
Selling 
with 

stories
Be Memorable



A story is a narrative of 
something that has happend

6 attributes of a story 

• Time
• Place 
• Main Character
• Goal Obstacle
• Resolution 

6 attributes of a sales story

• Time 
• Place 
• Main Character 
• Goal or obstacle
• Resolution



My favourite sales story



Air Jordan 
• 1984 Nike teamed up with Jordan to launch the Jordan brand.
• Nike was struggling trying to reinvent themselves as an athletic 

brand. Industry leaders were Adidas and Converse.
• Nike created a brand to reflect Jordan’s superman ability to fly 

when he was dunking.
• April 1985 they were released, and Nike sold more than 70 million 

worth of those shoes by May.
• 2014 more than ten years after Jordan retired sales dipped. 
• CNBC - 'Jordan stock sores after The Last Dance' Record breaking 

Air Jordan 1's sold for $560,000



Why does selling through 
stories work?



1) BUILDS 
RELATIONSHIPS
A Personal intimate vulnerable 
glimpse in your world. Increases trust 



2) SPEAKS TO  THE 
BUYERS BRAIN

Subconscious, 
emotional, irrational 

decisions 
Justification, Logic 

Using facts and rational arguments alone wont work you need to influence 
buyers emotionally.



3) Makes you 
memorable
Studies show that facts are easier to remember 
when embedded into stories.



4) INCREASES THE VAULE OF 
YOUR PRODUCT/SERVICE

2009 Rob Walker and author Josh Glenn

"Narrative transforms insignificant objects into significant 
ones."



BUYERS 
EXPECT A 

GOOD STORY
Only 1 in 5 sales calls have 

relevant case studies 



WHAT MAKES 
A STORY 
GREAT?



RELATABLE CHARACTER
We don't want to hear about superman



RELATABLE CHALLENGE
A situation, obstacle, motivating force that causes the character to take action.



AN HONEST 
STRUGGLE 
THAT LEADS 
TO A 
LESSON.



Sell this shirt 

EXERCISE 


