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�Why facts alone often fail to move people

Leaders are frequently trained to lead with data, and data matters. But decades of research on

persuasion consistently find that facts alone rarely change minds or inspire action as effectively as

facts embedded in a story, because stories engage memory, emotion and identification in ways

that raw data does not. A leader who wants a message to actually land, not just be technically

correct, benefits from using both.

�What makes a leadership story credible, not manipulative

The line between effective storytelling and manipulation is genuineness. A story that accurately

represents a real situation, used to illustrate a real point, is a legitimate and powerful

communication tool. A story that is exaggerated or selectively framed to manufacture an emotional

reaction the facts do not support tends to be sensed, eventually, and damages trust once

discovered.

�A simple, reliable structure

Situation. Briefly set the scene, specific enough to be vivid, brief enough not to lose the audience's

attention before the point arrives.

Tension. Name what was actually at stake or uncertain, the real difficulty, not a sanitised version.

This is what makes a story worth listening to; a story with no tension has no reason to hold

attention.

Turn. What changed, what decision was made, what was learned, this is usually where the

leadership point actually lives.

Takeaway. State explicitly what you want the audience to draw from the story, rather than

assuming the connection to your broader point will be obvious.

�Where leadership stories are most useful

Explaining why a strategic decision was made, in a way that connects to something concrete rather

than only abstract reasoning. Illustrating a value the organisation holds, through a specific example

rather than a general statement. And building trust during a difficult period, by sharing a genuine,

appropriately vulnerable account of a past challenge and what was learned from it, which tends to

build more credibility than a purely confident, challenge-free narrative.

�A common mistake

Many leaders default to stories about their own personal success, when stories about difficulty,

mistakes, and what was learned from them are often far more persuasive and more relatable,
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provided they are shared with appropriate boundaries and a clear point, not simply as disclosure

for its own sake.

�Building this as a practice

Leaders who use storytelling well typically keep a small mental, or literal, repository of specific

situations from their own experience that illustrate recurring themes they need to communicate:

resilience, judgement under uncertainty, the value of listening. Having these ready means a

compelling story is available in the moment, rather than needing to be constructed under pressure.
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