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"Every great leader is a great storyteller," says Harvard University psychologist Howard
Gardner. According to master storytellers Richard Maxwell and Robert Dickman,
storytelling is a lot like running. Everyone knows how to do it, but few of us ever break
the four-minute mile. What separates the great runners from the rest? The greats know
not only how to hit every stride, but how every muscle fits together in that stride so that
no effort is wasted and their goals are achieved. World-class runners know how to run
from the inside out. World-class leaders know how to tell a story from the inside out. In
The Elements of Persuasion, Maxwell and Dickman teach you how to tell stories too.
They show you how storytelling relates to every industry and how anyone can benefit
from its power. Maxwell and Dickman use their experiences—both in the entertainment
industry and as corporate consultants—to deliver a formula for winning stories. All
successful stories have five basic components: the passion with which the story is told,
a hero who leads us through the story and allows us to see it through his or her eyes,
an antagonist or obstacle that the hero must overcome, a moment of awareness that
allows the hero to prevail, and the transformation in the hero and in the world that
naturally results. Let's face it: leading is a lot more fun than following. Even if you never
want to be a CEO or to change the world, you do want to have control over your own
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work and your own ideas. Ultimately, that is what the power of storytelling can give you.
"Features powerful stories for 21 of the toughest challenges businesspeople
face"--Jacket.
Whether you're looking for clients, investors, or employees, you need to know how to
pitch your products, services, and ideas in a way that is most likely to secure you the
deal. Justin Cohen's internationally acclaimed six-step formula is designed to do just
that. Having taught and refined his 'Pitch To Win' programme for five years, and having
helped win numerous multimillion-dollar deals in that time, Justin now shares his
secrets for success in the Pitch To Win book. In it he reveals: The number one reason a
winning pitch gets chosen over the competition. The mindset of people who win the
most pitches. A step by step guide to creating and delivering a winning pitch script. How
to reduce nervousness and develop 'big pitch temperament.' How to win without being
"salesy." How to win with integrity, by living your purpose.
In the present book, How to Win Friends and Influence People, Dale Carnegie says,
"You can make someone want to do what you want them to do by seeing the situation
from the other person's point of view and arousing in the other person an eager want."
You learn how to make people like you, win people over to your way of thinking, and
change people without causing offense or arousing resentment. For instance, "let the
other person feel that the idea is his or hers" and "talk about your own mistakes before
criticizing the other person." This book is all about building relationships. With good
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relationships, personal and business successes are easy and swift to achieve.
From the bestselling author of Linchpin, Tribes, and The Dip comes an elegant little
book that will inspire artists, writers, and entrepreneurs to stretch and commit to putting
their best work out into the world. Creative work doesn't come with a guarantee. But
there is a pattern to who succeeds and who doesn't. And engaging in the consistent
practice of its pursuit is the best way forward. Based on the breakthrough Akimbo
workshop pioneered by legendary author Seth Godin, The Practice will help you get
unstuck and find the courage to make and share creative work. Godin insists that
writer's block is a myth, that consistency is far more important than authenticity, and
that experiencing the imposter syndrome is a sign that you're a well-adjusted human.
Most of all, he shows you what it takes to turn your passion from a private distraction to
a productive contribution, the one you've been seeking to share all along. With this
book as your guide, you'll learn to dance with your fear. To take the risks worth taking.
And to embrace the empathy required to make work that contributes with authenticity
and joy.
Outlines a strategy for personal success that explains how readers can adjust the
telling of their life stories to promote goals and change how they are seen by others. By
the author of The Power of Full Engagement. Reprint. 35,000 first printing.
From the authors of the international bestseller Yes!This travel-sized handbook will
become your go-to key for ensuring that the world says 'yes' to you, your ideas and
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your requests. We all want to hear 'yes'. 'Yes' connects us to the world, and carries us
into the future. So why do we find it so hard to get others to agree? And how can we
improve our chances?The Little Book of Yes contains 21 short essays that outline a
range of effective persuasion strategies, each proven to increase the chances that
someone will agree to your request. That someone could be a friend, a colleague, a
partner, a lover, a manager, a sibling, a parent, even a stranger. The timeless principles
and practical lessons in this collection can be used to tackle a variety of everyday
challenges, from repairing a soured relationship to negotiating a higher fee for your
work, from convincing a dithering friend to take action, to building your social network
and personal brand. Full of wisdom from the leaders in influence, with carefully curated
advice, this little book is essential reading for any freelancer, manager, entrepreneur,
parent or person who wants more from their world.
From renowned trial attorney and New York Times bestselling author Gerry Spence: a
must own book for every lawyer and business professional seeking to make cuttingedge winning presentations--in court, at work, everywhere, any time. Gerry Spence is
perhaps America's most renowned and successful trial lawyer, a man known for his
deep convictions and his powerful courtroom presentations when he argues on behalf
of ordinary people. Frequently pitted against teams of lawyers thrown against him by
major corporate or government interests, he has never lost a criminal case and has not
lost a civil jury trial since 1969. In Win Your Case, Spence shares a lifetime of
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experience teaching you how to win in any arena-the courtroom, the boardroom, the
sales call, the salary review, the town council meeting-every venue where a case is to
be made against adversaries who oppose the justice you seek. Relying on the
successful courtroom methods he has developed over more than half a century,
Spence shows both lawyers and laypersons how you can win your cases as he takes
you step by step through the elements of a trial-from jury selection, the opening
statement, the presentation of witnesses, their cross-examinations, and finally to the
closing argument itself. Spence teaches you how to prepare yourselves for these wars.
Then he leads you through the new, cutting-edge methods he uses in discovering the
story in which you form the evidence into a compelling narrative, discover the point of
view of the decision maker, anticipate and answer the counterarguments, and finally
conclude the case with a winning final argument. To make a winning presentation, you
are taught to prepare the power-person (the jury, the judge, the boss, the customer, the
board) to hear your case. You are shown that your emotions, and theirs, are the source
of your winning. You learn the power of your own fear, of honesty and caring and, yes,
of love. You are instructed on how to role-play through the use of the psychodramatic
technique, to both discover and tell the story of the case, and, at last, to pull it all
together into the winning final argument. Whether you are presenting your case to a
judge, a jury, a boss, a committee, or a customer, Win Your Case is an indispensable
guide to success in every walk of life, in and out of the courtroom.
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Reading is a revolutionary act, an act of engagement in a culture that wants us to disengage.
In The Lost Art of Reading, David L. Ulin asks a number of timely questions - why is literature
important? What does it offer, especially now? Blending commentary with memoir, Ulin
addresses the importance of the simple act of reading in an increasingly digital culture.
Reading a book, flipping through hard pages, or shuffling them on screen - it doesn't matter.
The key is the act of reading, and it's seriousness and depth. Ulin emphasizes the importance
of reflection and pause allowed by stopping to read a book, and the accompanying focus
required to let the mind run free in a world that is not one's own. Are we willing to risk our
collective interest in contemplation, nuanced thinking, and empathy? Far from preaching to the
choir, The Lost Art of Reading is a call to arms, or rather, to pages.
Each of us pitches ideas every day. Regardless of what idea we're selling-or who we're selling
it to-it all boils down to the act of stirring someone to join you, to agree to follow you. Yet we
consistently underestimate how critical it is to recognize the role of the decision maker.
Decisions are, after all, made by people; and people have needs and agendas, spoken and
unspoken. Understanding these needs and agendas are critical to success in business. Kevin
Allen's approach is not about persuading, but about creating a connection that assures a
mutual win. By unearthing the true motivation or desire of the decision maker, Allen shows how
to craft a story or message around it, creating a predictable and repeatable end result. Full of
stories and examples, this entertaining book teaches you how to effectively find, connect, and
finally to speak to the Hidden Agenda to win business unfailingly, every time.
"The former federal prosecutor and congressman for South Carolina breaks down the art of
persuasion into a few shockingly simple, easy-to-follow, and proven steps that will help readers
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win arguments, gain support for their cause, and convey their message successfully. You may
never find yourself in front of jury during a criminal prosecution arguing for a particular verdict
or offering yourself for elected office in a political campaign. You simply want to be heard. You
want to be understood. You want to effectively communicate what you believe, why you
believe it, and perhaps why others should adopt your position as well. This book will help you
get better at advancing what you believe through the art of asking the right questions, at the
right time, in the right order, and in the right form. Blending gripping case studies, relatable
personal stories, digestible evidence, and practical advice, it walks you through the tools and
the mindset needed to effectively communicate. Using the same techniques he used from the
courtroom to Congress, Trey Gowdy helps you land on your objective, know your jury,
establish your burden of proof, and formulate strategic questions to persuade effectively
beyond a reasonable doubt. The art of asking the right questions, listening to the response,
and following up in a systematic way is essential to moving hearts and minds. And that should
always be our objective when it comes to persuasion: striving not only to communicate but to
move our audience to action. So let's get moving!"-Stories are orders of magnitude which are more effective than facts at achieving attention,
persuading, being remembered, and inspiring involvement. Signature stories—intriguing,
authentic, and involving narratives—apply the power of stories to communicate a strategic
message. Marketing professionals, coping with the digital revolution and the need to have their
strategic message heard internally and externally, are realizing that a digital strategy revolves
around content and that content is stories. Creating Signature Stories shows organizations
how to introduce storytelling into their strategic messaging, and guides organizations to find, or
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even create, signature stories and leverage them over time. With case studies built into every
chapter, organizations will realize the power of storytelling to energize readers, gain visibility,
persuade audiences, and inspire action.
Master the power of influence and persuasion to achieve more in work and life For business
leaders and managers, as well as those who work in sales, the power of influence can be a
potent advantage. The ability to persuade others based on what you know about them is the
first step to convincing someone to buy your product or buy into your business vision. In The
Ultimate Book of Influence, author Chris Helder—a master of communication and one of
Australia’s most sought after speakers on influence—shares ten essential tools that will enable
you to influence others so you win the sale or seal the deal. The tools in this book will show
you how to read body language, uncover what’s most important to a client, convince others to
take action, understand the four essential types of people at your workplace, and much more.
Written by one of Australia’s most successful speakers on the art of influence Includes ten
powerful tools that allow you to understand what matters most to a client or colleague and use
that knowledge to influence their actions and behaviors Ideal for salespeople, business
leaders, corporate executives, and anyone who must regularly convince others to take action
Before you can truly influence people, you need to learn how to communicate effectively. The
Ultimate Book of Influence teaches you how to choose the right kind of communication
technique for any situation, so when you speak, you know people are listening.
Jordan Belfort—immortalized by Leonardo DiCaprio in the hit movie The Wolf of Wall
Street—reveals the step-by-step sales and persuasion system proven to turn anyone into a
sales-closing, money-earning rock star. For the first time ever, Jordan Belfort opens his
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playbook and gives you access to his exclusive step-by-step system—the same system he used
to create massive wealth for himself, his clients, and his sales teams. Until now this
revolutionary program was only available through Jordan’s $1,997 online training. Now, in
Way of the Wolf, Belfort is ready to unleash the power of persuasion to a whole new
generation, revealing how anyone can bounce back from devastating setbacks, master the art
of persuasion, and build wealth. Every technique, every strategy, and every tip has been tested
and proven to work in real-life situations. Written in his own inimitable voice, Way of the Wolf
cracks the code on how to persuade anyone to do anything, and coaches readers—regardless
of age, education, or skill level—to be a master sales person, negotiator, closer, entrepreneur,
or speaker.
Thirty million presentations will be given today. Millions will fail. Millions more will be received
with yawns. A rare few will establish the most profound connection, in which presenter and
audience understand each other perfectly…discover common ground… and, together, decide to
act. In this fully updated edition, Jerry Weissman, the world’s #1 presentation consultant,
shows how to connect with even the toughest, most high-level audiences...and move them to
action! He teaches presenters of all kinds how to dump those PowerPoint templates once and
for all and tell compelling stories that focus on what’s in it for the audience. Weissman’s
techniques have proven themselves with billions of dollars on the line. Thousands of his elite
clients have already mastered them. Now it’s your turn! • What you must do to tell your story
Focus before Flow: identifying your real goals and message • The power of the WIIFY: What’s
In It For You Staying focused on what your audience really wants • Capture your audience in
90 seconds… and never let go! Opening Gambits and compelling linkages • Master the art of
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online Web conferencing Connecting with your invisible audience • From brainstorming
through delivery Crafting the Power Presentation, one step at a time Named by FORTUNE
Magazine as a "Must-Read" "Jerry Weissman makes the challenge of producing and delivering
effective presentations delightfully simple. Read it and benefit!" Tim Koogle,Founding CEO,
Yahoo! “A great read for all of us who have ever struggled with any aspect of our public
speaking skills. Presenting to Win contains the same timeless techniques that helped me [18]
years ago.” Jeff Raikes, former President, Microsoft Business Division, Microsoft Corporation,
and CEO, Bill and Melinda Gates Foundation “Jerry is The Man when it comes to making great
pitches. If your pitch doesn’t get a whole lot better after reading this book, something is wrong
with you.” Guy Kawasaki, Managing Director and Chairman, Garage Technology Ventures,
and bestselling author of The Art of the Start “Presenting to Win is the shortest path to
applause for any presenter. It will be your bible for the PowerPoint Age. It’s loaded with easy
actions and real examples that really work. I’ve used them. I know.” Scott Cook, Founder,
Intuit
Learn how small changes can make a big difference in your powers of persuasion with this
New York Times bestselling introduction to fifty scientifically proven techniques for increasing
your persuasive powers in business and life. Every day we face the challenge of persuading
others to do what we want. But what makes people say yes to our requests? Persuasion is not
only an art, it is also a science, and researchers who study it have uncovered a series of
hidden rules for moving people in your direction. Based on more than sixty years of research
into the psychology of persuasion, Yes! reveals fifty simple but remarkably effective strategies
that will make you much more persuasive at work and in your personal life, too. Cowritten by
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the world’s most quoted expert on influence, Professor Robert Cialdini, Yes! presents dozens
of surprising discoveries from the science of persuasion in short, enjoyable, and insightful
chapters that you can apply immediately to become a more effective persuader. Often
counterintuitive, the findings presented in Yes! will steer you away from common pitfalls while
empowering you with little known but proven wisdom. Whether you are in advertising,
marketing, management, on sales, or just curious about how to be more influential in everyday
life, Yes! shows how making small, scientifically proven changes to your approach can have a
dramatic effect on your persuasive powers.

What do winners of major sales do differently than the sellerswho almost won,
but ultimately came in second place? Mike Schultz and John Doerr, bestselling
authors andworld-renowned sales experts, set out to find the answer.
Theystudied more than 700 business-to-business purchases made by buyerswho
represented a total of $3.1 billion in annual purchasing power.When they
compared the winners to the second-place finishers, theyfound surprising results.
Not only do sales winners sell differently, they sellradically differently, than the
second-place finishers. In recent years, buyers have increasingly seen products
andservices as replaceable. You might think this would meanthat the sale goes
to the lowest bidder. Not true! A new breed ofseller—the insight seller—is winning
the sale withstrong prices and margins even in the face of increasingcompetition
and commoditization. In Insight Selling, Schultz and Doerr share thesurprising
Page 11/26

Where To Download Tell To Win Connect Persuade And Triumph With The
Hidden Power Of Story
results of their research on what sales winners dodifferently, and outline exactly
what you need to do to transformyourself and your team into insight sellers. They
introduce asimple three-level model based on what buyers say tip the scales
infavor of the winners: Level 1 "Connect." Winners connect the dots
betweencustomer needs and company solutions, while also connecting
withbuyers as people. Level 2 "Convince." Winners convince buyers that they
canachieve maximum return, that the risks are acceptable, and that theseller is
the best choice among all options. Level 3 "Collaborate." Winners collaborate
with buyers bybringing new ideas to the table, delivering new ideas and
insights,and working with buyers as a team. They also found that much of the
popular and current advicegiven to sellers can damage sales results. Insight
Sellingis both a strategic and tactical guide that will separate the goodadvice from
the bad, and teach you how to put the three levels ofselling to work to inspire
buyers, influence their agendas, andmaximize value. If you want to find yourself
and your team in thewinner's circle more often, this book is a must-read.
The authors argue against the aggressive selling of ideas and instead emphasize
listening, genuine engagement and commitment to a lasting business relationship
in order to get someone to come around to one's way of thinking.
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Becoming successful in business requires that you win with others relationally
before you can persuade them financially. It is not enough to sell your product you must sell yourself. Customers must buy what you are saying before they buy
what you are selling. Persuade is a success playbook filled with skills that will
help you connect quicker, communicate confidently, and close more sales. But
Persuade is not your typical business book. It is filled with stories of life and love,
family and friends, and success strategies that will help you serve more, sell
more, and succeed more.
If your success is dependent on your ability to build relationships and increase
revenue, you will find this book invaluable. Persuade will help you grow in your
confidence to communicate, connect, and successfully persuade customers
through the stages of the sale.
Top salespeople become the best because they learn from the best. The author
includes insightful intelligence from sellers and executives at Facebook, Google,
iHeart Radio, Amazon, New York Life, Hawaiian Airlines, Dell EMC, Microsoft
Xbox, Clear Channel Airports, and Zillow who share stories & case studies on
how they deploy the powers of persuasion discovered in Persuade.
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The bestselling co-author of The Go-Giver offers new insights into what it means
to be truly influential Faced with the task of persuading someone to do what we
want, most of us expect resistance. We see the other person as an adversary
and often resort to coercion or manipulation to get our way. But while this
approach might bring us short-term results, it leaves people with a bad feeling
about themselves and about us. At that point, our relationship is weakened and
our influence dramatically decreased. There has to be a better way. Drawing on
his own experiences and the stories of other influential people, communication
expert Bob Burg offers five simple principles of what he calls Ultimate
Influence—the ability to win people to your side in a way that leaves everyone
feeling great about the outcome. In the tradition of Dale Carnegie’s How to Win
Friends and Influence People, Burg offers a tried-and-true framework for building
alliances at work, at home, and anywhere else you seek to win people over.
"What makes a leader? Can you really learn to lead? You might think that leaders
need to be born with the right skills or personality attributes. Perhaps you believe
you don't have the right experience or that you need to hold an important job to
be a leader. Maybe you believe you need permission to lead. As Harvard
Business School professor and business executive Robert Steven Kaplan
explains in this powerful new book, leadership is accessible to all of us-today-and
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it starts with an ownership mind-set. You don't need an invitation to lead.
Leadership is a dynamic way of thinking and acting that anyone can take on. For
Kaplan, acting as a leader is a function of three key questions: 1. Do you work to
figure out what you believe as if you were an owner? 2. Do you take action based
on those beliefs? 3. Do you focus on adding value to others and take
responsibility for the impact of your actions on others-both positive and negative?
The book is full of stories taken from the author's own leadership experience as
well as from his work helping various types of leaders and organizations. What's
revealed is that leadership is not a role reserved for an elite few blessed with the
right skills and key positions-it's about a focus on taking ownership and adding
value to others. What's more, leadership is a lifelong journey of learning for which
you must take responsibility. It's about learning to ask the right questions and
learning to understand yourself. As in his earlier books, Kaplan asks probing
questions, provides exercises, and suggests follow-up steps that will help you
develop your skills, create new habits, and move you toward reaching your
unique potential. What You Really Need to Lead is your key to unlocking the
power of thinking and acting like an owner"-In the present book, How to Win Friends and Influence People, Dale Carnegie
says, “You can make someone want to do what you want them to do by seeing
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the situation from the other person’s point of view and arousing in the other
person an eager want.” You learn how to make people like you, win people over
to your way of thinking, and change people without causing offense or arousing
resentment. For instance, “let the other person feel that the idea is his or hers”
and “talk about your own mistakes before criticizing the other person.” This book
is all about building relationships. With good relationships, personal and business
successes are easy and swift to achieve. Twelve Ways to Win People to Your
Way of Thinking 1. The only way to get the best of an argument is to avoid it. 2.
Show respect for the other person's opinions. Never say "You're wrong." 3. If
you're wrong, admit it quickly and emphatically. 4. Begin in a friendly way. 5. Start
with questions to which the other person will answer yes. 6. Let the other person
do a great deal of the talking. 7. Let the other person feel the idea is his or hers.
8. Try honestly to see things from the other person's point of view. 9. Be
sympathetic with the other person's ideas and desires. 10. Appeal to the nobler
motives. 11. Dramatize your ideas. 12.Throw down a challenge.
Hollywood is going 3D! Join the revolution with this primer to all of the essential
skills for live action 3D, from preproduction through distribution. 3D perception
and science is presented in an accessible way that provides the principles of
Stereoscopic vision you need to make the transition from the 2D world. Tools of
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the trade are enumerated with an eye on current constraints and what is coming
down the pike to smooth the way. Step-by-step instructions detail how 3D
processes affect every stage of the production including screenwriting, art
direction, principle photography, editing, visual effects and distribution. The
companion DVD includes an array of 2D and 3D images that demonstrate
concepts and techniques, 3D movie shorts that showcase alternative techniques,
After Effects project files to explore and manipulate for effect, and a resource list
of software tools and tutorials that demonstrate techniques. The DVD is not
included with the E-book. Please contact the publisher for access to the DVD
content by emailing d.mcgonagle@elsevier.com. *Understand state-of-the-art 3D
movie technology *Tutorials demonstrate 3D pictures with off-the-shelf equipment
*Step-by-Step analysis of the production process for a real-world 3D movie helps
you to know how to adapt your skills
A five-time Moth GrandSLAM winner and bestselling novelist shows how to tell a
great story — and why doing so matters. Whether we realize it or not, we are
always telling stories. On a first date or job interview, at a sales presentation or
therapy appointment, with family or friends, we are constantly narrating events
and interpreting emotions and actions. In this compelling book, storyteller
extraordinaire Matthew Dicks presents wonderfully straightforward and engaging
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tips and techniques for constructing, telling, and polishing stories that will hold the
attention of your audience (no matter how big or small). He shows that anyone
can learn to be an appealing storyteller, that everyone has something
“storyworthy” to express, and, perhaps most important, that the act of creating
and telling a tale is a powerful way of understanding and enhancing your own life.
The Art of Persuasion teaches you how to get what you want when you want it. You
would love to have that ability, right? After studying some of the most successful men
and women in modern history, author Bob Burg noticed how many common
characteristics these people have—and shares them all with you. One trait that stands
above all the rest is their ability to win people over to their way of thinking—they were all
persuasive. Each of these life winners had a burning desire, coupled with great
creativity, and a total, unshakable belief in their mission or cause. The Winning
principles you will learn include: Making People Feel Important Everything is Negotiable
Dealing with Difficult People Persuasion in Action What Sets You Apart from the Rest
Nuggets of Wisdom Presented in everyday, clear, and often humorous language, The
Art of Persuasion leaves an impression on you that will last a lifetime—filled with one
success after another!
The must-read summary of Peter Guber's book: "Tell to Win: Connect, Persuade and
Triumph with the Hidden Power of Story". This complete summary of the ideas from
Peter Guber's book "Tell to Win" shows how some people are "born storytellers", but
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this is a skill that anyone can develop. In his book, the author explains the four
elements of a successful story and the mechanics of telling a story to an audience. This
summary provides excellent examples of these strategies in practice and teaches the
importance of this skill for all business people. Added-value of this summary: • Save
time • Understand key concepts • Expand your storytelling skills To learn more, read
"Tell to Win" and discover the secret to effective storytelling and how you can use this
skill to your advantage.
How do the best salespeople connect, influence and persuade? With stories. 'Seven
Stories Every Salesperson Must Tell' takes you on a high-stakes sales journey, using
stories to establish rapport and trust, deliver insight, inspire action and close the deal,
and in doing so win new friends and collaborators. When you share purposeful stories
in your client conversations, you'll create more new business than you thought possible.
Sharing more than 50 stories from around the world, Mike draws on his diverse
international sales career to teach and demonstrate the power of storytelling -- from first
hello to signed contract. You'll learn stories to help you: Establish rapport and trust
Present challenging insights Differentiate your solution Share your company values
Unstick negotiation stand-offs Create better business outcomes. This book will change
the way you think about selling. Rather than seeing your role as that of a transactional
deal closer, you'll become a story master, creating new stories for your clients.
Draws on hundreds of interviews with business and entertainment leaders as well as
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prominent intellectuals to reveal how to use purposeful storytelling skills to promote
professional success.
Stories have always had the power to move, but it has only recently become clear that
purposeful stories - those created with a specific mission in mind - are essential in
persuading others to support a vision or cause. For Peter Guber, what began as a
knack for telling stories as one of the world's leading entertainment executives has
evolved into a set of principles that anyone can use to achieve their goals - whatever
you do in life, you need to be able to tell a good story. In Tell to Win Guber explains
how to move beyond PowerpPoint slides and spreadsheets to create purposeful stories
that can serve as powerful calls to action. He reveals the best way to get noticed, how
to turn passive listeners into active participants, and how technology can be used to
ensure audience commitment. Featuring wisdom from Guber's meetings with (and
lessons from) everyone from Nelson Mandela to YouTube founder Chad Hurley, and
Muhammed Ali to Steven Spielberg (who he tutored in making films), Tell to Win
entertainingly shows how to craft, deliver and own a story that is capable of turning
others into viral advocates for your goal.
The New York Times bestseller that explains one of the most important perceptual
shifts in the history of humankind Scott Adams was one of the earliest public figures to
predict Donald Trump’s election. The mainstream media regarded Trump as a lucky
clown, but Adams – best known as “the guy who created Dilbert” -- recognized a level
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of persuasion you only see once in a generation. We’re hardwired to respond to
emotion, not reason, and Trump knew exactly which emotional buttons to push. The
point isn’t whether Trump was right or wrong, good or bad. Adams goes beyond
politics to look at persuasion tools that can work in any setting—the same ones Adams
saw in Steve Jobs when he invested in Apple decades ago. Win Bigly is a field guide
for persuading others in any situation—or resisting the tactics of emotional persuasion
when they’re used on you. This revised edition features a bonus chapter that assesses
just how well Adams foresaw the outcomes of Trump’s tactics with North Korea, the
NFL protesters, Congress, and more.
Explores the latest beliefs about why people tell stories and what stories reveal about
human nature, offering insights into such related topics as universal themes and what it
means to have a storytelling brain.
Trying to get your message heard? Build an iconic brand? Welcome to the battlefield.
The story wars are all around us. They are the struggle to be heard in a world of media
noise and clamor. Today, most brand messages and mass appeals for causes are
drowned out before they even reach us. But a few consistently break through the din,
using the only tool that has ever moved minds and changed behavior—great stories.
With insights from mythology, advertising history, evolutionary biology, and psychology,
viral storyteller and advertising expert Jonah Sachs takes readers into a fascinating
world of seemingly insurmountable challenges and enormous opportunity. You’ll
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discover how: • Social media tools are driving a return to the oral tradition, in which
stories that matter rise above the fray • Marketers have become today’s mythmakers,
providing society with explanation, meaning, and ritual • Memorable stories based on
timeless themes build legions of eager evangelists • Marketers and audiences can
work together to create deeper meaning and stronger partnerships in building a better
world • Brands like Old Spice, The Story of Stuff, Nike, the Tea Party, and Occupy Wall
Street created and sustained massive viral buzz Winning the Story Wars is a call to
arms for business communicators to cast aside broken traditions and join a revolution
to build the iconic brands of the future. It puts marketers in the role of heroes with a
chance to transform not just their craft but the enterprises they represent. After all,
success in the story wars doesn’t come just from telling great stories, but from learning
to live them.

Through an engaging and humorous narrative, Peter Coughter presents the tools
he designed to help advertising and marketing professionals develop persuasive
presentations that deliver business. Readers will learn how to develop skills to
create the perfect presentation.
Tell to WinConnect, Persuade, and Triumph With the Hidden Power of
StoryCurrency
In Am I Making Myself Clear?, business leader and author Terry Felber shares
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the secrets of the world's greatest communicators, equipping readers to do
everything from participating in a meaningful conversation to successfully
consummating a business discussion. Through ten essential skills, including such
concepts as the Art of Unspoken Language, the Art of Encouragement, and the
Art of Problem Solving, he shows readers how to achieve real communication.
With its practical and easy-to-follow insights, Am I Making Myself Clear? is an
invaluable resource for managers, couples, and parents seeking to improve their
personal and professional relationships and chart a course for success. "Good
communication is the foundation of all healthy relationships. Am I Making Myself
Clear? examines this subject in a simple and articulate fashion. This in-depth
study is important reading for everyone who wants to enrich their family, social,
and business interactions." ?Ron Puryear, Worldwide Group "Am I Making Myself
Clear? defines in a clear and concise way the elements that are key to successful
communication. The illustrations and 'power points' in the text create an easy-toread classic on this subject." ?Bill Britt, Trinity Motivation
Today everyone—whether they know it or not—is in the emotional transportation
business. More and more, success is won by creating compelling stories that
have the power to move partners, shareholders, customers, and employees to
action. Simply put, if you can’t tell it, you can’t sell it. And this book tells you how
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to do both. Historically, stories have always been igniters of action, moving
people to do things. But only recently has it become clear that purposeful
stories—those created with a specific mission in mind—are absolutely essential in
persuading others to support a vision, dream or cause. Peter Guber, whose
executive and entrepreneurial accomplishments have made him a success in
multiple industries, has long relied on purposeful story telling to motivate, win
over, shape, engage and sell. Indeed, what began as knack for telling stories as
an entertainment industry executive has, through years of perspiration and
inspiration, evolved into a set of principles that anyone can use to achieve their
goals. In Tell to Win, Guber shows how to move beyond soulless Power Point
slides, facts, and figures to create purposeful stories that can serve as powerful
calls to action. Among his techniques: * Capture your audience’s attention first,
fast and foremost * Motivate your listeners by demonstrating authenticity * Build
your tell around “what’s in it for them” * Change passive listeners into active
participants * Use “state-of-the-heart” technology online and offline to make sure
audience commitment remains strong To validate the power of telling purposeful
stories, Guber includes in this book a remarkably diverse number of “voices”
—master tellers with whom he’s shared experiences. They include YouTube
founder Chad Hurley, NBA champion Pat Riley, clothing designer Normal Kamali,
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“Mission to Mars” scientist Gentry Lee, Under Armour CEO Kevin Plank, former
South African president Nelson Mandela, magician David Copperfield, film
director Steven Spielberg, novelist Nora Roberts, rock legend Gene Simmons,
and physician and author Deepak Chopra. After listening to this extraordinary mix
of voices, you’ll know how to craft, deliver—and own—a story that is truly
compelling, one capable of turning others into viral advocates for your goal.
Stories have tremendous power. They can persuade, promote empathy, and
provoke action. Better than any other communication tool, stories explain who
you are, what you want...and why it matters. In presentations, department
meetings, over lunch-any place you make a case for new customers, more
business, or your next big idea-you'll have greater impact if you have a
compelling story to relate. Whoever Tells the Best Story Wins will teach you to
narrate personal experiences as well as borrowed stories in a way that
demonstrates authenticity, builds emotional connections, inspires perseverance,
and stimulates the imagination. Fully updated and more practical than ever, the
second edition reveals how to use storytelling to: Capture attention * Motivate
listeners * Gain trust * Strengthen your argument * Sway decisions *
Demonstrate authenticity and encourage transparency * Spark innovation *
Manage uncertainty * And more Complete with examples, a proven storytelling
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process and techniques, innovative applications, and a new appendix on
teaching storytelling, Whoever Tells the Best Story Wins hands you the tools you
need to get your message across-and connect successfully with any audience.
Presents a groundbreaking investigation into the origins of morality at the core of
religion and politics, offering scholarly insight into the motivations behind cultural
clashes that are polarizing America.
FOREWORD BY GUY KAWASAKI Presentation designer and internationally
acclaimed communications expert Garr Reynolds, creator of the most popular
Web site on presentation design and delivery on the Net — presentationzen.com —
shares his experience in a provocative mix of illumination, inspiration, education,
and guidance that will change the way you think about making presentations with
PowerPoint or Keynote. Presentation Zen challenges the conventional wisdom of
making "slide presentations" in today’s world and encourages you to think
differently and more creatively about the preparation, design, and delivery of your
presentations. Garr shares lessons and perspectives that draw upon practical
advice from the fields of communication and business. Combining solid principles
of design with the tenets of Zen simplicity, this book will help you along the path
to simpler, more effective presentations.
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