BELIEF TRANSFER

THE BULLETIN - WHY SOME IDEAS WIN THE ROOM

“A pitch isnot atransfer of information. It's a transfer of belief.”

Persuasion is pushing. Belief isinviting.

THE THREE STORY ENGINES

Every startup contains three stories. Most founders only tell the first two.

1 PRODUCT STORY  What it does “Okay.”

“We built a platform that lets people rent out unused space to travelers.”

2 MARKET STORY  Why now “Makes sense.”

“Travel is expensive. Hotels are standardized. The sharing economy is rising.”

3 HUMAN STORY  Why you “Oh.”

“Two broke designers couldn’t pay their rent. So they put air mattresses in their
living room and charged strangers to sleep there.” (Airbnb)

Product explains. Market justifies. Human anchors.
Anchoring creates belief. Belief creates alignment.

THE WRONG STORY

Most pitches don't fail because they’re told badly. They fail because they’re telling
the wrong story, or no story at all. The real question isn’t how do you tell a great story.
Thereal question is: what story are you actually telling?
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WHAT THE SCIENCE SAYS

Green & Brock - Narrative Transportation

When we enter a story, we become less defensive and more open to persuasion.
Data triggers evaluation; story triggers immersion. Immersion is where belief lives.

Uri Hasson, Princeton - Neural Coupling

When someone tells a coherent story, the listener’s brain activity synchronizes
with the speaker’s. When story works, brains sync. When data works, brains calculate.

Amy Cuddy, Harvard - Warmth & Competence

We evaluate warmth before competence. If warmth fails, competence barely matters.
Your human story is the warmth. Product and market are the competence.

TWO STRUCTURES

Same facts. Different order. The order is the argument.

THE STANDARD DECK THEATRE STRUCTURE
Problem Tension

Solution Human Stakes

Market Urgency

Traction Capability

Team

The standard deck asks the room to evaluate. The theatre structure asks the room to feel,
then evaluate. Warmth first, competence second - in the order brains actually work.

I nvestors are not only betting on your business model.
They are betting on your psychological stamina.
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THREE SENTENCES THAT MOVE A ROOM

The pattern is always the same: something that should be one way, revealed to be another.
The gap between expectation and reality is where all three live.

1 TENSION Expectation meetsits opposite.
“My uncle spent twenty-two years feeding people. He threw away almost as much as he served.”

2 URGENCY  Something specific is moving. You are standing still.

Not “the market is growing” but “three competitors launched this year.
One just hired your best customer’s CTO.” A specific door closing.

3 HUMAN STAKES Areal person stands to lose something they can’'t get back.

The key is irreversibility. Markets recover. People don't always get their thing back.
“My uncle stopped loving his restaurant three years before he closed it. He just didn’t tell anyone.”

HOW TO BUILD TENSION - FOUR MOVES

1 Afact.
“Restaurants throw away food.”

2 Add the violated expectation.
“...even though they ordered it specifically to feed people.”

3 Putapersoninit.
“My uncle spent twenty-two years feeding people. He threw away almost as much as he served.”

4l  Make the gap feel unresolvable.
“...And he never found a way to fix it.”

Pick one sentence type. Write one sentence. Make the room feel something.
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THE PARABLE - OVERT TRUTH, COVERT TRUTH

A parable says one thing and means another. The saying is overt. The meaning is covert.
Between them there is a gap, and the listener must cross it alone.

BELIEF
built by the listener
OVERT TRUTH COVERT TRUTH
what the story says what the story means

The bridge only exists because the gap exists. The listener builds it, crosses it, and arrives
at the covert truth as their own discovery. That crossing is the belief.

Explain the moral and you fill the river: no gap, no bridge, nothing to cross. The truth is
handed over instead of discovered, and handed-over truths are the easiest to put down.

If you have to explain the moral, the story failed.

THE PARABLE EXERCISE

1 Pick one belief. e.g. “facts don’t win arguments” - “people buy why, not what”
2 In 90 seconds, build a tiny parable: a character, a situation, a turn -

that delivers the belief without ever stating it.
3 Tellit to a partner. They guess the moral. If they can't, rebuild the bridge.

AN EXAMPLE - THE BELIEF: “FACTSDON'T WIN ARGUMENTS’

A man owned the only well in the village. One summer a traveler arrived with maps and
measurements proving there was better water just beyond the hill - cleaner, and closer
to most homes. He showed the villagers his charts. They nodded, and kept drawing from
the old well. The traveler left, calling them fools.

That autumn one grandmother walked over the hill, filled her jug, and said nothing.
The next morning she went again, with her granddaughter.

By spring there was a path.

Notice: the moral was never stated. You just crossed the bridge yourself.
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STORY DUE DILIGENCE - SCORE YOUR OWN PITCH

Say your current pitch out loud. Then score it honestly, 1 to 5.

PRODUCT What it does

MARKET Why now

HUMAN Why you

CLARITY Can a stranger repeat it back?
SPECIFICITY Names, places, moments
RESONANCE Does the room feel something?

MEMORABILITY Will they retell it at dinner?

YOUR TURN

Your tension sentence - expectation meets its opposite:

Your human story, in three sentences - a person, a moment, a turn:

THREE QUESTIONSTO FIND IT

1 Why did you choose the path you are on, in one true sentence?
2 What moment made you believe it actually matters?
3 What would you keep doing even if nobody was watching?

Which answer was hardest? Sart your story there.

Find your human story.
The roomiswaiting for it.

andrzejdanek.com - linkedin.com/in/andrzejdanek
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