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Overview 

Resonate describes how to make your presentations 
and stories come alive. It describes how to balance 
logical and emotional elements, how to specifically 
guide your audience to action, and how to position 
yourself as a mentor, with the audience as the hero. 

“When a great story is told, we lean forward, 
and our hearts race as the story unfolds.” 

Introduction 

Religious scholars, mythologists, and psychologists 
have all been studying the magic of stories for decades. 
Being a great presenter essentially means being a great 
storyteller. The ability to influence others through 
stories is valuable, even in a world dominated by 
technology and social media. There are no defined 
specifications for crafting the perfect presentation; only 
hard work, careful revision, and relentless practice will 
produce results. The most influential presenters started 
with one innovative idea, and persuaded the world that 
their idea presented a revolutionary opportunity. 

 “Language and power are inextricably linked.
The spoken word pushes ideas out of someone’s

head and into the open so humankind can contend 
with adopting or rejecting its validity.” 

Chapter 1. Why Resonate? 

1. Persuasion is powerful. Great communicators can 
lure the audience into action, convincing them to 
support a cause or purchase a product. Social 
activists, artists, politicians, marketers, and 
executives all use persuasion to gain power. 

2. Resonance causes change. You can make an object 
vibrate by knowing its natural vibratory rate. You 
can start a movement if you know what resonates. 

3. Change is healthy. We need to continue adapting 
to meet the demands of the ever-changing world. 

Continuous change is needed to thrive, as progress 
is made by venturing into uncharted territory. 

4. Presentations are boring. Capturing your 
audience s attention is undoubtedly a challenge
Your presentations should almost come to life; give 
them a pulse that beats with energy and intensity. 

5. The bland leading the bland. Never blend in; clash 
with others to make sure your opinion is heard. 

6. People are interesting. The worst presentation are 
the ones with word-filled emotionless 
Powerpoints. People want to form human 
connections, not read jargon projected onto a 
screen. Go beyond the bland automaton lecture. 

7. Facts alone fall short. Emotional appeal is worth 
more than numbers. Invoke a chill down their spine 
and make their hearts race. Your message should 
not just target the logical part of the brain: it should 
target the heart (described in Pitch Anything). 

8. Stories convey meaning. When listening to a story, 
humans often feel the same emotions as the 
characters in the story: joy, grief, excitement, anger, 
etc. Use this to your advantage. 

9. You are not the hero. Everyone hates arrogance; 
avoid talking about yourself or your amazing new 
product. Instead, focus on helping your audience. 
Stop thinking of yourself as the hero. Appreciate 
the time the audience is spending to listen to you. 

“The audience does not need to tune themselves to your
message - you need to tune your message to them.” 

Chapter 2. Lessons from Myths and Movies 

x Reports organize facts by topic to inform. 
x Stories use drama to entertain the audience. 
x Presentations contain both facts and a story. 

Good tales are ones with a hero with whom listeners 
can empathize. The hero always undergoes a journey 
with trials and resistance, until he/she is fundamentally 
changed into a better human being. 


