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Storytelling and the Art of Persuasion 
 

Every successful story has five basic elements:  

1. The PASSION with which it is told.  

2. A HERO that leads us through the story and allows us to see it through his eyes.  

3. An ANTAGONIST or obstacle that needs to be overcome.  

4. A moment of AWARENESS that allows the hero, and us, to prevail.  

5. And the TRANSFORMATION that naturally results.  

If you as a salesperson, can craft vivid stories that help the listener (A.K.A. buyer) relate to what you do 
even before they share what their issues are, have you not strengthened the relationship? For at this 
point, you are not selling what you do, but you are truly building an authentic relationship. 

Simply speaking the sources for the stories are: 

• Testimonials from past and existing clients 

• Your own experiences 
• Make them relevant. We all like a good story, but ensure that you use one to reinforce your 

selling goal. 
• Make them short. Ever heard a joke that was too long for the punch line? If we’re not careful, we 

can do the same when using stories in sales. 
• Dive in. Never start out by saying, “Let me tell you a story.” Just jump into the story. 

Our DNA is hard wired to hear and understand a story. That’s why this works so well. The customer will 
instinctively understand and be interested in your story. 

Persuasion:    Pronunciation: \pər-ˈswād\  per·suad·ed; per·suad·ing 

to move by argument, entreaty, or expostulation to a belief, position, or course of action 

Why Anecdotal Stories are Effective?   

The Three S's of Success Stories: 

Success stories offer a setting, a situation and a solution.  

Remember, you're the hero of your stories. Your decisions, actions and insights make  
the difference. 


