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The Power of Integrating 

Story Into Your 

Presentation 

e’re going to talk about the power of integrating story into your 
presentation, and we’re going to talk about it on two levels.   

The first level we’re talking about is just telling stories in general in your 
presentation. 

And then the second part we’re going to talk about is telling YOUR story, and we’ll go 
over why that is absolutely critical to your success when you’re on stage, when you’re 
on TV, whenever you’re presenting before a group.   

Why Storytelling Matters… 

Storytelling is so important when you’re doing a speaking presentation regardless of 
what you’re selling. The reason for that is as children our parents – most of our parents 
sat next to us or laid in bed with us and read books to us and said, “Let me tell you a 
story.”   

And that is a trigger.  That has been anchored in.  When someone says, “Let me tell 
you a story,” or tells a story, you actually are changing your consciousness a little bit.  It 
is almost like a light form of waking hypnosis because you go into a different state 
because that is how we have been trained.  And for most of us that is a very, very 
pleasurable experience.   

I remember every night getting in bed with my daughter and my son and reading them 
stories and how much they looked forward to that.  So stories again bring us back to a 
younger time in our life, and we have that anchor in us that makes us sit up and listen 
as long as the story is good.  And we’ll talk about how to make the story powerful, how 
to make it good, how to make it engaging.   

It’s also very important because it is a great teaching tool.   

When you tell a story and you create visual pictures in the minds of your audience and 
it becomes more engaging.  And people have a tendency to remember the story and 
therefore remember the lesson that is attached to the story.   
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I was having a recent conversation with a company I’m working with – consulting with 
about a product that they want to put together where they want to remove all of the 
stories from the source material and they just want pure content.  Their theory is that 
people don’t want to hear the entertaining stories, they just want to hear the content – 
the nuts and bolts.   

And quite frankly, even I used to think this was true for a very short period of time.   

When I was writing my daily e-mail newsletter, I said, “Oh man, I’ve gotta give so 
much content in here.  Just give this is what you do.  This is the next step you do to get 
results, so on and so forth.”  And I removed the entire story element from it thinking 
that’s what people wanted.  I figured that they wanted the hardcore content.  They 
wanted to learn and that is how I was going to persuade them and that is how I was 
going to help them get the results that they wanted to achieve.   

 

But the fact is that we want to be entertained.   

Dan Kennedy was recently telling me a story.  We were having a lunch together, and he 
was telling me how he went into an Office Depot or something like that where they 
have magazines.  And he was looking for a copy of “Success Magazine” for which he 
was being featured in, and he couldn’t find that magazine.  All he found were 
entertainment magazines.   

So he went to the manager.  He said, “How come you don’t have Success Magazine in 
here?”   

And the manager said to him, “Well because no one is reading that stuff.  We may sell 
three copies in a month of that while all these other magazines – all these 
entertainment-based magazines are flying off the shelves.  So we stopped carrying it.”   

And this was in a store focused on business.   

People love to hear stories.  They love to be entertained.  I always ask this question.  
Who gets paid more – a teacher or an entertainer?  And the answer is an entertainer 
obviously gets paid more and most entertainers, actors, comedians, etc. are master 
storytellers. Even musical artists like Bruce Springsteen tell stories. His music is so 
popular because it’s filled with stories.   

So again very, very important that you add the story element.   

Using story is important for four reasons: 

1. A good story helps create visual pictures in the minds of your audience. 

2. A good story helps carry your message along and provides a structure.   

People Want To Be Entertained.   
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3. A good story engages the audience and maintains their interest. 

4. A good story entertains, which is something that you need in your 
presentation.   

How to Tell YOUR Story 

Now you need to tell your story every time you do a full sales presentation.   

 

And remember when I say sales presentation, I’m not necessarily talking about selling a 
physical product although you most certainly could sell a physical product.  But I’m 
talking about whether you’re selling your ideas, whether you’re selling a service.  You 
need to tell your story.   

You should be able to tailor it to the constraints of your presentation – so if you’re only 
doing a ten minute podcast, you’re not going to tell your full story because your full 
story could take up the entire ten minutes.  But you need to tell your story whether you 
tell it quickly or whether you tell it in full. 

Nevertheless, in most cases you want to tell your story in full as long as it’s engaging.  
And I’m going to teach you exactly how to do that – and tell your story effectively –
because this is how people are going to learn exactly who you are so they can identify 
with you.  

 

Always remember this.   

Whenever you’re selling anything, people like to buy from people they know -  
whether it’s buying a service, product, or idea. People like to buy from people who they 
feel that they know on a deep level.  They like to buy from friends.  They like to buy 
from people they trust, and when you reveal yourself in your story, that’s what 
happens.   

So… when you tell your story, you not tell the parts that are good, you need to tell the 
parts that are not so good so people can identify with you.   

You can’t portray yourself as being this flawless superhero.  If you’re a flawless 
superhero with no faults, then people can’t identify with you.   

People Want To Know YOU! 
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Now this is a kind of a tricky area because you must present yourself as having super 
powers.  (What are your magical powers? An important question you should ask 
yourself and be prepared to answer.)   You need to talk about that as well, but you have 
to also show that you’re human.   

If we go to actual superheroes, you will notice that all of them have a fatal flaw.  
There’s always something – some kind of chink in their armor.  Take Superman for 
example….Kryptonite had to be invented for Superman because he had no flaws.  If 
Superman was so powerful, no one could identify with him.   

So again by telling your story people can identify with you.   

Again my mentor Dan Kennedy talks about when he tells his story, he mentions a 
whole bunch of things.  That he was in Amway and his experiences there.  That he 
used to be a stutterer and that he overcame that.  Even that he used to be an 
alcoholic… and he’d tell all these stories, several of which could be considered 
damaging admissions.  But he laid them all out for you.   

Why?   

Because people can identify with other flawed human beings.  They can identify with 
those things even if they don’t have those problems.  They know someone who does, 
and you’re also opening yourself up to the audience.   

And when you open yourself up to the audience, when you really open up your heart 
and really tell the truth about who you are, it becomes very, very compelling.  You 
become magnetic and trustworthy.  And in order to persuade, in order to influence, in 
order to sell, you must become number one, magnetic, and number two, trustworthy.   
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Note:  This report was excerpted from Dave Dee’s latest program on sales  
“The Psychic Salesperson – Speakers Edition.”  Elements of this toolkit 
include: 

 A 128 page manual loaded with easy to follow instructions on every aspect 
of the Psychic Sales systems and strategies 

 Ten (10) audio CDs that lead you step-by-step so nothing is ever left to 
guesswork or chance. 

 Presentation Structure Quick Reference AND PowerPoint Template:   

 Customer Profile Quick Reference:   To make it E-A-S-Y for you to go 
DEEP into the mind of your customer 

 BONUS Report and Audio CD:  “Rehearsal Strategies"   

 And much More! 
 

About Dave Dee:  
Dave Dee started his career in radio where he worked in promotions and wrote 
commercials, quickly moving into sales. After owning several businesses - 
including a very successful stint as a professional mentalist / mindreader - he's 
spent the past 15 years inspiring, teaching and coaching entrepreneurs and 
business owners. Through his passion for magic, sales, speaking and helping 
business owners, "The Psychic Salesperson" is focused on helping others live the 
life of their dreams through the power of speaking and selling to groups of any 
size.  
 
Free Sales Training Newsletter  
Sign Up Now for my "Exceptional Sales Power (ESP) Newsletter" to learn how to 
ethically read & control the minds of your prospects to generate more sales of 
your products, services or ideas.  
 
Go to www.davedee.com  and sign up today. 
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