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The ability to sell others is as critical to your success as food, water and oxygen is to life. While you
may think that an exaggeration, every person on this planet is required to sell others on their ideas
to advance themselves and their goals. The skill of selling is a MUST for promoting yourself, your
business and your ideas. While many think that if they do a better job and work hard they will get
raises and promotions. The facts prove otherwise though, as the only people that are getting
promoted in life are those that are able to most successfully sell their ideas to others. It is said that
the number one reason a business fails is a shortage of capital, but the reality is that business fails
because of the inability to sell ideas, products and services to the public in quantities great enough
to insure its success.

While this book will be read by millions of career sales people it is written for those that do not
consider themselves sales people but who want to achieve more success in their life. This book is
about how to get more done in your life through selling and to show the reader how success is
impossible without understanding the concepts of selling. You will be introduced to incredibly simple
ways to sell any product or idea to anyone at any time. You will learn how to get others to
&ldquo;buy in &ldquo; and agree with your ideas and get behind you and help you.

You will learn strategies that will insure you are successful in life and show you exactly how to get to
where you want to go. You will know how to eliminate confrontation and end disagreements with just
words and your attitude. You will be shown what the &ldquo;greats&ldquo; do to be persuasive, the
only reason people don't like sales, how to predict what others will do and say, how to build trust,
how to separate yourself from the average, why your prospect gets weird around money, how to
&ldquo;hard sell&ldquo; without using pressure, the two single most important steps to success in
sales and much much more.

&ldquo;Sell To Survive truly separates itself from any other sales manual, or self-help books. It
quickly cuts to the root of the sales phenomenon and is not just about selling a product or service;
it's about people and life. This book gives you a foundation to live life on your own terms. It clearly
defines the difference between price, people and passionate service. This a must read for anyone
who wants to succeed in life.&ldquo;

Grant Cardone is being called &ldquo;the entrepreneur for the 21st Century&ldquo;. Starting from
modest beginnings, he is now the founder and owner of three multi-million dollar companies: a
successful software company, a sales training and consulting business, and a real estate company
with a portfolio valued at over 100 million dollars. Cardone also speaks internationally to industry
leaders, managers, CEOs and entrepreneurs on sales, money, finance, business strategies and
business expansion.

The author of Sell To Survive, Cardone s first book stresses the importance of selling to any career.
Sell To Survive is rapidly becoming a survival manual for business executives, sales
representatives, entrepreneurs and small business owners. It is the definitive book on how to survive
in any economy. &ldquo;While the business schools suggest that undercapitalization is the number
one reason a business fails, &ldquo; says Cardone, &ldquo;the ONLY reason a business or
individual actually fails is the inability to sell their products, services and ideas in quantities great
enough to fund the company or individual.&ldquo;

This book just hypes up grant cardones personal evaluation of how sales have influenced his life
and why sales is important in everyday life. But the author fails to teach any sales strategies, tactics
or lessons. Chapter after chapter I'm waiting for grant to say if "X" happens you handle it by doing
"Y"

This is a great book that helps you get the proper mentality to help you be the best sales person that
you can be! I have read this book a few times, and every time I learn something new. I personally
consider this book, and the author, a must read for anybody that is serious about being the best you



can be!

I attended a Grant Cardone sales seminar a few years back and was instantly hooked on his sales
philosophy. I was pumped to find many of those thoughts and more in his first book. If you want to
learn what it takes to excel in the business world (sales especially), this is the book for you. You'll
want to read this, take notes, and refer to it over and over. Great for a daily dose of sales motivation.
If you take "massive action" using Grant's proven sales philosophy, you will be unstoppable. Buy
this book for yourself, your sales team, and your family and friends TODAY!!

This book is so clear and understandable. I have been sharing it with others as I have been reading
each chapter. We are just finishing up reading the whole book and are making a game plan to
implement all Mr. Cardone has talked about especially the "Power Base". This is where we need to
go back too!!!

The United States has just survived the worst recession in 100 years, and in order to not only
survive, but persist through any economic situation, you have to be able to SELL. If you want to take
care of your family, you have to be able to SELL. If you want to be successful, you have to be able
to SELL.

As an employee of Lithia, I&#8217;d like to personally thank you Grant. You&#8217;re material has
broken me of a middle-class, just enough mindset. In addition to your virtual training I&#8217;ve
purchased 3 of your books and I get something from all of them. You&#8217;ve moved me beyond
just sales training and taught me to change my complete mindset. Thanks again and keep
ballin&#8217;!
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Oh Yeah, I just finished reading this book a few weeks ago. Grant is an awesome writer and I
learned lots from reading his book! Just can't remember it all at the moment. Darn I really need to
start taking notes when I read... One of the things that I really learned from Grant is that I have been
brainwashed into thinking the way I think and that I have to retrain my brain to think positive instead
of negative. He also said that I have to stay away from negative people because the deprogram me
i...more Oh Yeah, I just finished reading this book a few weeks ago. Grant is an awesome writer and
I learned lots from reading his book! Just can't remember it all at the moment. Darn I really need to
start taking notes when I read... One of the things that I really learned from Grant is that I have been
brainwashed into thinking the way I think and that I have to retrain my brain to think positive instead
of negative. He also said that I have to stay away from negative people because the deprogram me
instead of inspiring me. One of the things that I really remember is that Grant pointed out this
thinking....we've all heard money doesn't grow on trees.... and so that's what we say over and over
and over again......BUT... money is paper and paper does come from trees so MONEY does grow
on TREES !!!(less)

I am a NY Times Best Selling Author, internationally-recognized Sales Training Expert, Business
Coach, and the Founder and CEO of 3 businesses: Cardone Training Technologies, Cardone
Group, and Twin Capital Management. You may have seen me as the star and co-executive
producer of a show, called TurnAround King.



In addition to speaking internationally to individuals, companies, and industry leaders on sales
effectiveness, negotiating strategies, business development and business expansion, I am a regular
contributor to networks including, Fox News, MSNBC, CNBC, Huffington Post, Business Weekâ€™s
Business Exchange, The Wall Street Journal, CNN, Reuters, CNBC, Today Show and over 600
radio shows.

I have also authored a number of business and motivational audio and video programs; The Rules
of Success Motivational Program, Control Without Confrontation, 21st Century Selling, Maximizing
Every Opportunity and a customized program for the auto industry called The One a Day Sales and
Management Program.

Super Investor, Billionaire and Master Sales Person Warren Buffett sanely states on his recent
CNBC interview, "During times like these the most valuable asset you have is your skills and
abilities." If you haven't seen the interview watch it because it will give you a sane approach and
solution to how to survive and prosper.

Mr. Buffett thinks in futures not in the havoc of the moment and takes every opportunity to "sell" the
products, services and enhance the value of the companies he owns. He is the perfect example of
someone that doesn't see selling as something you do as much as something that has to happen.
Watch the interview and you will see what I mean. He is not a frantic, high-pressure fast-talking
sales guy, but he does take every opportunity to promote his products and add value to the
companies he invests in.

Warren Buffett knows that selling is basic to business and survival. Without selling products and
services the company value diminishes and the same holds true for individuals. Whether its
American Express, Coca Cola, Wells Fargo, See's Candy, Wal Mart or GE if the company is unable
to sell its products and its value it will diminish. Why does a billionaire continue to promote, market
and sell the value of the companies he has major stakes in? Because even the richest man in the
world knows that the financial solvency of a company or household is dependent upon selling the
products, service and value of that company.

Every household in America needs to take heed of Mr. Buffett as he embraces selling as a survival
skill for creating the future you want. From my book Sell to Survive, "Selling is as important as water,
oxygen and food and is an innate ability to every person. Contrary to popular belief this skill is not
limited to just some. This ability has only been lost because of the way we are educated and
socialized and it can be easily rehabilitated."

American has developed a disdain for selling when this is the one single thing you cannot avoid if
you want to have money in the bank! Every major problem people are having; from job loss to
bankruptcy can be traced back to the inability to sell yourself, your products and your services.
Show me a company or individual failing and I will show you someone having difficulty selling their
products and services or their personal value to the marketplace. You cannot manage, organize,
save or plan your way out of the current economy, you can only sell to survive this!

The tighter the economy gets the more this skill is needed. Remember what Buffet said, "During
times like these the most valuable asset you have is your skills and abilities." The largest legal firm
in the country just laid off 20% of their lawyers and I assure you those that got laid off had one thing
in common; the inability to bring in revenue (sell).

This Audio program, Sell To Survive, is Grant Cardone himself reading his ground-breaking book.
Not only does he give a FULL reading of the book, but he also adds commentary and guides the
listener through tests at the end of each chapter. This program is designed to engage you with the
information, allowing you to use its teachings and strategies immediately! Grant will introduce you to
an explosive sales and business approach that will show you exactly how to sell and succeed in any
economic climate.
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