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WHAT YOU NORMALLY FIND ON THE BACK COVER


Sales processes and structures can be highly pressured, with a great deal at stake. They can also be lengthy, protruding many weeks or months.

Knowing how to implement Storytelling into sales structures can therefore be critical for success. Storytelling, the ancient art itself, helps to ease tensions, build trust and create visual, imaginative pictures for a client.

Working in sales, you can really use this tool to help and assist, adding a great deal of value to any sales process, stories being able to enthuse emotion, that is always a key driver for a client’s decision making process.

However, adapting Storytelling into sales is not easy, as every sales meeting and every sales encounter is different. Advice exists to sit down, plan and structure your stories for sales meetings, yet in real life this is not practical. As above, meetings are pressured, clients are demanding and the very best of plans get thrown out to deal with these issues.
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So it’s now time to get real with what you can really achieve in sales using Storytelling, told by experts that have been there day-after-day in both Business-to-Business (B2B) and Retail circumstances, achieving true successes with Sales Storytelling.

There are no long-winded exercises in this book! There are no inconvenient homework charts taking hours or days to complete! A Sales Person is busy enough!!!

Instead this is a Real and Practical Guide to help you navigate your sales, client and customer encounters, all based on real life experiences with key points, steps and examples to help you achieve the sales successes you deserve, along with providing top drawer customer service for your clients.

Quick to the point, well written emphasised Chapters, carefully planned with language styles of emotive and action layering, help to get points across and for them to be remembered. This can prove valuable for your efforts, making Sales Storytelling easy, and easy to win from.

This book is for the HERE & NOW, not the ‘Later & Maybe’,  being a must read for anybody working in sales with trusted sweet spots for selling any product, even comprising technical systems such as those found in Technology and SaaS related industries.

Are you ready to become a Sales Storytelling Master?
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D E D I C A T I O N

TO YOU

Make yourself the Hero of your story

Make your client the Hero of theirs
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Something else you might like...




A revolutionary book based on trusted principles of




Psychology, Communications, Visualisation & Writing




techniques.
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For Writers, Content Creators and Authors

Write to Reality!
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INTRODUCTORY DISCLAIMER
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Written content and material in this Book has been designed and produced independently, successfully used in the past and practiced for text, copy and content purposes.

No Artificial Intelligence has been used in production of this Book, but may be used for Copyright source and content violation checks in the future.

All written content and material listed in this Book has been self-designed in isolation and without reference to any others. It has been professionally approved and successfully used, now granted for publication in this Book and Series only, subject to publishing rights and agreements by the Publisher.

Any comparison to other content, material or details referred to or used in the same way is purely co-incidental, this written content and material instead based and written from both personal and independent experience, now produced and made available for sale.

For the full Disclaimer and attributed terms please follow this link towards the rear of the book. Thank you for your understanding.
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PROMOTIONAL CONTENT
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This book has been brought to you by On Point Publishing:
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[image: image]Feel free to follow on LinkedIn using these links or QR Code below:

Or on Twitter X @OnPointWin

In association with Big Dog Promotions:
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INTERNAL KEY POINT & STYLE
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For reference and highlight, this book will use Preceding Capitals when introducing certain noun based entities or key phrases.

Although the book does not refer to individual people or characters, Preceding Caps will be used for terms such as: Reader, Audience, Client, Prospect Clients, Competitors, etc.

This makes it easier for highlighting for greater emphasis on occasion, aiming to help You, the Reader and the Audience, depict distinct and instant differences between text and entities with greater ease.

We know this is different, but so are you and so are we, hoping this helps.
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F O R E W O R D
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In a world full of clutter and lack-luster messages, stories make us memorable.

Stories are proven to affect behavior. We see people make changes to their health habits, eating style and lifestyle if their favorite character is seen on-screen making the same change. And so, as parents if you want your children to do anything you desire them to do, you will probably resort to telling a story. 

Stories allow listeners and readers explore worlds they know nothing about, yet help them make sense of their own world at the very same time. Stories create a powerful connection between the storyteller and the listener.

The ability to tell a compelling story is almost like a superpower in today’s fast-paced world of sales where deals are forged, gained or lost in an instant. The art of storytelling continues to be a pillar of effective salesmanship as we traverse an ever-more complicated corporate environment where technology is advancing at unstoppable rates and client expectations are rising.

Unlike yester years, stories are no longer limited to books, movies, and entertainment; they are one of the most powerful forces on the planet to connect, persuade and influence our mindset, beliefs, and behavior.

‘Storytelling in Sales’ presents easy ways to create our own stories to help connect, persuade, influence and break through all of the clutter, helping to drive and win those well needed and most deserved deals.

The book tells us not all stories have to deal with the great, the good, or the famous. In our own everyday lives, we exchange snippets of our social experiences with groups of friends that are ever-expanding and overlapping. 

When we celebrate an important birthday, anniversary, or commemoration, we usually focus on telling stories that delicately and sensitively highlight the flaws, passions, and peculiarities of the person telling them. And that’s how the stories, be it in the board room, meeting room or presentation hall, allow the audience to connect with the storyteller.
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