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Areyou truly afan of this WAYMISH: Why Are You Making It So Hard For Me To Give You My Money?
By Ray Considine, Ted Cohn If that's so, why do not you take this publication now? Be the first individual
which such as and also lead this publication WAY MISH: Why Are You Making It So Hard For Me To Give
You My Money? By Ray Considine, Ted Cohn, so you can obtain the reason and messages from this book.
Never mind to be puzzled where to obtain it. Asthe other, we discuss the connect to visit and also download
and install the soft documents ebook WAY MISH: Why Are You Making It So Hard For Me To Give You
My Money? By Ray Considine, Ted Cohn So, you may not bring the published book WAYMISH: Why Are
You Making It So Hard For Me To Give You My Money? By Ray Considine, Ted Cohn everywhere.

Review

"WAYMISH is terrific. You hit the nail on the head with this one! The concept is brilliant (and obvious):
employees hate to be wrong. | can visualize hundreds of sales trainers handing out thousands of copies of
WAYMISH to front line employees.” -- Al Ries, Chairman, Ries & Ries, noted author of "Focus,"
"Positioning,"and "Marketing Warfare."

"WAY MISH packs a one-two punch: First, it evokes all the service frustrations you've ever experienced as a
customer, then dares you to examine your own business to confront the WAYMISH within!" -- Warren
Rubin, Chairman of the Workbench, New York, NY (buyers reaction)

"WAYMISH tellsit al! Anyone who isin the business of serving customers can read this and if they heed it,
need little else in the way of training. It's truly a masterpiece on customer service. Needless to say, you can
guote me." -- Barnett Helzberg, Jr., Retired Chairman, Helzberg Diamonds (a Berkshire/Hathaway
Company)

About the Author

Ray Considine has coached sales and customer service people in the automotive industry, banking,
construction, and utilities. He's called a "salesman's salesman” because, in addition to seminars, he also
works side-by-side with salespeople as they deal with customers.

Considine is a Harvard graduate, a noted key-note speaker, Irish, and gifted storyteller.
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WAYMISH: Why Are You Making It So Hard For Me To Give You My Money? By Ray Considine,
Ted Cohn. The industrialized innovation, nowadays assist everything the human requirements. It includes
the everyday tasks, works, workplace, enjoyment, as well as much more. Among them is the excellent
internet connection and computer system. This condition will certainly aleviate you to sustain one of your
pastimes, checking out behavior. So, do you have going to review this book WAYMISH: Why Are You
Making It So Hard For Me To Give Y ou My Money? By Ray Considine, Ted Cohn now?

Reading, again, will certainly provide you something new. Something that you do not understand then
exposed to be well recognized with guide WAYMISH: Why Are You Making It So Hard For Me To Give You
My Money? By Ray Considine, Ted Cohn notification. Some expertise or lesson that re obtained from
reviewing e-books is vast. More publications WAYMISH: Why Are You Making It So Hard For Me To
Give You My Money? By Ray Considine, Ted Cohn you read, more knowledge you obtain, as well asalot
more chances to constantly enjoy reviewing books. Due to this factor, reading publication should be begun
with earlier. It is as exactly what you could acquire from the book WAYMISH: Why Are You Making It So
Hard For Me To Give You My Money? By Ray Considine, Ted Cohn

Obtain the advantages of checking out routine for your lifestyle. Book WAYMISH: Why Are Y ou Making It
So Hard For Me To Give You My Money? By Ray Considine, Ted Cohn message will always associate with
the life. The actual life, expertise, scientific research, wellness, religious beliefs, enjoyment, as well as much
more can be discovered in composed publications. Many writers supply their experience, scientific research,
research, and also all points to share with you. Among them is with this WAYMISH: Why Are Y ou Making
It So Hard For Me To Give You My Money? By Ray Considine, Ted Cohn This publication WAYMISH:
Why Are You Making It So Hard For Me To Give You My Money? By Ray Considine, Ted Cohn will
certainly offer the required of notification and also statement of the life. Life will certainly be finished if you
know alot more points via reading books.
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WAY MISH means Why Are You Making It So Hard...for me to give you my money? A "Waymish" is any
dumb mistake made when dealing with a customer. It's the disastrous effect of one minute's lousy service
which loses a customer ready and willing to spend money.

One "Waymish." One customer lost. All future profits gone.
The book's examples make excellent staff training material.
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Most helpful customer reviews

0 of 0 people found the following review helpful.
Lots of CEO's should read this book



By Robert A. Jacobsen

As along time small business owner | have read hundreds of business books in my time. Some are good,
some pathetic, and some ignorant. | have read useful books and books that are only good for firestarters.
Some have been written by P.H.D's who don't have a clue about the real world and some that do - but
WAYMISH is by far the best and most useful business book | have ever seen or read. | usually keep a dosen
or so copies at the store and regularly send them to business owners or suppliers that | like and companies
that need help.

Simply written and easily readable in afew hours - | read it about every 6 months and remind myself that the
only reason my customers shop at my store - is because (and if) | provide excellent service.

If you own abusiness or want to start one BUY THIS BOOK. Don't do it later do it now - you won't regret it.
My advice is to buy some extra copies to pass around, after reading it you will want to.

Bob Jacobsen

Galaxy Hobby

0 of 1 people found the following review helpful.

Make sure you & your folks aren't doing thigl!

By Ben Gay |11

First, and in the interest of full disclosure: As many of you know, Ray Considine has been one of my closest
personal friends, most trusted mentors/business associates since we first met some 35 years ago. Heis, in a
word, AWESOME!

Now let's talk about the book "WAYMISH" ("Why Are You Making It So Hard . . . for me to give you my
money?"').

If you will just purchase/read this book, then carefully study your own sales/customer service techniques
against it (and those of your entire organization!), you'll quickly discover that you are probably throwing
away 20-40% of al your established and potential sales volume. And I'm not exaggerating!

While the "WAYMISH" stories of poor service/missed sales are amusing at first (some are absolutely
hysterical!), as you read on, you'll see far more of your own sales/customer service operation than you'd ever
want . . . to the point that you'll become absolutely uncomfortable at times. | sure was!

As you know, when going about your own day-to-day activities, the sales/customer service world is
frequently staffed by the untrained (our fault!) and absolute morons (accident of birth, | assume). Well, here's
a news flash! While we laugh at those poor, sad folks . . . THEY ARE AMONG US! Or, as "Pogo" once
said, "We have met the enemy and heisus!"

See, while my "The Closers' series will teach you everything you need to know about closing sales, if you're
letting them all get out the back door after that, you can't close enough sales to save yourself!

Let me cut it short with some personal advice: Buy "WAYMISH" from Amazon.com . . . right now, while
you're still on this page!

Note: You may have noticed that all of my book reviews carry "5 Star” ratings (*****). But that's not the
sign of a "soft reviewer." | only review books to which | can honestly give a"5 Star" rating. Y ou may



assume, therefore, that any sales training/self-improvement book without my "5 Star" rating is either
something lessthat "5 Star," or | simply haven't gotten to it yet . . . and there are certainly plenty of those!

0 of 0 people found the following review helpful.

This book should be read by anybody who deals with customers.

By Blaine Greenfield

WAYMISH: WHY ARE YOU MAKING IT SO HARD FOR ME TO GIVE YOU MY MONEY? by Ray
Considine and Ted Cohen is abook that should be read by anybody who deals with customers.

It presents lessons that may seem obvious, but unfortunately, many businesses seem to forget the obvious.
Theresult: Customers, facing difficulties, often go elsewhere.

What truly made WAYMISH outstanding was its use of examples, all taken from real companies on how
things could and should be done . . . one of my favorites involved Murray Raphel, my marketing guru,
during his clothing days:

* [He delivered] alooks-like-every-other London fog trench coat: but in his, your name appearsin a HUGE
monogram on the inside front flap. "So you can always find your coat on a rainy day in a restaurant
cloakroom."

I'm still shaking my head over that one, as well as how other stores approach things:

* At Nordstrom theruleis, "Treat your customers as you would afriend." At Carl Sewell's car dealership the
decision to charge for an extra service is, "Would you charge a friend for this?' In essence, it's common
sense.

And then there was this approach to marketing research that could be used by any business--or any other
organization for that matter:

* A managing partner of a CPA firm was thinking customer service. He called the 25 largest clients and
asked for three minutes of the CEO's time to answer two questions:

The Survey:
What do you like about our firm's service?
What do you not like about our firm...or any other CPA

(Note: Thisisthe best and simplest survey any business will ever need.)
Though the authors probably had customer service folks in mind when they wrote WAY MISH, it could and

should be read by countless others who deal with the public on any sort of regular basis. Just imagine how
much more pleasant life would be if everybody made each and every transaction a pleasant one.

See all 6 customer reviews...
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