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Foreword

If you've picked up this book, there's a good chance you're looking for more than just standard sales techniques. Maybe you want to understand the persuasion tricks that lie  behind the veil, in the shadows of what is normally taught out there. 

Maybe you want to know how far you can go to close that deal  and,  perhaps,  even  learn  what  the  big  companies  and elite  salespeople  never  want  you  to  know.  This  is  indeed the book for you. 

But before I go any further, a word of warning: the title of this  book, "The  Dark  Side  of  Sales:  How  to  Manipulate and Close Deals" , may be a little more provocative than the actual content. No, I'm not really suggesting that you go out and manipulate everyone. I'm not saying that the best route to success is to ignore ethics or run roughshod over others in the  process.  What  I'm  trying  to  show  you  here  is  the  fine line  between  being  an  unbeatable  salesperson  and  falling into the traps of dishonest techniques that, yes, may work in the  short  term,  but  would  destroy  your  credibility  and career in the long term. 

4

What you'll find here is a survival manual for aggressive sales,  but  also  a  warning  about  the  limits.  I'll  show  you how to identify the darkest and most manipulative tactics used  by  salespeople  and  market  leaders,  but  more importantly,  I'll  teach  you  how  not  to  fall  for  them.  We'll unravel  the  game,  understand  what  really  works  and  what is  just  plain  deception.  Here,  you'll  learn  how  to  use  the power  of  persuasion  ethically,  without  overstepping  your boundaries or using dirty tricks to get a sale. What I really want to explore is the power of influence, of understanding the psychology behind a negotiation and how, within certain limits, you can use these techniques to leverage your sales and close deals you may never have thought possible. The 

"dark" side here is not about deception, but about exploiting powerful tactics that are often seen as controversial or even manipulative - but with a strategic mindset that doesn't ride roughshod over others, but knows exactly how to exert the right pressure and create urgency without seeming forced. 
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The  fundamental  point  of  this  book  is  the  difference between  persuasion  and  manipulation.  Many  of  the successful  salespeople  you  know,  especially  those  who work in aggressive markets, are not just selling a product or service;  they  are  selling  an  emotional  experience,  a  sense of  urgency  and  even  a  false  sense  of  scarcity.  The difference between what they do and what you should avoid is the intention behind these actions. 

Here,  we'll  teach  you  how  to  create  urgency,  how  to employ  closing  techniques  in  a  subtle  and  effective  way, without turning your customers into dishonest sales victims. 

You'll  discover  how  to  identify  unspoken  needs,  how  to ask  intelligent  questions  and  how  to  use  the  power  of scarcity  without  crossing  the  line  into  desperation.  You'll understand  how  to  analyze  human  behavior  to  push  the customer  at  the  right  time,  creating  a  relationship  of  trust and not a feeling of being cheated. 

Of course, we're also going to explore the concept of ethics in  sales.  As  much  as  the  title  and  the  book's  proposal suggest that we're going over to the dark side, the 6

he truth is that the whole approach I'm proposing here is for you to become a master salesman without losing respect for your customers. After all, nobody wants to become that salesperson  who  is  remembered  just  for  making  a  sale. 

What you really want is to be the kind of professional who creates loyal customers, who trust you for future decisions and, most importantly, who promotes your brand without the need for incentives or manipulation. 

This  book  won't  teach  you  how  to  be  dishonest.  On  the contrary, it will help you identify and avoid the traps that many  salespeople  fall  into,  teaching  you  ethical  sales strategies  that  can  be  extremely  effective,  without  you having to resort to the lowest of the low. By understanding the  most  aggressive  persuasion  tactics  and  how  they  work, you'll be able to avoid these traps while using the best of them  as  a  tool  to  stand  out,  sell  more  and,  above  all, maintain integrity in the process. 

If  you're  ready  to  break  away  from  the  conventional,  to learn  the  strategies  that  the  masters  of  sales  really  use, and to understand the secrets that
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are kept in the shadows of the negotiations, so carry on. 

But  remember,  the  real  key  to  success  in  sales  is  to  keep your boundaries clear. By the end of this book, you won't just  be  a  more  effective  salesperson,  but  a  respected professional, able  to  position  yourself  as  a  leader  in  your field,  with  a  set  of  ethical  and  practical  skills  to  close deals strategically, intelligently and successfully. 

Now,  step  away  from  the  surface  of  common  techniques and  let's  dive  into  the  real  strategies  that  make  great salespeople  stand  out.  We're  going  to  open  the  curtains, show you the dark side of sales and, at the same time, give you  the  tools  to  become  a  master,  not  of  deception,  but  of honest persuasion that really works. 

If you're prepared to explore this territory, with all the risks and rewards it offers, then welcome. Let's get started. 

Chapter 1: The Hidden Psychology of Sales
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You  know  that  sales  assistant  who  makes  you  buy something you didn't even know you needed? It's not magic. 

It's not luck. It's technique. Behind every "yes" you've ever given  in  your  life,  there's  an  invisible  universe  of  well thought-out, subtly applied strategies that make your wallet open  before  you  even  realize  it.  In  this  chapter,  we'll explore this universe - the "forbidden" side of sales, where whoever masters the rules wins the game. 

First  of  all,  forget  that  "sales  is  all  about  convincing".  It's not. Selling is about understanding the human mind, being a Jedi  in  the  use  of  words  and  a  master  of  reading  facial expressions  and  body  signals.  While  most  salespeople  are focused on what they want to push, good salespeople - the real  ones  -  know  that  the  secret  lies  in  what  the  customer doesn't  say. 

Let  me  give  you  an  example:  you  know  that  electronics store where the sales assistant asks you as soon as you walk in, "Can I help you?"? You politely say "no, I'm just having a look". He leaves you there, wandering aimlessly between shelves, and eventually you leave without buying anything. 

Big  mistake.      If  he  was  a  real      sales  assistant,      he wouldn't even   you   give   space   to
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escape. He would enter your world, find out  how you think and, in a matter of minutes, make you think you desperately need that 65-inch TV for yesterday. 

The  first  thing  you  need  to  understand  is  that  the  human mind is manipulable - yes, yours too. There's a science to it. 

Want  a  simple  example?  The  principle  of  reciprocity.  Do you  know  what  happens  when  someone  gives  you something  for  free?  Your  mind  triggers  an  invisible demand. "I have to give something back." That's why those cheese tastings at the market work so well. The person gives you a piece of cheese, and before you know it, you're in line with a piece of gouda that costs half your salary. 

This brings us to the number one rule of sales: offer before you ask. Want the customer's attention? Give something of value  first  -  a  tip,  a  solution,  or  even  a  free  coffee. 

Generosity  creates  an  invisible  bond,  and  suddenly  the customer feels they owe you something. 

Another essential point in the art of sales is to understand that

the customer lies. Yes, my friend,   you have already lied 10

as a customer too, so don't feel offended. "I'm just looking" 

is the most common lie in the universe. Do you know what it  really  means?  "I'm  interested,  but  I  don't  want  you  to pressure me." 

The  key  here  is  not  to  buy  the  lie.  The  good  salesperson ignores  "I'm  just  looking"  and  turns  it  into  an  opportunity. 

How?  By  asking  the  right  questions.  Something  like:  "Oh, cool! What do you have in mind? Something for you or to give to someone?" That's it. You've set the bait, and now the customer will give you a clue. Nobody "looks" at something without a reason. Find out what it is. 

Another  principle  you  need  to  master  is  that  of  social validation.  People  follow  people.  Customers  want  what other  customers  have  already  approved.  That's  why  "best-selling product" or "market leader" ads work so well. If you can  make  the  customer  feel  like  they're  on  the  winning team, they'll buy just so they don't miss out. 

And  here's  another  tip:  customers  love  stories.  Don't  sell  a product;  sell  what  it  represents.  Don't  say  that  your  cell phone has a good camera. Say that it is
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perfect  for  capturing  life's  best  memories.  People  buy emotions, not technical specifications. If you know how to tell the right story, you've already won the game. 

The  point  is:  selling  isn't  about  the  product.  It's  about  the customer.  It's  about  making  them  feel  like  they're  making the  best  decision  of  their  lives  -  even  if,  deep  down,  they don't even need what you're selling. Want the secret? Make them believe that you know more about their life than they do. 

And  here  comes  the  magic:  create  a  problem  where  the customer  didn't  even  know  it  existed.  This  isn't  cheap manipulation;  it's  just  showing  a  hidden  need.  Want  a classic  example?  That  insurance  offer  when  buying  a  new cell  phone.  The  customer  hasn't  even  thought  about  it,  but then you throw in: "What if it falls on the floor and breaks? 

Have  you  seen  how  much  it  costs  to  fix?"  Boom.  You've planted the fear, created the problem and, guess what? You also have the solution. 

Now,  before  you  think  I'm  too  Machiavellian,  know  that this  only  works  if  you  believe  in  what  you're  selling.  A salesperson who doesn't trust
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product  is  a  scam.  So  rule  number  two  is:  sell  something you would buy. Your conviction is contagious. If you don't believe  in  it,  the  customer  will  see  right  away,  and  then nothing I teach you here will work. 
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