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Hal Becker : Can | Have 5 Minutesof Your Time?: A No-Nonsense, Fun Approach to Salesfrom Xerox's
Former #1 Salesperson before purchasing it in order to gage whether or not it would be worth my time, and all
praised Can | Have 5 Minutes of Your Time?: A No-Nonsense, Fun Approach to Sales from Xerox's Former #1
Salesperson:

1 of 1 people found the following review helpful. Y our sdles MBA for $15By hool eFabul ous sales book, a must read


http://f3db.com/pub/links.php?id=B00513MOS2

for any sales professional. Hal Becker saysit al in plain English.1 of 1 people found the following review helpful.
Must ReadBy JeremyThis book has pertinent information for every salesperson from novice to expert. As
professionals, we ought to be continually searching for ways to improve. Reading this book is one of those ways.1 of 1
people found the following review helpful. Can | Have 5 Minutes of Y our TimeBy John Maileyl'm a Regional VP for
aMarketing firm. Thisisabook that | have been sending to many of our customers for several months. It has some
great ideas that's helped them do a better job with what they do. I've gotten some great feedback. Our whole firm has
read the book and we share the ideas we've gotten from this book on adaily basis. Great book.

Can | Have 5 Minutes of Y our Time?is one of the best selling books on sales to come along in over 20 years. The
ideas and concepts inside have been used by tens of thousands of people to increase their sales performance.

Hal Becker understands that hard work, common sense and close attention to customer needs are trademarks of a good
salesman. His book echoes that same insight for those who want to achieve sales success.



