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Vary Learning Styles Tell Stories

Most messages are only Auditory. g Because the Reptilian Brain
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Proofs of GAIN

For each CLAIM, give proofs

like customer success stories.
The GAIN should be financial,
strategic and/or personal.

You
WITHOUT
SOLUTION

AV, Ap THE ONLY NEUROMARKETING MAP

Methodology ©2003-2010 SalesBrain » 415.869.8774 » www.salesbrain.com » www.neuromarketing.com



