
MICHAEL HAUGE QUESTION 
 
CURRENT SITUATION: We have analyzed 120 responses to my 
survey from my list. 
 
DESIRED SITUATION: Use the results to improve my course, beta 
webinar, RMS, Big Domino and Roadblock Statement. 
 
QUESTION: What are your suggestions based on these results? 
 
 

Storytelling for Sales 
SURVEY RESULTS SUMMARY 

 
1. Are you already using storytelling for your business?  

¢ Yes, but I want to make my stories more persuasive (62%) 
¢ Not yet, but I want to (37%) 
¢ No, I’m not interested in using storytelling to increase sales  (<1%) 

 
2. If you’re already in business, please describe what you sell. Or if you haven’t 

yet started your business, what do you intend to sell? 
Consulting & Coaching (23%) 
Training & Online Courses (20%) 
Business or financial services (20%) 
Advertising & Marketing (16%) 

 
3. Where do you want to use storytelling to increase sales? 

Articles, books & blogs (73%) 
Webinars & video sales letters (64%) 
Interviews & podcasts (47%) 
Speeches from stage (45%) 
Live sales presentations (40%) 
Not sure (13%) 

 
4. What is your #1 goal when it comes to using storytelling? 

#1 Create EMOTION (entertain, captivate, more interesting)  
#1 (tie) Move people to take action (inspire, persuade, positive reaction) 
#3 Use story to get sales (clients, prospects into customers, sell courses)  

 
5. What is your biggest obstacle to achieving this goal? 

#1 Knowing the process (lack of skill, structure, formula, creating emotion)  
#2 Psychological issues (procrastination, fear, how I come across) 
#3 Time 

 



6. Is there anything outside of your control that is stopping you from telling great 
stories? What is it? 

 N/A  (No one came up with anything out of their control, or even helpful.) 
 
7. What storytelling approach or process have you tried before that hasn’t 

worked? 
#1 Winging it (seat of the pants) – [nothing else appeared more than once] 

 
8. What is the #1 thing you want to learn regarding storytelling? 

#1 How to engage (fascinate, captivate, resonate, not be boring) 
#2 Motivate (persuade, impact, invisible sales, no hard sell, relevant)   
#3 Story formula (structure, various techniques) 

 
9. What is your #1 fear about storytelling that you want to avoid at all costs? 

#1 Being boring (not engaging, uninvolving) 
#2 Not seeming credible or authentic 
#3 Embarrassment (falling on my face, not knowing what I’m doing) 

 
10. Name 3 MORE things you want to learn about storytelling for sales: 

#1 How to choose/generate/flesh out ideas 
#2 Combine story with my product or service to convert sales  (16) 
#3 More sales and clients (selling to specific markets) 
 
 

Refined Marketing Statement: 
I help entrepreneurs and business leaders multiply their sales by using 
Hollywood principles for quickly and easily creating captivating, persuasive and 
emotionally powerful stories. 
 
Big Domino Statement: 
If I can make marketers, experts and entrepreneurs  
believe that the only way greatly increase sales is by telling emotionally powerful 

stories,  
and the only way to find and deliver stories with the greatest impact 
is by applying Hollywood principles for creating blockbuster stories,  
then all objections become irrelevant and they must invest. 
 
Roadblock Statement: 
The truth is, you don’t need to be somebody special, or even a captivating 

storyteller,  
to get prospects to hire you or purchase your offer,  
you just need to find and deliver a story that has the essential elements of a 

Hollywood blockbuster. 


