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MAIN IDEA

Despite all the high tech that's available today,

stories still sell. Pure and simple the best way to

influence someone is to tell them just the right story.

You should treat storytelling like any other

professional skill that you progressively work at and

refine.

Based on interviews with hundreds of sales

professionals and managers, there are in fact 25

generic sales stories you should prepare

beforehand so you have them ready to use at a

moment's notice.

Build a personal database of your own versions of

these 25 stories and then learn how to deliver them

convincingly. Do that and you have positioned

yourself to excel.

"Storytelling gives you a way to stand out in the

crowd with something interesting and original to

say. It distinguishes you not only from your peers

and competitors but also from your predecessors,

because the stories you tell won’t be the ones

cooked up by the marketing department, your ad

agency, or even the sales manager. They’re your

stories. Nobody else will have them unless you

decide to share."

– Paul Smith

"Stories sell. And the people who can tell a good

sales story sell more than people who can’t. Many

people assume that a talent for storytelling is the

kind of thing you’re either born with or you’ll never

have. And while it’s true that some people are born

with a natural ability to tell stories, it’s not true that

you can’t learn it. Treat storytelling like any other

professional skill. If you invest the time to learn how

to do it well, and then practice it, you can master it."

– Paul Smith

1. What are sales stories – and why use them? . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 2

Sales stories are narratives which are used to make a sale or to provide after-sales

service. They are stories you use to prepare for calls, to build the relationship, to close the

sale and to make certain your customers are happy. Sales stories are a universal master

tool you can use to connect with and influence people.

2. The 25 sales stories you need . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 3 - 5

To get yourself organized to excel at sales, there are 25 sales stories you should prepare

beforehand and be ready to deliver at a moment's notice. These compelling sales stories

fall into seven categories:

3. How to craft and deliver great sales stories . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 6 - 8

Once you have the 25 sales stories you need in your database, it's time to turn your

attention to how to deliver those stories in a professional manner. This involves using a

seven-stage story structure which looks something like this:
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And that's why you....

The best example of this..

Back in ___, they were..

Then, one day…

So they...and then…

Eventually …

That's when I realized..
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Call to action
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