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Combining advances in neurogcience with the art of storyrelling
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Jeff Bloomfield : Story-Based Selling: Create, Connect, and Close before purchasing it in order to gage whether or
not it would be worth my time, and al praised Story-Based Selling: Create, Connect, and Close:

2 of 2 people found the following review helpful. Powerful and UniqueBy GrahamBeing in sales and business
development we al read a multitude of book. After awhile they all seem to bleed together and say the same
thing...except a select few books, including " Story Based Selling"! Our entire lifeis a story, we spend billions on
movies and love Grandpa's stories, so why do we leave the stories out of the work place like nobody wants to hear
them? This book has a phenomenal approach to connecting, presenting, selling and building relationships that will


http://f3db.com/pub/links.php?id=B01F1G6I76

help grow your business as it has grown mine! 0 of O people found the following review helpful. Excellent insight into
WHY stories workBy Michael Davis, the Speaking MDGood read from Jeff Bloomfield. Thisislessif a'how to' than
it isan understanding of Why well-told stories work. Additionally, Me Bloomfield offersinsight into the critical
nature of vulnerability and telling others about your faults, failures and frustrations.Highly recommend this book to
further your knowledge of storytelling.0 of O people found the following review helpful. Good ReadBy Joe
FernandezRecommend for sales professionals |ooking to change the paradigm of their sales process. Sales managers
would benefit from engaging their teams with this as well.

Asafounder of asuccessful organization that trains and develops sales professionals, Jeff Bloomfield has given alot
of thought to why customers say yes. In Story-Based Selling: Create, Connect, and Close, Mr. Bloomfield saysit's
really no mystery. People buy from people they trust. They trust people they like, and they like people they connect to.
And he believes that storytelling is the best way for salespeople-and al of us-to immediately connect to a customer's
feelings of trust and liking. He thinks teaching sales professionals to close a deal by presenting their product, probing
its mutual benefits, and overcoming the customer's objections and skepticism, is awaste of time. Instead, he urges
them to tell agreat story. Mr. Bloomfield calls upon the latest research in neuroscience to explain the process of
communication. The truth isthat during the salesperson’s engagement with clients, people quickly base their decisions
on how they feel, not the way they think, so trying to persuade someone by first imparting lifeless facts and figuresis
self-defeating. In fact, this information goes right to an area of the listener's brain (the left brain) that drives doubt and
skepticism. To make a deal we need to connect with the parts of the customer's brain that inspire emotions of trust and
empathy. By telling a story, we can immediately connect to these good gut feelings and drive away the client's fear of
being sold. Mr. Bloomfield tells his own engaging stories while teaching step-by-step techniques of intentional
storytelling-to create a fast connection with the listener, no matter who is buying or what a person wants to sell.

About the AuthorJeff Bloomfield comes from along line of storytellers.nbsp; He has helped individuals and
companies transform their sales and marketing systems by understanding the power of neuroscience on everyday
communication. Jeff has founded and managed two separate consulting companies, Apex Training Development and
most recently, Brain Trust.nbsp; His dynamic, engaging, communication style and his sense of humor coupled with his
inspiring transformational coaching techniques are the trademark of his companies.nbsp; His experience of over

fifteen yearsin sales, marketing, and training in multiple industries affords him a unique perspective that seemsto
resonate with readers and clients of all backgrounds and industries.



