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NLP, Sales, and Book Writing: Perfect Together 

Jeff Brandeis 

Jeff Brandeis began his working life as an accountant, but his history shows his 
facility for choosing the less traveled—or at least less likely. He became involved 
in sales, learned neurolinguistic programming, and has written two books detailing 
the sales process he’s developed. These books, Done Deal, and Becoming A 
Rainmaker for Accountants and CPAs, provide practical, step-by-step advice on 
selling. 

 What should you never do during a sales process? 
 What should you always ask a prospect for? 
 What key attitude on your part will establish rapport with an employee? 
 What process do people such as attorneys and CPAs need to learn to 

succeed? 
 What vital lesson in communication does Neurolinguistic Programming 

teach? 

Patricia: Hi. This is Pat Iyer with Writing to Get Business. And I have a guest 
with me today, Jeff Brandeis, who is the author of one published book 
and another book.  He has an unusual background, he is an accountant 
who became involved in sales, and then became fascinated by 
neurolinguistic programming, all different aspects that occupy 
different parts of Jeff’s brain and his skillset. And I wanted to bring 
him onto the show today to talk about his books. We met through the 
C-Suite Network, which is the hosting platform for this podcast. 
Welcome to the show, Jeff. 

Jeff: Thank you, Pat. Appreciate you having me. 

Patricia: Let's take you back. You came into the business world as an 
accountant, and all of us who are in business most likely have 
relationships with accountants. 

Jeff: Yeah. 

Patricia: We know that accountants are very detail-oriented, they’re very 
focused on numbers, they’re very methodical. How did you shift from 
being an accountant to getting into sales? 
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Jeff: It was a difficult shift because it required me to almost change 
personalities. When I told my wife that I was interviewing for a 
position to go out to speak with people, to do sales presentations, and 
I was going to be on the phones and standing up in front of groups of 
audiences that could be from a hundred to five hundred people, and 
she looked at me and said, “Seriously, you?” 

I really hate to stereotype accountants, but that's really kind of that's 
what I was. I was shy, I was introverted, and in many ways, I still am 
at times. But I took the job because I thought I’d have a lot of fun at it, 
I thought it’d be something I would try. And this is probably not the 
best attitude to go into a new job, I always thought that if it didn’t 
work out I’d just go back to being an accountant. And, candidly, Pat, I 
had the time of my life. 

I was like I was rejuvenated, reborn. I had so much fun my first 
couple of years of going out, speaking with people, doing these 
presentations. And I quickly learned that I was doing so much of the 
presentation, but the sales rep was making all the money. And I just 
decided that, “Hey, I’m doing most of the work, I may as well just be 
that sales rep.” 

And so, I went from that support rep into a sales role, and then from 
there I became a manager, moved along the corporate ladder, and 
became VP of Sales. And that's how I kind of made that transition. 
And if you spoke to my wife today, she’ll tell you, yeah, I’m a whole 
different personality than I was when she first met me. 

Patricia: Were you selling products that were related to accountancy practices 
or was this a completely different market? 

Jeff: I originally started out selling to the accounting market, into the CPA 
firms or into corporations, into their accounting department, to their 
CFO. So I understood the accounting world, I understood the tax 
world, and it was easy for me to translate my knowledge of 
accounting, and then I picked up the sales skills from sales training, 
listening to other sales reps, being trained by my management team, 
where it really became a great fit for me to be able to build my 
credibility, which built rapport quickly.  
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And one thing I’ve learned in working for a CPA firm is the power of 
process. And when you think about the power of process and you 
think about sales, they must go hand in hand. I see so much concern or 
when sales reps always think they’re ahead to where you close a sale, 
but they basically have skipped steps in the sales process, because 
they believe they’re closing a sale at the end of the month, but their 
prospect is really three months away, which is one of the things I talk 
about in the book. So, if you follow a process, sales become more 
natural. The close becomes more natural as opposed to trying to be 
pushy. 

Patricia: I know, and you hear people constantly say, “I don’t want to be the 
pushy salesperson.” The used car salesman analogy. And for those 
people who are married to or live with used car salesmen, please, 
forgive us for using that term. It has become synonymous with sleazy, 
fraudulent, high pressure, disreputable. Also, for our listeners in other 
countries who may not be familiar with a used car salesman, I need to 
be sure to point that out that that is a stereotype. And I’m sure there 
are honest and upright and trustworthy used car salesmen. 

Jeff: Yes, correct. 

Patricia: Those are the fringes, like anything that gives people in other 
professions a bad name. So, you moved from being an accountant to 
helping sell accountant services and got some training along the way 
that enabled you to make that transition. And then the skills that you 
need to be a good salesperson are not always the same skills you need 
to be a good manager. So, clearly, there was another part of you that 
got developed, which is the ability to deal with, and motivate, and 
oversee other people. 

Jeff: Yes, I went through training for that, and I actually also train all my 
businesses to train managers or CEOs, really, what the difference is 
between a leader and being a manager. Sometimes, people confuse 
those. And leader is setting an example, managing is managing, 
whether it's the person or by numbers. S, lots of times people try to 
mush them together or meld them together. So, there are distinct lines 
between those two. 
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And one of the things I always try to remember, especially when I 
manage people, is put myself on the other side of the desk. How 
would I want to be managed, and how would I want to be spoken to, 
and how would I want to be trained, if you would? That kind of got 
me into a little bit of the NLP that you spoke about, neurolinguistic 
programming, and also when I met Paul Webb, who I’ve been 
working a lot on as well. I got certified in neurolinguistic 
programming. 

To keep that simple for our listeners and the people who are watching 
this, the concept of how people buy is based upon how they learn. So 
how they learn is how they buy. So, you talked about the used car 
salesperson before, and again, you know, there are great salespeople 
selling cars today. But one of the things that you really must do as any 
type of salesperson is to build rapport. The faster you can build 
rapport, as we all know, people will buy from people that they like 
and trust. 

So, neurolinguistic programming helps you recognize how people 
learn, whether it's visual people, auditory people, which are people 
who obviously are listening, visual people, people who like to read, 
and then there’s kinesthetic people, people who like to touch things, 
they like to read things, they want to feel things. So when you're able 
to match your presentation to that person’s or that husband and wife, 
if you're selling to a husband and wife, and you can match your 
presentation to each of them, they don’t know why they like you, but 
they like you a whole lot better, and you build that rapport three times 
faster one-third of the time. 

Really, it's magical. And really, what's great about this, candidly, Pat, 
as well, and I get a lot of pleasure out of this, too, actually sometimes 
more pleasure than helping salespeople achieve goals or helping the 
companies grow, is when, and I have a great example of this, if I can 
share, is when someone comes to me and says, “Hey, Jeff, I took what 
you taught me and I use it with my family. I now have a better 
relationship with my son and my wife, because now I understand how 
to speak to them, and I understand how to communicate better.”  

And I had a call one day from, really, my best friend, and he says, 
“Hey, Jeff, Adam is struggling in school. Could this be a visual, 
auditory, kinesthetic help?” For Adam, in Grades One through Five, 
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he was a grade A student, Pat. Grade Six, D’s and F’s, disruptive 
child. So, I went to talk to him. It took me a little time to figure out 
what transpired. So, I said, “Charlie, let's go into the school, and bring 
your check book.” I didn’t tell Charlie why. So, I said to him, “Let's 
go visit the principal.” So, I asked the principal how much were 
Adam’s books. He said, “Three hundred bucks.” I said, “Fine. Write 
him a check.” 

So, what I realized was, Pat, is that in grades one through five Adam 
had workbooks. He was able to write in his books. He was able to take 
notes that the teacher was talking about in the books. When he went to 
sixth grade, it became textbooks. He wasn’t allowed to write. He 
didn’t know how to take down information from the teacher and put it 
down on a piece of paper. So, once we bought the books, Adam went 
back to writing in the text. His learning just got better and stronger, 
and he went from that D student back to the A student. It's little things 
like that that make a big difference, where you think it's little but was 
tremendous in his life. 

Patricia: What a great clue to figure out how his learning had changed, his 
ability to learn because of the structure of the textbooks. 

Jeff: Yes. And in today’s world where we’re doing more virtual learning, 
it's even more important to understand how people learn, because it's 
becoming much more prevalent to do homeschooling or virtual 
classes over the internet, too. 

But anyway, going back to sales, you're able to match your 
presentations and understand how to do a Zoom call, how to do a 
presentation correctly over Zoom. More and more people are using 
Zoom, but yet they don’t use Zoom or any webinar program, 
GoToMeeting, Google Meet, the way it should be used to take 
advantage of how people learn and build that rapport faster. 

Patricia: Let's circle back to your book, because I’m fascinated with how you 
took this information. You've got the accountant knowledge base, you 
have the sales knowledge base, you have a management leadership 
knowledge, and the NLP, and you swirled them around in a pot and 
out came a book. Tell our listener about the process that you went 
through to figure out what you wanted to write about. Because you 
could have gone in four different directions, Jeff. 
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Jeff: I could have. So, the book, Becoming A Rainmaker for Accountants 
and CPAs, talks about and I write about using NLP in your practice. 
So if you're an accountant or a CPA, you typically just like most of if 
you talked to an accountant where you get most of their business 
from, it's their client referring another client. They don’t necessarily 
sell. 

So, I thought about my heritage, I grew up in that Italian world, all I 
want to do is get back to the accountants and CPAs, kind of a sales 
book, and taking into account how they can relate better and how they 
can sell more efficiently to new clients. Recently, I heard on the radio, 
the announcer said, “I attended a party, and guess who was the life of 
that party?” And typically, you think it's a person that's doing karaoke 
or telling the most jokes, right? But it was the accountant, the CPA. 

And the reason is because there’s so much tax law changes going on, 
there’s so much transpiring in this world with taxes and accounting, if 
the accountant can convey and understand how people learn, it will 
increase our business significantly. And people were asking questions 
of this accountant at the party, and he was giving them tremendous 
information. 

But he failed to ask for business cards, to ask for contact information, 
and didn’t do any follow-up. So, he didn’t do what he should do in a 
typical sales process. He gave all the information but didn’t get 
anything in return. So, my book is focusing on, really, the steps of the 
sales process as well. So it's from gaining access, determining needs, 
doing a presentation, and being able to, then, align with the buyer, 
making sure you have everything in agreement, that you're, basically, 
aligned to move forward. And then it becomes a done deal. So that's 
the title of the second book, Done Deal. So, it's coordinating all this 
into literature that people can refer to and learn from. 

Patricia: I want to go to a couple of things that you said. First of all, I think 
there’s a misperception among many people that when you go through 
a training program like law school or being an accountant that you 
automatically know how to set up a business and sell people into your 
practice. I spent 28 years working with trial attorneys and heard over 
and over again that they went to law school to find out how to be a 
lawyer, but they didn’t go to law school and receive anything about 
being a businessperson. 
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And I see the parallel to being an accountant. In fact, when I sold my 
legal nurse consulting business, and I moved to Florida, and I met my 
new accountant, he said, “Oh, Pat, are you in business down here in 
Florida?” And I said, “No. I sold that company.” He said, “That's too 
bad because I do taxes for a lot of local lawyers and I know who has 
money and who doesn’t.” He was disappointed. If you take that highly 
technical person, and then your book teaches them how to sell, how to 
be a rainmaker, how to bring in business, you're filling a hole that they 
need to have in order to be able to be successful in practice. 

Jeff: Correct. And you brought up a great point, Pat, if I may use it. They 
went to school to be a lawyer, they went to school for accounting, and 
then graduated with a degree in Bachelors of Business Administration 
for accounting or became a lawyer, but there’s no degree for sales. So, 
everyone, needs to be able to sell or be able to communicate, because 
we all communicate, but we all communicate differently. But there is 
no degree to teach sales. 

So sales is a craft, and just like anything else, if you're a ball player, or 
you're a tennis player, or you're an ice-skater, musician, I mean you've 
got to practice, you've got to constantly improve your craft. And you 
must do that even in sales, whether you're an accountant, a lawyer, a 
public speaker. We can learn from each other. That's what gets us 
better. 

Patricia: Let's pull apart also, you've mentioned two books. 

Jeff: Yes. 

Patricia: You wrote the Rainmaker book and the Done Deal book. What is the 
content of each of them? 

Jeff: So, the Rainmaker book is geared towards the accountant and the 
CPA, and it goes through more in the neurolinguistic programming of 
recognizing the visual, auditory, kinesthetic aspects of your clients, 
your prospects, how to present your products, your services to your 
clients and prospects. So, it's a book that's geared towards that 
communication aspect of it, of building that rapport, of taking, as I 
said, understanding, husband and wife walks through the door and 
they both learn differently, and how you need to be able to build that 
rapport with both parties, and not just do what you typically do 99% 
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of the time. So that's more focused on building a rapport and 
relationship with the NLP.  

Done Deal is more general. It approaches the sales process that I 
believe, and I have seen a lot of companies don’t even have a sales 
process. So, it's whether you're an entrepreneur or you're $5 million or 
you're $100 million company, you need a sales process. You have to 
have a way to get leads coming in the door, you need to be able to 
recognize where your clients are in a funnel, you need to be able to 
predict which contracts are coming in the door next week, or the week 
after, or next month, or next quarter. Because without having that, it's 
very difficult to manage a business.  

You've got to manage your cash flow. And that's where the accountant 
in me comes into play, where you need to be able to pay your bills, 
you need to know what's coming in the door. You need to have a 
predictable revenue stream, and you need to have that client base 
continuing to come in. And you just can’t count on maintaining your 
current customers, because if you lost one or two, that could impact, 
significantly, your business. 

Done Deal is about the process, the five steps. Rainmaker is geared 
towards the CPA accountant, and I provide examples in both books of 
how to go through each process, what to think about from gaining 
entry. And, in Rainmaker I go through examples of how you present 
your tax returns, how you present your services, how you do 
consulting. So that one’s obviously industry-specific, the Done Deal 
is a bit more general, but it's easy for a CPA firm, an accountant to 
take Done Deal, put it together with Rainmaker and you have a great 
sales process, and you have great skillset of how to communicate with 
your clients. 

Patricia: How far apart were these books? 

Jeff: They’re very close, just a few weeks apart. 

Patricia: Wow, a few weeks. So, they are like twins, almost identical twins. 

Jeff: Almost, yes. Just, well, it happened to work out that way from a 
timing perspective, editing, getting the graphics together. I know you 
know that that sometimes could take more time, than actually writing 
the book, from an editing perspective, getting it ready for Amazon, 
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going through the process of getting it published. So, it's time-
consuming. 

Patricia: And were you able to repurpose any material or did you write both 
from scratch? 

Jeff: They are both from scratch. Done Deal was a process that I’ve used in 
my career. I basically took what I believed to be were the best of the 
best of what I’ve learned over the past 25 years. And there were a lot 
of sales processes out there, Pat. And there’s a lot of them that work 
and mine’s not 100% unique. But to me, it's what I believe will work 
for many, many companies out there. 

And there are many other steps you could add, depending on how 
many products you've got, how large your sales team is, how diverse 
your divisions are. The larger the company, yes, you can have more 
steps and you can have more products, you can do a lot more things. 
But for eighty-odd percent of the companies out there, Done Deal, 
that sales process is perfect. It's five steps, it's simple, and when you 
follow the steps, they will lead naturally to the sales. 

Patricia: And part of the appeal of a simple five-step process or to differentiate, 
sometimes, things that are simple are not always easy. Sometimes, we 
mix those two terms together. 

Jeff: Correct. 

Patricia: But your example of the accountant who was the life of the party but 
didn’t collect the leads, didn’t have a system for follow-up, show us 
that you can go all the way up to the stage of asking for business and 
then not complete the last step. 

Jeff: Correct. I mean he passed out business cards. As an example, “Yes, 
give me a call. I’d be happy to talk to you.” And we all know, I mean 
it happened to me, too, growing up, I’d give a card out, and you 
walked away and go, “Hey, I can’t wait to do business with John. 
He’s going to give me a call next week.” And 9 out of 10 times, John 
never called because the card got stuck in the pocket, got thrown 
away, whatever, or he got busy. 

So, you, as the person owning the business, running the business, 
you've got to have that process in place to do that follow-up. It falls on 



Copyright 2021 The Pat Iyer Group Writing to Get Business Podcast  10 
 

you, at the end of the day, to reach back out. And even if the person 
said, “Hey, thanks. It was nice meeting you. I’m not ready to do 
business today.” No doesn’t mean no, it just means no for the 
moment, in my mind.  

You get that person into a funnel, you feed them some marketing 
materials. You get them into the process of presenting yourself as an 
expert, that you know what you're talking about. So you build that 
credibility through a funnel, through articles, or through podcasts, or 
through an email that you're sharing information with them that could 
help them with their business. No eventually can become yes. 

Patricia: I have a business coach who talks about that process of turning that no 
into the yes. And he says, if you are the person who is the one who 
will benefit financially, it's up to you to initiate the follow-up. 

Jeff: Correct. Without a doubt. Yes, I totally agree. It is. Great words of 
wisdom, so I agree with your coach. 

Patricia: You have just released two books or at the time we’re taping, you're 
about to release two books close together. By the time our listeners 
hear this show, those books will be out. Give the titles of the books 
again so that people who are listening to the program and are 
interested in what we’re saying will be able to jot them down or look 
them up. 

Jeff: Sure. The first one is called Done Deal, and it's obviously spelled 
exactly the way it is. And it's the step by step handbook to sales 
success. So, it's Done Deal, and there’s a little check mark right 
before Done Deal, so the subtitle is The Step by Step Handbook to 
Sales Success. 

And the other one is Becoming a Rainmaker, Sales Guide for 
Accountants and CPAs. And Rainmaker is becoming more of a term 
these days that you're hearing more and more. And it's, just for the 
listeners who may not be familiar with that term, if I may, in order for 
an accountant or a CPA to become a partner in most firms, they’ve got 
to bring revenue into the firm. And that term is called the rainmaker. 
So, I’ve got to become a rainmaker, to bring revenue in, if I want to 
become a partner or a principal within the firm. So, I must have my 
book of business. Terminology, rainmaker. 
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Patricia: Yeah. Thank you for that explanation, because that is a strange term 
for people who haven't heard it before. They think, “Huh? Rainmaker? 
Are you like the American Indian?” It’s like the American chief who 
would dance around the fire to be able to encourage the heavens to 
open in the more parched parts of the United States. That's an 
association that I grew up with, was not the medicine man, but there 
was a specific name for the Indian in that tribe in that culture who was 
believed to have those powers. 

Jeff: Yes. So, now those powers have been transformed into bringing 
revenue into a firm. 

Patricia: Perhaps a little bit more measurable, maybe a little bit more under 
your control than what's happening in the skies above us. 

Jeff: Yes, without a doubt. I mean we know, you know, sales are 
measurable, it's a number. I have a saying that at the end of the year, 
you could have blown your numbers away and been 200% of quota. 
You start, come January 1st, you've gone from a hero, now you're at 
zero. So, it's starting all over again. So, it's, unfortunately, from sales, 
a lot of people will say this to you, it's what did you do for me today? 
And one of the connotations of sales is that it's constantly being able 
to bring in the business, it's constantly bringing in the revenue. And 
you're judged, because it's obviously tangible, you have a contract 
revenue coming in the door, and it's highly measurable. 

Patricia: How can our listener find out more about you and the services that 
you offer, Jeff? 

Jeff: You can go to brandeistrainingsolutions.com, and that's spelled B-R-
A-N-D-E-I-S, or you can go to everybodysellssomething.com, which 
will just take you to that website as well. So 
everybodysellssomething.com. Or you like to book a call with me so 
we can learn more about each other, you can go to speakwithjeff, 
that's J-E-F-F, speakwithjeff.com, and my calendar will show up. 
Book some time with me, I’d love to talk to you, learn a bit more 
about the people’s business, and see if we could actually work 
together. And then for the books also, the other aspect of it is you can 
go to jeffbrandeis, J-E-F-F-B-R-A-N-D-E-I-S.com. And that's another 
way you can find the books as well. 
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Patricia: Terrific. There are multiple ways to connect with you. Thank you so 
much, Jeff. 

Jeff: My pleasure. 

Patricia: I think in this program we talked about the power of being flexible, of 
looking at your skillset, as Jeff did, from moving from being an 
accountant into sales, into management, into leadership, and into 
neurolinguistic programming. I’ve got to make sure that I pronounce 
that one correctly. 

Jeff: Correct. 

Patricia: Recognizing how different people respond to sales, how they learn. 
He gave a great example of his friend’s son who changed from being 
a great student to a poor student based on the way the information was 
being presented to him in school. And I think that Jeff also 
highlighted the ways that he’s been able to pull that information 
together into two different books that came together at the same time, 
and are released at the same time. Certainly, a little bit of overlap in 
subject, but one book very much geared to accountants and CPAs, and 
the other to a more general population who are looking for how to 
master sales, with an easy but not simple three-step process. 

Jeff: Five-step. 

Patricia: Five-step, correct. 

Jeff: Five. 

Patricia: Thank you. Thank you to you who’s been listening to this program, 
who has gotten some inspiration, I hope, from hearing how Jeff used 
all those talents and is sharing his knowledge, now, with his 
populations. Thank you, Jeff, for being a guest on the show. I 
appreciate that very much. 

Jeff: My pleasure, Pat. Thank you so much for having me and look forward 
to continuing to work with you as we move ahead. 

Patricia: Sounds terrific. All right. And be sure to come back next week for a 
new topic, a new interview. This has been Pat Iyer and Jeff Brandeis 
in Writing to Get Business. 
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This is Pat Iyer with Writing to Get Business. I have with me Harriet 
Tubman Wright. We’ve just finished recording a podcast, and I’ve 
asked her to tell you what you’ll get from listening to her podcast. 
Welcome back to the show, Harriet. 

Harriet: Thank you. And for the listeners, what you can expect is inspiration, 
information, really about the value of self-care and the importance of 
following your soul’s calling, the importance of taking care of 
yourself so that you can better serve and support others doing what 
you love most. 

Patricia: Be sure to come back next week or click on the next show in this 
lineup and pick up Harriet Tubman Wright’s show. Thank you for 
listening to this podcast. Be sure to put it on your playlist and on your 
devices. We love the feedback we’re getting from people who are 
enjoying Writing to Get Business. 
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