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@ Plan Your Video

/@ Film Your Video

/

/@ Create Your Video




Plan Your Video




all a Great Story



€c O L 'E E C T E D W O R K S

]OSEPH (CAMPBELL

The Hero’s
Journey

",‘, n%

e x..mll m&m"‘i ¥ a8

30™ ANNIVERSARY SPECIAL EDITION

THE HERO WITH
A THOUSAND FACES
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ASCENT TO A HIGHER PLANE

X END?

RETURN WITH SPECIAL KNOWLEDGE

CALL TO ADVENTURE

MASTER OF TWO WORLDS
REFUSAL OF THE CALL

MEETING THE MENTOR

THE ORDINARY WORLD
................................................................................................ CROSSING THE THRESHOLD
THE SPECIAL WORLD

THE ROAD BACK HOME

REFUSAL OF THE RETURN

TESTS, ALLIES, AND ENEMIES

THE ULTIMATE BOON

APPROACH TO THE INMOST CAVE
APOTHEOSIS

THE ORDEAL IN THE ABYSS;
FACING THE SHADOW SELF



The Essential Story Mode

Calls them

Meets a to ACtion
Guide

A
Character

Who Gives
a Plan

Has a
Problem

*How to Tell A Story, Donald Miller (Storybrand.com)



Tell a story or
ask opening
questions
that directly
addresses the
challenge
you’re best at
helping your
clients solve.

Speaker Demo

Teach them
something
they don’t
currently
know about
their
challenge.

Show how
you’re
background
uniquely
qualifies you
to solve their
challenge.

Give an
overview of a
path that will

lead to their
success.

*This is where
their brain
begins to

believe.

Combine
testimonials
for social
proof and
result-
oriented
speaking
clips to finish.




Speaker Demo

Give an
overview of a
path that will
lead to their

success.

*This is where
their brain
begins to

believe.







Greatest Challenge

Status
Quo

What is the process a company
would need to take Iin order to
achieve this outcome?

Greatest Outcome

Lead Your
Industry by

Relmagining
the Future
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THE
MOONSHOT
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Tell a story or
ask opening
questions
that directly
addresses the
challenge
you’re best at
helping your
clients solve.

Speaker Demo

Teach them
something
they don’t
currently
know about
their
challenge.

Show how
you’re
background
uniquely
qualifies you
to solve their
challenge.

Give an
overview of a
path that will

lead to their
success.

*This is where
their brain
begins to

believe.

Combine
testimonials
for social
proof and
result-
oriented
speaking
clips to finish.




Your Story




SECTION T.

OPENING

' What questiéns do you ask In your
keynote that describe the
challenge they are going

What stories in your keynote best
reflect the challenges they are

going through?
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What ideas in your keynote stand
out most to your audiences?

What is the real reason behind the
challenges they are experiencing?
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SECTION 3:

EXPERTISE

What ideas in your keynote stand
out most to your audiences?

What is the real reason behind the
challenges they are experiencing?




SECTION 4
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CHANGE ———  How can you Vvisually show your
change model to show the path

MODEL

What section of the change model
has the best speaking clipto |
share in your video?
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What are the most inspiring
speaking sound clips focused on
results and possibility?

What testimonials can you pair for
social proof that you deliver *
results?
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Film It:
Getting great video footage
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Thumbtack

Find local professionals for
pretty much anything.

event videographers Zip code m

Event Videographers

Videographers
Photographers And Videographers
Wedding Videography

Event Photographers



v Responded
StoriesUp

ST RIES (20)

\ne A Lifetime Media, LLC
oV
G .
\0 o 5 reviews
J S I Confirmed Interest
@ 19 years in business
SA ©
% & @ 12 hires on Thumbtack
<
.p Obycrion 5?'l‘

Rack Focused Productions

40 reviews

I Confirmed Interest

(@) 5years in business
T 106 hires on Thumbtack

Adler Video, LLC

4 reviews

I Confirmed Interest

(@) 7 yearsin business

$125/Hour

estimated cost

$1250

estimated cost

$600

estimated cost

(D Chat now

$300

estimated cost




About Testimonials Packages &

We tell the stor
of your business

Check out samples & pricing

Featured video - Newell Coach




Ask for a 2-3 Camera Shoot

2 ways to capture audio:

] Lav. Mic into main camera
1 audio recording device plugged into the

room PA system
Arrive 90 Mins Early

Capture testimonials After

*Focus on the experience, not just the talk:
Think Wedding Videographer
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Create Your Video
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Tell a story or
ask opening
questions
that directly
addresses the
challenge
you’re best at
helping your
clients solve.

Speaker Demo

Teach them
something
they don’t
currently
know about
their
challenge.

Show how
you’re
background
uniquely
qualifies you
to solve their
challenge.

Give an
overview of a
path that will

lead to their
success.

*This is where
their brain
begins to

believe.

Combine
testimonials
for social
proof and
result-
oriented
speaking
clips to finish.




Jessica’s
Story




Your Story




Questions?

503-754-9231

chris@videonarrative.com



