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Pre-Sales Engineering Specific Reading List – Updated February 2012 

 
 

= Must Read                             = Part Of Your Library                  = Informational. Add Later      

 

  
 

 

"The Naked 
Presenter " 

by Garr Reynolds  

 An interesting blend of Asian beauty and philosophy coupled with practical down - to -earth functional ideas. The subtitle 
to the book is “Delivering Powerful Presentations With Or Without Slides” – hence the naked ness reference. I was 
concerned  after about 30 p ages that Garr was getting too zen - like and philosophical, but then he hits his stride and the 
remainder of the book is worth its weight in gold. For example -  a few of his ideas about how to get increased audience 
interaction had me muttering “wow, I neve r thought of doing that!ò 

 

 

"Mastering Technical 
Sales -  The Sales 

Engineers 
Handbook " 

by John Care/Aron 
Bohlig  

Take your career to new heights by adding powerhouse sales and presentation skills to your technical background. This 
revised edition offers invaluable insights and tips for every stage of the selling proc ess, explained step -by -step by a pair 
of technical sales pros with decades of eye -popping, industry -giant success under their belt.  It’s really a 320 page job 
description for you.  

 

 

"Great Demo " 
by Peter Cohan  

Great Demo! provides sales and presales staff with a method to dramatically increase their success in closing business 
through substantially improved software demonstrations. It draws upon the experiences of thousands of 
demonstrations, both delivered and received from vendors and custo mers. The distinctive “Do the Last Thing First” 
concept generates a “Wow!” response from customers. 

 

 

"Blah Blah Blah " 
by Dan Roam  

Dan Roam’s Blah Blah Blah is a follow -up to his wildly successful book The Back Of The Napkin. Blah Blah Blah stands 
for complexity, misunderstanding and boredom – three attributes which seem to be running rampant through our 
customers brains when faced with PowerPoin t, Product Demos and  White Papers.  
 
Dan takes you on a journey which shows how and why a picture can be worth a thousand words – but only (my 
addition) if those words were worth saying in the first place. The book provides more structure to creating and c rafting 
diagrams to explain and solve problems in effect it’s whiteboard grammar. 
 

 

http://www.amazon.com/gp/product/0321704452/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0321704452
http://www.amazon.com/gp/product/0321704452/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0321704452
http://www.amazon.com/gp/product/1596933399?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1596933399
http://www.amazon.com/gp/product/1596933399?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1596933399
http://www.amazon.com/gp/product/1596933399?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1596933399
http://www.amazon.com/gp/product/1596933399?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1596933399
http://www.amazon.com/gp/product/059534559X?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=059534559X
http://www.amazon.com/gp/product/1591844592/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399373&creativeASIN=1591844592
http://www.amazon.com/gp/product/1591844592/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399373&creativeASIN=1591844592
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"Made To Stick " 
by Chip and Dan 

Heath  

Ever wondered why some messages “stick” in your brain – and others don’t? The Heath Brothers investigate this 
phenomenon and map it to a SUCCESS model. Simple, Unexpected, Concrete, credible, Emotional and bracketed with 
Stories. If that sounds like a recipe for success  in presales demos and presentations you are absolutely right. This is a 

must - read for any SE who wants to stand out from the crowd.  

 

 

"Brain Rules " 
by John Medina  

John Me dina’s Brain Rules is a collection of a dozen rules, as seen by a molecular biologist, which illustrate how the 
brain does (and sometimes does not) work. It’s hard science communicated in a relevant and humorous manner.  As a 
presales engineer you can appl y these rules to sales presentations in a positive and potentially quota -changing way  

 

 

"Slide:ology " 
by Nancy Duarte  

One of the best PowerPoint deck designers in the business shares her methodology. Can be a little overpowering if you 
are a standard screenshot and bullet -point type of person. Good source of ideas f or turbo -charging your ideas in a 
presentation. Maybe a little too much emphasis on why you do something as opposed to how.  

 

 

"Drive! " 
by Dan Pink  

Carrots and sticks are so last century. What people want now is autonomy, mastery and purpose – as long as they are 
paid just enough to take the issue of compensation off the table. As an SE (and an SE manager) there is a lot you will 
recognize in here.  

 

 

"Beyond Bullet 
Points "  

by Cliff Atkinson  

Cliff shares his in novative three -step method that helps you unlock the amazing story buried in those bullet - riddled 
slides. He guides you, step by step, as you discover how to combine the tenets of classic storytelling with the power of 
projected media to create a rich, eng aging experience.   Learn techniques to help you clarify, visualize, and present your 

ideas so that your audience will remember your important message.  

 

http://www.amazon.com/gp/product/1400064287?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1400064287
http://www.amazon.com/gp/product/0979777747/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0979777747
http://www.amazon.com/gp/product/0596522347?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0596522347
http://www.amazon.com/gp/product/1594488843?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1594488843
http://www.amazon.com/Beyond-Bullet-Points-PowerPoint%C2%AE-Presentations/dp/0735623872/ref=pd_bbs_sr_1?ie=UTF8&s=books&qid=1236044112&sr=8-1
http://www.amazon.com/Beyond-Bullet-Points-PowerPoint%C2%AE-Presentations/dp/0735623872/ref=pd_bbs_sr_1?ie=UTF8&s=books&qid=1236044112&sr=8-1
http://www.amazon.com/gp/product/0596522347?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0596522347
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"Presentation Zen " 
by Garr Reynolds  

Please don't buy this book! Once people start making better presentations, mine won’t look so good 

 

 

"Blink " by Malcolm 
Gladwell  

Blink is about the first two seconds of looking -- the decisive glance that knows in an instant. Building his case with 
scenes from a marriage, heart attack triage, speed dating, choking on the golf course, selling cars, and military 
maneuvers, he persuades readers to think small and focus on the meaning of "thin slices" of behavior.  

 

 

"Winning " by Jack 

Welch  

As the legendary retired CEO of General Electric, Welch has won many friends and admirers in high places. In this latest 

book, he strives to show why. Winn ing describes the management wisdom that Welch built up through four and a half 

decades of work at GE, as he transformed the industrial giant from a sleepy "Old Economy" company with a market 

capitalization of $4 billion to a dynamic new one worth nearly h alf a trillion dollars.  

 

 

"What Got You Here 

Won't Get  You 

There " by Marshall 

Goldsmith  

Goldsmith, an executive coach to the corporate elite, pinpoints 20 bad habits that stifle already successful careers as 
well as personal goals like succeeding in marriage or as a parent.  

 

http://www.amazon.com/Presentation-Zen-Simple-Design-Delivery/dp/0321525655/ref=pd_sim_b_3
http://www.amazon.com/Blink-Power-Thinking-Without/dp/0316010669/ref=pd_bbs_sr_1?ie=UTF8&s=books&qid=1236108849&sr=8-1
http://www.amazon.com/Winning-Jack-Welch/dp/0060753943/ref=pd_cp_b_0?pf_rd_p=413864201&pf_rd_s=center-41&pf_rd_t=201&pf_rd_i=0061240176&pf_rd_m=ATVPDKIKX0DER&pf_rd_r=1CN2ZJAV6GJCXB76E74P41&pf_rd_t=201&pf_rd_i=0061240176&pf_rd_m=ATVPDKIKX0DER&pf_rd_r=1CN2ZJAV6GJCXB76E74P
http://www.amazon.com/What-Got-Here-Wont-There/dp/1401301304/ref=pd_bbs_sr_1?ie=UTF8&s=books&qid=1236110876&sr=8-1
http://www.amazon.com/What-Got-Here-Wont-There/dp/1401301304/ref=pd_bbs_sr_1?ie=UTF8&s=books&qid=1236110876&sr=8-1
http://www.amazon.com/What-Got-Here-Wont-There/dp/1401301304/ref=pd_bbs_sr_1?ie=UTF8&s=books&qid=1236110876&sr=8-1
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"How To Win Friends 

and Influence 

People " by Dale 

Carnegie  

This grandfather o f all people -skills books was first published in 1937. It was an overnight hit, eventually selling 15 

million copies. How to Win Friends and Influence People is just as useful today as it was when it was first published, 

because Dale Carnegie had an unders tanding of human nature that will never be outdated.  

 

 

"The 7 Habits For 

Managers " 

by Stephen Covey  

The proven principles of the 7 Habits are applied to leadership roles as Covey teaches managers and other leaders how 

to define their contributions, develop greater influence, leverage hidden resources, give constructive feedback, and 

unleash the full pot ential of their team against critical priorities.  

 

 

"Crossing The 

Chasm " 

by Geoffrey Moore  

Geoffrey Moore makes the case that high - tech products require marketing strategies that differ from those in other 

industries. His chasm theory describes how high - tech products initially sell well, mainly to a technically literate 

custome r base, but then hit a lull as marketing professionals try to cross the chasm to mainstream buyers. This 

pattern, says Moore, is unique to the high - tech industry.  

 

 

"Getting To YES " 

by Roger Fisher  

Why is negotiation important to the SE? Because you negotiate with someone every day – it may be your boss, a 

customer or more frequently the salesperson you work with. It may be your spouse, parents or children – you get the 

idea. This book, radically upd ated from the very first edition over 30 years ago lays bare the principles of negotiation 

and explains them in simple language with examples (i.e. the “so what?”).   

 

http://www.amazon.com/How-Win-Friends-Influence-People/dp/0671027034/ref=sr_1_1?ie=UTF8&s=books&qid=1236111037&sr=1-1
http://www.amazon.com/How-Win-Friends-Influence-People/dp/0671027034/ref=sr_1_1?ie=UTF8&s=books&qid=1236111037&sr=1-1
http://www.amazon.com/How-Win-Friends-Influence-People/dp/0671027034/ref=sr_1_1?ie=UTF8&s=books&qid=1236111037&sr=1-1
http://www.amazon.com/Habits-Managers-Managing-Unleashing-Potential/dp/1608127060/ref=sr_1_1?ie=UTF8&s=books&qid=1236111681&sr=1-1
http://www.amazon.com/Habits-Managers-Managing-Unleashing-Potential/dp/1608127060/ref=sr_1_1?ie=UTF8&s=books&qid=1236111681&sr=1-1
http://www.amazon.com/Crossing-Chasm-Geoffrey-Moore/dp/0060517123/ref=sr_1_1?ie=UTF8&s=books&qid=1236112590&sr=1-1
http://www.amazon.com/Crossing-Chasm-Geoffrey-Moore/dp/0060517123/ref=sr_1_1?ie=UTF8&s=books&qid=1236112590&sr=1-1
http://www.amazon.com/gp/product/0395631246/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0395631246
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"Good To Great " 

by Jim Collins  

Jim Collins asked the question, "Can a good company become a great company and if so, how?"  He explores the way 

good organizations can be turned into ones that produce great, sustained results  

 

 

"The Five 

Dysfunctions of a 

Team " 

by Patrick Lenc ioni  

Details on Lencioni's "five dysfunctions" (absence of trust, fear of conflict, lack of commitment, avoidance of 

accountability, and inattention to results), along with a questionnaire for readers to use in evaluating their own teams 

and specifics to h elp them understand and overcome these common shortcomings  

 

 

"First Break All The 

Rules " 

by Marcus 

Buckingham  

In seven chapt ers, the two consultants for the Gallup Organization debunk some dearly held notions about 

management, such as "treat people as you like to be treated"; "people are capable of almost anything"; and "a 

manager's role is diminishing in today's economy."  

 

 

"The New Solution 

Selling "  

By Keith Eades  

 Keith Eades provides an update to Bosworth’s classic Solution Selling. After 10+ years the original is starting to show 

some wear, although it is questionable how much value this revision to the process actually adds.  

 

 

"Think Like Your 

Customer ” 

By Bill Stinnett  

 A simple down - to -earth explan ation of why customers buy results and outcomes and NOT solutions. The first three 

chapters (70 pages) should be essential reading for everyone. If you are smart you will then finish the book. If you 

have ever struggled to explain to a rep exactly WHY Disc overy is so important consider tis a teaching aid!  

 

http://www.amazon.com/Good-Great-Companies-Leap-Others/dp/0066620996/ref=sr_1_1?ie=UTF8&s=books&qid=1236112733&sr=1-1
http://www.amazon.com/Five-Dysfunctions-Team-Leadership-Fable/dp/0787960756/ref=sr_1_1?ie=UTF8&s=books&qid=1236117082&sr=1-1
http://www.amazon.com/Five-Dysfunctions-Team-Leadership-Fable/dp/0787960756/ref=sr_1_1?ie=UTF8&s=books&qid=1236117082&sr=1-1
http://www.amazon.com/Five-Dysfunctions-Team-Leadership-Fable/dp/0787960756/ref=sr_1_1?ie=UTF8&s=books&qid=1236117082&sr=1-1
http://www.amazon.com/First-Break-All-Rules-Differently/dp/0684852861/ref=sr_1_1?ie=UTF8&s=books&qid=1236117169&sr=1-1
http://www.amazon.com/First-Break-All-Rules-Differently/dp/0684852861/ref=sr_1_1?ie=UTF8&s=books&qid=1236117169&sr=1-1
http://www.amazon.com/gp/product/0071435395?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0071435395
http://www.amazon.com/gp/product/0071435395?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0071435395
http://www.amazon.com/gp/product/0071441883?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0071441883
http://www.amazon.com/gp/product/0071441883?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0071441883
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"The Back Of The 

Napkin ” 

By Dan Roam  

An absolute favorite of mine. If you are looking for a way to use the Whiteboard more and to lessen your reliance on 

PowerPoint – this is the essential manual you will need. Dan explains how anyone (no matter how bad your 

handwritin g!) can use the back of the napkin to explain and sell ideas. A must - read.  

 

 

"What Got You 

Here…” 

By Marshall 

Goldsmith  

Goldsmith, an executive coach to the corporate elite, pinpoints 20 bad habits that stifle already successful careers as 

well as personal goals like succeeding in marriage or as a parent. For the Sales Engineer there are some vital 

interpersonal skills you can use which will help you build and improve your career.  

 

 

"Buy*In…” 

By John Kotter  & 

Lorne Whitehead  

Ever had a really good idea and then watched it get shot down in flames? In Buy -In, John Kotter and Lorne Whitehead 

analyze why and how great ideas are beaten down, often by well -meaning people. More importantly, they tell you how 

to rea ct and counter these “attacks”. 

 

 

"The Evidence Based 

Manager ” 

By Gary Latham  

Leading people is a lot harder than it looks or seems. Effective management is often describes as part art and part 

science. Most management books focus on the art, with very little reference towards the science of leadership.  In about 

150  pages, Gary looks at the scientific evidence behind how we can identify and hire high -performing employees, 

inspire employees to effectively execute strategy, develop and train employees, motivate employees towards high 

performance, instill resiliency whe n faced with setbacks and coaching for performance.  

 

 

"The Story Factor ” 

By Annette Simmons  

Guides us through the tactics and techniques around what she considers the six basic story lines you need to influence 

others.  This book is not for the complete novice who wants to learn how to structure and tell stories wi th little subject 

experience. It is a worthwhile read for those SE’s who want to raise their story-telling abilities up a level and need some 

help getting there. Annette provides plenty of easy - to - relate - to examples and her book, just like a great story, h as a 

well -structured beginning, middle and end  

 

http://www.amazon.com/gp/product/1591843065?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1591843065
http://www.amazon.com/gp/product/1591843065?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1591843065
http://www.amazon.com/gp/product/1401301304?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1401301304
http://www.amazon.com/gp/product/1401301304?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1401301304
http://www.amazon.com/gp/product/1401301304?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1401301304
http://www.amazon.com/gp/product/1401301304?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1401301304
http://www.amazon.com/gp/product/1401301304?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1401301304
http://www.amazon.com/gp/product/0465078079?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0465078079
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"Demo To  Win " 
by Rob Riefstahl  

Riefstahl 's  book is all about doing demos; what works and what doesn't for doing software demos in front of prospects. 
You won't find a lot about the overall sales process found in so many other books, just giving good demos and closely 
related information . There is as much focus on things NOT to do during a demo as there is on things you should do 

which gets irritating after a while.  

 

 

"The Evolving Sales 
Engineer " 

by Ed Levine  

Written to provide SEs with proven behaviors, techniques, skills and mindsets that will enable them to excel given these 
emerging expectations. Genera lly a little dry and abstract.  

 

 

"Proactive Selling " 
by Skip Miller  

Skip Miller’s Proactive Selling was recommended to me by a senior SE leader as a set of tools that could layer on top of 
any sales process that an organization chooses. I reluctantly picked up a copy to read on a long plane flight a s I 
expected the book to be fully of chintzy sales advice and stories. Not so – I was pleasantly surprised. Now there is a lot 

in this book that will fly right over the heads, and rightfully so, of 95% of the SE’s out there. Yet there is enough to 
make the  $12 purchase price worthwhile . 

 

 

"Better By Mistake " 
by Alina Turgend  

The basic premise is that mistakes are healthy as long as they are not fatal and are both made and recognized quickly 
– subject to the prevailing social or corporate culture. Since we have probably all worked for a company or boss whose 
attitude is that mistakes are unacceptable that last rider is the key. Unfortunately, the author then beats you over the 
head (repeatedly) with research and anecdotal evidence to prove her point – to the point that the book is a one - trick 
pony.  
 

 

 

"The Checklist 
Manifesto " 

by Atul Gawande  

Checklists are essential for any Sales Engineer team – installs, POCs, demo prep and webcast prep are just some 

examples. In a business environment where complexity is increasing and available time is decreasing the opportunity 

for errors is rampant. Dr. G awande provides some handy guidelines for making any checklist simple, to - the -point and a 

single page . 

 
 

http://www.amazon.com/Demonstrating-Win-Indispensable-Guide-Software/dp/0738859168/ref=sr_1_1?ie=UTF8&s=books&qid=1236111150&sr=1-1
http://www.amazon.com/gp/product/1598584146?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1598584146
http://www.amazon.com/gp/product/1598584146?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1598584146
http://www.amazon.com/gp/product/0814407641/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0814407641
http://www.amazon.com/gp/product/1594487855/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217153&creative=399701&creativeASIN=1594487855
http://www.amazon.com/gp/product/0312430000/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0312430000
http://www.amazon.com/gp/product/0312430000/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0312430000
http://www.amazon.com/gp/product/0814407641/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0814407641
http://www.amazon.com/gp/product/1594487855/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217153&creative=399701&creativeASIN=1594487855
http://www.amazon.com/gp/product/0312430000/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0312430000
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"Permission 

Marketing " 

by Seth Godin  

Godin argues tha t businesses can no longer rely solely on traditional forms of "interruption advertising" in magazines, 

mailings, or radio and television commercials. He writes that today consumers are bombarded by marketing messages 

almost everywhere they go. If you want  to grab someone's attention, you first need to get his or her permission.  

 

 

"17 Essential 

Qualities Of A Team 

Playe r" 

by John Maxwell  

Maxwell takes you through 17 essential qualities of a team player – ranging from Adaptable to Tenacious. An incredibly 

useful book both for the leader looking to build/develop a team and for the individual looking for insight into what a  

“team player” really means. 

 

 

"10 Steps To 

Successful Virtual 

Presentations " 

by Wayne Turmel  

Sixty percent ( that is 60%) of people who sit through online software demos report that they were very unsatisfied 

with the experience. Two major reasons are a focus on features and boring speakers! Wayne Turmel’s 10 Steps To 

Successful Virtual Presentations can help you fix that. T he book, based on Wayne’s greatwebmeetings.com site, isn’t 

solely designed for sales pitches, but there is enough good content in there to make it worthwhile reading through each 

chapter to extract the golden sales nuggets it contains.  

 

 

"Visual Meetings " 
by David Sibbet  

 There is a lot of content in this book. The first 90 pages / 7 chapters provide many tips and techniques for any SE 
looking to encourage customer participation and interaction in any sales call. I really liked the concepts of pictographs 
and extending stan dard icons for Venn diagrams, quadrant charts and mandalas. These are all wonderful “I see what 
you mean” ideas. The final 150 pages deal with more advanced situations and may be more applicable to professional 
services/consulting or product management/mar keting positions. I’d rate this book as a “read” once you’ve completed 
and experimented with Dan Roam’s Back Of The Napkin.  
 

 

 

"Mojo! ” 

By Marshall 

Goldsmith  

Goldsmith, an executi ve coach to the corporate elite, defines  Mojo as a form of positive spirit within you, how you can 

get Mojo, improve your Mojo, measure it and keep it.  This book didn’t light me up as much as some of Marshalls other 

publications. If you’re having a crisis of confidence or career then it’s worth a read, otherwise look at some of the other 

books in this list first.  

 

 

http://www.amazon.com/Permission-Marketing-Turning-Strangers-Customers/dp/0684856360/ref=sr_1_1?ie=UTF8&s=books&qid=1236112650&sr=1-1
http://www.amazon.com/Permission-Marketing-Turning-Strangers-Customers/dp/0684856360/ref=sr_1_1?ie=UTF8&s=books&qid=1236112650&sr=1-1
http://www.amazon.com/gp/product/0785288813/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0785288813
http://www.amazon.com/gp/product/0785288813/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0785288813
http://www.amazon.com/gp/product/0785288813/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399369&creativeASIN=0785288813
http://www.amazon.com/gp/product/1562867466/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399373&creativeASIN=1562867466
http://www.amazon.com/gp/product/1562867466/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399373&creativeASIN=1562867466
http://www.amazon.com/gp/product/1562867466/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=217145&creative=399373&creativeASIN=1562867466
http://www.amazon.com/gp/product/0470601787/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0470601787
http://www.amazon.com/gp/product/1401323278/ref=as_li_ss_tl?ie=UTF8&tag=fccoppau17mso-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1401323278


Mastering Technical Sales – John’s Recommended Reading List for Pre-Sales Engineers      9 
  

 


