
How Storytelling Drives the Purchase 
Process

Terry Rice, Expert-in-Residence & Contributor Entrepreneur Media
Instagram/Twitter: itsterryrice
Email: terry@terryrice.co



● Consultant, Writer & Speaker

● Entrepreneur Magazine Digital Marketing Expert-in-
Residence

● Previously, Client Solutions Manager at Facebook

● Worked with Walmart, Guilt, Bonobos, Warby Parker, 
Dell Computers

● Mentor at Techstars & NYU Entrepreneurial Institute

Terry Rice

Instagram: itsterryrice
terry@terryrice.co



BusinessWire Instagram: itsterryrice

https://www.businesswire.com/news/home/20190220005302/en/Stackla-Survey-Reveals-Disconnect-Content-Consumers-Marketers


The Gotham Model
Question: Response:

Why are you interrupting my day? Content Marketing

Why would I want this? Value Proposition

Why should I trust you? Testimonials, User Generated Content, 
Key Person of Influence 
(Social Proof)

Why should I buy it from you? Unique Differentiator and/or Special Offer
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Valuable content gives you 
the opportunity to interact 
with your audience.

What content do you have 
that provides this value?

Why are you interrupting my day?
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Content Marketing

● Blog post
● Quiz
● Tools
● Checklist
● FAQ’s
● Videos/Images
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Lead Magnet

An incentive offered to potential buyers in 
exchange for their contact information.

This is one of the most powerful pieces of content 
you’ll develop.
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Lead Magnet

A good lead magnet:

● Solves a real problem
● Is instantly accessible
● Quick to digest
● Demonstrates your expertise
● Encourages next steps
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This is NOT a good lead magnet
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This IS a good lead magnet
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Questions create content.

What questions does your audience have?

How can you package the answers as content?
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You need a clear 
and relatable value 
prop, don’t just talk 
about features & 
benefits.

Why would I want this?

Three Step Storytelling Process

You know how . . . Your audience’s current 
situation

Well, what we do is . . . How you solve a problem or 
meet a desire

In fact . . . Proof of your expertise 
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Three Step Storytelling Process

You know how . . . It can be frustrating when you’re away from 
home, but your dog desperately needs a 
walk? The guilt is unbearable.

Well, what we do is . . . Send a vetted and professional dog walker to 
your home at the push of a button. 

In fact . . . Since 2015, we’ve walked over 3 million dogs, 
most of them more than once. 



You can’t be the only person 
telling the story.

Testimonials, User Generated 
Content (UGC) or a Key Person 
of Influence are a must. 

Why should I trust you?
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You need a true, and 
impactful unique 
differentiator. 

Why should I buy it from you?

● Quality

● Price, without sacrificing quality

● Charitable mission

● Amount of time in business

● Why you started the company

● Customer service

● How you make people feel
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