
                       

 

 

 

 

 

 
 

In today’s fast-paced information-driven economy, customers will acquire 
approximately 70% of the information they need to make an informed buying 
decision about a product or service from the Internet before they ever talk to a 
salesperson. When they finally contact a representative of a company, it means 

their need for information is time-sensitive and urgent. The sales team that is the first to respond with 
the complete answers to the customer’s questions dramatically improves their chances to win the order. 
 
And there is no faster response than “zero-time”. 
 
In his new book Zero-Time Selling (Morgan James Publishing, Jan. 2012) author Andy Paul shines a 
light on the 10 essential steps to accelerating sales by showing readers how to always be first. 
 
In what could become the new sales mantra for our times, Zero-Time Selling presents simple solutions 
to break through the usual inertia and internal roadblocks that are unnecessarily impeding sales efforts.  
Refreshingly free of the usual conceptual jargon, Zero-Time Selling presents an accessible, 
straightforward path to consistent sales success.  It is incredibly easy to learn and compatible with any 
selling system or sales methods a company currently uses. 
 
Based on the idea of MILT (Maximum Impact, Least Time), Paul says that achieving zero-time selling 
requires combining the elements of information and speed to demonstrate absolute responsiveness to 
the prospects’ and customers’ needs, creating maximum value for them.  It’s a bottom line approach 
that from the customer’s viewpoint simply says: “Just give me the information I need - right now.” 
 
Paul’s methods do not require more sales people, greater expenditure of resources, or investment in 
capital facilities, infrastructure or technology.  They do require a conscious decision to use your people 
more effectively and harness and channel their focus on eliminating whatever is in the way of delivering 
the information and attention every customer wants and needs, right now. 
 
Based on his more than 30 years of sales, sales management and sales consulting experience across 
every type of sales channel and sales environment, Andy Paul knows how products are bought and 
sold.  Zero-Time Selling reflects his understanding that in today’s hypercompetitive sales environment 
“how” a company sells its products and services is as important as “what” they sell in creating value for 
the customer and effectively differentiating their company and offerings. 
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PRAISE FOR ZERO-TIME SELLING 
 
“Brilliant!  Zero-Time Selling is a must read for anyone tasked with the go-to-market challenge.  “It’s the 
process stupid!” and Andy Paul makes this abundantly clear in his well-written, easy to read book. Full of 
examples and easy steps to follow, you will come away from this read with a new perspective on how to 
improve results and out-perform the competition.” 
-- John  Dillon, CEO, Engine Yard, Inc., former CEO, Salesforce.com 
 

“Regardless of the business you are in, sales are crucial to your success and Zero-Time Selling boils the 
art of sales down to 10 simple solutions that every sales professional and organization needs to know to 
get ahead and stay there. Reading this book empowers you to dramatically improve your sales using 10 
commonsense steps combined with resources you already have. I can’t think of anyone who wouldn’t 
benefit immensely from implementing Andy Paul’s essential strategies for sales success!” 
-- Ivan Misner, NY Times Bestselling author and Founder of BNI® and Referral Institute® 
 

“Andy Paul, author of Zero-Time Selling, is one of those guys who just gets it. He understands how 
products are bought and sold. He knows what customers really need and want. "is book leverages that 
savvy to show you how to sell and manage customer relationships in a manner that truly differentiates 
you. Zero-Time Selling provides a simple framework, based on 10 common sense steps, to achieve and 
sustain dramatically improved sales results. Read it!” 
-- Keith Ferrazzi, bestselling author of Never Eat Alone and Who’s Got Your Back 
 

“In a field crowded with me-oriented formulas, a sales guru who says, “Every customer is the center of 
your universe,” sets a whole new standard for the rest of them. Go ahead. Read other how-to sales 
books. But do yourself a favor and read Zero-Time Selling first.” 
-- Steve Farber, Bestselling Author, The Radical Leap Re-Energized and Greater Than Yourself 

 
 
ABOUT ANDY PAUL 
 
Andy Paul spent more than 30 years as a sales professional and Vice President of 
Sales in companies ranging from raw start-ups to Fortune 1000.  
 

He lives in New York City and San Diego.  
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The methods found in Andy Paul’s new book ZERO-TIME SELLING (Morgan James Publishing, 
January 2012) do not require more sales people, greater expenditure of resources, or investment in 
capital facilities, infrastructure or technology.  They do require a conscious decision to use your 
people more effectively and harness and channel their focus on eliminating whatever is in the way of 
delivering the information and attention every customer wants and needs, right now. 
 
Here’s an example that demonstrates the three key core concepts that are crucial to the successful 
implementation of Zero-Time Selling in practice: 
 
Here’s an example that demonstrates three of the ten core concepts that are crucial to the 
successful implementation of Zero-Time Selling in practice: 
 
A sales representative for a metal fabricator usually arranges to meet with two program managers 
(PMs) and two buyers at a large defense contractor to ensure the customer understands enough 
about their products and capabilities to feel comfortable enough to use them in upcoming projects. 
The program managers and buyers are now so busy they only see suppliers once a week and it’s 
more difficult than ever to get on their agenda. And once you get some time with them the buyers 
often compete to see which one can stump the representative and force a delay in the process until 
the sales rep gets back with answers to their showstopper questions.  
 
Be Completely Responsive. The representative evaluates every step of the customer’s buying 
process ahead of time to insure she is prepared to immediately answer every question the PMs and 
buyers might pose, with no need for follow up. This included soliciting questions and discussion 
topics from the customer ahead of the meeting. She has everything needed to answer all questions 
and provide the information the customer needs to make an informed decision in the least time 
possible.   
 
Sell with the Sharp End.  Selling with the Sharp End means to position your deepest product 
knowledge closest to the customer. The representative uses her technical training to make sure that 
every communication and interaction (whether by email, meeting, phone call, or product demo, etc.) 
creates the value required to satisfy and exceed the prospect’s expectations. If other peoples’ 
expertise is needed, they are utilized immediately using the best technology available. 
 
Sell Low.  Zero-Time Selling requires selling to the lowest responsible level in a customer 
organization. The representative understands that the PMs have approval authority but that the 
decision to specify her products and services in their next customer project resides with the project 
engineers. She changes her tactics from only interacting with the PMs and buyer and program 
managers to selling directly to the project engineers and mechanical engineers that make the actual 
decision on her company and its products and services. The representative recognizes that the she 
can interact with others and demonstrate exceptional value, to build a relationship with the actual 
decision makers (ADM) that can be nurtured and developed over the long term. 
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Based on the idea of MILT (Maximum Impact, Least Time), Andy Paul says that achieving the goals 
found in his new book  ZERO-TIME SELLING (Morgan James Publishing, Jan. 2012) requires 
combining the elements of information and speed to demonstrate absolute responsiveness to the 
prospects’ and customers’ needs, creating maximum value for them. 
 
It is a bottom line approach that from the customer’s viewpoint simply says: “Just give me the 
information I need - right now.” 
 
His book details ten specific zero-time selling tactics designed to help people achieve and utilize 
MILT.  Here are some of the essential ideas:  
 
 
1. How you sell is as important as what you sell.  You must build trust and differentiate your 
company while creating value for your customer by how you sell your product or service. 
 
 

2. If you are talking to a customer, it is urgent. The Internet has made it possible for customers to 
get 70–80% of the information they need to make an informed purchase decision about your product 
or service before they contact you for the first time. If you are talking to a customer, they want 
answers now and you had better deliver what they need to know now because there is no second 
chance. 
 
 

3. Everything happens now (unless it has already happened). The timeframe for every sales 
action is now. Get a lead, follow up now. Get a question from a customer, answer it now. Of course, 
not everything can happen immediately, but the most important things can and must. 
 
 

4. Measure. Fine-tune. Measure.  You must develop a system of responsiveness, delivering content 
in zero-time. Every step of your sales process must continually be measured and improved with the 
goal of reducing to zero the amount of time required to deliver that content.   
 
 

5. Every customer is the center of your universe. The least expensive, least time-consuming and 
least competitive sales are those you make to your existing customers. To ensure a steady show of 
orders you must practice unconditional support.  
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