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For Deborah
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You changed my world forever
For the better

And rewrote the story of my life



“The stories and examples in this book will make it easy for you to become
a better business storyteller. You'll be inspired to take your stories to the
next leyel so that you can in turn inspire your audience. Follow Doug’s
advice and you will never be boring again.”
WCA— TS AR ECR BB B BT SE XA B e S EA S K. T8
e, RS RE ST 2 N Z R A AR ) g SE T, PR SCRT LAR T ikl
PRIGIAR . YT Doug RYEEIIE | AR A DR
Jack CaNriELD, Co-author
Chicken Soup for the Soul at Work

“Effective storytelling is critical to strategic business presentations and
professional selling. Doug Stevenson is a master storyteller. In his new book,
The Story Theater Method, he shares insights and techniques for storytelling
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in ways that we all can use. Read it
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Ep OaxkLey, CEO
Enlightened Leadership International

“Personal stories are the surest and most intimate way for a speaker to
connect with the heart, mind and spirit of their audience. This book
provides a roadmap for you to discover and develop your own personal
stories.”
AT EEUFE R, SURBEAT O R . AR 5 ) 52 U 4 e ik B e
REN I USRI B CREE . XA AR LA A C 0k R4t
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MARIANNE WILLIAMSON, Author
A Return to Love and Everyday Grace

“Doug Stevenson taught my sales team how to tell better stories and close
more deals. I'm a results oriented guy and his method gets results. This book
will teach your salespeople how to get better results.”

“Doug Stevenson 2> T FIK 858 HI B\ B AT b UF R DA ST A T E 2211
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JonN Buig, Executive Vice President, Sales

Synygy

“ As a professional speaker I have worked with Doug, but more importantly,
I have sent non-speaking professionals to his workshop. We need them to
be comfortable telling stories that help sell our services. Doug pushed them
beyond their normal comfort zones, and now they think telling stories to
prospects is easy.”
fER— L riE P, K4S Doug hdid, WEERRE, KBELMHL
SR AR ERE T A MRS EE, A E U FA T IRSS , B
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STEVE EPNER, President
BSW Consulting, Inc.

“I tell everyone who wants to become a better presenter that I have taken
many seminars and read many books on becoming a better speaker, but
Doug’s workshops, tapes and now his book, are the ones I review all the
time because they get to the heart of what successful presentations are all
about.”
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JEANNETTE HOLTHAM, Director, Organizational Leadership

Junior Achievement

“Doug Stevenson helped me to be a better speaker. He’s one of only a handful
of coaches that I would recommend to work with top level executives. In this
book he’s captured all the wit and wisdom of his live presentations and
coaching. Read it today.”

Doug Stevenson #f B — IMEFRIEHE . 2B HFIIZay B ik
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Dan Mappbux, Executive Director
American Payroll Association

“All great business presenters have learned to tell their ‘compelling story.’
Doug’s book can help you learn to do that.”
P A 5 B v Ml JE 5 A 0 e > e el i) i) A TR AT 5 A H B0,
Doug )43 REB AR AR F) X A7
Dr. SUZANNE SAVARY, Associate Professor
Marshall School of Business, University of Southern California

“Not only did I study The Story Theater Method with Doug, I hired him to
keynote one of our leadership luncheon programs. The feedback was
excellent; he even got a standing ovation. What else can I say? Doug is both
a master storyteller and a master speaking coach. Read this book and you
too will become a great storyteller.”
AU >] Doug B HRRICRILTFIR, i E b IEXERZ 351 B
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Dr. JEANETTE MrcHELL, Executive Director, Leadership Center
Cardinal Stritch University

“Through Doug’s personal coaching, I have experienced the power of the
techniques presented in this book. My storytelling skills have grown beyond
my wildest dreams. By continuing to put into practice The Story Theater
Method, I know I can become an awesome speaker! Thank you, Doug, for
pulling together all the critical pieces?”
i1 Doug FIFLAIGE, FHIRZIMESZ R T XA BHELRKITH I8, KIOHHE
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Lort SiLvermMAN, Co-author, Stories Trainers Tell
Owner, Partners For Progress



“This book reads like an intimate conversation that you’d have with your
speaking coach. It's not a bunch of theory and sketchy ideas. This is down
to earth stuff you can use immediately to become a better speaker. I highly
recommend it.”
AR R G R R R A S I 2 () SR XS . EREA R — KR
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Howarp PutNawm, Speaker, Author, Former CEO
Southwest Airlines and Braniff Airlines

“Having been in sales for 25 years and working for one of the best in the world
of selling, Zig Ziglar — I have always felt that telling stories was Zig's secret
to success. I believe Doug’s new book will teach you how to do so as well.
I truly believe that Doug Stevenson is the modern day Zig Ziglar in teaching
how to tell stories?”
MEET 25 EREHE LAE, I BN R EREHHE A RZ — Zig Ziglar T
., H—EIMS Zig BUS RN BIRETE T UF¥E . #AN Doug ByHT 5tk
BAMEX L, [N, FH{E Doug Stevenson fEH(E "W RUAK " X
ISR AL AN R IS 2 Zig Ziglar 768 B SURAYHLAL .
Davip Curry, Sales Veteran
Crestcom International, Ltd.

“I never thought I was boring — but I also never realised that I had so much
to learn about public speaking. Among my peers I'm regarded as a good
speaker, b.ut when you consider my before and after videotape as the Story
Theater Retreat,it’s staggering how much better I became. I have worked
with Doug Stevenson as a teacher and coach and I'm convinced that if other
executives spend some time with this book they will radically improve the
communication skills that are critical to their success like I did.”
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RicHARD S. EYRE
Chairman of RDF Media and former Chief Executive of ITV

“Doug taught me how to tell my stories with my whole body and my whole
heart in a dramatic yet genuine way. By unveiling my ‘gifts’, he freed me
to be a more powerful and authentic speaker. If you want to be more
powerful on the platform, this book will teach you how.”
Doug #& 7 F UMz A FABAFENS , @ad A 3h B R SLi 5 AR Uk 3
W, FERTI B R R PP R R, (B — A 0 B AT
FE . WURVRBTEIHE LASREANR I PUSY, XA REBARME.
LEANN THiEMAN, Co-author
Chicken Soup for the Nurses Soul
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t was an odd reaction. I was in the middle of a customer service training
I session when my entire audience put down their pens almost at the same
time, leaned back in their chairs and looked up at me with smiles and
childlike innocence. It was as if a switch had been flipped in the room and
all of a sudden the room was warmer. You know how you can hear the
furnace turn on in the winter? It was like that, like the furnace turned on.

Up until that moment, the eighty people that were gathered in our chilly hotel
room were listening to me, some more intently than others, while at the
same time writing notes in their workbooks. They were listening, but they
weren't really with me. I knew this because when I'd ask a question, it would
take a minute for people to respond — like their brains were on screen saver
and when I put them on the spot it made them realize they were
daydreaming of a beach in Jamaica.

But when I said those magic words, “let me tell you a story about a customer
that I had...” and I began telling a personal story, they all looked up and paid
attention. They were right there with me hanging on every word. The only
thing I can relate it to is a school of fish. You know how an entire school of
fish turns left and then right and then left again at the same time as if they
all have one brain? Like they are all one? Well the minute I started telling
my story, it was as if we were all one. All of a sudden and without warning —
we were connected.

At the end of that day, a number of people came up to me to thank me for
the training. One lady commented on the story that I told and then launched
into her own story about a customer she had. I didn’t think much about it
at the time — but it kept happening time and again at every program where
I told that story. My story reminded her of her story, but now she
understood her story better.
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Have you ever channel surfed on the TV? You're sitting there on your comfy
couch with a liquid beverage in one hand and your trusty remote in the other
and you're just flipping channels. Nowadays you can really do some flipping,
can’t you? There are hundreds of channels to choose from and they’re all
sitting out there hoping you’ll pick them. And you, you're looking for
something that catches your attention.

Are you aware that your audience is doing something very similar while
you're talking? They’re sitting there a few feet away from you and they’re
listening to what you're saying but in their mind they’re flipping channels,
waiting for you to say something that catches their attention.

If you're doing a speech or a training session and what you're saying sounds
anything like high school—Ilots of facts and figures and numbers that remind
them of being bored to tears in chemistry class, they mentally flip the
channel. They may be looking at you, but their heads are in Jamaica. That’s
right, they’re watching the travel channel imagining themselves on a white
sandy beach in Jamaica. Why?

Because they already did the school thing as kids and most of them didn’t
like it, so anything that sounds like school turns them off. All the while, you
want and need their full attention. You have to be as interesting as Jamaica.

That’s why you're not finished talking "til you've told a story. When you start
telling a story, and you really get into it by having fun and letting yourself
go, then they listen with full attention. That’s what it’s all about—getting their
full attention. In order to do that you've got to have something better for
them to listen to, something more interesting than the noise going on inside
their heads. You've got to catch their attention.

So what's your story? What are the stories from your life that are just like
the stories from someone else’s life that they will immediately relate to. Your
first job as a speaker is to create a relationship, which means that you've got
to find something to say that they relate to. Facts and figures and numbers
don’t do that.
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Stories do-— especially if they’re personal stories, the ones that are part of
everyday life. If you can find everyday stories, and then craft them to make a
good solid point, you're a business storyteller. You're on the fast track to success
because you understand something that most people around you don’t— that
stories are the best way to deliver content.

What was phenomenal about my customer service training experience was
the sense of connection I had with that audience. At no other point during
that entire day had I felt anything like it. One minute the room was chilly
and the next minute it was warm. One minute the energy was scattered and
the next it was focused. One minute I was trying to hold their attention and
the next minute I had it.

I think you know what I mean. Every speaker who has ever stood in the front
of a room to teach or speak or lead a meeting has experienced it. It’s a palpable
feeling. You either have it or you don’t. It's a sense of connection that you
have with your audience— a sense of oneness.

When it’s not there, it’s as if there is a gap between you and your audience.
No matter how hard you try to connect, there is a hollow space that separates
you. Speakers hate the gap. Audiences hate the gap. It serves neither
speaker nor audience. What’s needed is a bridge across the gap—something
to connect speaker and audience.

Stories are that bridge. Here’s what I've discovered over the years about
storytelling in business:

FEZ A NFF DRI TAEF, A, U — R,

* When training people, a story is the best way to help employees “grasp” an
abstract concept. It helps them “buy into” a new idea or initiative. The story
brings an intellectual idea into the “real world” so they “get” it. Listeners
“see” what you're saying and visualize it —which means they internalize
it instead of just hearing it.

FENGRI , 5 B Z B ML RRE A& 2+ Sy, I A AT e i et
INER R YRR,
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Using a well-crafted story is the key to winning over resistant audiences.
If you have to give bad news, sharing a story often makes listeners understand
a decision and accept it, even when they don't like it.
BRITAT HRBTIE L8 B WLAR I S ST 132 1A A SRS 10 /Nt 3,
Storytelling enhances your powers of persuasion. If you are proposing
a product or service and your listeners aren’t “buying it,” telling them a story
that paints a picture of how the product or service has been used successfully
elsewhere “proves” its merit by allowing the listener to test drive the
product or service.
DR AT AR AR R )
Storytelling has the power to connect with an audience as no other medium
can. It bridges the gap and removes any sense of separation.
PRI 1 2 07 A iR S VAR SR8 , USRI, SRS S
WRAR Z TR I, SR8 eV il A A 22
Not all stories work. There are good stories and bad stories. The good ones
create a bridge that connects the speaker and his or her audience. The bad
stories fall flat or even worse— widen the gap.
TEARFTA ISR AR e B B ROR
Storytelling is a skill that can be practiced, learned and perfected. It’s like
any other skill or discipline — the more you know, the better you become.
VR IR —RihE, BITTUATE, ¥JE, EElTre, Sl
M RBEBCR B —H—— OB T, SRREMUS L,

This book is about helping you connect with your audience by using stories —

stories that are strategically chosen and crafted to make a business point. In
these pages you'll discover a simple storytelling formula that will make you
a better business speaker and storyteller.

Part One explains how you can use storytelling to move up the ladder of

success and gain instant credibility as the speaker of choice in your
organization.

Part Two explains how The Story Theater Method works. You’ll learn how
to connect with any audience and how to use the number one secret to being
your best when you speak.
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Part Three teaches you how to find stories and what to do with them once
you find them.

Part Four shows you, in detail, how to write and develop your story for
maximum impact using The Nine Steps of Story Structure.

Part Five explains how to take what you’ve written and put it on its feet using
insider secrets from the worlds of acting and comedy.

Part Six prepares you to step in front of an audience and deliver your story
with confidence and poise.

I've coached over 1000 business professionals using the exact steps described
in this book. I've witnesed some amazing transformations and heard some

wonderful success stories.

Now, IT'S YOUR TURN!



This Book is Right for You if...
XABRAMRAEZE, MR-

0 You've seen other books on storytelling that tell you how powerful stories
are, but you want a method that teaches you how to tell them.
1o 2SR S ) T YRS B AR TR R, (B R A BRE
PRI IR

O You're ready to take your speaking skills to the next level and you know
stories are an integral part of that transformation.
PRFT TR BT , I BARTE R R BRSO R 3R S vF sy h
AR BRI —i#5T

O You've been hiding behind PowerPoint and content for too long, and now
you're ready to step into your power and connect at a deeper level.
PRI N SE EBEE VRO KTAT A BT R, BUTEARIT BT i ARG
ASNGEE S BT RI{AE RE T

O You're interested in knowing how to capture and keep the attention of
listeners, whether at a board meeting, conference, orientation, leadership
retreat or trade-show.
AEREHERQUW, iTEs, B, SEEEARIHT SR ASRRE
[, RS B AR R SRAG T ARG KA

O You're interested in being able to make your message memorable — so
audiences remember what you said MONTHS later.
YRA B UFI A B LE N TR — AR BETE LA A JE 3 SRIC A8 R BT e i
.

O You're interested in knowing how to make any speech or presentation come
alive so audiences relate to what you're saying and want to hear more.
EFT2ERA LB AR AR AR A B, AR RERHR I N A SR A Ak
Kt HABMGENT T &, MARXS T AT )X — AR H SR

O You're interested in connecting with people so they care about you, your
ideas, your products, your services, and your company.

xix



