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CHOICE
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Presentation Notes
TIME IN VIDEO: 06:10

People but from people. People they trust. Show that you care. Buying is emotional.
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WHY SELLERS 
TELL STORIES

S T O R Y - P O W E R E D  S A L E S ™

Presenter
Presentation Notes
TIME IN VIDEO: 06:10

People but from people. People they trust. Show that you care. Buying is emotional.
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2020 World memory championships – online June 2020

Hour cards2530 cards Kim Su RimWMSC World Championships 2019 = 48.65 packs of cards
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C H A T  Q U E S T I O N

WHAT DID
YOU INFER ABOUT 
MY CHARACTER?

Presenter
Presentation Notes
TIME IN VIDEO: 09:20

Now to demonstrate PULL strategy

Remind them of the connection story you told at the beginning of the session

Ask them to list the character traits and other thing that they inferred about you based on the story: persistence, risk taker, creative, international experience

Write them on a flip chart

Show how we infer a lot about someone based on the stories they tell. It’s the second best judge of character. The best is watching people live.

Then get them to imagine you were starting this  presentation by saying, “Hi, XXX from <Your company> . I’m known for my persistence and creativity. I tend to come up with great ideas. I’m also a risk taker to get things done and I have worked around the world with the biggest companies.”

Then ask, now what do you think of me? They will say I’m a poser. In Australia they would call me a wanker or up myself (probably best not to mention that in polite society).

Many presentation actually start that way with the presenter listing their credentials.
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001 Keep it Simple Silly (KISS)
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Presenter
Presentation Notes
Video goes for 3.47 seconds

ASK - After video, ask what they noticed. Could they re-tell the story?
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STORY  V ERS U S  N ON - STORY
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Presenter
Presentation Notes
This an important graph.

Most business conversation occurs at the ABSTRACT top level

As we dive down to the middle level there are events and generalisations about events

Only at the bottom do we have CONCRETE, SPECIFIC moments in time that serve as examples

Great stories have MOMENTS that you can see, feel, hear and touch.

Note, these three layers form the basis of our Anecdote story coaching

TEXT  1: Our collaboration platform has many great features�We have a fabulous technology solution for enterprise collaboration. It’s being used in many environments such as long-term projects, high-pressure complex, high-stakes decision-making and analysis applications as well as for day-to day collaboration. We’ve had great feedback from users about the ease-of-use and effectiveness of this product.�
We’ve recently added a new collaboration feature "Persistent Group Chat" which allows multi-party chat with preservation of content between chat sessions. This is in addition to the core functionality – things like:
�• Real-time multi-client collaborative software capabilities, (which allow teams of people to see and simultaneously work on the same documents and communications session).�• Collaboration through Whiteboard documents, where the participants have freedom to share text, drawing and graphical annotations.�• Collaboration through PowerPoint documents, where the participants can control and see presentations, as well as allow everybody to add text, drawing and graphical annotations.�• Polling lists, where Presenters can organize polls and all participants can vote and see results.�
TEXT 2: New collaboration platform helps save lives�A few months ago, one of our product managers, Maya shared an example about the importance of collaboration in a high-pressure environment. 

The previous year, her 12-year old daughter, Sue fell down a staircase at home. It was a terrible fall. Her jaw was badly broken, and the paramedics were worried she’d suffered internal injuries and damaged her spine. Sue was in incredible pain. The ambulance took her to the local hospital. There were 9 specialists in the emergency room, plus nurses, technicians, machines, tests being done.... Maya felt helpless. She was very worried that everything appeared uncoordinated. 

She asked the nurse how they could make sense of everything with so many people involved, so many tests, so many machines. The nurse stopped what she was doing, realizing this was an important issue for Maya. The nurse said “behind the scenes, we have this great piece of technology...�
In that moment Maya fully appreciated the importance of our new collaboration platform.
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Presentation Notes
TIME IN VIDEO:  12:10

What you are about to learn is THE KEY to being good at story work. 

Explain the five points

If there is no sequence of related events its NOT a story
Time and place is the critical first event that starts the story – your audience may not listen if they don’t know a story is starting. And time and place lets them imagine themselves there
When a story revolves around a central character the listener can imagine themselves as that character and experience the story as if they were that person
A story must keep the listener guessing – or it’s a boring story and they stop paying attention
Finally and most importantly you must make a relevant business point – otherwise it could be time wasting


Then I answer the question ‘do some people not like stories?’ we all do but use a relevance statement to show that your story is relevant – and make the story short
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SELLLING CHANGE
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TIME IN VIDEO: 26:20

Explain that all selling is selling change
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P A R T  3 :  S E L L  T H E  C H A N G E

Presenter
Presentation Notes
Time in video: 10:54

People want to know why, and too often we rush to the ‘what’ – to the details

Watch Simon Sinek TEDx Talk – Start with Why

The clarity story is often used to communicate strategy

Take them through the clarity pattern. Ask where do they think the power of the pattern lies? (It’s the Then something happened.)
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Presentation Notes
Describe the pattern
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A D D  MOMEN TS
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Presentation Notes
Explain the importance of adding example ‘moments’ to make the story engaging (otherwise its just a time narrative)
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AN EXAMPLE
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Presentation Notes
Time in video: 11:48

We are going to share an example of a leader telling a clarity story

Steve Jobs introducing iCloud at WWDC  - June 2011, just 4 months before his death on 5 October 2011.

Ask the group about the parts of the clarity story in Job’s address
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THE NEW ICLOUD STRATEGY
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S E L L  T H E  C H A N G E
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Presentation Notes
Video goes for 3.47 seconds

ASK - After video, ask what they noticed. Could they re-tell the story?
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W H AT ’ S  H A P P EN IN G H ERE?
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Problem #1 is ambiguity

Approachable manager story
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YOU NEED TO 
TELL STORIES 
TO GET STORIES

Presenter
Presentation Notes
[040]

FIRST – YOU NEED TO TELL STORIES

This is the first skill you need to have in order to get people to share their stories
Model the desired behavior by telling your own story first.

After telling a success story (like the Adobe story I just told - say “enough about them …what’s going on around here?” to get the client's story
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SALES
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Presentation Notes
TIME IN VIDEO:  34:30

End of show – now a brief description of the SPS course
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STORYTELLING FOR SALES WORKBOOK – PROVIDED TO EACH PARTICIPANT
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CHOICE
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TIME IN VIDEO: 06:10

People but from people. People they trust. Show that you care. Buying is emotional.
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IGNITE YOUR START-UP SUCCESS

WITH BUSINESS STORIES!!!
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THANK YOU
Perry Lam
Chief Storytelling Officer
Hong Kong:  (852) 6778-3288
Philippines: (852) 6778-3288 via Viber
Korea: (82) 2-3782-6868
URL: www.laminstitute.com
E-mail: perry@laminstitute.com
LinkedIn: https://www.linkedin.com/in/laminstitute/
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