
“Jim Cathcart’s The Eight Competencies of Relationship
Selling is head and shoulders above the proliferation of
sales and customer management books. It imparts the
comprehensive knowledge needed to achieve top 1% sales
performance, deliver value throughout the customer life-
cycle, and build a lifetime relationship with the customer.”

—Robert Jurkowski, 
Chief Operating Officer, Silicon Energy Corporation
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“When Jim Cathcart speaks on sales, everybody listens! Now
the man who ‘wrote the book’ has written THE book for
everyone who has chosen sales as a profession. We are liv-
ing in a time when ‘customers for life’ is the goal of every
professional sales representative. Cathcart has broken the
code. You owe it to yourself and your customers to catch
Cathcart’s formula for the eight competencies that will start
a new wave of top performers.”

—Francis X. Maguire, former Sr. VP, Federal Express

If you were to spend just fifteen minutes each day gaining one

new sales idea or sharpening one skill, within just a few years you

would become an industry leader. The Eight Competencies gives

you the powerful yet simple essentials you need to be in the

top 1% of your field. 

To achieve excellence in sales you must be able to manage your-

self, target the right prospective customers, marshal the resources

that will help make the sale, communicate clearly and convincing-

ly, connect with all types of people, and much more. But if you want

to sustain a successful sales career, all these skills must work in

concert. It is not enough to merely be strong in a few areas.

That’s why Jim has organized the essential sales proficiencies into

eight “competencies,” each involving a mixture of specific skills:

#1 – Prepare #5 – Solve

#2 – Target #6 – Commit

#3 – Connect #7 – Assure 

#4 – Assess #8 – Manage

He starts with your “Sales Readiness Self-Assessment,” then leads

you clearly through each competency until you’ve mastered them

all. As your knowledge base grows, you will achieve self-mastery,

the single greatest success skill. 

Jim Cathcart’s sales philosophy is quite simple: Business should

be practiced as an act of friendship, rather than merely as a

process of negotiation. It is about connecting with people

profitably, not merely persuading them to buy.

In this book you will discover scores of powerful ideas and brief

exercises that you can use in a mere fifteen minutes each day to

transform your sales career. These simple exercises will help you

keep your talents and skills at the top of their form—and be ever

ready to reach the top 1% of your field. 

“Jim Cathcart is recognized as the world’s expert on Relationship Selling. This book
only serves to enhance and further prove that mantle. Read this book. It is great!”

—Bill Brooks, author, High Impact Selling

“Jim Cathcart’s wisdom and expertise have helped countless people learn how to reach the top 1% of their
field. Jim is a teacher of the masses, helping everyone to achieve self-mastery, having ‘been there, done that’
himself. I highly recommend his work.”

—Sandy Karn, president, Creative Results Sources, Inc, a results specialist

“Every salesperson who aspires to be the best should read this book!”
—Mac Anderson, founder, Successories

“Jim Cathcart is the perfect expert to write this substantive book. His lifelong dedication to helping people
grow shows on every page as he shares solid ideas to help you sell, serve, and succeed. An outstanding work.”

—Nido R. Qubein, chairman, Great Harvest Bread Company

“Relationships rule in today’s environment where products and services
become commodities in a heart-beat. And Jim Cathcart knows more than any-
one about leveraging the power of relationships to increase your sales. This book
goes beyond ‘why to’ explanations to provide the ‘how to’s’ you need to succeed
with honor and integrity. You can’t afford not to read this book—it’s a sure bet that
your competitors will.”

—Randy Pennington, author, On My Honor, I Will, and creator, 
POSITIVE PERFORMANCE® Management

“Whether you’re a fledgling salesperson or a 30-year veteran, this book will give you powerful
tools to help you make your numbers...in sales...or in life.”

—Charlie Plumb, Capt. USN, professional speaker and author, former POW in Vietnam 

“Jim Cathcart has long been at the forefront of visionary thinkers when it
comes to managing the sales process. His focus on relationships literally
changed the world of selling. Now, he creates another revolution with
his newest book. Not only should you read this book to acquire Jim’s
insights—you should consider the consequences if you don’t.” 

—Scott McKain, vice chairman, Obsidian Enterprises, Inc.;
author, ALL Business Is Show Business 
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