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Help Your Audiences Come To Their Senses

There is another tool you can use that will help you describe your circumstances. This 
will also help your audience feel as if they are in your story. It involves describing as 
many senses as possible throughout your speech. 


If possible, use all five: 


Sight. Smell. Touch. Hearing. Taste.  

The more you can incorporate into your story, the more involved your audience will be. 
For instance, consider the difference between these two versions of the same scene: 


Version One  
I’ll never forget the holidays at my grandparent’s house. The house was always festive. 
The family would gather there, and we would have a great time together. Aside from 
opening presents, eating grandma’s home-cooked meals was the best part of the day. 


Version Two  
How well do you remember the holidays with your family?  

Christmas at my grandparent’s house will always stay with me. A 10-feet high, brightly 
decorated tree stood in the corner of the living room. You could smell pine scent from 
every part of the house.  

You could hear the laughter of excited kids over the sound of ‘It’s a Wonderful Life’ 
playing on TV. Other than the joy of ripping the wrapping off our presents that morning, 
the best part of the day was eating grandma’s turkey and mashed potatoes, and her 
homemade pie. The loving feeling of being with my family is still with me 40 years later.  

In the first version, you heard generic phrases like: ‘looked festive;’ ‘great time 
together;’ ‘home-cooked meals.’ These don’t give sufficient detail and they exclude 
specific sensory connection. They also don’t give depth to the emotion of the moment. 
It feels more like a report. 


Version Two, on the other hand, offers descriptions that make you feel as if you’re in 
the scene. Notice that all five senses were involved: 
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Can you see the 10-feet high, brightly decorated tree? 


Can you smell the scent of pine? 


Can you hear the laughter of kids, and ‘It’s a Wonderful Life’ coming through the TV? 


Can you taste the turkey and mashed potatoes, and pie? 


Can you feel the excitement of the kids who were ready to rip the wrapping off their 
presents? 


Don’t you feel you were actually in that scene, witnessing this event, as opposed to 
Version One? 


That’s the power of adding sensory details to your story. It moves your tale from a 
simple re-telling to a more involved re-living. Also, don’t to go overboard with details. 


Listening to the story, you probably pictured a particular color of lights and decorations 
on the tree. You most likely heard the voices of children of a certain age. You heard 
specific scenes from that movie. 


If I had said “The 10-feet high tree with white, twinkling lights and silver tinsel” it might 
have conflicted with your idea of how the tree should look. 


If I had said, “Can you hear the voice of George Bailey coming from the TV?” Maybe 
you prefer Clarence the Guardian Angel, and this would create conflict in your world. 


It’s much better if you give a hint of the scene, and let the audience fill in the blanks. 
When you provide sensory details, your audience will re-live your story with you. This 
transforms the scene into an experience. This, in turn, develops a deeper connection. 
They are not only more open to hearing your message, they are more likely to act on 
your recommendations. 


ACTION STEP: Review your story for sensory details. Be aware of generic words which 
don’t create images or feelings. Replace those terms with specific sensory  words. To 
increase the emotional connection, include as many of the five senses as possible.
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Featured Resource 

Sell More With Stories  
Master the Art of Storytelling to Boost Your 

Sales 
Unlock the secrets of successful sales with the "Sell More With Stories" Kindle 
series. This collection provides powerful storytelling techniques to help you 
attract clients, build trust, and close more deals — with less stress and more 
enjoyment.


Book 1: How To Create Interest In 60 Seconds: More Appointments In 
Less Time, With Less Hassle 
Discover the key to quickly and effortlessly attracting new clients. Meet Nicole, a 
struggling financial advisor who learns how to captivate prospects in just 60 
seconds. Read this book and discover how to:

• Become better known in your industry

• Create more selling opportunities

• Work only with people you want to

• Feel more confident and satisfied in your work


Book 2: How to Create Curiosity In 5 Minutes [Or Less]: Work With 
Better, More Qualified Prospects 
Learn how to engage high-quality prospects by creating curiosity. Follow 
Nicole’s journey as she uncovers a storytelling formula that keeps people’s 
attention and compels them to learn more. This book will help you:

• Save time and reduce anxiety in the sales process

• Generate more sales faster with less stress

• Combine effective storytelling techniques for powerful sales 

conversations


Book 3: How to Gain Trust With Your "WHY" Story: The Foundation 
For Long-Term Client Relationships 
Break down walls of distrust and create lasting client relationships. Nicole 
discovers how to use her "WHY" story to connect emotionally with clients. This 
book guides you to:

• Craft compelling stories that build trust

• Separate yourself from other salespeople

• Shorten your sales cycle and reduce stress


Book 4: Sail the 7 Cs to Sensational Storytelling: Seven Steps to 
Create a Story That Sells 
Master the art of storytelling with a proven set of tools. Discover the 7 steps to 
create stories that sell and watch your sales soar. This book teaches you how to:
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• Create interest from your first words 

• Develop emotional buy-in to your message

• Keep people engaged from start to finish

• Present memorable concepts that resonate long after you speak


Book 5: Sail 7 More Cs to Sensational Storytelling: Seven Additional 
Steps to Create a Story That Sells 
Deepen your storytelling skills with seven more powerful techniques. Follow 
Nicole as she learns from her mentor, David, and enhances her ability to connect 
with clients. This book helps you:


• Grab and keep the attention of your listener

• Make buying easy for your prospective customer

• Develop a deeper level of emotional interest

• Illustrate how your product, service, or idea solves their problem


Unlock the power of storytelling and transform your sales approach. Get the "Sell 
More With Stories" series on Kindle today and start seeing results in your sales 
performance. 


To get started with Book 1 in the series, CLICK HERE.


http://More-Stories-Interest-Appointments-ebook/dp/B01I09GVAU/ref=sr_1_1?crid=1FSYSPU1Y6A3G&dib=eyJ2IjoiMSJ9.rNVqHlkwiFvhDBigHKQRqZUm8tgCW8WXNbgP2rYdfSV5ozzHQJt3cKSF4Dbi25989VIsDKbszo9htz4h8nekaYmLXr500D-kgtakeaO5cnU.9iw5vtAVTJe6I2z44e4Afasc9F7Lwm83qEBeAr6q9Hk&dib_tag=se&keywords=Sell+More+with+stories+Michael+Davis&qid=1721064800&sprefix=sell+more+with+stories+michael+davis,aps,244&sr=8-1
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“Michael’s coaching sessions were amazing! I learned more about 
storytelling in six weeks than I have in my last 16 years as a speaker. 
Michael gave me the skills and confidence to speak to an audience of over 
3,000 people.” 

~ Michael Pope

Certified Maxwell Trainer and Speaker 

“Your presentation on TED talks was the very best I have heard on the 
subject. Congratulations on a content-rich, superbly-presented 
program.”


~ Patricia Fripp

NSA Speaker Hall of Fame, Executive Speech Coach 

“Thank you for your presentation. It had an outstanding turnout. I received 
an unprecedented amount of extremely positive feedback on both the 
program content and the way you presented it.  

Through your efforts our members have gained important knowledge and 
expanded their project management skill sets; which ultimately serves 
to improve project management at AT&T”. 

~ Terri C. Kidd, ATT


“Michael Davis was one of the best coaches I ever worked with. I would 
recommend Michael, as a story and speaking coach to anyone with a 
high stakes talk to give. Michael will help you take your speech 
from good to great!” 

~ LTC (Ret.) Scott Mann
Green Beret, TEDx Speaker, Author, Speaker, Trainer

"Michael session helps you gain clarity on your presentation and your 
entire message. His points are valuable, easy to understand and quick 
to implement. Watching his session was a master class on how to give 
a presentation.” 

~ Jody, Ohio Real Estate Investors Association


Raving Fans 
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