot just because womenmdash;who make most buying decisions todaymdash;know what buyers
want, but because of so-called "natural” female traits. Brem seeks to galvanize women, especially those with little
work experience outside the home, to apply the skills they already use in any relationshipmdash;negotiation,
communication, intuition, attentivenessmdash;to sales (she a so encourages male readers to hone these skills as well).
Brem uses her own extraordinary history as the clinching example: after two cancer surgeries, chemotherapy and a
divorce, Brem found herself a single mother without medical insurance or ajob at age 32. Mustering all her courage
and homemaker experience, she made her first salemdash;she sold her skillsto the car deal ership manager who
reluctantly hired her. Five years later, she founded her own dealership and has since become a sales sensation, and was
named one of Hispanic Business magazinersquo;s 100 Most Influential Hispanics in the United States and Inc.
magazinersquo;s Entrepreneur of the Y ear. She chalks up her success, in part, to empathy; in chapters like "You
Donrsguo;t Have to Like Them, But They Have to Like Y ou" and "Taking Charge of the Sales Process," Brem offers a
veritable carload of common sense on approaching customers, determining how to help them and closing the deal.
(Rather than viewing closing as an end to the sales relationship, for example, she views it as a beginning.) Time and
again, in entertaining and easily digestible prose, she makes her point that good selling is about hel pingmdash;and that
women, the traditional "helpmates,” are innately gifted at it. Copyright copy; Reed Business Information, a division of
Reed Elsevier Inc. All rights reserved.From BooklistThose who do not believe that lifeis all about selling should
consult Brem, Inc. magazine Entrepreneur of the Y ear and International Automotive Hall of Fame member. Her
unigue experience as a female car-deal ership owner forms the basis of some simple rules for anyone, regardless of
gender, to succeed in sales. From understanding what a customer needs ("help") to identifying and winning over
difficult customers (the know-it-alls, Mr. Indecisive, hotheads, and others), Brem uses the principles of common sense
and the Golden Rule to underscore her points. "Dress the part,” for instance, equates to the art of looking like a
professional. "It's about time" refersto keeping, not breaking, appointments. And "you don't have to like them--but



they haveto like you" involves such easy-to-accomplish activities as laughing, letting your human side show, and
accentuating similarities. After reading her words, it will be difficult to claim "l can't sell." Barbara JacobsCopyright
copy; American Library Association. All rights reserved "She'd not only beaten cancer but risen up the ranks from
salesman to CEO . . . Brem's book offersinsightsinto her rise to the top." mdash;Newsweekldquo;Brem covers
everything from dealing with difficult people, to making your workplace more appealing to customers, to speaking
another person's 'language,’ to closing adeal." mdash;Chicago Tribune



