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	Persuasion Through Storytelling 
Jay Conger, professor of business at Harvard, counts STORY-TELLING as one of 20+ powerful business persuasion techniques. He has been researching persuasion for over 20 years. 

We love true stories. 

It is part of the human psyche. 

Persuasion is the process of getting others to act, believe, or think, as you prefer. It is always a freewill decision. Marketing and selling professional services is PERSUASION, if it is anything!

The persuasive person uses stories because they capture peoples' attention. The language is simple. Usually we can "relate" to the story's situation. Most of us were raised on stories. They are as comfortable as meatloaf and deviled eggs. That is part of the attraction of stories. 


CAPTURE THEIR ATTENTION

We all know capturing a client's or prospect's attention is critical in today's media cluttered world.

So how do professional service firms use true storytelling? Here is a storytelling device I have used for years. I call it a case study story. It can be used in a statement of qualifications, as a leave-behind document, or in some cases, in a proposal. Case studies work great as hot links on your website. 


CASE STUDIES ARE STORIES

The "past project case study" is a story. In about one page, describe the client's problem. Provide just enough detail to make it come alive. 

The set-up ("once upon a time...") creates the situation. Explain how your firm approached the client's problem. (The client, Dorothy, finds herself in a situation with strange conditions - she just wants to go home.) How did you go about solving the problem? (Your firm is the Good Fairy who provides guidance and magic.) 

Explain next, the unexpected conditions/problems (Wicked Witch of the West) your firm encountered along the way. Wrap it up with your firm's solution and some testimony from the client. (lived happily ever after.)

Illustrate the story with a picture or a schematic. No need to explain the number of linear feet of pipe or the depth of the library shelves your firm specified. Keep it short and simple. 

Catalog these case studies as you would project images. You can pull them up on your computer, and quickly personalize them to the next prospect's unique situation. One consulting engineering firm has over 250 cases all cross referenced by project type, client type and problem conditions.
Attending the SMPS National Marketing Convention in Scottsdale in August?

Be sure to attend Dennis Schrag's session on either Thursday, August 13 or Friday, August 14 on "Retaining Clients After the Rainmaker Leaves." Schrag will be reporting the results of his yearlong best-practices study. The research was sponsored by the SMPS National Foundation. The University of Iowa, Tippie College of Business was a participant. 
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Faux pas, Please
This week I sent a proposal to a prospect that contained a terrible error. Gaffe. Blooper. Call it what you will, it was DUMB! 

I failed to practice what I preach in my proposal seminar: Proposals created in a crisis, are a crisis. We know that documents that sit overnight read very differently in the morning. 

I feel just terrible about it.

One of the best therapies for these egg-on-the-face-situations is to put it into perspective. People make errors. Knowing others made equally dumb mistakes brings comfort. 

Do you have a professional blooper you care to share? I will assemble them (with or without your name attached, as you direct) and publish them in a future edition of SIGHTINGS. E-mail your muddled missteps to: 

[GOOFS---Click Here to send your confidential goofs.] 
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We Love Stories No. 1
Lisandro Mateo, 16, and Justine Hayes-Hurley, 18, began innocently discussing their love lives at school. Suddenly, they realized they were both talking about the same man. Each thought Winston Hill was their exclusive boyfriend.

It was at that point in the conversation they decided to touch up Hill's windshield and paint job with hedge clippers. 

They were charged with criminal mischief in Central Islip, N.Y., in March. 

[New York Daily News, 3-5-03]
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We Love Stories No. 2

Psychiatrist Charles Gould, 69, was scheduled for a disciplinary tribunal after allegedly belting a patient with a frying pan and a wine bottle.

The patient said Gould should retire because he was
"past his sell-by date." 

[Newtownabbey, Northern Ireland, April]


	WHAT IS THE LONGVIEW GROUP?

Seeking more efficiency and effectiveness in your professional service business? Need a facilitator for your marketing or strategic planning? Would additonal market research benefit your organization?

The Longview Group provides you INSIGHTS through training, on-the-job coaching, publications, expert counsel, and extra-hands services.
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