
We’re influencing at work every 
day. Whether we’re pitching for new 

business, presenting an idea to 
colleagues, announcing a change 

initiative or selling our strategy, these 
are all business situations with an 

intended outcome: to close a deal, to move 
people from doing X to doing Y, to get buy-in.

One of the most common mistakes is to lead with your solution: “Here’s my new 
product;” “We’re announcing our new hybrid policy” or “Let me talk you through 
the company vision and strategy for the next three years”. However, before 
getting people excited about a solution, you need to show them the problem 
first. This isn’t merely a better or preferred communication technique, the 
research backs it up too: people don’t care about a new solution or the future 
you’re proposing unless you convince them that there’s something wrong with 
the way things are.

The good news is, a simple story structure can help you do just that and it works 
in almost every scenario where you need to influence – not just at work, but in 
your personal life too. 

Situation      Complication      Resolution

Let’s go straight into an example.

I’m a leader in a global organisation and I’ve been told by head 
o�ce that the company is moving to a new ERP system. I will 
need to inform my department of the move. I could start my 
communication by saying that we’re very excited to take the leap 
and change to a new ERP system, list o� all the functionalities and 
benefits this system will bring and let my team know that they’ll 
receive training on how to use the new system. However, 
this approach fails to meet people where they’re at and doesn’t 
explain why they need to change from the existing ERP system 
to the new one.
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How to use 
story to gain 
influence

What’s 
an ERP?

ERP is short for 
Enterprise Resource 

Planning. It’s essentially 
software that helps 
organizations fulfill 
everyday business 

activities.
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Instead, let’s begin with describing the  SITUATION:
We’ve been using X ERP system for the last 6 years and it’s been a great success. It’s 
enabled us in our department to e�ciently manage suppliers and has greatly reduced 
ine�ciencies and unnecessary stress and workload.

Next, the  COMPLICATION:
However, we’re part of a global company, and as we continue to grow and scale, the need 
for a unified, global system has become more and more apparent. Whilst our local ERP 
system serves our needs well, the fact is that these systems don’t talk to each other, 
they can’t generate the data and insights that will support us to work more e�ectively, 
and if and when one of us moves within the organisation, we have to learn a completely 
new system. This all takes valuable time and resources.

Now, the  RESOLUTION:
So today, we’re announcing the transition to Y ERP system. This new system will allow us 
to be more e�ective in our work, process transactions more quickly using X functionality 
and ensure we’re leveraging the latest automation technologies. For your day-to-day 
work, it will mean X, Y & Z… We will begin this transition in Q3 2022 and you will receive 
ongoing preparation and training ahead of our Go Live date on December 1st.

So, to recap, these are the beats:

Situation: Describe the current situation. Use this as an opportunity to show you 
understand where your people or audience are at.

Complication: Explain why we can’t continue as we are. 
Show why we have to change.

Resolution: Frame your idea or solution as a response to the 
complication you’ve outlined. Make the resolution more 
compelling by appealing to people’s emotions.
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your work?
Email us today: hello@stillwater.ie


