
“Get the message: Read this book and watch your sales soar!”
       – Don Hutson, Hall of Fame Speaker and New York Times #1 Bestselling Author

Selling is the art of convincing people to your way 
of thinking, and it is not just isolated to products 

or services. It is also related to ideas. As master 
communicator Brian Dodge once said, “For those of you 
who have children, if you ain’t selling them, someone else 
is.” “The Sales Messenger” is especially benefi cial to sales 
professionals, but it is also a pracƟ cal, informaƟ ve book 
that can benefi t anyone—because everybody is selling 
something in one form or another. Whether you are trying 
to sell a product or service for your company, or even if 
you are just “selling” your husband or wife on the idea or 
concept of relocaƟ ng to a new state, at some point and 
Ɵ me you are selling. You might also be selling yourself 
in a job interview, selling your children on the concept 
of doing the right thing, or as a campaign manager you 
might be helping to sell a poliƟ cal candidate. This book 
will help you gain the basic knowledge and improve the 
skills necessary to become more eff ecƟ ve at selling any 
idea, product or service. “The Sales Messenger” is a back-
to-the-basics guide with engaging chapters containing 
helpful assignments that reinforce its criƟ cal concepts.
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Performance SoluƟ ons, Davis spent 10 years as a 
successful sales professional with Allianz® Life of North 
America, consistently achieving Million Dollar Round 
Table results and winning performance awards. Her 
achievements led to her inducƟ on into the company’s 
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