
Chapter-by-Chapter 
Worksheets



Don’t just read about rehumanizing your communication 

and your business. Start using proven video strategies to 

improve your outcomes and your work satisfaction. 

Organized chapter by chapter, these worksheets will 

help you think about how specifically to use video to 

transform your business.

The questions are designed to get you thinking about 

the information provided in the book and to help make 

them specifically relevant to your business.

The assignments are designed to get you sending  

more videos for better results.

We hope you find them helpful!

Chapter-by-Chapter Worksheets



ASSIGNMENT: 

Recreate one of your primary email sends to 

include a video. Examples of common emails 

include - initial introductions, appointment 

confirmations and follow ups, instructional how-

to messages, thank yous, etc. Use Figure 1.1 and 
1.2 on the next page to guide your process.

As you put together this email, 

keep these tips in mind:

 + Think about why someone should play the 

video and take you up on the opportunity 

you’re providing in the email.

 + Make that clear in the subject line, in an 

introductory line of text encouraging 

the video play, and in your video 

thumbnail or animated preview.

 + Use the video to bring the message to life, 

to convey nuanced or detailed information, 

to add some personality, to manage the 

tone, and to drive your call to action.

 + Add additional text below the video to 

summarize the key message, to bullet point 

multiple takeaways, or to list out next steps.

 + Also provide a line of text to drive the call to 

action (a reply, a phone call, a link click, etc).

CHAPTER 1 
The New Way to 
Communicate, Connect, 
and Convert

QUESTIONS: 

These questions are designed to get you 

thinking about “relationships through 

video” as defined in Chapter 1.

1. Do you use applications like Facetime, 

Skype, or Zoom to stay in touch with any 

long distance friends or family? How do 

you feel this helps your relationships?

2. What do you find most frustrating 

about typing out emails day in and 

day out? How could some of this 

frustration be fixed by sending a video?

3. Think of the structure of the emails 

you write and send most often while 

working. Which recurring emails 

could you restructure to include a 

personal or pre-recorded video to 

save time and communicate clearly?



CHAPTER 1 
The New Way to 
Communicate, Connect, 
and Convert

Figure 1.1 Figure 1.2



ASSIGNMENT: 

Block a specific period of time on your calendar 

to work in your inbox. How many emails did you 

send? How long did it take you to write those 

emails? How many replies did you receive? 

What percentage of those emails do you think 

you could have sent as a video instead? 

If you use Outlook or Gmail, do this exact same 

exercise, but this time use video when it makes 

sense to do so (start a free trial of BombBomb 

by clicking here). How much time did you save 

yourself? How did your results change? Did you 

increase the quality and quantity of replies?

CHAPTER 2 
Email: The Indispensable, 
Broken Tool

QUESTIONS: 

These questions are designed to 

get you thinking about your email 

inbox and how the addition of video 

to some of your emails can help.

1. How often do you check your emails? 

Daily? Hourly? As they arrive?

2. How many emails do you 

receive and send each day?

3. How much of your time do you 

spend writing emails each day?

4. How often do you misunderstand an 

email or text message? How often 

are you misunderstood in your sends? 

What are the consequences?

5. How often do you find yourself 

in back-and-forth exchanges 

that could be settled quickly in 

another channel or medium?

https://bombbomb.com/outlook/
https://bombbomb.com/gmail
https://bombbomb.com/trial/


ASSIGNMENT: 

Record two personal videos. 

In the first video, cross your hands, keep a straight 

face, and don’t worry about your posture. 

Before recording the second video, think about 

something that makes you smile for 10 seconds. 

When you start recording, hold that smile, sit 

up straight, and use your hands and other 

gestures to enhance the words you’re saying. 

What kind of differences did you see and feel 

in these videos? How might these differences 

affect your recipient’s viewing and response?

CHAPTER 3 
Video: The Personal, 
Rehumanizing Tool 

QUESTIONS: 

These questions are designed to get you 

thinking about the rehumanizing effect 

of video and the often dehumanizing 

effect of plain, typed-out text.

1. Do you find you connect and 

communicate more effectively 

in a typed-out email or on the 

phone? Are you more effective on 

the phone or in person? Why?

2. Do you tend to hide behind the 

plain text email because you prefer 

it over phone conversations? Why?

3. Have you ever emailed someone in 

the workplace and then felt like you 

needed to go clarify things further in 

person? How could a video helped 

you prevent that in the future?



ASSIGNMENT: 

If positive word of mouth, online reviews, and 

personal referrals are valuable to you and your 

business, try making a request with a personal 

video. To guide more effective reviews and 

referrals, Donald Miller, author of Building a 
StoryBrand, suggests asking these questions... 

 + What problem did you have before 

discovering (my product or service)?

 + What did the frustration feel like as 

you tried to solve that problem?

 + What was different about tackling the 

problem with (my product or service)?

 + What does life look like now that the 

problem is solved or being solved?

 + What was the “a-ha moment” in which 

you realized (my product or service) was 

really working to solve your problem?

If you’re asking for a review, be sure to 

provide a link directly to the place to write 

the review. Track the link click. Follow up 

using some of the tactics recommended in 

Chapter 11 if they’ve not clicked the link.

When you make this a process or a habit, you’ll 

generate more and better reviews and referrals.

CHAPTER 4 
Six Signs This New Approach 
Is for You and Your Business 

QUESTIONS: 

Pick three of the six signs that apply to 

you most (see them in Figure 4.1 below).

1. Which signs did you select? Why?

2. How you are currently communicating 

in these areas (teaching, prospecting, 

customer service, standing out 

against competition, generating 

referrals, setting appointments)?

3. How could video improve 

this communication?

Figure 4.1

https://buildingastorybrand.com/
https://buildingastorybrand.com/


CHAPTER 5 
Nine Stories of Sales 
Acceleration and Better 
Customer Experience 

QUESTIONS: 

These questions are designed to help you think through and 

apply some of the practices shared in Chapter 5.

1. In To Sell Is Human, Daniel H. Pink defines 

sales as “being challenged to persuade, 

influence, and move others.” Dr Daniel J. 

Smith sees his students as his customers.

 + How are you currently selling (directly 

or indirectly) in your business? 

 + Who are your “customers?” 

 + What thoughts and actions are you 

specifically trying to move them toward?

2. When you’ve finally met a client in person 

after communicating through email, do you 

shake their hand and introduce yourself, even 

though you’ve “introduced yourself” in an 

email? Would this interaction look different 

if you had communicated with video?

3. How often are you multitasking and working 

outside of business hours while you’re home 

with your significant other, your children, or 

your pets? When might you include them 

in videos to provide an even more personal 

feel? What is something that you personally 

love and makes you you that others could 

relate to if you included it in your videos?

4. How often are you currently reaching out 

to people in your network to say things like 

“Thank You,” “Well Done,” “Congratulations,” 

or “Happy Birthday”? How could you 

incorporate videos like these into your 

workflow? How meaningful to them and 

how beneficial to you would this habit be?

5. How are you or your business currently handling 

customer service and support inquiries? How 

valuable would it be to increase efficiency in 

response and resolution times by adding some 

videos? What are your most frequently asked 

questions for which you could record the answer 

once and use those videos over and over again?

https://www.danpink.com/books/to-sell-is-human


ASSIGNMENT: 

Next time you need to introduce yourself to a new prospect or client, do it through a personal 

video. Take your time to address them by name and demonstrate your level of care and 

attention by mentioning any little details you’ve picked up about them, their family, their 

interests, and their goals. What response did you get compared to your typical emails?

Quick Tip: Don’t forget to use both Danny & David tips from chapter 5 to create the video.

Here are those tips again:

Danny’s Tips: 

 + A video play “shows true engagement.” Most 
systems will show you an email open, but you can’t 
tell if a person actually read your message. When 
someone clicks play, you know they’ve met you 
and you can see how long they watched.

 + Pair videos with phone calls. “By sending a video email 
first with my phone number below, I introduce myself 
and let you know I’m going to give you a call ‘at the 
number below,’ ” explains Danny, who calls from that 
now-familiar number shortly after his video gets played.

 + If the video doesn’t get played, “You can’t give up.” He 
continues with phone calls, text-based emails, and video 
emails to produce meaningful engagement. “Video 
just allows you to diversify your outbounding.”

 + Always write the person’s name or an important, 
personal detail on a whiteboard or note and hold it 

up to start the video. This lets each person know that 
video is specifically for him or her, not a generic, mass 
send. The result is higher play rates and reply rates.

 + Don’t type much additional information into the email 
body; only type in information that drives the video 
play or reinforces your call to action. “The less text 
I give them around that video, the more reason they 
have to push play on it.” Text he includes in every send: 
multiple ways to contact him in his email signature.

 + “Don’t overthink it any more than you overthink a 
voicemail.” And once you’ve established some 
rapport, feel free to have a little fun with it. “I love 
reaching that point where I can send a goofy video 
to someone. When you can laugh together with 
someone, that’s when you level up the relationship. As 
a salesperson, that’s exactly where you want to be.”

David’s Tips: 

 + Just get started and do it.

 + Smile and wave to start your videos.

 + Place the camera above eye level so it’s looking 
down at you rather than up your nose.

 + Make sure your background is clean but 
personal (think: photos of your family).

 + Put the majority of your information in the 
video rather than in the email body. 

CHAPTER 5 
Nine Stories of Sales 
Acceleration and Better 
Customer Experience 



CHAPTER 6 
Ten Times to Use 
Video Instead of Plain, 
Typed-Out Text 

QUESTIONS: 

These questions are designed to help you map video opportunities to your 

specific day to day so you can build a habit by acting on trigger points.

1. How are you currently communicating with 

responsive and unresponsive leads? How 

valuable would it be to you and your business 

to engage more of them and to build “know, 

like, and trust” before you ever meet by 

time blocking each week to send videos?

2. How are you currently following up with 

people after conferences, networking 

events, and even chance encounters? How 

valuable would it be to send your contact 

information along with a personal video to 

be memorable and build relationships?

3. Do you ever have to send project or process 

updates to your colleagues, clients, vendors, 

or other stakeholders? How helpful would 

it be to regularly record and send videos 

like Ruby Grynberg’s updates to reduce 

confusion, save time, and improve outcomes?

4. Have you ever had to deliver bad news or make 

an apology via email? How did that go over? 

How might the addition of a video improve 

the experience for you and your recipients?

5. Which internal communication video would 

be most beneficial to you and your coworkers? 

Creating connections, providing feedback 

or direction, onboarding and training, 

congratulating on achievements, saying thank 

you, following up after a face-to-face meeting?

6. How many of the ten times were ways you hadn’t 

yet considered using video?  Which ones do 

you think are most applicable to you and your 

business? Send a video: book@bombbomb.com



ASSIGNMENT: 

Create your own must-play prospecting video 

using tactics shared by software salesperson 

Shane Ryan in this chapter. Do a few minutes 

of research on the person. Discover a personal 

interest or passion. Understand her role and her 

company. Use his website or LinkedIn profile to 

get attention in your video thumbnail or animated 

preview. Mention some personal details you 

learned in the subject line, email body, and video.

CHAPTER 6 
Ten Times to Use 
Video Instead of Plain, 
Typed-Out Text 

Figure 6.1



ASSIGNMENT: 

A product demo. A digital presentation. An 

instructional walk-through. These are just a few of 

the uses of screen recording described in Chapter 7.

The next time you need to teach or present 

but you can’t be there in person, use the tips 

below to create a screen recording video.

Also, identify an opportunity to make one screen 

recording and use it over and over again. Record 

that video and keep it at hand for use as needed.

Some Tips for Better Screen Recording Videos: 

 + Include your face, not just your screen.

 + Consider starting full screen on yourself 

with a customized whiteboard or 

note for a warmer introduction.

 + If you don’t start with yourself full 

screen, make sure something in the slide, 

webpage, document, or on screen adds 

specificity, curiosity, or relevance for the 

viewer to encourage a click to play.

 + If you use more than one monitor, put the screen 

you’re recording on your main monitor next to 

your camera so you can make more eye contact.

 + Maintain periodic eye contact with the 

camera, don’t just stare at the screen!

CHAPTER 7 
Sending Video in Emails, 
Text Messages, and 
Social Messages  

QUESTIONS: 

These questions are designed to get 

you thinking about your recording, 

sending, and tracking process.

1. Had you sent a video to a client or 

prospect prior to reading this book? 

Why or why not? If so, which method 

did you use to send your videos?

2. Where do you check your email every 

day? If it’s Gmail or Outlook, how much 

time might you save by doing more 

talking and less typing after adding 

BombBomb directly to your inbox?

3. What types of presentations, 

demonstrations, instructions, and 

other show-and-tell opportunities in 

your day to day could be done with a 

screen recording? How do you think 

it could improve your employees’ 

and/or customers’ experiences?

4. How often do you receive cold 

connection requests and messages 

on LinkedIn? How do those make you 

feel? How would adding a video in 

LinkedIn Messaging warm up some 

of those business relationships?

https://bombbomb.com/gmail
https://bombbomb.com/outlook/


ASSIGNMENT: 

See an example of the “Empathy, Value, Call 

to Action” framework in Figure 8.2 below. 

Identify one or two of your most common email 

messages. Restructure it into a video email that 

demonstrates empathy, promises or delivers 

value, and makes a clear call to action. If you 

use BombBomb, save it as a Snippet or build 

it in the Email Composer for easy re-use.

CHAPTER 8 
Why You’re Not Sending 
Video and How to Get 
Comfortable on Camera 

QUESTIONS: 

These questions are designed to 

help you get you into the mindset of 

sending perfectly imperfect videos.

1. When was the first time you 

heard or watched a recording of 

yourself? How did you react? 

2. Have you found yourself re-recording 

your videos? What problems do 

you run into? Were any of them 

addressed in this chapter? How do 

you feel about re-recording now?

3. Had you personally observed The 

Shiny/Authenticity Inversion? Why do 

you think most people who regularly 

use personal videos in their business 

communication report that their simpler 

videos generate the best response?

4. Have you been hung up on scripts 

or wanted a teleprompter in the 

past? Why? How could you use 

an outline to guide your videos 

without actually reading it line 

by line and word for word?

5. Which of the seven tips for better 

videos on pages 128-130 were 

most valuable to you? Send us a 
video: book@bombbomb.com

Figure 8.2



CHAPTER 9 
The Salesperson’s Guide 
to Video Cameras 

QUESTIONS: 

1. Which videos do you record 

yourself? Which do you hire out?

2. Has your need or want of a 

“professional” video ever deterred 

you from sending a simple, 

personal video? Why? How has 

this chapter shaped your view?

3. Analyze your current office setup. 

What is it like now? Is your webcam 

at eye level? Do you have decent 

lighting? Are there any personal 

items visible in the background? 

Is your background cluttered?

4. Analyze how you’re currently recording 

videos from your mobile device. Are you 

recording in landscape mode? Have you 

tried the walk-and-talk approach? Would 

a separate microphone be useful to you?

5. What gear might you invest in after 

reading this chapter? Why?

REC

ASSIGNMENT: 

Record two mobile videos. 

One as you normally would have before reading this 

chapter. 

Then record a second one with a few modifications...

 + Find a quiet, inviting space with 

minimal distractions.

 + Make sure the area is well lit and 

that you’re lit from the front.

 + Record the video in landscape 

mode (wide, not tall).

 + Use headphones with a microphone attached 

(the headphones that come with most 

smartphones already have microphones included). 

 + Record the video as you’re 

walking to show movement.

 + Consider using an inexpensive selfie stick or 

even a mobile gimbal to steady the shot.

Watch both videos. Was one better than 

the other? Which lessons learned will you 

apply to your future mobile videos?

https://www.amazon.com/s?k=selfie+stick&rh=p_85%3A2470955011%2Cp_72%3A2661618011&dc&qid=1554743444&rnid=2661617011&ref=sr_nr_p_72_1
https://www.dji.com/osmo-mobile-2


ASSIGNMENT: 

Take the example that BombBomb Enterprise 

Sales Director James Stites gave us in Chapter 

10. Create your own version of his email as 

shown in Figure 10.1 on the next page and 

described on pages 158 and 159 in the book.

Be sure to include these elements:

 + A little curiosity gap and personalization 

in the subject line.

 + More curiosity and personalization, plus a 

promise of value, to drive the video play.

 + A very clear line of thought to 

drive the call to action.

 + One link to click to take him 

up on the call to action.

CHAPTER 10 
How to Get More Opens, 
Plays, and Replies  

QUESTIONS: 

Use these questions to increase your 

results from email and video email.

1. Five reasons were listed in this chapter 

for email underperformance. Which of 

these mistakes have you seen in your 

inbox? Which have you made yourself?

2. Have you had an email underperform 

your expected results recently? 

Look back at that email. Where 

might it have gone wrong based on 

the information you know now?

3. How much thought are you 

currently putting into your subject 

lines? Look at some of your recent 

emails. How might you add clarity 

or curiosity to the subject lines?

4. Where are you most often recording 

your videos? How might you make the 

space more personal like Ken and Steve?



Figure 10.1

CHAPTER 10 
How to Get More Opens, 
Plays, and Replies  



ASSIGNMENT: 

Take a look at some of the emails you’ve 

sent over the past few months. Pull a couple 

successful sends that provoked the desired 

response and a couple unsuccessful sends 

that didn’t produce your intended outcome.

Ask yourself these questions:

 + What was so effective about 

your successful sends? 

 + Were your subject lines clear and concise? Did 

they evoke curiosity? Were they personal?

 + Did you use video? If so, what did your thumbnail 

or animated preview look like? What was the 

supporting text used alongside your video?

 + Did you follow up on your unsuccessful 

sends? How? Or why not?

 + Were the individuals you sent these 

emails to your ideal audience? 

 + Did you use the Empathy, Value, 

Call To Action framework?

 + After reading “Rehumanize your Business” 

what would you do differently with the 

sends that were unsuccessful?

CHAPTER 11 
So, You Sent a Video... 
Now What? 

QUESTIONS: 

Use the answers to these questions 

to improve your follow up.

1. Have you used email tracking in the 

past? If so, which alerts do you act 

upon and which are just good to know? 

If not, try BombBomb free to see the 

exact who, what, and when of each 

email open, link click, and video play.

2. What is your current strategy when 

you don’t get an email response? 

What tips in this chapter will you use 

next time you don’t get a response?

3. How do you currently keep up with past 

clients? How helpful would it be to know 

from their current interactions with your 

past video email sends that it might 

be a good time to give them a call?

4. Have you ever asked yourself “why 

didn’t they play my video?” after 

you recorded and sent it? How 

might your results differ if you asked 

yourself “why should they play my 

video?” before you recorded it?

https://bombbomb.com/trial/


ASSIGNMENT: 

Turn these thoughts and ideas 

into action and results.

Think about the stories and examples shared in 

Chapter 5 (Nine Stories of Sales Acceleration 

and Better Customer Experience). And 

think about the situations described and 

illustrated in Chapter 6 (Ten Times to Send 

Video Instead of Plain, Typed-Out Text). 

Identify one or two specific videos or use 

cases to start with—such as thank you, great 

to meet you, or happy birthday messages. 

Then, identify two or three more to grow 

into—such as lead follow up, lead nurturing, 

checking in with people in your network, 

or project and process updates.

Send ten video emails today, and then report what 

it does for your business tomorrow. Tell us about 
it by sending a video to book@bombbomb.com

CHAPTER 12 
Where Rehumanization Is 
Now and Where It’s Headed 

QUESTIONS: 

Use the answers to these questions to 

create a plan of action for yourself.

1. How has business communication in 

general and email communication in 

particular changed during your career?

2. What are your top three takeaways 

from this book? Send them to 

book@bombbomb.com

3. Which idea, practice, or assignment 

might have the greatest 

impact on your business?

4. Which of the strategies covered in the 

book are the easiest to implement 

into your business today?

5. How are you going to work to 

rehumanize your communication 

over the next year?



Thank you for reading
Rehumanize Your Business

And for taking the next step by reviewing 
these chapter-by-chapter worksheets.

If you enjoyed the book, please click here to leave a review on Amazon. 

Just a minute or two of your time can be extremely helpful for Rehumanize 

Your Business. If you’re up for it, leave a video review!

If you’ve not yet sent a video, please click here to try BombBomb free for 

2 weeks (no credit card info required). Record, send, and track personal 

videos from our web app, mobile apps, Gmail, Outlook, Salesforce, 

Zendesk, and dozens of other CRMs, platforms, and systems.

Thinking about equipping your entire team with the ability to get face to face 

more often? Please click here to schedule a time to talk with one of our team 

members about ways we’re helping teams and entire companies every day.

BombBomb 
Colorado Springs, Colorado, USA 

866-209-4602 (M-F 7am-6pm Mountain)

https://www.amazon.com/Rehumanize-Your-Business-Accelerate-Experience/dp/1119576261/
https://bombbomb.com/trial/
https://bombbomb.com/enterprise-demo-request/
https://bombbomb.com

