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Summary:

Steve W. Martin is the foremost expert on “Sales Linguistics,” the study of how
salespeople and customers use language during the decision-making process. Steve is
noted sales researcher who has written thirty-five Harvard Business Review articles. He
takes great pride in providing relevant insights on key sales topics that are referenced
by sales leaders all around the world. He is the author of five “Heavy Hitter” series titled
books on the human nature of complex sales. His latest book is titled Heavy Hitter I.T.
Sales Strategy: Competitive Insights from Interviews with 1,000+ Key Information
Technology Decision Makers and Top Technology Salespeople. His sales training
program has helped over 100,000 salespeople become top revenue producers at
companies including Google, PayPal, IBM, HP, and Lenovo. He is a recipient of the
Marshall Golden Apple Teaching Award.

Books:

(6) Heavy Hitter I.T. Sales Strategy: Competitive Insights from Interviews with 1,000+ Key I.T. Decision
Makers and Top Technology Salespeople. Tilis Publishers, November 2014.

(5)Heavy Hitter Sales Linguistics: 101 Advanced Sales Call Strategies for Senior Salespeople. Tilis
Publishers, November 2011.

(4) Heavy Hitter Sales Psychology: How to Penetrate the C-Level Executive Suite and Convince
Company Leaders to Buy. Tilis Publishers, September 2009.

(3) Heavy Hitter Sales Wisdom: Proven Sales Warfare Strategies, Secrets of Persuasion, and Common-
Sense Tips for Success. John Wiley and Sons, October 2006.

(2) The Real Story of Informix Software and Phil White: Lessons in Business and Leadership for the
Executive Team, Sand Hill Publishing, November 2005.

(1) Heavy Hitter Selling: How Successful Salespeople Use Language and Intuition to Persuade
Customers to Buy, John Wiley and Sons, October 2004.

Sales Organization Performance Research Projects:

B2B Buyer Persona Research Report, 2017
How B2B Buyers Select Between Vendors and Salespeople, 2017.


http://www.stevewmartin.com/
http://heavyhittersales.typepad.com/

The Sales Persona Research Report, 2016.

The Similarities and Differences of Men and Women in Sales, 2016.

How Location Impacts Selling and Sales Leadership Styles, 2016.

Sales Forecasting Research: Who Are the Most Accurate Sales Forecasters, 2016.

The Sales Organization Performance Gap: The Differences Between High Performing and
Underperforming Sales Organizations, 2015.

A Comparison of High Performing and Underperforming Salespeople, 2015.

A Comparison of High Performing and Underperforming Sales Managers, 2015.

How Compensation Impacts Sales Organization Quality and Performance, 2015.

Key Success Factors that Separate Excellent from Average Sales Organizations, 2015.
The Truth About the Field Sales to Inside Sales Migration Trend: A Sales Organization Study,
2014.

The Sales Metrics That Matter Most, 2014.

The Personality Attributes of 1,000 Top Salespeople, 2011.

Harvard Business Review Articles (available on www.stevewmartin.com)

7 Reasons Salespeople Don't Close the Deal

6 Reasons Salespeople Win or Lose a Sale

Similarities and Differences Between Men and Women in Sales
What Drives Salespeople in Different Regions

Salespeople Work Differently in Different Parts of the U.S

A Portrait of the Overperforming Salesperson

A Portrait of the Overperforming Salesperson

The Seven Attributes of the Most Effective Sales Leaders
Video: What Sets Sales Teams Apart

What Separates the Strongest Salespeople from the Weakest
What Top Sales Teams Have in Common in 5 Charts

Win More Sales with an Indirect Strategy

Why Sales Organizations FAIL

THE 12 SALES METRICS THAT MATTER MOST

The TREND that is Changing Sales

The Seven Types of Sales Managers

Research: How Sensory Information Influences Price Decisions
Why Customers Don't Buy

Use Sales Linguistics for Winning Presentations

Top Salespeople Use LinkedIn to Sell More

Ten Reasons Salespeople Lose Deals

Is Your Sales Organization Good or Great?

Top 10 Sales Trends and Metrics

Plan Your Sales Call Strategy

Top Reasons Salespeople Lose Business

Win the Business with this Elevator Pitch

Understanding Five Types of Sales Coaches

What's Wrong With Your Sales Training Program

Strategies for Answering Customers' Questions



Are You a Closer? Take the Test

How to Close a Sales Call

Are Top Salespeople Born or Made?

Seven Personality Traits of Top Salespeople
Persuasion Tactics of Effective Salespeople

Why Sales and Marketing Are at Odds or Even War
How to Hire a VP of Sales

A Salesperson's Seven Deadly Sins

Professional Background:
2001-Present Founder, Heavy Hitter Sales Training and Consulting

2009-Present University of Southern California, Marshall MBA Program, Adjunct Professor. 2012 Golden

Apple Award Winner.

2008-2010 University California Berkeley, Haas MBA Program, Adjunct Professor

Sales Training and Sales Effectiveness Consulting Clients:
Steve W. Martin’s services include sales force effectiveness consulting, comprehensive win-loss
analysis studies, sales training workshops, and keynote presentations. His clients are world

leading companies including:
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Axeda
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Bacterin
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Berbee Information Networks
Best Manufacturing
Beyondtrust Software
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Blitz Digital Agency
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Global Knowledge
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TC Communications
Tealeaf Technology
Teamquest Software
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Third Brigade Software - Trend Uhlrich Medical Vitria Software

Micro United Industries Webfortis

Thunderhead Software UPM Raflatac Werner Enterprises

Tradebe Environmental Services USI Insurance Wolters Kluwer Health Systems
Trane UTI Worldwide Logistics Wonderware Software
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Articles, Interviews, and Media Coverage (available on www.stevewmartin.com):

(212) Huffington Post - The Truth About Why Salespeople Lose Deals

(211) Accelerate Sales! - The Value of Salespeople According to B2B Buyers with Steve W. Martin
(210) Inc Magazine - 15 Great Books You Should Definitely Read This Year

(209) Harvard Business Review - 7 Reasons Why Salespeople Don't Close Deals

(208) DMN Marketing - B2B Buyers and Sellers Need to Fix their Relationship

(207) DiscoverOrg - What B2B Buyers Want from Salespeople

(206) Content Strategy - B2B Buyers Aren't Happy With Salespeople

(205) Harvard Business Review - 6 Reasons Salespeople Win or Lose a Sale

(204) Harvard Business Review - What Drives Salespeople in Different Regions

(203) Harvard Business Review - Salespeople Work Differently in Different Parts of the U.S

(202) Forbes - How 10T Refines What Sales Success Really Is

(201) Harvard Business Review - A Portrait of the Overperforming Salesperson, June 2016.

(200) Harvard Business Review — Video: What Sets Top Sales Teams Apart, July 2015.

(199) Inc Magazine — The Best Books for Salespeople, August 2015.

(198) Inc Magazine — What Separates the Top 20% of Salespeople from the Bottom 80%, April 2015.
(197) Customer Think — Grooming a High Performing Sales Team, June 2015.

(196) Inc Magazine — The Single Worst Way to Stunt Your Company’s Sales Growth, April 2015.

(195) Docurated — Sales Strategy Tips from Top Sales Pros, April 2016.

(194) Ambition Blog — Why You Suck as an Inside Sales Manager, May 2015.

(193) “What Separates Strongest Salespeople from Weakest,” Harvard Business Review, March 2015.
(192) “The Truth About the Field to Inside Sales Migration,” Inc Magazine, March 2015.

(191) “What Top Sales Teams Do With Quotas That Average Teams Don't,” Hubspot Sales Blog, February
2015.

(190) “Top Technology Companies to Sell for in 2015,” Sandhill.com, February 2015.

(189) “No Cowboys Here: Teamwork, Culture Leads to Sales Success,” CMS Newswire, February 2015.
(188) “New Research Reveals Personality Traits of the Best Sales Reps,” Hubspot Sales Blog February
2015.

(187) “Why you lost the Sale, the Most Common Reasons,” Media Sales Today, February 2015.

(186) “Secrets of High Performing Sales Organizations,” Salesforce Research, February 2015.

(185) “How High Performing Sales Organizations Differ from Others,” Smart Selling Tools, January 2015.
(184) “What Top Sales Teams Have in Common,” Harvard Business Review, January 2015.

(183) “The 7 B2B Books to Read for 2015,” RingDNA Sales Blog, January 2015.

(182) “What to High Performing Sales Teams Have in Common,” Hubspot, January 2015.

(181) “Why Did | Lose the Deal?,” Sales and Service Essentials, January 2015.

(180) “Sales Organization Performance Gap,” Sales Force Research, January 2015.

(179) “The Salesperson's Mind,” Sales and Service Essentials, November 2014.

(178) “Why Technology Salespeople Lose,” Sand Hill.com, April 2014.



(177) “A Game Plan for Job Seekers,” Wall Street Journal, March 2014.

(176) “Why Sales Organizations FAIL,” Harvard Business Review, January 2014.

(175) “THE 12 SALES METRICS THAT MATTER MOST,” Harvard Business Review, December 2013.
(174) “More Companies Embrace Inside Sales,” CRM Magazine, December 2013.

(173) “Sales Leaders Confirm Shift to Inside Sales,” Marketing Charts, December 2013.

(172) “Report Offers Sales Strategies Insights,” American Training Society, November 2013.

(171) “The Trend That is Changing Sales,” Harvard Business Review, November 2013.

(170) “How to Select a Sales Meeting Speaker,” Sales Journal, December 2013.

(169) “Why Your Sales Team Needs Sales Linguistics,” Yesware, November 2013.

(168) “The Trend That is Changing Sales,” Harvard Business Review, November 2013.

(167) “The Seven Types of Sales Managers,” Harvard Business Review, September 2013.

(166) “Steve Martin Interview - How Digital Agencies Can Increase Sales,” Social Driver, September 2013.
(165) “The Truth About 50+ Year Old Salespeople,” Sales Journal, June 2013.

(164) “Research: How Sensory Information Influences Pricing Information,” Harvard Business Review,
July 2013.

(163) “Why Customers Don't Buy,” Harvard Business Review, July 2013.

(162) “Use Sales Linguistics to Structure Winning Presentations,” Harvard Business Review, June 2013.
(160) “How Top Salespeople Use LinkedIn to Sell More,” Harvard Business Review, April 2013.

(159) “Is Your Sales Organization Good or Great?,” Harvard Business Review, April 2013.

(158) Top Reasons Salespeople Lose Deals,” Harvard Business Review, March 2013.

(157) “Are You A Contagious Salesperson?,” Sales Journal, April 2013.

(156) “The Top 20 Technology Companies to Sell For,” SandHill.com, January 2013.
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(154) “USC Marshall Makes it Mark at Sales Competition,” USC Marshall News, January 2013.

(153) “Top 10 B2B Sales Trends for 2013,” Harvard Business Review, December 2012.

(152) “USC Professor Studies Sales Personalities,” USC Marshall News, December 2012.

(151) “Elevator Pitch to Win the Business,” The Conference Board, September 2012.

(150) “15 Classic Leadership Books You Should Read,” Addicted to Success, September 2012.

(149) Harvard Business Review — Win the Business with this Elevator Pitch, August 2012.

(148) “Understanding the 5 Types of Sales Coaches,” Harvard Business Review, July 2012.

(147) “What’s Wrong With Your Sales Training Program,” Harvard Business Review, July 2012.

(147) “Handling Customer’s Toughest Questions,” Harvard Business Review, July 2012.

(146) “7 Fascinating Facts About A Salesperson’s Mind,” Sales Journal, July 2012.

(145) “Strategies for Answering Your Customers Toughest Questions,” Harvard Business Review, June
2012.

(144) “What’s Wrong with Your Sales Training Program,” Harvard Business Review, June 2012.

(143) “Are You A Closer? Take the Test,” Harvard Business Review, May 2012.

(142) “Why Did | Lose ? Six Win-Loss Analysis Questions,” Sales Journal, April 2012.

(141) “Delve Into Customer Psyches to Become a Master of Persuasion,” ThinkSales Magazine, March
2012.

(140) “Surefire Sales Linguistics for Closing,” Openview Partners, March 2012.

(139) “Top Sales Trends for 2012,” Media Sales Today, March 2012.

(138) “How to Close a Sales Call,” Harvard Business Review, December 2011.

(137) “The Seven Secrets of Resilience,” Entrepreneur Magazine, November 2011.

(136) “If Sigmund Freud Was Your Sales Manager,” Sales Journal, November 2011.

(135) “Personality Study of Top 1000 Technology Salespeople,” Sand Hill, November 2011.

(134) “USC Wins MIT Sales Contest.” USC Marshall News, November 2011.

(133) “If Sigmund Freud Was Your Sales Manager,” Social Salesperson, September 2011.

(132) “Salespeople Should Walk Softly,” Selling Power Magazine, August 2011.

(131) “Personality Study of Top Salespeople,” SoldLab Magazine, August 2011.
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(119) “Best of 2010: When Selling, Watch Your Words,” Media Sales Today, December 2010.
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(117) “2010 List of Top Blogs,” Proteus B2B Marketing, November 2010.
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(115) “Persuasion Tactics of Great Salespeople,” Harvard Business Review, October 2010.
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(113) “Why Sales and Marketing are at Odds or Even War,” Harvard Business Review, September 2010.
(112) “How to Hire a VP of Sales,” Harvard Business Review, September 2010.
(111) “Cowcatchers from the Great Communicator,” Computer Networking Copywriter, September
2010.
(110) “A Salesperson’s Seven Deadly Sins,” Harvard Business Review, August 2010.
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(102) “Favorite Sales Manager Sayings and Clichés ,” Sales Journal, April 2010.
(101) “The Six Real Reasons to Fire Your VP of Sales,” Sterling Hoffman Newsletter, March 2010.
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