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FOREWORD



There are two kinds of people in the world. The first will make everything seem more complicated than it actually is. They will figure something out that is really useful and decide it should be a secret, theirs to keep. I mean, finders keepers, right?


And, the ones who make everything appear so easy, who figure something out and can’t wait to share it. Here you go! Discovering this made things so much smoother for me, and I think it might do the same for you. You can have it. I in fact made it just for you.


Dan Roam falls squarely into the second category. His books are not “I do this unique thing no one else can do, and I want to impress you with my prowess and exclusive insight” but rather “I have discovered this helpful thing that’s in all of us and I want to assure you it’s in you too.”


Do yourself a favor and follow the instructions in this book, for three reasons.


Because, they work.


Because, what has happened to us? Why are presentations such torture? They should be something that uplifts and inspires us, rather than something we are forced to endure.


But mostly, follow the instructions in this book because you will come across something in yourself that you had forgotten, like a treasure in your attic of things that used to bring you such joy. Here you will find your own story, your own brand of clarity, and Dan will make you feel you had it all along.


There is no gift more generous, I think, than the ability to disguise something you need to learn as something you are just remembering.


—Dushka Zapata,
VP of executive communications
and two-hundred-million-read online author













INTRODUCTION



Sketches That Clarify and a Story That Persuades
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I’ve always believed that in an uncertain and complicated world, visual storytelling is magic. Sharing your idea with a few sketches and a simple story is clarifying, reassuring, and human. I believe it’s the best approach ever invented to convey your thinking to someone in a positive and persuasive way. I’ve spent my career working from the promise that anyone can share any idea with anyone else in a way that is quick, clear, and optimistic, and this book is the result. I call it the pop-up pitch.


My intention in this book is simple: I want to give you a single template you can use to create the best presentation of your life. If you’re a business leader, here is the story you can tell to motivate your team. If you’re running a start-up, here is the most captivating way ever found to share your vision with an investor. If you’re in sales, here is the story that’s so engaging that your prospects will want to stay on the phone to learn more. No matter who you are, when you need to persuade someone quickly with an optimistic and positive story, the pop-up pitch is your template.


Whether you’re the kind of person who loves giving presentations or you’re the kind of person who is terrified of the idea, this book will give you a foolproof way to get it right, and a way that is actually fun—both for you and for your audience.


Think of this as a persuasion cookbook. You are the chef, and you have a delicious new idea to share. Your audience is your guests, and they’re hungry for a happier way to work, live, and be successful. Your job is to share with them a short, inspiring, and memorable presentation that will show how your idea will help them, and then motivate them to act.


As you create your pop-up pitch, I’m going to share with you two big secrets: the first is visual (sketching is magic), and the second is verbal (storytelling is easy).


The visual secret is this: sketching simple pictures opens up your mind and encodes ideas into your memory better than writing. In a recent study in the Journal of Experimental Psychology, researchers found that the single most effective way to remember words was to draw them. Sketching beat out writing, typing, and speaking aloud; according to a summary of the study in Time magazine, “No matter how many variations of the test the researchers ran, one result was consistent: Drawing the object beat every other option, every single time.” Even if you think you’re a terrible artist, drawing unleashes the unexpectedly wonderful and rich ideas already floating around in your mind. To help you draw these hidden pictures out, I’ve created a special visual brainstorming tool called the Visual Decoder. For the first half of this book, you’re going to use this tool to discover and develop the essence of your own persuasive idea.


The second secret is the verbal one: hearing a simple story makes you and your audience’s brains align in a unique and measurable bond. When a group of Princeton neuroscientists measured the brains of storytellers and their audiences, they found a predictable “coupling of brain activity” when a story was told—a coupling that lasted as long as the story continued but broke off the moment the story stopped. We knew the power of a story when we were young. Now we know why: when you hear a story, your brain releases the chemicals cortisol (which helps form memories), dopamine (which regulates emotional responses), and oxytocin (which drives empathy).


If you’re unsure of your storytelling skills, I’m happy to tell you there is a powerful and time-tested story line you can fill in, turning your sketches into a story so compelling that people want to hear it. To help you quickly write yours, I’ve created a second tool: a fill-in-the-blanks template called the Ten-Page Pitch. (The full template is available in the appendix.) For the second half of this book, you’re going to use this to convert your sketches into the best presentation of your life.


You will combine these two ingredients in an intuitive way using the two-hour preparation technique around which I’ve built this book. That’s the pop-up pitch.
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You will combine pictures pulled from your visual memory with classic storytelling form.








When you’re done, your pop-up pitch will result in a ten-page presentation that tells your whole persuasion story in about seven minutes. Unlike presentations that go into too much detail, your pop-up pitch will provide the perfect level of insight to captivate a time-pressed audience. And unlike presentations that take days to prepare, you will create your pop-up pitch in two hours, using just a pen and paper and a couple printed templates, simply by following the steps in this book.


Your pop-up pitch final format is also flexible: you may end up including all your sketches or only a few, and you may choose to share your story as an email, a stand-alone pen-and-paper presentation for in-person delivery, or as the basis for a PowerPoint or Google Slides on-screen presentation. (You’ll find examples of approaches in Chapter 8, and all the templates you need located in the appendix of this book.)






[image: image]







Your pop-up pitch works perfectly for in-person, remote, and onstage presentations and meetings.


Whether you’re present face to face or on screen, your clear visuals and compelling story will keep everyone’s attention focused the whole time, inviting thoughtful discussion and directive action.


The pop-up pitch is incredibly versatile. You can use it any time you want to make a change in your life and work, or any time you’d like to suggest that someone else would benefit from making a change. Whatever story you need to tell, I think you will find the pop-up pitch to be a useful tool for you to quickly create and deliver the best presentation of your life.


Three Promises
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As we get started, I’m going to make you three promises, and I’m going to ask you to hold me to them for the rest of this book.


My first promise is this: if you follow the steps in this book, your next presentation, whether live or remote, is going to be faster, more engaging, more persuasive, and more fun for your audience and for you.


My second promise: after you’ve read this book, you will be able to prepare your amazing pop-up presentation in just two hours.


And third: to help you get there, I’m going to make this book equally fast, engaging, and fun. For that reason, you may find the format a bit unusual. That’s because I’m writing it as a give and a take. Sometimes I’m going to tell you a story, and sometimes I’ll ask you to tell me one. Sometimes I’ll draw you a picture, and sometimes I’ll ask you to draw me one. Sometimes I’ll share with you a tool kit, and sometimes I’ll ask you to put it to work on your own.


That means as you’re reading along I might sometimes stop you and say, “Wait; do this exercise!” If you’re someone whose mind loves to bounce around and try different things, you may love that. But if you’re someone whose reading mind is more linear, you might not want to stop right then. You might want to keep flowing along. Just know that either way is perfectly okay.


No matter how you use this book, it is for you. If you can put in the two hours, I promise you will give the best presentation of your life. As soon as you can.


How about right now? Ready? Let’s begin.
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WELCOME TO THE POP-UP PITCH


What Is a Pop-Up Pitch and Why Do You Need One?


It’s time to say it: in our ever-evolving world of work, business-as-usual, click-and-talk presentation slideshows won’t cut it anymore. Online meetings demand a more visual and interactive way to engage, working from home means audiences need more reason than ever to stay focused, and the instant attraction of social media means you’re competing with the entire world for attention every second you speak. When it comes to sharing ideas that matter, the tools that got us here are not the tools that will get us where we need to go. It’s a new world of presenting, and you need a new presentation tool kit.


Better presenting isn’t about understanding better technology; it’s about better understanding humanity. In challenging times, you need a positive persuasion approach that outshines all the distractions trying to pull your audiences’ attention away. You need a thoughtful way to condense the most critical meaning of your idea into the briefest possible presentation. You need an optimistic way to share your idea so that other people see how it makes their work and lives better. And above all, you need a way to present that reminds us we’re all human, and we’re all in this together.


Just imagine what it will feel like—to you and your audience—when your meeting becomes one of the best parts of their day. It can be done, and you can do it. Welcome to the pop-up pitch.
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Just like a pop-up kiosk can catch your eye and suddenly provide you with the one thing you need right then, the pop-up pitch conveys your best thinking instantly. Just like a pop-up restaurant lets you try the tastes without buying the full enchilada, the pop-up pitch lets your audience try out your idea, or perhaps see that it’s something they never even knew they needed until now. And then gets them hooked and wanting to know more.


The pop-up pitch is a new visual storytelling tool kit that supports you at two levels: it helps you build your amazing new presentation and then helps you deliver it. This simple approach will ensure that your meetings matter more and that your most important presentations drive decision-making, motivate action, inspire reflection, and persuade people to move.


Put most simply, I created the pop-up pitch for one reason: to help you quickly unleash your most persuasive self through the power of visual thinking combined with emotional storytelling.


The pop-up pitch works because it combines new science and ancient wisdom into a familiar-feeling yet revolutionary fill-in-the-blanks method. At the heart of the pop-up pitch is this practical presentation algorithm:




[image: image] When you take two hours to draw, write, and think in this intentionally structured way, your outcome will be a ten-page story so clear in message and dynamic in delivery that you can use it to explain almost anything and motivate almost anyone in seven minutes or less.
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The pop-up pitch algorithm: two hours of preparation for a ten-page story delivers you a seven-minute presentation that inspires, motivates, and drives action.








When it comes to presentations, we run into three major challenges: we have a time limit on our pitch, our message is important but perhaps complex, or our audience is easily distractible (isn’t that basically everyone these days?). The pop-up pitch helps you overcome these challenges and gives you a better way to prepare, present, and persuade:




[image: image] The pop-up pitch is quick. If you can find two hours to focus, you will surprise yourself with how rapidly you can do your best work.


[image: image] The pop-up pitch provides clarity. Because this approach activates your visual mind, you will literally see solutions, opportunities, and connections that were previously hidden from your sight.


[image: image] The pop-up pitch is captivating. By sharing your presentation through an intentionally crafted ten-turn emotional story line, you will capture and hold your audience’s attention in ways you may never have thought possible.
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The pop-up pitch helps you create a new meeting reality: one that is quick, clear, and captivating.








The final benefit of the pop-up pitch is that it is about you. In 80 percent of the professional situations you face, I suspect you already know what you need to say to your colleagues, clients, partners, investors, prospects, and students. The real beauty of the pop-up pitch is that it will help you say it better than ever before.


The reality is this: very rarely does anyone really want to hear your whole story. What people really want is to hear enough to be able to respond with their own story, so they can relate to you and find common ground. And when you’ve delivered your story through a structure that is delightful to hear and invites specific feedback, they will.


If your presentation is important enough to invite others to see it, it’s absolutely worth two hours to make it as clear, visual, and engaging as it can be.



WHERE THE POP-UP PITCH WAS BORN



One Day in Bangkok






[image: image]







A couple years ago, I had a remarkable Sunday afternoon meeting with a Thai businessman called Khun Chai. Chai had invited me to Bangkok to present my “visual strategy” approach to his leadership consortium. As it happened, one of the members of the audience was the chairman of one of Thailand’s largest banks. The chairman enjoyed my presentation and asked Chai if I might make an unscheduled stop by the bank the following day.


When Chai shared the chairman’s invitation, I jumped at the chance. I’d worked in Thailand before and have always found the extraordinarily respectful yet deeply nuanced “Thai way” of doing business to be fascinating. To get to see it from inside such an influential organization promised to be illuminating.


And the moment I responded yes to Chai was the moment things got interesting. So interesting, in fact, that was the precise moment this book was born.


HELLO, READER, HERE’S MY FIRST CALLOUT. I’LL FINISH THIS STORY FOR you in a minute (and it’s a good one), but before I do, I’d like to call out something probably obvious to you—but given what this whole book is about, it’s worth a special note: At the center of every story worth telling, there is always a challenge. In stories as in life, if everything goes perfectly, things get boring fast. And boring, especially in business meetings, is worse than death for our attention-deficit minds.


Think of every movie you’ve seen, every novel you’ve read, and every campfire story you can remember. In every case, just when you thought things were going well, something awful happened… and then began the real story. When the challenge arrives is when the audience awakes.


One of the things this book will teach you is to understand and identify that “emotional turn” in any good story: what it is, why it captivates, and most importantly, how to use it to your and your audiences’ advantage every time you have an important idea to share.


In this book, I hope to show you that when you approach any crucial meeting as the opportunity to tell a good story—whether a business presentation, a complex sales pitch, a teaching moment, a critical conversation, or a problem-solving session—you already have within you the ability to keep your audience captivated. We’ll get to that.


MEANWHILE, BACK IN BANGKOK…


Sitting in the lobby of one of the city’s glorious luxury hotels, Chai told me more about what “dropping by the bank” really meant.


“Nothing in business here is about ‘just dropping by,’” he said. “Thai history and culture are rich with unspoken meaning, and as such it is imperative to understand the deeper context of any meeting. In this case, the bank’s chairman needs to introduce a potentially volatile new idea to the board, and I know he’s concerned about anyone on the board ‘losing face.’ By inviting you—a foreigner—to present the idea, he’s giving everyone in the room the opportunity to hear the idea without anyone’s career being damaged if response to the idea is poor.


“To be fair,” Chai paused, “you are being asked to be the messenger with the risky message. If response to the idea is positive, you’ll be rewarded with respect. If response is not good, you’ll be the one who takes the fall.”


Did I tell you this is a good story? Now that things sounded really intriguing, and knowing that I personally had little to lose and potentially a lot to gain, I agreed to go ahead.


Chai went on to explain that the volatile idea involved the bank opening a new internal “challenger bank,” a lower-cost digital-only bank option targeted directly to younger and more tech-savvy customers. This approach has been successfully deployed in the US but was new to Thailand. Chai then told me who would be in the room, what could be safely stated firmly versus merely inferred, and how my playing the part of the messenger could truly help the chairman make the case for dramatic innovation at the bank in a nonthreatening way.


As Chai and I sat there, I began to feel the pressure. This brief “drop-by” session would need to be one of the most well-thought-through meetings I’d attended, and I knew we didn’t have much time to prepare.


That’s when it hit me: in my visual strategy consulting approach I often use a ten-step road map for pitching complex ideas. It’s a simple template I’ve been refining for years, and I’d come to rely on it as a way to quickly build a compelling presentation when time was limited.


“Chai, can I draw you something?”


In my notebook, I sketched out my “10-Page Pitch” and showed it to him.
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This is the notebook drawing I showed Khun Chai. (Remember this sketch; you’re going to see it again!)








“Are you familiar with the hero’s journey?” I asked Chai.


“I am,” said Chai. “That’s Joseph Campbell’s classic monomyth theory, isn’t it? I know it’s an epic story approach much revered by Hollywood screenwriters. Why?”


“I’ve developed this modified version that helps reliably build a compelling business pitch, especially when time is limited. Maybe we can use it to build a solid story for the bank tomorrow?”


“Let’s give it a try.”


We did. Sitting there with my notebook in the fading lobby light, Chai and I sketched our way through the ten emotional turns shown on my map, then crafted one sentence for each step of the journey. As I’d learned to expect, the ten steps served as a guide to creating a simple yet captivating business story. Having this default structure already mapped out allowed us to focus on the key content of the bank’s opportunity, rather than lose time trying to come up with a complex new story. Just by filling in the blanks of the Ten-Page Pitch template, we completed a ten-sentence presentation for the bank’s leadership in the time it took to sip a couple cups of tea.


As we read our pitch over again, I could feel a sense of calm descend over me, washing away any anxiety about tomorrow’s meeting. This was a story I could share with honesty, confidence, and even a dash of passion. In addition, I knew in my heart it would capture the bank leaders’ attention in a powerful and nonthreatening way, thus enabling the deeper conversations they needed to have after Chai and I would leave the room.


I could tell he felt the same way. “This is amazing,” he said. “This seems like a wonderful way to present the idea as a beneficial story, rather than a potential business threat.” I could sense that Chai was calm now as well, confident in our story, and ready for the next morning.


Here are the ten sentences we wrote using my Ten-Page Pitch as a guide. Even though it introduces a complex and potentially risky business concept, I want to share it with you so you can see how our story came together—and how easy it is to tell and understand. Please follow along if you like. In later chapters I’ll share with you a wide variety of presentations, and you’ll see how the same Ten-Page Pitch applies to them all.
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