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Unlock unprecedented sales success by leveraging the groundbreaking power of neuroscience. Dis-
cover how understanding the human brain can revolutionize your sales approach, enabling you to 
connect deeper with prospects, overcome objections, and consistently achieve higher performance.

Our archive continues to expand through partnerships with universities.

We sincerely thank you for visiting our website.
The document Neuro Sell Sales Success is now available for you.
Downloading it is free, quick, and simple.

All of our documents are provided in their original form.
You don’t need to worry about quality or authenticity.
We always maintain integrity in our information sources.

We hope this document brings you great benefit.
Stay updated with more resources from our website.
Thank you for your trust.

Across digital archives and online libraries, this document is highly demanded.
You are lucky to access it directly from our collection.
Enjoy the full version Neuro Sell Sales Success, available at no cost.

Neuro-Sell

Anyone involved in sales faces huge challenges these days, from fierce global competition and 
increased pressure on margins to the power of internet-savvy buyers and difficulties with getting time 
with prospective buyers. To succeed in sales, something more than the traditional techniques is needed. 
Neuro-Sell presents an effective, brain-based approach to selling that is sensitive to what's going on 
in the customer's mind. Neuro-Sell helps readers understand the importance of the unconscious and 
get below the surface of what people say to recognise what they really mean. Packed with examples, 
quizzes, templates and interactive exercises, it develops readers' skills in building sales relationships 
with the four main types of buyer and outlines the five stages of neuro-negotiating that will help give 
readers the competitive edge.

The Neuroscience of Selling

Leverage the power of neuroscience to supercharge your sales success! A must-read for salespeople, 
business development managers, and business leaders. In The Neuroscience of Selling, acclaimed 
author John Asher unveils the closely guarded secrets that tap into the very core of human deci-
sion-making, empowering you to become a master of the sales process. By blending cutting-edge 
neuroscience with practical sales strategies, this guide will arm you with the tools you need to forge 
deep and lasting connections with your buyers, skyrocketing your sales figures to unprecedented 
heights. You'll discover: Neuroscience-Based Sales Techniques: Learn how to harness the power of 
the human brain to influence buyer behavior positively. Discover the inner workings of decision-making 
processes and tailor your sales approach to win over even the toughest prospects. Winning Over Hearts 
and Minds: Gain a profound understanding of the emotional triggers that drive buyer decisions. Craft 
compelling narratives that resonate with your audience on a deep, personal level, forging unbreakable 
connections that lead to increased loyalty and repeat business. The Art of Influence: Master the art 
of persuasion with cutting-edge neuro-selling techniques. Discover how to navigate objections, build 
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trust, and close deals with confidence, making your competition fade into the background. Sales 
Strategies that Work: Leave outdated sales techniques behind and embrace a new era of effective 
selling. Explore practical, proven strategies that will help you surpass your targets and set new sales 
records. Empowering Your Sales Team: Whether you're a seasoned sales professional or a budding 
entrepreneur, this book equips you with the knowledge and tools to empower your entire sales team. 
Unleash their potential and transform them into a force to be reckoned with. In today's fast-paced and 
fiercely competitive market, understanding the intricacies of human behavior is the key to unlocking 
unparalleled success in sales. With The Neuroscience of Selling, you hold the ultimate playbook 
for mastering the art of sales persuasion and fostering genuine connections with buyers. Note: The 
Introduction and Chapter One to The Neuroscience of Selling are adapted under license by SalesBrain, 
LLC, © 2002-2019.

Neuro Web Design

“While you’re reading Neuro Web Design, you’ll probably find yourself thinking ‘I already knew that…’ 
a lot. But when you’re finished, you’ll discover that your ability to create effective web sites has 
mysteriously improved. A brilliant idea for a book, and very nicely done.” – Steve Krug, author of 
Don’t Make Me Think! A Common Sense Approach to Web Usability Why do people decide to buy 
a product online? Register at your Web site? Trust the information you provide? Neuro Web Design 
applies the research on motivation, decision making, and neuroscience to the design of Web sites. 
You will learn the unconscious reasons for people’s actions, how emotions affect decisions, and how to 
apply the principles of persuasion to design Web sites that encourage users to click. Neuro Web Design 
employs “neuro-marketing” concepts, which are at the intersection of psychology and user experience. 
It’s scientific, yet you’ll find it accessible, easy to read, and easy to understand. By applying the concepts 
and examples in this book, you’ll be able to dramatically increase the effectiveness and conversion 
rates of your own Web site.

NEURO-SELLING

In un mercato sempre più competitivo, per avere successo nella vendita serve qualcosa che faccia la 
differenza. Neuro Sell usa le conoscenze neuroscientifiche sul reale funzionamento della mente dei 
compratori per sviluppare un sistema di vendita efficace e “a misura di cervello”, che si traduce in un 
notevole vantaggio competitivo rispetto ai concorrenti. Leggendo questo libro, il lettore potrà: imparare 
a capire a fondo il cliente potenziale usando una metodologia “a misura di cervello”, per una vendita 
che metta a proprio agio sia il compratore sia il venditore; avvantaggiarsi sui concorrenti che non hanno 
la stessa consapevolezza del funzionamento del cervello; sviluppare le proprie capacità per creare 
relazioni di vendita con i quattro tipi principali di compratore, attraverso una piena comprensione delle 
loro personalità e delle loro esigenze; scoprire le cinque fasi della neuro-negoziazione, che faranno 
impennare i propri tassi di vendita; usare gli schemi e gli esercizi interattivi per applicare le tecniche 
immediatamente e con sicurezza.

The Neuroscience of Learning and Development

Is higher education preparing our students for a world that is increasingly complex and volatile, 
and in which they will have to contend with uncertainty and ambiguity? Are we addressing the 
concerns of employers who complain that graduates do not possess the creative, critical thinking, 
and communication skills needed in the workplace? This book harnesses what we have learned from 
innovations in teaching, from neuroscience, experiential learning, and studies on mindfulness and 
personal development to transform how we deliver and create new knowledge, and indeed transform 
our students, developing their capacities for adaptive boundary spanning.Starting from the premise that 
our current linear, course-based, educational practices are frequently at odds with how our neurological 
system facilitates learning and personal development, the authors set out an alternative model that 
emphasizes a holistic approach to education that integrates mindful inquiry practice with self-authorship 
and the regulation of emotion as the cornerstones of learning, while demonstrating how these align with 
the latest discoveries in neuroscience. The book closes by offering practical ideas for implementation, 
showing how simple refinements in classroom and out-of-classroom experiences can create founda-
tions for students to develop key skills that will enhance adaptive problem solving, creativity, overall 
wellbeing, innovation, resilience, compassion, and ultimately world peace.Co-published with ACPA – 
College Student Educators International



The Buying Brain

If You Understand Brain Basics, You'll Sell More As much as 95% of our decisions are made by the 
subconscious mind. As a result, the world's largest and most sophisticated companies are applying the 
latest advances in neuroscience to create brands, products, package designs, marketing campaigns, 
store environments, and much more, that are designed to appeal directly and powerfully to our brains. 
The Buying Brain offers an in-depth exploration of how cutting-edge neuroscience is having an impact 
on how we make, buy, sell, and enjoy everything, and also probes deeper questions on how this new 
knowledge can enhance customers' lives. The Buying Brain gives you the key to • Brain-friendly product 
concepts, design, prototypes, and formulation • Highly effective packaging, pricing, advertising, and 
in-store marketing • Building stronger brands that attract deeper consumer loyalty A highly readable 
guide to some of today's most amazing scientific findings, The Buying Brain is your guide to the ultimate 
business frontier - the human brain.

Bare Knuckle Negotiating

Written by a veteran salesman and negotiator with a track record spanning millions of pounds in 
sealed deals, this book draws on the most advanced techniques used today by elite negotiators and 
professional influencers.

Transcending Borders in Tourism Through Innovation and Cultural Heritage

This book features the proceedings of the 8th International Conference of the International Association 
of Cultural and Digital Tourism (IACuDiT). Held on the Hydra Island in Greece in September 2021, 
the conference's lead theme was “Transcending Borders in Tourism through Innovation and Cultural 
Heritage”. Highlighting the contributions made by numerous writers to the advancement of tourism 
research, this book presents a critical academic discourse evolving tourism products and services. It 
also deals with strategies that help stimulate economic innovation and growth, and promote knowledge 
transfer. Selected chapters also deal with innovation, creativity, and change management in all aspects 
of tourism, culture, and heritage. A crucial focus is also placed on embracing ICT as a powerful develop-
ment tool along with strategies and campaigns for smart tourism. It offers numerous examples from the 
whole spectrum of cultural and heritage tourism, including art, innovations in museum interpretation 
and collections management, cross-cultural visions, gastronomy, film tourism, dark tourism, sports 
tourism, and wine tourism.

Neuromarketing For Dummies

Learn how to use neuromarketing and understand the sciencebehind it Neuromarketing is a con-
troversial new field whereresearchers study consumers' brain responses toadvertising and media. 
Neuromarketing and the brain sciencesbehind it provide new ways to look at the age-oldquestion: 
why do consumers buy? NeuromarketingFor Dummies goes beyond the hype to explain thelatest 
findings in this growing and oftenmisunderstood field, and shows business owners andmarketers how 
neuromarketing really works and how theycan use it to their advantage. You'll get a firm grasp onneuro-
marketing theory and how it is impacting researchin advertising, in-store and online shopping,product 
and package design, and much more. Topicsinclude: How neuromarketing works Insights from the 
latest neuromarketing research How to apply neuromarketing strategies to any level ofadvertising 
or marketing, on any budget Practical techniques to help your customers develop bonds withyour 
products and services The ethics of neuromarketing Neuromarketing for Dummies demystifies the topic 
forbusiness owners, students, and marketers and offers practical waysit can be incorporated into your 
existing marketing plans.

The Psychology of Sales Success

If you're a sales professional who wants to succeed, you can benefit from these familiar words: “Know 
thyself.” Even more important, you should also know your customers. The Psychology of Sales Success 
shares insights into three psychological dynamics driving the sales process: the salesperson, the 
salesperson's desire for success, and the customer. Featuring action steps as well as knowledge 
from leading psychologists, psychiatrists, business school professors, successful authors, and talented 
sales professionals, the book will help you to: Develop a successful attitude, master the thinking habits 
of successful sales professionals, and harness their powers of concentration Handle customer anger, 



procrastination, and rejection; deal with confrontations; and double their listening power in minutes 
Lower their own anxieties and boost confidence, eliminate stress, and become more action oriented

Build Your Reputation

Stop being a well-kept secret and start being the go-to choice Your reputation is what people say about 
you when you're not there. It's your most powerful asset for business growth, career enhancement and 
freedom of choice in many aspects of life. Yet too many people leave it to chance. They are a well-kept 
secret – it's not enough to be the best, you have to be seen to be the best. Build Your Reputation will 
show you how to master the skills of brand-building to develop a powerful profile and a formidable 
name. You'll learn how to identify your brand and where it fits into the big picture, and then you'll learn 
how to become the obvious choice for whatever it is you do. Becoming known isn't a matter of chance, 
nor is it a matter of luck – it's a practical set of highly coachable skills that anyone can learn. Learn how 
to build credibility, connect with the right people and make your achievements known. Identify and build 
your personal brand Position yourself strategically for maximum impact Attract the right relationships 
and the right attention Become the go-to guru for whatever you do The highest-paid people in any 
company, industry or profession are not necessarily the most qualified, gifted or best. They're the most 
popular. They are liked, trusted, recommended, chosen, hired and introduced. Build Your Reputation 
gives you the inside track to the top, with practical wisdom and strategic advice for building your own 
brand.

Innovation and Capacity Building

This book explores how contemporary organisations are abandoning conventional tactics in order 
to survive and grow in an incessantly shifting business landscape, analysing fundamental aspects 
of management, marketing and strategy from an interdisciplinary perspective. Focusing on the par-
adigms of neuro-marketing, innovative change management, motivational creativity, and customer 
data management, to name a few, the authors provide practical learning outcomes which reflect 
how organisations are seeking to adopt innovative means to innovative ends, targeting capacity 
building in multiple ways. Ultimately, this edited collection implicitly defines an organisational philosophy 
that incorporates functionality, but also embraces business notions pertaining to wider contextual 
transformations and environmental developments. Theoretical and practical contributions highlight the 
importance of multidisciplinary research to practical business success, making this book an invaluable 
read to both scholars and business executives.

SALES TRAINING: The art of selling to intelligent people

How will this book benefit you? Sales people often think: If I’m hard-working and honest with my 
customers, why do I need a better understanding of things like “neuroscience”, “the psychology of 
trust” and “reverse psychology”? The answer is simple: there are some truly amazing sales people, 
who go the extra mile to collect their customers at the airport, entertain them at restaurants, tell funny 
jokes on LinkedIn and then after doing all these things to impress customers, they find out that the 
customer bought from their competitor who did not do any of these things to impress them. Sometimes 
the customer can even perceive dedicated sales consultants as being desperate, causing them to 
lose the deal. Other sales people still attempt to use mental strategies to persuade their customers 
to buy their products or services and by doing so they seem to forget that resistance to persuasion 
is a common reaction in all human beings. This results in salespeople failing to close straightforward 
sales that should have been very easy to close. This is precisely why salespeople need a deeper 
understanding of how customers think, whom they trust, and why they decide to buy. Appreciating 
these concepts will give you a real edge as a salesperson: you will gain the confidence and proficiency 
to take your sales performance to the highest level. All the techniques found in this book focus on 
smarter sales, not harder sales. Hopefully, by the end of this book you will have understood that sales 
success does not depend on your desire to sell or on how hard you try. Rather, it depends on your 
ability to understand the mechanisms that underlie the buying process. You will learn to be a smarter 
salesperson, who is confident and relaxed and can dextrously use a handful of strategies leading to 
success. What this book is NOT about Now let’s be clear about something: some people think that this 
book is about the dark side of sales. However, this is not the case. Au contraire, if you are stuck in a 
pattern where you are currently using questionable sales techniques that are making good money but 
is bad for your reputation, you’re about to learn new methods that are more effective and will give you 
an excellent reputation instead. The methods described in this book are insightful rather than dubious. 



Who is this book for? There are three groups of people who will benefit tremendously from reading 
this book. Firstly, if you already work in sales and perform well, but somehow find that over time your 
reputation is suffering in the process. Secondly, if you are totally new to sales and would like to get 
it right from the start, with this book you can learn to master the psychology of selling so that you 
never struggle in this profession. Thirdly, if you work in sales, have a good reputation, but you need 
to increase your conversion rate to see better performance, this book will allow you to fine-tune your 
selling approach. Cautionary notes The tactics explained in this book are best used when selling a 
credible product or service to the right prospect. Please don’t abuse these tactics to try and manipulate 
buyers into spending their money on inferior products that they will regret buying. After all, it is your 
responsibility to preserve your long-term reputation as a sales professional.

Rewire Your Brain

How to rewire your brain to improve virtually every aspect of your life-based on the latest research in 
neuroscience and psychology on neuroplasticity and evidence-based practices Not long ago, it was 
thought that the brain you were born with was the brain you would die with, and that the brain cells 
you had at birth were the most you would ever possess. Your brain was thought to be “hardwired” to 
function in predetermined ways. It turns out that's not true. Your brain is not hardwired, it's "softwired" by 
experience. This book shows you how you can rewire parts of the brain to feel more positive about your 
life, remain calm during stressful times, and improve your social relationships. Written by a leader in 
the field of Brain-Based Therapy, it teaches you how to activate the parts of your brain that have been 
underactivated and calm down those areas that have been hyperactivated so that you feel positive 
about your life and remain calm during stressful times. You will also learn to improve your memory, 
boost your mood, have better relationships, and get a good night sleep. Reveals how cutting-edge 
developments in neuroscience, and evidence-based practices can be used to improve your everyday 
life Other titles by Dr. Arden include: Brain-Based Therapy-Adult, Brain-Based Therapy-Child, Improving 
Your Memory For Dummies and Heal Your Anxiety Workbook Dr. Arden is a leader in integrating the new 
developments in neuroscience with psychotherapy and Director of Training in Mental Health for Kaiser 
Permanente for the Northern California Region Explaining exciting new developments in neuroscience 
and their applications to daily living, Rewire Your Brain will guide you through the process of changing 
your brain so you can change your life and be free of self-imposed limitations.

The Little Book of Clarity

Imagine what you could achieve if you could only clear your mind The Little Book of Clarity shows 
you how to clear your head and get things done. Based on bestselling book, Clarity, this new edition 
has been distilled to the essentials, getting right to the point. With no vague theory or superfluous 
anecdotes, this book gets you right to work reducing stress and boosting productivity by uncovering 
your mind's in-built "self-clearing" capacity. As you begin to understand the concept of innate thinking, 
the benefits will start emerging in every corner of your life. As you think less, you'll win more — at work, 
at home, and at the game of life as a whole. You'll rid your mind of clutter for good as you focus on what 
matters, and finally free up the time you need to pursue your dreams. Life's constant bombardment of 
"to-do" and "urgent" pushes your own priorities clear off the radar. Before you know it, you're always 
busy, but not getting very much accomplished. Personal goals fall by the wayside as you struggle just 
to keep up with day-to-day life. This book shows you how to cut the noise and clear the fog, and start 
working on what matters to you. Harness the power of insight and principles Discover your true identity 
and innate wisdom Build better relationships and stronger connections Discard toxic goals and pursue 
authentic desires Clarity is the mind's natural state, a state to which it will always return if given the 
chance. Although it's evident in children, most adults have had this ability conditioned out of them by our 
"go-go-go" society, leaving them mentally muddy, stressed, and ineffectual. The Little Book of Clarity 
helps you erase that conditioning and gain the peace of mind to live a life you love — permanently.

NeuroSelling

Your business lives and dies by your customer conversations. Shouldn't you have those down to a sci-
ence? If you're tired of having to justify your price...of offering discounts to close the deal...of long sales 
cycles...of customers who can't seem to make a decision, then you need NeuroSelling(R), the only 
customer conversation tool grounded in neuroscience and behavioral psychology. But NeuroSelling(R) 
is more than just theory--it's a step-by-step, practical communication methodology honed by years 
of field experience, resulting in millions in new revenue in industries as diverse as biotech, financial 



services, manufacturing, and engineering. Start communicating in a way that: -Builds personal and 
professional trust faster -Naturally drives urgency to buy -Creates an automatic commitment to change 
In this book, you'll also read the stories of a sales rep who went from the bottom half of his sales 
organization to becoming rep of the year, as well as the dark-horse executive candidate who became 
CEO, chosen over three more experienced leaders. No matter your situation, successful selling begins 
and ends with the customer conversation.

The Psychology of Sales Success

If you're a sales professional who wants to succeed, you can benefit from these familiar words: “Know 
thyself.” Even more important, you should also know your customers. The Psychology of Sales Success 
shares insights into three psychological dynamics driving the sales process: the salesperson, the 
salesperson's desire for success, and the customer. Featuring action steps as well as knowledge 
from leading psychologists, psychiatrists, business school professors, successful authors, and talented 
sales professionals, the book will help you to: Develop a successful attitude, master the thinking habits 
of successful sales professionals, and harness their powers of concentration Handle customer anger, 
procrastination, and rejection; deal with confrontations; and double their listening power in minutes 
Lower their own anxieties and boost confidence, eliminate stress, and become more action oriented

Neuromarketing

The latest brain research is changing the way we think about sales. How can this help you increase 
your business? With people being inundated with thousands of daily sales messages, selling is now 
tougher than ever. That's why you need to learn what neuroscience has uncovered that will immediately 
increase your selling and influencing effectiveness. Unveiling the latest brain research and revolutionary 
marketing practices, authors Patrick Renvoisé and Christophe Morin teach highly effective techniques 
to help you deliver powerful, unique, and memorable presentations that will have a major, lasting 
impact on potential buyers. In Neuromarketing, Renvoisé and Morin will help you learn: The six stimuli 
that always trigger a response The four steps to align content and delivery of your message The six 
message building blocks to address the "old brain" The seven powerful impact boosters to set your 
delivery apart from the rest Once you know how the decision-making part of the brain works, you'll 
quickly begin to deliver more convincing sales presentations, close more deals, create more effective 
marketing strategies, and radically improve your ability to influence others.

Neuro Design

COMMENDED: Business Book Awards 2018 - Thought Leader Category Today, businesses of all sizes 
generate a great deal of creative graphic media and content, including websites, presentations, videos 
and social media posts. Most big companies, including the likes of Procter & Gamble, Coca-Cola, 
Tesco and Google, now use neuroscience research and theories to optimize their digital content. 
Neuro Design opens up this new world of neuromarketing design theories and recommendations, 
and describes insights from the growing field of neuroaesthetics that will enable readers to enhance 
customer engagement through their website, and boost profitability. Neuro Design emphasizes the 
importance of understanding consumers' non-conscious reactions to design and how brands can use 
them to improve performance, and increase the credibility and persuasiveness of their content. Includ-
ing practical methods such as neuro-research for testing websites, plus real world case studies from 
P&G, Coca-Cola, Google and neuroscientific advertising for Nielson, this is the essential handbook 
for any marketer looking to improve engagement with their creative graphic content. Also covering 
visuospatial resonance, banner blindness, visual saliency, the Gestalt Psychology Model, the halo 
effect and much more, Neuro Design will equip any marketer with the design techniques they need to 
engage with consumers. Online resources include web links to inspiring reading, and further website 
resources.

Causation in Science and the Methods of Scientific Discovery

Causation is the main foundation upon which the possibility of science rests. Without causation, there 
would be no scientific understanding, explanation, prediction, nor application in new technologies. How 
we discover causal connections is no easy matter, however. Causation often lies hiddenfrom view and 
it is vital that we adopt the right methods for uncovering it. The choice of methods will inevitably reflect 
what one takes causation to be, making an accurate account of causation an even more pressing 
matter. This enquiry informs the correct norms for an empirical study of the world. In Causation in 



Science and the Methods of Scientific Discovery, Rani Lill Anjum and Stephen Mumford propose nine 
new norms of scientific discovery. A number of existing methodological and philosophical orthodoxies 
are challenged as they argue that progress in science is being held back by an overlysimplistic 
philosophy of causation.

NeuroAuthority

What is “NeuroAuthority” anyway? At a high level, it’s the combination of neuroscience and authority 
marketing. Neuromarketing is a new field of marketing research that studies consumers’ sensorimotor, 
cognitive, and affective response to marketing stimuli. The technology is based on a model whereby the 
major thinking part of human activity (over 90%), including emotion, takes place in the subconscious 
area that is below the levels of controlled awareness. Authority marketing helps entrepreneurs leverage 
their knowledge to gain authority status in their industry. This authority status then allows them to 
dramatically amplify their message and convert their new audience into higher paying customers. 
In other words, it’s the process for positioning yourself as an authority, or even a celebrity, in your 
marketplace. NeuroAuthority is the science of creating authority positioning in the subconscious area 
that is below the levels of controlled awareness. It’s using the proven tools of neuroscience to determine 
why we deem one person as an “expert” over another and then applying the research so you can use 
it to get more clients. Traditional methods used by marketers won’t trigger decisions at a subconscious 
level. They just use whatever the “shiny button” is at the moment, and hope that it will work. Instead, they 
should use a scientific approach to capture insights that predict why prospects will choose to follow, 
respect, and eventually buy from one person over another. In his latest book, Best Selling Author and 
Entrepreneur, Brian Ainsley Horn reveals the concept of NeuroAuthority and uses case studies to back 
up his findings. He also provides actionable applications of it for entrepreneurs, small business owners, 
and professionals.

THE SECRET OF NEUROSALES

THE NEUROMARKETING TECHNIQUES OF THE BIG COMMUNICATION AGENCIES NOW AVAIL-
ABLE TO PERSONAL SALES El Secreto de las Neuroventas reveals with the greatest scientific rigor 
which are the brain functions involved during a sales process. INCREASE ESILY YOUR SALES BY 
ADAPTING NEURO-SALES TECHNIQUES TO YOUR BUSINESS! With the knowledge of how the 
brain works you can adapt the NeuroSales techniques to your business to increase its effectiveness, 
conquer your customer and sell more. Beyond being a sales book, The Secret of NeuroSales will 
help you learn more about human behavior and understand yourself better. It is a journey into the 
human brain. WHAT WILL YOU FIND IN THIS BOOK? 1. Technical fundamentals of Neuromarketing: 
the technology behind NeuroSales. 2. Brain functions: involved in sales, to master the relationship with 
your customer. 3. Neurocommunication techniques: to make your message remembered in the long 
term. 4. Emotional motivators: that will create the desire to buy in your customer. 5. Fast Neuro sales 
Technics to apply easy and successfully 6. Decision techniques: to give your customer the final push 
to buy your product. WHO IS THIS BOOK FOR? Especially for salespeople and entrepreneurs who 
want to increase their sales, directors and managers who want to get the best out of their employees, 
business owners who want to grow their business, marketing professionals and people interested in 
their personal development. WHAT ARE YOU WAITING FOR? Start mastering the mind and increase 
your sales with ease!

The Check-in Strategy Journal

Take a step closer to your goals every day with this essential executive planner There never seem to 
be enough hours in the day to take care of daily business and work towards your goals, it's an issue 
of prioritization and time management. The Check-In Strategy Journal offers readers the solution, in 
the form of a daily and weekly system that shuffles your schedule until everything fits. You'll first define 
your goals in concrete terms, translating your vision into workable strategy, and then you'll put pen to 
paper and map out a plan for making it reality. Day-by-day and week-by-week, you'll watch the results 
roll in as you fine-tune your plans and exercise an unprecedented level of control over your life and 
your business. Breaking long-term and large-scale strategy into smaller chunks allows you to celebrate 
the small victories. As the "wins" pile up, they fuel the momentum that keeps you moving toward the 
ultimate vision. This book provides a clear blueprint for setting it into motion. Adopt daily and weekly 
habits in pursuit of your business goals Define your plan with accountability and small wins Manage 
your time more efficiently by prioritising goals Gain control of your day, your life and your business The 



busier you are, the more you need a compass to keep you on track. You lead and manage others, but 
now it's time to lead yourself. Define your vision, your way, then plan your work and work your plan. 
The Check-In Strategy Journal keeps you on-task and accountable, with realistic advice and practical 
guidance on taking back control.

The Inner Winner

"The Inner Winner" contains proven performance psychology tactics that can beused to enhance 
performance in sport, business, and life in general.

BrainScripts for Sales Success: 21 Hidden Principles of Consumer Psychology for Winning New 
Customers

The newest, most successful strategies for landing the sale—based on the latest discoveries in neu-
roscience and consumer psychology BrainScripts for Sales Success explains consumer psychology 
to teach you how to personalize and enhance an approach and use basic, primal responses that 
are subtle but extremely effective. You'll learn how to use the powerful emotion of fear to convince 
stubborn prospects, make prospective customers successfully demonstrate the product inside their 
heads before they spend a penny to buy it, use speaking patterns that build desire for the product 
or service, and much more. "A masterpiece! This is one of those rare books that I wish wouldn't get 
published. This gem will become the new sales bible." Dr. Joe Vitale, author of Hypnotic Writing and 
There's A Customer Born Every Minute “Read it and sell more—it’s just that simple.” Roger Dawson, 
author of Secrets of Power Negotiating “Puts you light years ahead of your competition. Read it... 
before your competition does.” Dr. Tony Alessandra, author The Platinum Rule for Sales Mastery “Gives 
you an almost unfair advantage—yet it’s all perfectly legal!” Richard Bayan, author of Words That Sell 
“Take all of the text books ever written about persuasion, influence, marketing, and salesmanship. 
Strip away the nonsense. What do you get? BrainScripts. It's a mistake not to read this book.” Mark 
Joyner, founder and CEO of Simpleology “Can you imagine the power in your sales presentation when 
you understand your prospects better than they know themselves?” Patricia Fripp, CSP, CPAE, Sales 
Presentation Skills Expert “It's like looking into a crystal ball of human behavior.” Thomas A. Freese, 
author of Secrets of Question Based Selling “The material in BrainScripts is so powerful it should require 
a license for use.” Art Sobczak, author of Smart Calling—Eliminate the Fear, Failure, and Rejection from 
Cold Calling “BrainScripts shows in detail how beliefs become established, how they affect behavior 
and, most importantly, how business owners can ethically tap into them to help their companies grow 
and prosper.” Robert Dilts, Founder NLP University “BrainScripts gives you actual scripts to help get 
your sales message across without setting off your prospects’ ‘What’s the catch?’ alarm.” Tom "Big 
Al" Schreiter, author of How To Get Instant Trust, Belief, Influence, and Rapport! “BrainScripts is the 
definitive advantage in sales strategy. Read it and win... or pray your competitors do not.” MJ DeMarco, 
author of The Millionaire Fastlane “BrainScripts takes sales psychology to a new level. Drew’s practical 
and easy-to-use tips will also take you to the next level.” Kerry Johnson, MBA, Ph.D.; America's Sales 
Psychologist “BrainScripts brings you face-to-face with the prospect's intimate evaluation procedures 
so you can turn them into sales motivations and close the deal!” René Gnam, author of René Gnam’s 
Direct Mail Workshop “Drew Eric Whitman has swung open the vault to generating buyers en mass. 
BrainScripts just might be the best investment of your business life and selling career.” Spike Humer, 
author of The 10 Day Turnaround

Fast

"FAST is a revolutionary approach to leadership that simplifies exactly what is needed in order to be 
successful. FAST is straight forward, pragmatic, and easy to follow, and will challenge you to think 
differently about the way you approach your business, your leadership-- and your life"--Cover.

The Secrets of Power Selling

Praise for The Secrets of Power Selling "Finally a book that really does Keep It Simple. The Secrets of 
Power Selling is for anyone just starting their sales career as well as for seasoned sales professionals 
who are always looking to improve their skills. This is the reference guide for what it takes to have 
a successful sales career. With the changes happening in the workforce, our ability to sell ourselves 
becomes more and more important; Kelley has given us a tool to give us that edge." —Deane Parkes, 
CEO, Preferred Nutrition "If you’re a business professional, The Secrets of Power Selling is a must read. 
The most powerful aspect of this book is that it distills over 17 years of successful sales and business 



experience into bite-sized chunks of powerful advice that you can read in short time frames. I give 
it my five-star rating." —David Frey, Author, The Small Business Marketing Bible "Wow! 101 no B.S. 
ideas any sales person can use immediately to produce results! Each one is a gem. I wish the people 
who sell for me did all these." —Michael Hepworth, President, Results Exchange Inc. It’s competitive 
out there and there’s a lot expected of you in terms of results. But sales calls can be stressful, closing 
sales is not always easy, and hitting your sales targets month after month is difficult and frustrating. You 
don’t get much formal training and it’s impossible to find the time to improve your sales skills yourself. 
Besides, where would you even begin? Start with The Secrets of Power Selling! Its 101 quick tips are 
packed with great stories and practical advice that you can immediately put into action to help improve 
your sales results. Tips range from A to Z (okay, A to W!) on topics such as planning, setting goals, 
maintaining your health, developing your confidence, using free offers effectively, the importance of 
your personal appearance, and much, much more. Whether you are new to selling, an experienced 
veteran, a business owner or entrepreneur, or a sales manager training, supervising, and coaching a 
team, you will learn valuable tips that will help you increase your sales and earn more money.

Super Neuro You

Super Neuro You! Do you feel stuck in an exhausting pattern of behaviour? Do you have more to offer 
but not the energy for it? Do you hold on to the past, worry about the future and miss out on the 
present? Do you have parts of you that sabotage your success, happiness and health? Do you want 
to be a positive role model for others? Do you want to become a superpowered version of you? Are 
you prepared to invest in a journey of self-discovery? Follow Laura's coaching journey with me. Learn 
how to access your Superpowers, be your Highest Potential Self and achieve more success with less 
stress! Susan Fulton - Director of People "Refreshing! I couldn't put it down. Claire cleverly weaves a 
fast-paced story of self-exploration and personal change with the latest techniques in neuroscience and 
coaching. Life experiences will resonate with many with brilliant self-learning and reflection methods. I 
loved the story. It's one to dip back into again and again and achieve your Highest Potential Self." Karl 
Pemberton - Managing Director I firmly believe that everyone has a period in their lives where they 
struggle. Claire helped me rediscover the person I used to be, and ultimately the person I wanted to 
be moving forward. For that, I cannot thank her enough. She will always remain affectionately known 
as 'my Fixer'.

Deviate

World-renowned neuroscientist Beau Lotto reveals the truths of human perception and devises a 
cognitive toolkit for how to succeed in a world of uncertainty. Perception is the foundation of human 
experience, but few of us understand how our own perception works. By revealing the startling truths 
about the brain and perception, Beau Lotto shows that the next big innovation is not a new technology: 
it is a new way of seeing. In his first major book, Beau Lotto draws on over a decade of pioneering 
research to show how our brains play tricks on us. With an innovative combination of case studies and 
optical- and perception-illusion exercises, DEVIATE will revolutionise the way you see the world. With 
this new understanding of how the brain works and its perceptive trickery, we can apply these insights 
to every aspect of life and work. DEVIATE is not just an engaging look into the neuroscience of thought, 
behaviour and creativity: it is a call to action, enlisting readers in their own journey of self-discovery.

The Psychology of Organizational Change

This volume examines organizational change from the employee's perspective.

The Sticking Point Solution

Businesses can plateau, stall, OR stagnatewithout the owners or key executives even realizing it. A 
business might be achieving incremental year-on-year growth and yet still be in a situation of stagnation 
or stall. Why? Because entrepreneurs and ...

Neuro-Linguistic Programming Workbook For Dummies

If you are one of the millions of people who have already discovered the power of NLP, Neuro-linguistic 
Programming Workbook For Dummies will allow you to perfect its lessons on how to think more positive-
ly and communicate more effectively with others. This workbook is packed with hands-on exercises and 
practical techniques to help you make the most of NLP’s toolkit for new thinking and personal change. 



These can have an impact on many aspects of your life: from helping you change your negative beliefs, 
to building rapport and influencing others, to taking charge of the direction your life is taking. Take your 
understanding of NLP to the next level, and reap the benefits. Neuro-linguistic Programming Workbook 
For Dummies includes: Getting Your Mindset Right with NLP Setting Sound Goals Recognising Your 
Unconscious Values Recognising How You Distort Thinking Developing Personal Rapport Managing 
Your Emotions and Experiences Changing Habits and Modeling Success Recognizing What Works 
Adapting Language with Metamodeling and the Milton Model

The Persuasion Code

The Persuasion Code Capture, convince, and close—scientifically Most of your attempts to persuade 
are doomed to fail because the brains of your audience automatically reject messages that disrupt 
their attention. This book makes the complex science of persuasion simple. Learn to develop better 
marketing and sales messages based on a scientific model; NeuroMap™. Regardless of your level of 
expertise in marketing, neuromarketing, neuroscience or psychology: The Persuasion Code: How Neu-
romarketing Can Help You Persuade Anyone, Anywhere, Anytime will make your personal and business 
lives more successful by unveiling a credible and practical approach towards creating a breakthrough 
persuasion strategy. This book will satisfy your interest in neuromarketing, scientific persuasion, sales, 
advertising effectiveness, website conversion, marketing strategy and sales presentations. It’ll teach 
you the value of the award-winning persuasion model NeuroMapTM : the only model based on the 
science of how your customers use their brain to make any decision including a buying decision. 
You will appreciate why this scientific approach has helped hundreds of companies and thousands of 
executives achieve remarkable results. Written by the founders of SalesBrain who pioneered the field of 
neuromarketing SalesBrain has trained more than 100,000 executives worldwide including over 15,000 
CEO Includes guidance for creating your own neuromarketing plan Advance your business or career 
by creating persuasive messages based on the working principle of the brain.

Sell More with Science

The groundbreaking system scientifically proven to increase your performance and launch you to un-
precedented levels of success. In sales, you need every advantage you can get. In SELL MORE WITH 
SCIENCE, world-leading expert, David Hoffeld, applies science to selling, sharing his revolutionary 
three-part system for sure-fire sales success at home, at work, and out in the world. SELL MORE WITH 
SCIENCE utilizes research studies from social psychology, neuroscience and behavioral economics 
to reveal actionable insights you can use to grow your sales, achieve more, and stay ahead of the 
competition. You'll discover: - Two evidence-based mindsets that will help you earn more sales - Seven 
strategies that will boost your chances of reaching any goal - Powerful principles that will enhance your 
ability to guide potential clients into positive buying decisions - Ways to win day-to-day interactions - in 
business and beyond - How to reframe any idea or situation - What it means to sell with integrity - A 
science-backed formula you can follow to create positive career change - And much more Filled with 
practical insights and exercises, SELL MORE WITH SCIENCE is a game-changing guide for anyone 
who wants to take their influence, sales, or career to new heights.

Predictive Marketing

Make personalized marketing a reality with this practical guide to predictive analytics Predictive 
Marketing is a predictive analytics primer for organizations large and small, offering practical tips 
and actionable strategies for implementing more personalized marketing immediately. The marketing 
paradigm is changing, and this book provides a blueprint for navigating the transition from creative- 
to data-driven marketing, from one-size-fits-all to one-on-one, and from marketing campaigns to 
real-time customer experiences. You'll learn how to use machine-learning technologies to improve 
customer acquisition and customer growth, and how to identify and re-engage at-risk or lapsed 
customers by implementing an easy, automated approach to predictive analytics. Much more than just 
theory and testament to the power of personalized marketing, this book focuses on action, helping 
you understand and actually begin using this revolutionary approach to the customer experience. 
Predictive analytics can finally make personalized marketing a reality. For the first time, predictive 
marketing is accessible to all marketers, not just those at large corporations — in fact, many smaller 
organizations are leapfrogging their larger counterparts with innovative programs. This book shows you 
how to bring predictive analytics to your organization, with actionable guidance that get you started 
today. Implement predictive marketing at any size organization Deliver a more personalized marketing 



experience Automate predictive analytics with machine learning technology Base marketing decisions 
on concrete data rather than unproven ideas Marketers have long been talking about delivering 
personalized experiences across channels. All marketers want to deliver happiness, but most still 
employ a one-size-fits-all approach. Predictive Marketing provides the information and insight you need 
to lift your organization out of the campaign rut and into the rarefied atmosphere of a truly personalized 
customer experience.

Neuromarketing in Action

Neuromarketing in Action provides an in-depth review of how the brain functions and the ways in which it 
unconsciously influences consumer behaviour. It shows both the scientific frameworks and the practical 
applications of this increasingly popular marketing tool. Referencing many global brands such as Aston 
Martin, Hermes, Virgin, Facebook, Ralph Lauren and Fuji, the authors, whose background covers 
both neuroscience and marketing, showcase the latest thinking on brain function and intelligence, 
and on the subconscious influences on consumer behaviour. Neuromarketing in Action then examines 
the ways in which marketing efficiency can be improved through the satisfaction of the customer's 
senses, emotions, memory and conscience and looks at the impact on current marketing activities such 
as selling methods, sensory marketing and product modification, and on future strategies like value 
innovation, sensory brands, increased interaction with social networks and permission marketing.

Tourism, Travel, and Hospitality in a Smart and Sustainable World

This book features the second volume of the proceedings of the 9th International Conference of 
the International Association of Cultural and Digital Tourism (IACuDiT). Held at the Syros Island in 
Greece in September 2022, the conference's lead theme was ‘Tourism, Travel, and Hospitality in 
a Smart and Sustainable World’. With a full appreciation of the contributions made by numerous 
writers toward the progress in tourism research, this book presents a critical academic discourse on 
sustainable practices in a smart tourism context, stimulating future debates and advancing knowledge 
and understanding in this critical area of knowledge. It also puts emphasis on the knowledge economy 
and smart destinations notion. It enacts new modes of tourism management and development and 
presents chapters on emerging technologies, such as location-based services, Internet of Things, 
smart cities, mobile services, gamification, digital collections and the virtual visitor, social media, social 
networking, and augmented reality

Stop Acting Like a Seller and Start Thinking Like a Buyer

Praise for stop acting like a seller and Start Thinking Like a Buyer "Stop Acting Like a Seller and 
Start Thinking Like a Buyer is a book that teaches you emphatically that 'words matter.' If you want to 
set yourself apart from others, whether you're selling a product or a concept, this is a book to read. 
Not only will you learn how to prepare for sales success, you will learn how to be far more effective 
by thinking like a buyer." —Theresa Martinez, Brand Director, Roche Laboratories "This book shares 
a great commonsense approach to developing a new sales attitude and mindset that will work no 
matter what you're selling. Jerry has successfully articulated a powerful and unique formula for sales 
greatness." —Duggar Baucom, head basketball coach, Virginia Military Institute "This is a book for 
people who truly want to have incredible success in sales. Thinking like a buyer is the most powerful 
way to help customers and prospects think differently about you and your product. This book shows 
you exactly how to make that happen in a step-by-step way. If you want to learn how to guarantee your 
success in selling or influencing, this is a book you must read." —Dan C. Weilbaker, PhD, McKesson 
Professor of Sales, Northern Illinois University "A mind shift takes place when you read Acuff's book 
and realize 'it's all about them.' The book helps you understand human psychology and behavior and 
gives you the practical tips, encouragement, and examples to help you stand out and be valued by 
your customers regardless of what you're selling." —Charlene Prounis, Managing Partner, Flashpoint 
Medica

The Eureka Factor

Where do great ideas come from? What actually happens in your brain during a ‘Eureka’ moment? 
How can we have more of them? John Kounios and Mark Beeman, leading experts on the neural 
bases of insight and creative thinking, have conducted pioneering neuroimaging research examining 
brain activity at and before these moments of clarity. In The Eureka Factor they reveal exactly how 
sudden insights are formed in the brain, how we can increase our chances of generating them, and 



how they impact our thinking. Helping to unlock the mechanisms behind intuitive flashes and inspiration, 
this ground-breaking account not only explains the science of insight, but also describes the keys to 
innovation and creativity.

Insight Selling

What do winners of major sales do differently than the sellers who almost won, but ultimately came in 
second place? Mike Schultz and John Doerr, bestselling authors and world-renowned sales experts, 
set out to find the answer. They studied more than 700 business-to-business purchases made by buyers 
who represented a total of $3.1 billion in annual purchasing power. When they compared the winners 
to the second-place finishers, they found surprising results. Not only do sales winners sell differently, 
they sell radically differently, than the second-place finishers. In recent years, buyers have increasingly 
seen products and services as replaceable. You might think this would mean that the sale goes to 
the lowest bidder. Not true! A new breed of seller—the insight seller—is winning the sale with strong 
prices and margins even in the face of increasing competition and commoditization. In Insight Selling, 
Schultz and Doerr share the surprising results of their research on what sales winners do differently, 
and outline exactly what you need to do to transform yourself and your team into insight sellers. They 
introduce a simple three-level model based on what buyers say tip the scales in favor of the winners: 
Level 1 "Connect." Winners connect the dots between customer needs and company solutions, while 
also connecting with buyers as people. Level 2 "Convince." Winners convince buyers that they can 
achieve maximum return, that the risks are acceptable, and that the seller is the best choice among 
all options. Level 3 "Collaborate." Winners collaborate with buyers by bringing new ideas to the table, 
delivering new ideas and insights, and working with buyers as a team. They also found that much of the 
popular and current advice given to sellers can damage sales results. Insight Selling is both a strategic 
and tactical guide that will separate the good advice from the bad, and teach you how to put the three 
levels of selling to work to inspire buyers, influence their agendas, and maximize value. If you want to 
find yourself and your team in the winner's circle more often, this book is a must-read.
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