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Four simple words to success 



+ 



+ 
Brain Science 

(And what it has to do with storytelling) 



+ The Earl of Sandwich.  Card Playing.  And 

what it has to do with Brain Science 



+ “A good story cannot be 

devised; it has to be distilled” 

 

Raymond Chandler 



+ 
“Presenting Data” doesn’t equate 

to “Good Storytelling”  
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So What is a Good Story? 

 A Good Story has engaging characters 

 Challenge is believable 

 There are hurdles to overcome 

 Outcome or prognosis is clear 
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Five Steps to  

Good Storytelling 

Step One:  Use a Story Structure 

 Find the story first by exploring your data 

Determine what you want people to do as a result 

Write out the “story board” 

   for your audience 
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Make it personal, make it emotional 

 Start with a metaphor or anecdote 

Develop with data:  Authenticity is rooted in facts 

and facts are rooted in data 

Step Two: 

Be Authentic…Your Story Will Flow 
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Step Three: 

Be Visual 

Use pictures, graphs and charts when possible 

Design for instant readability 
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Step Four: 

Make it Easy for your Audience 

 Telling a story should be simple and direct.  Recall 

and action will be that much stronger. 

 Stick to 2-3 key issues & how they relate to your 

audience 

No “hoop jumping” 



+ 
Step Five: 

Invite and Direct Discussion 

 Focus on highlighting what the audience needs 

Highlight key facts that relate to the story 

 Extend the story parameters into questions 

 Invite them to continue 

  the discussion 
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Steps to “Superhero” 

From Stan Lee, Marvel Comics 
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How to Weave a Great Story? 

Create a “Page-Turner” 

 1: A good guy (or girl) trying to do something 

 2: Facing insurmountable odds 

 3: Who keeps getting in trouble in his/her quest 

 4: So the reader keeps wondering, “How’s he/she going 

to  get out of this one? 

 5: Until after a lot of suffering along the way, there’s a  

 victory of sorts 
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Harry Winston 
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“Storytelling is the fiber of  

 relationship building” 

     -- Jerold Panas 

     “Maniac-in-Chief, New Ideas” 

     Institute for Charitable Giving 

 

Ask Questions 
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What do Dale Carnegie and 

 Uno the Beagle have in common? 

 

Your First Impression 
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Your script should include: 

Warm greeting (be glad to be there!) 

Small talk (make a personal connection) 

Sales pitch (why they need to give) 

Close the deal (ask for a specific amount) 

  

 

Personal Solicitation:   

Making the “Ask” 
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“Anytime you can call versus  

sending a piece of mail, your response 

rate will go up five times.” 

 

Governor Terry McAuliffe (VA) 

 Former Chair, DNC  

Quoted in 

The Washington Post,  

June 23, 2007 
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Leadership Model 

Listen:  ask questions & develop appreciate 
understanding 

Learn:  process what you have heard, 
remember it & learn from it  

Help: be the catalyst in getting something 
done  

Lead:  once you have listened, learned & 
begun to help people, you will almost 
inevitably be asked to lead them  
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God gave us two ears & 

one mouth for a reason 



+ 



+ Replace “cold calling” with  

“warm communication” 

Your ability to 

make personal, 

emotional 

connections with 

potential donors 

can move them 

from concern to 

passion to cash 
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What is your story? 
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Why a Story? 

Because Providing Facts can be a 

Big Job 

 Creates sense and order 

 See the whole where there were disparate parts 

 Gives vision to what the future can look like 

 Draws people in 

 Makes your job easier 

 

        
     *from Tableau Software 
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Why Should I Tell You 

a Story? 

Research shows that listeners will 

remember 65 – 70% of the 

information shared through a story…. 

But only 5 – 10% of listeners will 

remember information conveyed by 

facts and figures! 
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For more 

stories or  

information: 
 

Email: 

Nancy Bocskor 

nbocskor@gmail.com 

www.NancyBocskor.com 

 

mailto:nbocskor@gmail.com
http://www.NancyBocskor.com

