Contact:  Irene Majuk 212-903-8087/imajuk@amanet.org  

Suggested Interview Questions for 
PAUL SMITH
Author of Sell with a Story
  
1. What exactly is a sales story? How is it different from a sales pitch and can you give us an example?

2. [bookmark: _GoBack]Why do you think stories are so effective? What are your top 10 reasons (or 5 or 3 depending on time)? 

3. How did you go about writing this book? What kind of research went into it? 

4. What separates a great sales story from a simply good or average or boring one?  

5. You concluded there are 25 stories that every salesperson should have in his or her storytelling repertoire? Tell us about that.  

6. Would you share tips on how to choose the right story to tell, and how to determine the right time to tell it?

7. You suggest in the book that great stories -- even great sales stories -- have a surprise ending. Why is that necessary? And how do you create a surprise ending in a story that isn’t surprising?  

8. How long should a sales story be? 

9. One of the questions you asked professional buyers when you interviewed them was, “What is it that makes a sales pitch sound like a sales pitch?” How did they answer that question? And how can you avoid sounding like that? 

10. What are some of the most common mistakes you see in storytelling? 

11. Is it okay to make up a sales story? Or does everything in a story need to be 100% true?     

12. Is it really possible to tell interesting stories with data? Will you share some pointers on how to do this or, perhaps, an example of one?

13. Some people seem to be natural born storytellers. For those people who aren’t, is storytelling really something they can learn? 
 
14. What stories, business or personal, have especially touched, influenced, or inspired you?

15. How can people find out more about you and your work?     


