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Ben Feldman perfected a series of techniques for selling life insurance that earned him a place
in the Guinness Book of World Records as the most outstanding salesman in history. Drawing on
these foolproof techniques, this book offers a step-by-step action plan leading to sales success.
You will be able to follow and absorb the working philosophy, the approaches, the closes,
presentations and power phrases that made Ben Feldman the greatest insurance salesman in
the world.

"The iconic landmarks for which Paris is known the world over rarely feature in the photography
of Nichole Robertson - which is precisely what makes her imagery so compelling, irresistible
and refreshingly different." - Nicola Williams, Art of the Weekend "She seeks out culture high
and low, bits of nature thriving in the city and moments of human interaction. Neutral grays and
browns are featured prominently in her work; bouncing against each other, like shades, they feel
lively. Robertson's color-seeking approach is surprising, given the uniformly neutral shade that
prevails in so much of Paris." - CNN Travel From the AuthorI'm consistently drawn to the way
color contrasts Paris' neutral facades, the way layers of paint erode into a form of abstract art,
and to the details that are often overshadowed by iconic landmarks. The photos offer candid
glimpses of the thoughtful craftsmanship, pedestrian pleasures and gracefully worn textures that
cumulatively capture the unmistakable charm of Paris. - Nichole RobertsonFrom the Inside
FlapA red metro signBright blue bicycles against a fenceCarefully stacked brown baguettes A
weathered white door Photographer and blogger Nichole Robertson's captivating photographs
of Paris' small details and exciting pops of color celebrate the city as never before. Evoking a
sense of serendipitous discovery, Paris in Color takes you on a slow stroll through Parisian
streets and reveals the day-to-day life of this magnificent city. From the Back Cover"A fresh, 'oh!'-
inducing look at the palette of a city we only thought we knew. Paris in Color encourages us to
think again." - Amy Feezor, Real Simple Magazine "With Paris in Color you can expect to enjoy
the real Paris, beyond the typical tourist postcards, striped shirts and berets." - Holly Becker,
founder of decor8blog.com and author of Decorate Take a journey through the world's most
romantic city, travelling from color to magnificent color. At once a work of art and a window into
the heart of Paris, these vibrant photographs will surprise and delight anyone who loves the City
of Light.About the AuthorNichole Robertson is a writer, photographer and Co-founder at
Obvious State Studio. Her work has been featured in Real Simple, CNN Travel, The Los Angeles
Times, Cosmopolitan, Lucky Magazine and InStyle. She lives in Bucks County, PA and works in
New York City. Connect with her on instagram @nicholerobertson Read more
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Rey, “Such a fine piece.. For a book being 50 years old, it is in pristine condition. Thank you so
much.”

Guitar Man, “Applicable to ANY Sales Position. I'm not an insurance salesman, but am in
Financial Services. i recently found a copy of this book and finished it in one day.The principles
used by Ben Feldman and described by the author (his former boss) are basic, fundamentally
sound tenets of sales. However, they are iterated in such a way - coming from a reputable and
successful source - that drives home the simplicity of what is needed to be wildly successful in
sales (and not just insurance sales!).Because this book is out of print, it's hard to find, and an old
copy might run upwards of $30-40 or more; however, please believe me when I state in no
uncertain terms that it'll be money well-spent.This book cuts through a lot of the modern-day
waste, drivel and filler that lines the pages of today's sales books (possibly because it was
written in 1969) and cuts right to the core of what is needed to make it.If you are fortunate
enough to uncover a copy of this volume, grab it, read it, learn it, and do not give it away.”

John, “Once Ben Feldman Was Born, God broke the mold!. Ben Feldman started work at 8 am
and worked form 12-16 hours a day, 6 days per week. Every night when he got home he would
study for two hours to get more knowledge so he could better serve his clients. On Sunday he
would plan the week ahead.He developed a method of reducing things and thoughts to their
most simple form.Ben sold discounted dollars.He was the greatest life insurance salesman that
ever lived and surly one of the best in any field.It's a must read for anyone looking for the keys to
success. Hard work and constant improvement/study was his key(s) to get from a 10 dollar a
month egg seller to someone that has given millions to good causes.This is one sales book that
will remain a classic for 1000 years.It's a great book and should only receive 5 stars.John
HalloranCertified Gold Exchange, Inc”

Edward  Watt, “Wish I had the book a long time ago. Super informative”

Rene Knecht, “Disturbing questions. Exellent sales book with good insights in the psychology of
sales.The book is based on the procedural sales approach of Ben Feldman, legendary
insurance salesman in the 40-50ties.Although I'm not an insurance salesman myself, I think this
book could be useful, if you would like to develop differentiating sales questions.Feldman asked
"Disturbing Questions" (Chapter 5: Prospecting): a powerful technique for identifying
problems.The book emphasizes that the Sales Process(or the way you sell) can make the
difference, even if you are selling commoditised services.”

Sebastian Gaudi, “Simpy put, the best insurance sales book ever!. This book is packed with
practical ideas about buiding value for the customer and closing the sale. What i like about Ben,



is that he truly seemed to be interested in helping people and built his "insurance packages"
around this thought of helping others achieve financial protection and success. Great read! Tons
of practical information here! I paid $120.00 for my copy as this book is an out of print edition
and very rare to find. Well worth it!”

SpencerB, “Four Stars. The Authors did a great job and pulling quotes from Mr. Feldman and
constructing this book.”

TeamBucsNoles, “Five Stars. Excellent book! A great read IF you can find one.”

Vegentie Ramkhelawan, “I am happy with the purchase. I am happy with the purchase, except I
was looking for a lot more recipes, in all areas. Desserts, main courses, appetizers , drinks for
the price of this cookbook.”

Ebook Library Reader, “Read This!. A must read classic if you are serious about learning the art
and science of sales.”

The book by Andrew H. Thomson has a rating of 5 out of 4.6. 68 people have provided
feedback.
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