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EASIER SAID THAN DONE

STORYTELLERS.




WHAT’S A STORY?

A story has three parts: setting, character,
and the plot. Let’s define them.

SETTING:
TIME AND PLACE

This is probably the easiest. When are you
selling and where are you selling?

Probably, now and online (and possibly other
physical locations too). Next!

CHARACTER:
THE PEOPLE

Now it’s getting more interesting.
Your company is one character, and your
customer is another.

Think of your company as a supporting
character, and your customer as the
protagonist — that’s right,

they are the heros!
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PLOT:
WHAT HAPPENS IN THE STORY

Exposition

» Exposition:

» Rising action:
» Climax:

» Falling Action:
» Dénouement:

Dénouement




WRITING YOUR STORY

Good news: The plot diagram works just as well for your company’s
story as it does for English class.

Climax

Exposition Dénouement

Here’s what’s happening for your company’s story!

» Exposition: a person in your setting with a problem is introduced
» Rising action: the person researches companies to solve it

» Climax — they become a customer by choosing your company

P Falling Action — your company helps the customer find a solution
» Dénouement — a satisfied customer refers friends, and returns




GET SPECIFIC

. - “A HOBBIT NAMED' FRODO HAS. COME INTO
' POSSESSION.-OF A MAGICAL RING-THAT GRANTS. . -
- IMMORTALITY BUT ALSO CORRUPTS:ANYONE WHO -
WEARS IT AND: THAT HE MUST GO ON A

. PERILOUS - JOURNEY . THROUGH A DANGEROUS
.- LAND: .WITH' HIS. MISHT FRIENDS UNDER THE.
GUIDANCg OFA ;;WiizAQRD TO DESTROY THE RING -

D THAT : ON ' THAT QUEST HE MUST BATTLE
GAINST THE FORCES OF EVIL ITSELF.. .~

iz

Specificity matters.



DEFINE THE PROBLEM

So, what problem does your company solve?




CREATE THE CUSTOMER

exposition.

rising action.




DECISION TIME: THE CLIMAX

The information Julie finds on the website
interests her. She gets to the bottom of the

page where she is greeted with a call to action:
Purchase Today. It’s her decision point, and
the climax of the story! Of course, Julie
purchases.

In the falling action, Julie enjoys
the shoes and you provide great
customer service.

Julie, a returning customer, tells
her friends about your great
company that solved her foot pain
and is responsible for her success
in the most recent 10K. This is the
dénouement.




SHARE THE SOLUTION

Like the problem, the solution also doesn’t include the company’s
name.

The solution shows the before and after interaction — the
transformation that happened before a customer knew you existed

and after they’ve purchased from you.

Julie couldn’t run because of poor arch support, but now she is able
to run every day.

This solution begs the question: How did that happen?

The answer to the question of how the transformation happened is:

Your company listened to her concerns and sold
her a pair of shoes that uniquely fit her needs.




HOW STORYTELLING SELLS

Every story ends with this idea:

Our company can do the same thing for you.

You can share statistics all day, and you might get my attention.
However, if you tell me about a customer whom you specifically
helped — and finish the story by saying that you can do the same for
me, then

I will recognize that you help people, and I will trust you.
When you tell a story about your brand and invite your customers to

imagine how working with your company will help them solve a
problem, you show that you’re about helping other people — and

you’ve transformed yourself from a marketer to a

STORYTELLER.




COMPANY STORYTELLING CHEAT SHEE

1.What problem does your company solve?

2.What solution does your company provide?

3.What is unique about your solution that makes people want to
purchase from you?

4.What does your ideal customer tell other people about your
company?

5.Personalize each of these plot components for your company
(think about the story with Julie).

Climax

Exposition Dénouement
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