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Online Video Masterclass is available at CraigColley.com.
Every framework in this guide taught live, with drills, study guides, and
one-on-one coaching options.

HOW TO USE THIS REFERENCE GUIDE

This guide reports every acronym, named framework, and key concept from
Speak Your Rhythm Through Storytelling exactly as it appears in the book.
Nothing added. Nothing invented.

Three ways to navigate:

Reference Guide Contents (next page) — Jump to any step section or
the glossary within this document.

Book page references — Each step section shows the exact page in the
book where that step begins. Individual frameworks show the page where
they first appear.

Glossary (back of this guide) — Every term listed alphabetically with
its book page number. Look up any term and go straight to it in the book.

The goal of this reference guide is not to replace the book. It is to give you
fast access to every tool, every acronym, every named principle — so that
when the moment in front of an audience arrives, you already know where
to reach.
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Continue Your Speak Your Rhythm™ Journey

The steps in this book are designed to help you recognize where you are—
and where you want to go next.

Visit craigcolley.com/start or scan the QR code to access your
FREE Speak Your Rhythm™ Starting Profile
and companion resources.

Your Starting Profile will help you identify your current strengths,

uncover opportunities for growth, and establish a personal starting
point for the journey ahead.

Your story is already in motion. Keep going.



STEP 1

Start With the Dream — Not the Resume

Book reference: Speak Your Rhythm Through Storytelling, page 27

THE PERFORMANCE POTION

Every story changes the emotional condition of a room. Great speakers
understand this instinctively. Exceptional speakers learn to do it
intentionally. Different stories create different chemical responses in an
audience. The Performance Potion names the five.

Book reference for the Performance Potion: page 33

D — Dopamine — Attention & Anticipation — Curiosity creates
attention. Suspense creates focus. Open loops keep audiences mentally
engaged because people naturally want resolution.

- Use when you want: anticipation - engagement - suspense -
momentum

O — Oxytocin — Trust & Human Connection — Audiences
respond differently the moment they sense a speaker is talking from
experience instead of performance

mode. They connect to honesty they recognize in themselves.

- Use when you want: audience trust - emotional alignment
openness - shared understanding

E — Endorphins — Release & Energy — Laughter changes the
emotional rhythm of a room. Humor lowers resistance. Relieves tension.
Creates warmth. Builds likability.

- Use when you want: energy - warmth - audience reset - shared
experience - emotional release



S — Serotonin — Confidence & Possibility — Stories of resilience,
growth, leadership, and meaning create emotional elevation. When
audiences see someone move through adversity toward meaning, they
feel capable of the same.

- Use when you want: inspiration - confidence - emotional elevation -
empowerment - forward movement

T — Testosterone — Drive & Decisiveness — High-stakes
moments create intensity. Conviction. Urgency. Bold positioning.
Challenge. Strong declarations push audiences toward action.

- Use when you want: action - decisiveness - urgency - boldness -
leadership energy

THE SHADOW MIX — WHAT SHUTS A ROOM DOWN

Not every emotional state helps an audience. Fear without hope creates
paralysis. Constant negativity creates exhaustion. Manipulation destroys
trust. An audience stuck in emotional defense cannot fully absorb meaning
or possibility.

The goal is never emotional control. The goal is meaningful emotional
movement. Emotion moves people before logic ever does.

THE FOUR I's OF A GREAT STORY
Book reference: page 29

1. Interests — Earns the right to continue. Captures and holds
attention. Proves in the first moments that what comes next is worth the
audience's time.

2. Instructs — Carries a lesson. Not delivered as a lecture —
embedded in the experience of the story itself.



3. Involves — Pulls the audience inside the experience. Creates
emotional participation, not observation.

4. Inspires — Leaves the audience different than it found them — in
how they see the world, or how they see themselves.

COLOR - PICTURE - MOVEMENT

The three-part construction beneath all four I's. Book reference: page 29.

Color — Sensory texture. A single detail that gives the scene a surface
the audience can feel.

Picture — Specific imagery. Gives the audience somewhere to stand
inside the story.

Movement — Progression, tension, and change. Without movement the
story stalls. Without imagery it disappears.

COMMON MISTAKES — STEP 1
Book reference: page 37

X Leading with credentials before story

X Thanking the audience for being there

X Choosing a story you don't genuinely care about
X Warming up into the story

X Trying to impress instead of help




STEP 2

The Rocket Launch — Your First 15 Seconds Are
Everything

Book reference: Speak Your Rhythm Through Storytelling, page 41

SIX HOOKS TO OPEN YOUR TALK

Every great opening does one thing above all else: it creates a reason to keep listening
before the audience has consciously decided to. Book reference: page 42.
1. The Bold Unexpected Claim — Open with a claim so specific and
unexpected that the audience's first instinct is to question it — then stay
to find out if you are right.

2. Drop Into a Scene — Begin mid-action, mid-moment, already
inside the story. A scene-drop is a doorway, not a summary.

3. The Forcing Question — A question that requires a personal,
internal answer before the audience can resist. That internal movement
is engagement.

4. The Precisely Chosen Short Clip — Open with a clip that does
your emotional setup in 45 seconds so you walk into a room that is
already leaning forward.

5. The Single Reframing Fact — One number. One finding. One
piece of data so precise and unexpected that it shifts the entire frame.

6. Get Them Laughing — Laughter is permission. A laughing
audience is easier to guide, easier to engage, and far more likely to
remember what comes next.

THE BEATLES BLUEPRINT
Book reference: page 43

'A Day in the Life' opens quietly. Builds through peaks and valleys.
Resolves into silence. That architecture — never staying in one place long



enough for the audience to stop listening — is the model for a great keynote.
Start quiet. Build. Let it breathe. Escalate. Resolve.

THE THREE CHANNELS OF HUMAN CONNECTION
Book reference: page 47

If you only speak in one register, you are reaching at most one third of the
room. Every audience contains all three.

Kinesthetic — Feeling-Based — Responds to physical weight, space,
and time to process. Needs quiet. Needs slowness. Needs room to feel.

Auditory — Verbal Receivers — Responds to rhythm, cadence, pace,
and tone. Lives in the music of your delivery. A consistent single tonality
will lull them into drift.

Visual — Movement Connection — Responds to energy, movement,
gesture, and imagery. They do not hear you — they see you. If your
physical presence is flat, they stop processing.

THE SPACE MOUNTAIN SOLUTION
Book reference: page 49

Begin kinesthetic — soft, slow, intimate. Build through auditory — let the
cadence carry the structure. Escalate to visual — kinetic, energetic, alive.
Come back down. Repeat the arc throughout the full length of the talk.

COMMON MISTAKES — STEP 2
Book reference: page 50

X Speaking in one tonality for the entire talk
X Starting at the crescendo

X The data dump opening



X Skipping the humor window

X Not smiling genuinely




STEP 3

The R.I.S.E. Framework™ — Reference - Interruption -
Shift - Essence

Book reference: Speak Your Rhythm Through Storytelling, page 55

R.I.S.E. FRAMEWORK™

R.LS.E. is not a formula for constructing a story. It is a discipline for entering one at the
right moment — close enough to the tension that the audience is inside it before they have
time to be a passive observer. Book reference: page 55.

R — Reference Point — Who is involved? Where are we? What
moment are we stepping into? Two sentences maximum. Only earns its
place if it makes the Interruption more meaningful.

I — Interruption — This is where the story becomes alive. What
disrupted the moment? What went sideways? What pressure showed
up? Describe the internal dialogue. The doubt. The risk. The tension.
This is the emotional engine of the story — it deserves the most time
and the most specific detail.

S — Shift — What changed? Sometimes an action taken. Sometimes
a realization. Sometimes a decision made in a split second. The shift is
where the audience begins feeling momentum, relief, or possibility.

E — Essence — The sentence people remember after the story ends.
One insight. One lesson. One clear truth. If someone asked a person
who heard your story to repeat the key takeaway in one sentence —
could they? If not, the Essence is not yet finished.

THREE-STORY TYPES
Book reference: page 59



Guidance Stories — A personal experience that teaches a principle.
What did life force you to learn the hard way — and what does that lesson
equip the audience to do differently?

Transformation Stories — A story about helping someone move from
struggle to breakthrough. What did the person struggle with? How did
they change? What became possible afterward?

Turning-Point Stories — The moment everything changed direction.
Before the moment. The defining moment itself. After. These carry the
most complete emotional arc and create the deepest identity shifts in an
audience.

THREE INGREDIENTS OF EVERY MEMORABLE STORY

Book reference: page 60

A Person — Someone the audience can emotionally recognize — not a
perfect, polished version of a person, but a real one. Flawed, uncertain, in
the middle of something they didn't fully choose.

A Desire — Something that person wants, needs, fears, or is chasing.
The desire creates the story's direction. Without it, there is no story.

A Barrier — Something standing in the way. This is where R.I.S.E.
lives — in the gap between what the person wants and what reality
currently offers.

THE ONE-THREAD PRINCIPLE
Book reference: page 62

One disruption. One emotional direction. One takeaway worth
remembering. The moment you introduce multiple conflicts or several
lessons simultaneously, the story loses the one thing it needs most: a clear
line the audience can follow.



S.P.A.R.K. FORMULA™ — STORYTELLING FOR SALES
AND LEADERSHIP

Book reference: page 63

When a story needs to serve a specific strategic purpose — closing a sale,
making a pitch, leading a difficult conversation — S.P.A.R K. gives it the
structure to do that work without losing its emotional power.

S — Scene — Paint the environment. Engage all five senses. What
did it look like, feel like, smell like, sound like?

P — Problem — What disruption occurred? The R.I.S.E.
Interruption by another name — the moment something went wrong,
changed, or landed unexpectedly. Do not soften it.

A — Awareness — What realization happened internally? Share the
unpolished thought. The doubt. Reveal your emotion. This is where
oxytocin begins.

R — Response — What action was taken? Not what should have
been done — what actually happened. Imperfect responses are more
compelling than perfect ones.

K — Key Lesson — 'The reason I share this is..."' State the meaning
directly. Never assume the audience will draw its own conclusion.

F.RA.M.E™ — A STRUCTURE FOR ANSWERING
QUESTIONS

Book reference: page 64



When someone asks you an unexpected question on stage — in a panel, a
Q&A, a meeting, a media interview — F.R.A.M.E. gives you a structure to
respond with clarity, credibility, and confidence.

F — Foundation — State the main point immediately. Give the
audience direction instead of making them wait for clarity. Lead with
the answer.

R — Reason — Explain why it matters. One or two sentences that
contextualize the foundation without overloading it.

A — Application — Provide a real-world example. A brief, specific
story that proves the foundation in practice. Even 30 seconds of story is
enough.

M — Message — Return to the core idea. A single sentence that
restates the foundation — not as repetition but as arrival.

E — End — Strong finish with clarity and conviction. No trailing
off. A firm, intentional landing. Then stop.

THE STORY FILTER — FACT - IMPACT - ACTION
Book reference: page 65

Before you tell any story in a professional context, run it through this three-
question filter. If it cannot answer all three clearly, it is not ready.

Fact — What actually happened? The specific, honest account of the
moment. Not polished. Not curated.

Impact — Why did it matter emotionally? What did it cost? What did it
reveal? What did it change?

Action — What should the audience now do differently? Stories that
create movement are stories that earn their place.

THE FILMMAKERS' SECRET
Book reference: page 58



Great stories bypass the setup people tolerate and move directly into the
moment people feel. Some scenes — however well constructed — must be
cut for the story to work. Apply the same discipline to every story you tell:
if a sentence only explains but does not create emotion, movement, or
meaning, remove it.

COMMON MISTAKES — STEP 3
Book reference: page 66

X Starting too early

X Overcomplicating the story

X Avoiding tension

X Positioning yourself as the hero

X Forgetting the Essence




STEP 4

Drop Them Inside the Scene — The Five Dimensions of
Immersive Story
Book reference: Speak Your Rhythm Through Storytelling, page 69

S.T.A.G.E. FRAMEWORK™ — THE ARCHITECTURE OF
STORIES THAT MOVE PEOPLE

Book reference: page 70

S — Scene — Bring people into a specific moment they can instantly
visualize. Where are we? What does the environment feel like? What
are we looking at?

T — Tension — Introduce the disruption, uncertainty, or emotional
pressure that changed the moment. What went wrong? What was at
risk? What became uncertain?

A — Awakening — Reveal the internal realization or emotional
shift. What became clear in that moment? What changed inside you
mentally or emotionally?

G — Growth — Show the response, action, or transformation that
followed. What decision did you make? What changed afterward? How
did you move forward?

E — Echo — Finish with the lasting takeaway — the sentence that
continues replaying in the audience's mind after the story ends.

THE INVITATION WORD — 'IMAGINE'
Book reference: page 72

'Tmagine' is the single most powerful word a storyteller can use to shift an
audience from passive reception to active participation. The moment
someone hears 'imagine,' the brain begins creating. Use it as architecture,



not decoration — at the precise moment you want the audience to step
inside the scene.

ADVANCED TECHNIQUES — GOING DEEPER INTO THE
SCENE

Book reference: page 73

1. Lock onto the exact words — Do not approximate the dialogue
from a crucial moment — reproduce it. The specific sentence, in the
register it was spoken in, carries an emotional charge that paraphrase
always dilutes.

2. Become the other person — When another character speaks or
moves in your story, let your body make the transition. A slight shift in
posture. A change in vocal register. Not performance — inhabitation.

3. Give them the unguarded thought — The version of the thought
you would only say to someone you completely trust. Not 'l was
concerned about the outcome' — the actual, unpolished interior
monologue.

4. Let the body carry the feeling — Before you name the emotion,
show it. Pause. Let the breath change. Let the posture shift. Find a
moment where you currently name an emotion and replace it with what
the body was doing instead.

5. Name the link explicitly — After the story has landed, give the
audience the bridge: 'The reason I tell you this is...' Never leave the
connection implicit.

6. Build contrast into the description — The most vivid pictures are
made of difference. Before and after. What it was before the moment
versus what it became. Contrast makes the audience feel the distance
traveled.

THE FIVE CHANNELS — BUILD THE FULL SENSORY
FIELD



Book reference: page 75

A story that activates only one sensory channel is a report. A story that
activates all five is an experience.

1. Sight — What the audience sees in the scene. Light, color, spatial
arrangement, expression, movement.

2. Sound — What the audience hears — music, silence, ambient
noise, dialogue, volume, echo.

3. Touch — What the audience physically feels. Texture, temperature,
pressure, weight, pain.

4. Smell — The most emotionally potent channel — smell is the
fastest path to memory. Use it specifically and sparingly.

5. Taste — The least-used channel. When activated, unforgettable
precisely because it is unexpected.

THE POINT OF MAXIMUM GRAVITY
Book reference: page 76

Every story you will ever tell has one moment of maximum emotional or
physical intensity — a single point where everything peaks. A surgeon's
most important skill is knowing exactly where to cut. In storytelling, the
equivalent is knowing exactly where to slow down. Find that moment before
you begin. Build everything around it. Slow the pacing deliberately when
you arrive there.

COMMON MISTAKES — STEP 4
Book reference: page 76

X Retreating into overview
X Announcing feelings instead of revealing them
X Cutting away from the interior monologue

X Describing the scene from outside it



X Leaving the audience to find their own conclusion




STEP §

The Invisible Clock™ — Command the Room, Own the
Moment

Book reference: Speak Your Rhythm Through Storytelling, page 81

THE INVISIBLE CLOCK™
Book reference: page 81

When an audience is genuinely inside what you are doing, they stop
monitoring time. The Invisible Clock is not a technique — it is a state. The
audience stops listening from the outside and begins experiencing from
within. The emotional architecture of a great talk never settles long enough
for the audience to emotionally stabilize. That instability is what creates
immersion.

The principle that underlies it: Speak to the back row of their imagination —
not to the front row of their intellect.

THE EMOTIONAL BLUEPRINT — 'A DAY IN THE LIFE'
Book reference: page 83

Think of your talk the way a film composer thinks about a score. The
content is the picture. The emotion is the music. A talk built only around
content, without a deliberate emotional temperature at each stage, will be
understood — and forgotten. Talks that live in people's memory for years
have moved through the most emotional territory without ever losing the
thread.

SIX VOICES™ — THE FULL RANGE OF A SPEAKER WHO
HAS DONE THE WORK

Book reference: page 84



Every speaker walks into a room with one or two voices they feel
comfortable using. Most never go beyond them. The speakers who
genuinely hold rooms — who leave audiences changed rather than informed
— have learned to access a much wider range.

1. The Confidant — Unhurried, honest, close. The voice you use
when you want someone to feel that you are speaking directly to them
and only them — even in a room of a thousand.

2. The Igniter — Full current. High voltage. Commanding, high
energy, kinetic. The voice that fills the room before the words do.

3. The Straight Line — No decoration. No performance. No distance
between the words and the truth behind them. The voice you use when
you want the room to feel the full weight of exactly what you are
saying.

4. The Pull — Unhurried confidence with a current of pleasure
running through it. The voice of someone who knows exactly where the
story is going and is enjoying every step of the journey there.

5. The Unexpected Turn — Does not telegraph where it is going.
Arrives at angles. Finds the detail nobody expected to be meaningful.
Makes the room laugh without technically telling a joke.

6. The Lantern — The voice of someone who has already walked the
path the audience is standing at the beginning of. Not above them —
ahead of them. Holding a light.

THE QUESTION THAT UNLOCKS THE RANGE

Book reference: page 87

Which of the six voices scares you the most to try? That is almost certainly
the voice you need to develop most urgently. The fear is the address. Go
there deliberately until it stops feeling like a risk and starts feeling like a
resource.



COMMON MISTAKES — STEP 5
Book reference: page 88

X Going over time
X Staying in one delivery style the whole talk

X Using flat silence instead of intentional pause




STEP 6

The Suspense Engine — Keep Them Reaching for the
Next Moment

Book reference: Speak Your Rhythm Through Storytelling, page 91

THE DUAL NARRATIVE — TWO THREADS ARE TWICE
THE HOLD

Book reference: page 93

The most gripping stories operate on two narrative tracks simultaneously.
One story creates engagement. Two stories compound it. When the brain is
working to resolve two threads at once, it cannot afford to disengage from
either.

THE PACING PRINCIPLE — PRESSURE REQUIRES PACE
Book reference: page 94

Tension has a half-life. Every sentence of context you deliver before the first
question is planted is a sentence the audience spends without a reason to
lean forward. The gap is not the problem. The stall is the problem.

FIVE WAYS TO KEEP THE QUESTION ALIVE
THROUGHOUT YOUR TALK

Book reference: page 96

These are the structural mechanisms for sustaining dopamine across the full
length of any presentation.



1. Resolve one thing, surface another immediately — The moment
a question finds its answer, introduce the next complication before the
audience has time to relax.

2. Make time visible — 'We had ninety minutes before the decision
became irreversible.' A ticking clock makes the audience feel time
passing inside the story in real time.

3. Name what failure actually costs — Vague stakes produce vague
engagement. The moment you state specifically what would be lost — a
relationship, a business, years of work — the audience feels it.

4. Make the prize visible — Show the audience what the other side
of the tension looks like. Not as reassurance — as fuel. Fear pulls
forward. Hope pulls forward.

5. Let someone else be at risk — The moment another person
becomes affected by the outcome, the audience is now tracking two
stories simultaneously.

THE AARDVARK HOOK™ — OPEN THE DOOR BEFORE
THEY DECIDE TO WALK IN

Book reference: page 97

Short-form suspense. In the first ten seconds of any talk, you have one job:
activate curiosity, not satisfy it. The Aardvark Hook opens a question before
the audience has decided whether they want to engage.

1. Lead with the moment it got difficult — Do not build toward the
tension — start inside it. 'l had thirty seconds to decide whether to tell
the truth or protect my career.'

2. Name the experiment you ran — 'l spent thirty days saying yes to
every opportunity I was afraid of.' A stated experiment creates an
immediate forward-pulling question: what did you find?



3. Arrive from the unexpected direction — Change the physical
context, the format, the rhythm — anything that signals: this is not
going to go where you expect.

4. Use the countdown as a contract — 'Three things. Two minutes.
Starting now.' The countdown is an implicit promise and the audience
leans in to receive it.

COMMON MISTAKES — STEP 6
Book reference: page 99

X Answering the question as soon as it appears
X Building only one layer of stakes
X Letting context run longer than it earns

X Resolving everything before the close




STEP 7

WE-Centric Language™ — You Are Mr. Miyagi, Not
Daniel

Book reference: Speak Your Rhythm Through Storytelling, page 103

WE-CENTRIC LANGUAGE™
Book reference: page 103

The shift from I-centric to WE-centric language is not cosmetic. It changes
the audience's physiological relationship to what the speaker is saying. The
speaker becomes the guide. The audience becomes the protagonist. Every
story should end with the audience feeling more capable — not more
impressed.

THE MR. MIYAGI PRINCIPLE
Book reference: page 104

Miyagi never enters the tournament. He has already walked that path. His
job is not to walk it again — it is to give Daniel every tool he wishes he had
when he was still at the beginning, and then let Daniel be the one who wins.
That is your role on stage. You are Mr. Miyagi. Not Daniel.

REPORT VS. RELIVE
Book reference: page 107

Report — A factual account delivered from outside the experience.
Informs. Creates distance. The audience hears what happened to you.

Relive — The story rebuilt from inside the moment — with sensory
detail, internal monologue, and real-time language. The audience feels
what happened alongside you.



The difference is not stylistic — it is physiological. One creates sympathy.
The other creates empathy. One is tolerated. The other is felt.

CHOREOGRAPH THE EMOTIONAL EXPERIENCE — FOUR
PRINCIPLES

Book reference: page 107

1. Score the emotional arc, not just the content arc — Think of
your talk the way a film composer thinks about a score. The content is
the picture. The emotion is the music. Build both deliberately.

2. The decision room principle — Any time you are speaking to a
room where a decision needs to be made, logic alone will not move
them. Pair your rational case with an emotional current that makes the
decision feel urgent — not just correct.

3. Name the feeling before you build the talk — Before you write a
single section, complete this sentence: when they leave this room, I
want them to feel . Every story, every transition, every
framework — evaluate it against that answer.

4. Find one face and speak directly to it — The most common
reason speakers lose emotional specificity is that they are trying to reach
everyone simultaneously. Find one person. Speak directly to them. The
rest of the room will follow.

FAMILIAR LANGUAGE PATTERNS FOR AUTHENTIC
AUTHORITY

Book reference: page 108

1. Summary prompts — 'Here's the bottom line.' 'l guess what I'm
trying to say.' "The point I'm trying to make.' These phrases signal that
the essential is arriving. The audience sharpens their attention.

2. Analogies and examples — 'Here's what I'm saying.' 'Another way
of putting it.' 'Let me paint the picture for you.' The audience's mind
relaxes when an analogy arrives.



3. Vulnerability and openness — Being real. Sharing uncertainty
without apologizing for it. Appropriate honesty does not weaken
credibility — it creates it.

4. Strategic humor — The humor that works comes from truth — the
recognition laugh, the slightly-too-honest moment that makes the room
feel seen.

Note on Common Mistakes for Step 7

Step 7 does not list common mistakes in the same format as other steps. The
primary error the chapter addresses is becoming the center of your own
story — solved by the WE-centric shift itself. Book reference: page 111.




STEP 8

Adversity as Architecture — Pain Becomes Power
When You Assign It Purpose

Book reference: Speak Your Rhythm Through Storytelling, page 113

PAIN BECOMES POWER ONLY WHEN YOU ASSIGN IT
PURPOSE

Book reference: page 113

The adversity is not the story. The adversity is what made the story possible.
What you survived only becomes useful to an audience when you connect it
explicitly to what they now have because of what you went through.
Without that connection, it is autobiography. With it, it is architecture.

THE QUESTION THAT ASSIGNS PURPOSE
Book reference: page 114

What did this train me to give?

Not: what did I learn? Not: how did I survive? Those are reflections. This
question produces purpose — and purpose is what converts personal pain
into transferable strength.

STAKES CREATE FOCUS — THE GAS CAN
DEMONSTRATION

Book reference: page 116

A person walking down the road carrying a gas can is unremarkable. The
moment a brush fire appears on the embankment ahead of the stranded car
they are walking toward — every step becomes the only thing that matters.
Stakes are what transform an ordinary moment into a story. The adversity in
your story is the fire on the embankment. Name it specifically. Let the
audience feel the weight of it before you move toward the resolution.



E.M.B.E.R. STORY ARC™ — THE FRAMEWORK FOR DEEP
EMOTIONAL STORYTELLING

Book reference: page 118

The E.M.B.E.R. Story Arc is the framework for deploying adversity in
service of an audience — not as catharsis for the speaker, but as architecture
for the listener.

E — Engage — Bring the audience directly into the experience. Take
them along for the ride. Let them see through your eyes, hear your
thoughts, feel the emotional weight of the moment. Share uncertainty.
Share flaws. Share tension and vulnerability. People trust storytellers
who feel human.

M — Meaning — Explain why this moment mattered so deeply to
you. What belief, value, fear, dream, or identity was attached to the
situation? Meaning is the bridge from your experience to their life.

B — Blueprint — Reveal the plan, expectation, or vision you
originally believed would work. What path did you think you were on?
What outcome did you expect? Without the blueprint, the eruption has
no contrast.

E — Eruption — This is where the story ignites. The obstacle. The
setback. The chaos. The moment everything starts breaking apart.
Strong emotional storytelling does not minimize or rush past the
eruption. Struggle is what transforms information into emotion.

R — Reveal — The breakthrough moment. The realization. The
shift. The decision. This is where transformation becomes visible and
emotional payoff is delivered.

Note: E.M.B.E.R. has six stages in the book — the sixth is Reflection.



Reflection — End with meaning, not just conclusion. What did the
experience teach you? What truth became clear afterward? One sentence
worth remembering.

Note on Common Mistakes for Step 8

Step 8 does not list common mistakes in a separate section. The chapter
addresses two primary errors through the framework itself: treating
adversity as a disclaimer (rushing past it), and sharing it as catharsis without
architecture (no connection to what the audience now has because of it).
Book reference: page 119.




STEP 9

Build the Landing Before the Launch

Book reference: Speak Your Rhythm Through Storytelling, page 123

BUILD THE FINAL FRAME BEFORE YOU BUILD THE
JOURNEY

Book reference: page 124

Great communicators think like pilots — they do not simply focus on taking
off. They obsess over the landing. The most powerful presentations are built
backwards. Know the last line before you write the first. Know the feeling
you want to leave before you choose the opening story. Everything between
them earns its place only if it serves the landing.

THE FOUR-PHASE FINALE FORMULA™
Book reference: page 124

1. Arrival — Bring the audience back to the central idea that has
guided the entire presentation. This creates emotional closure and
narrative symmetry. Strong endings feel circular, not abandoned.

2. Elevation — Raise the emotional intensity. This is where
inspiration, possibility, tension release, hope, courage, or conviction
begins to build. The audience needs to feel momentum — not a drop in
energy.

3. Embodiment — Help the audience see themselves inside the
message. Move from your story to their life. What does this lesson mean
for them, specifically?

4. Ignition — End with movement. A decision. A challenge. A call
forward. Great closings create action, not just applause. Leave the
audience with one clear idea they can carry immediately.



THE ECHO CLOSE™ — THE TRIPLE R™ KEYNOTE
ENDING

Book reference: page 126

Open the talk with an image. Return to that same image at the close — but
now the audience knows everything that happened in between. The image
has not changed. They have. The distance they feel between who they were
when they heard it the first time and who they are now — that distance is
the close.

Know your last line better than any other line in the talk. The last thing the
audience hears is the thing most likely to follow them out the door.

THREE ENDING PATHS — CHOOSING THE RIGHT CLOSE
Book reference: page 127

The Echo Ending — A close designed to linger emotionally long after
the presentation is over. Circles back to an earlier image, phrase, or story
from the beginning. Designed for keynotes and transformational
storytelling where the goal is lasting change.

The Head & Heart Close — A close that combines logic with emotion
to create both conviction and connection. Practical clarity plus emotional
resonance. Ideal for sales, leadership, and investor presentations.

The One-Line Legacy Close — A close built around one unforgettable
sentence — the distilled message of the entire presentation reduced to its
purest form. If people repeat it the next day, the message survived.

WHAT NOT TO DO — STEP 9
Book reference: page 128

X Going over time
X Letting the audience draw its own conclusions

X Ending on information rather than emotion



X Adding 'one more thing' after the close




STEP 10

Be the Best You Can Be — Every Single Time You
Perform

Book reference: Speak Your Rhythm Through Storytelling, page 133

THE PROBLEM WITH KNOWLEDGE ADDICTION
Book reference: page 134

Consuming knowledge about performance feels like progress. It is not. The
gap between understanding a principle and executing it under pressure in a
real room is closed by only one thing: repetition in front of actual human
beings. Knowing what to do and being able to do it in the moment are
separated by the only currency that matters — practice.

THE FIVE SIGNALS OF ALIGNED COMMUNICATION™
Book reference: page 136

The most powerful communicators do not rely on words alone. Their
message is reinforced through multiple layers simultaneously. When every
layer tells the same story, the audience experiences alignment as certainty
— and certainty is experienced as trustworthiness.

1. Emotional Signals — Your face communicates emotion before you
ever speak. Micro-expressions, eye movement, tension, smiles, and
emotional resonance are all read before the first word lands.

2. Language Patterns — The specific words you choose shape
clarity, certainty, and emotional impact. Strong communicators speak
with intention. Every word either confirms or contradicts the message
being delivered.

3. Vocal Energy — Your voice carries emotional meaning beyond the
actual words themselves. Tone, pace, pauses, rhythm, volume, and
inflection all shape how a message is received and remembered.



4. Physical Messaging — Your body constantly communicates
intention, confidence, openness, and emotional state. Posture.
Movement. Gestures. Eye contact. Spatial awareness.

5. Energetic Presence — This is the hardest layer to define — and
often the most powerful. Presence is the invisible emotional field people
feel when you walk into a room. It is the sum of your focus, your
certainty, and your care for the people in front of you.

PRACTICE SCIENCE — WHAT SEPARATES COMMITTED
SPEAKERS FROM PERMANENT BEGINNERS

Book reference: page 139

1. First 3 minutes should be flawless — Prepare the first three
minutes to a level of polish disproportionate to the rest. They set
expectations for everything that follows.

2. Follow an outline, not a script — A script makes you a reader. An
outline makes you a speaker. Real conversation follows structure — not
memorization.

3. Do improv — Find a class, a group, a willing friend. Improv builds
the specific muscle you need when the room surprises you.

4. Avoid self-affirmations. Ask questions instead — 'l am confident'
is an affirmation your nervous system knows might not be true. "'Why do
I always show up when it matters?' is a question that generates real
evidence.

5. Write a performance log — After every talk — every one — write
three sentences: what worked, what you'd change, and what the
audience seemed to carry out with them.

6. Observe your audience and match a story to them — Read what
the room needs in each moment. The best speakers are not the best
talkers. They are the best listeners.



THE TEN STEPS, DISTILLED
Book reference: page 145

1. Start with the story, not the resume — Because story is the door.
Credentials are the hallway. Nobody walks into a hallway before they
open the door.

2. Know what you are trying to do to the nervous system of your
audience — Before you choose the story.

3. Enter the scene close to the chaos — And stay inside it long
enough for the audience to feel the full weight of it.

4. Open the door and let the audience step inside the peak moment
— Not a description of it.

5. Create the Invisible Clock — Vocal range. Sensory specificity.
Open questions. Intentional silence. All four working simultaneously.

6. Engineer the space before the answer — The gap is where the
audience becomes emotionally invested.

7. Leave the audience carrying something usable for their own life
— Not simply admiration for yours.

8. Let your adversity be the architecture, not the disclaimer —
Pain only becomes power when you assign it purpose.

9. Know your ending before you know your opening — Build the
landing before the journey.

10. Show up completely, every single time — Not because every
show will be perfect. Because the discipline you build before things go
wrong is the only discipline that works when they do.

COMMON MISTAKES — STEP 10

Note: Step 10 does not list common mistakes in a separate section. The
chapter addresses the primary error — knowledge addiction — through the
Practice Science framework. Book reference: page 137.




Keep Your Rhythm Moving
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GLOSSARY

All Terms with Print-Book Page References

Page numbers in this glossary refer to the print edition of Speak Your
Rhythm Through Storytelling (Coliday Publishing, 2026, ISBN 979-8-
9966994-0-7). Alphabetical order.

A

Adversity as Architecture (p. //3) — The principle that adversity is not
the backstory — it is the structure. Pain becomes power only when you
assign it explicit purpose for the audience. Step 8.

Aardvark Hook™ (p. 97) — Short-form suspense technique. Opens a
question in the first ten seconds before the audience has decided whether to
engage. Four techniques: lead with difficulty, name the experiment, arrive
from the unexpected direction, use the countdown as a contract. Step 6.

Action (Story Filter) (p. 65) — Third element of the Story Filter. What
should the audience now do differently? Stories that create movement earn
their place in a presentation. Step 3.

Analogies and Examples (Language Pattern) (p. /09) — Second of the
four Language Patterns for Authentic Authority. Signal phrases: 'Here's
what I'm saying.' / 'Let me paint the picture for you.' The audience's mind
relaxes when an analogy arrives. Step 7.

Application (F.R.A.M.E.) (p. 64) — Third element of FR.A.M.E. A
brief, specific story that proves the foundation in practice. Even 30 seconds
of story is enough to shift a theoretical point into a lived one. Step 3.

Arrival (Four-Phase Finale) (p. /124) — First phase of the Four-Phase
Finale Formula. Brings the audience back to the central idea with greater
meaning. Creates emotional closure and narrative symmetry. Step 9.

Auditory — Verbal Receivers (Channel) (p. 47) — Second of the Three
Channels of Human Connection. Responds to rhythm, cadence, pace, and
tone. Lives in the music of delivery. A single consistent tonality will cause
drift. Step 2.



Awakening (S.T.A.G.E.) (p. 70) — Third element of S.T.A.G.E.
Framework. Reveals the internal realization or emotional shift — what
became clear in that moment. Step 4.

B

Barrier (Story Ingredient) (p. 60) — Third ingredient of every
memorable story. Something standing in the way — the gap between what
the person wants and what reality currently offers. This is where R.I.S.E.
lives. Step 3.

Blueprint (E.M.B.E.R.) (p. /118) — Third stage of the E.M.B.E.R. Story
Arc. Reveals the plan, expectation, or vision originally believed to work.
Without the blueprint, the eruption has no contrast. Step 8.

C

Color (Story Construction) (p. 29) — First of the three structural
elements beneath the Four I's. Sensory texture — a single detail that gives
the scene a surface the audience can feel. Step 1.

Confidant, The (Voice) (p. §5) — First of the Six Voices. Unhurried,
honest, close. The voice used when speaking directly to one person even in a
room of thousands. Step 5.

D

Decision Room Principle (p. /08) — Second element of Choreograph the
Emotional Experience. When speaking to a room where a decision needs to
be made, pair your rational case with an emotional current that makes the
decision feel urgent — not just correct. Step 7.

Desire (Story Ingredient) (p. 60) — Second ingredient of every
memorable story. Something the person wants, needs, fears, or is chasing.
The desire creates the story's direction. Without it, there is no story. Step 3.

Dopamine — Attention & Anticipation (p. 33) — First element of the
Performance Potion. Curiosity creates attention. Suspense creates focus.
Open loops keep audiences mentally engaged. Step 1.



Dual Narrative (p. 93) — Two narrative tracks running simultaneously
within a story or talk. When the brain is working to resolve two threads at
once, it cannot afford to disengage from either. Step 6.

E

E.M.B.E.R. Story Ar¢c™ (p. 118) — Six-stage framework for deep
emotional adversity storytelling: Engage - Meaning - Blueprint - Eruption -
Reveal - Reflection. Step 8.

Echo (S.T.A.G.E.) (p. 71) — Fifth element of S.T.A.G.E. Framework.
The lasting takeaway — the sentence that continues replaying in the
audience's mind after the story ends. Step 4.

Echo Close™ (p. 125) — A closing technique where the speaker returns
to an image or story opened near the beginning of the talk. The audience
feels the distance traveled. Step 9.

Echo Ending (Ending Path) (p. /27) — First of the Three Ending Paths.
A close designed to linger emotionally. Circles back to an earlier image or
story. Designed for keynotes and transformational storytelling. Step 9.

Elevation (Four-Phase Finale) (p. /25) — Second phase of the Four-
Phase Finale Formula. Raises the emotional intensity. Inspiration,
possibility, tension release, hope, or conviction begins to build. Step 9.

Embodiment (Four-Phase Finale) (p. /25) — Third phase of the Four-
Phase Finale Formula. Moves from the speaker's story to the audience's life.
Helps the audience see themselves inside the message. Step 9.

Emotional Blueprint (p. §3) — The principle that a talk should be scored
emotionally — not just structured for content. The content is the picture.
The emotion is the music. Step 5.

Emotional Signals (Five Signals) (p. /136) — First of the Five Signals of
Aligned Communication. The face communicates emotion before any word
is spoken. Step 10.

Endorphins — Release & Energy (p. 34) — Third element of the
Performance Potion. Laughter changes the emotional rhythm of a room.
Lowers resistance. Creates warmth. Step 1.



Energetic Presence (Five Signals) (p. 138) — Fifth of the Five Signals of
Aligned Communication. The invisible emotional field people feel when a
speaker enters the room. The hardest to define — and often the most
powerful. Step 10.

Engage (E.M.B.E.R.) (p. /18) — First stage of the EEM.B.E.R. Story Arc.
Brings the audience directly into the experience. Share uncertainty, flaws,
and vulnerability. People trust storytellers who feel human. Step 8.

Eruption (E.M.B.E.R.) (p. 119) — Fourth stage of the E.M.B.E.R. Story
Arc. The obstacle, setback, and chaos — the moment everything starts
breaking apart. This is where the story ignites. Do not rush it. Step 8.

Essence (R.LS.E.) (p. 58) — Fourth element of the R.I.S.E. Framework.
The sentence people remember after the story ends. One insight. One lesson.
One clear truth. If it cannot be stated in one sentence, it is not yet finished.
Step 3.

F

F.RAAM.E.™ (p. 64) — Framework for answering unexpected questions
with clarity and confidence: Foundation - Reason - Application - Message -
End. Step 3.

Fact (Story Filter) (p. 65) — First element of the Story Filter. What
actually happened? The specific, honest account of the moment — not
polished, not curated. Step 3.

Filmmakers' Secret (p. 58) — The discipline of removing from a story
every sentence that only explains rather than creates emotion, movement, or
meaning. Some scenes must be cut for the story to work. Step 3.

Find One Face (Emotional Arc) (p. /09) — Fourth element of
Choreograph the Emotional Experience. The most common reason speakers
lose emotional specificity is attempting to reach everyone simultaneously.
Find one person. Speak directly to them. Step 7.

Five Channels (p. 75) — The five sensory channels for building a full
sensory field in a story: Sight - Sound - Touch - Smell - Taste. A story that
activates only one channel is a report. Step 4.

Five Signals of Aligned Communication™ (p. /36) — The five layers
through which communication is delivered simultaneously: Emotional



Signals - Language Patterns - Vocal Energy - Physical Messaging -
Energetic Presence. When all five align, the audience experiences certainty.
Step 10.

Five Ways to Keep the Question Alive (p. 96) — Structural mechanisms
for sustaining dopamine across the full length of a presentation: resolve
one/surface another - make time visible - name the cost of failure - make the
prize visible - let someone else be at risk. Step 6.

Foundation (F.R.A.M.E.) (p. 64) — First element of F.R.A.M.E. State
the main point immediately. Give the audience direction instead of making
them wait for clarity. Lead with the answer. Step 3.

Four I's of a Great Story (p. 29) — Four outcomes of a well-told story:
Interests - Instructs - Involves - Inspires. Not four separate goals — four
outcomes of one story. Step 1.

Familiar Language Patterns (p. /09) — Four patterns for authentic
authority: Summary Prompts - Analogies and Examples - Vulnerability and
Openness - Strategic Humor.

Step 7.

Four-Phase Finale Formula™ (p. /24) — The four-phase structure for a
powerful close: Arrival - Elevation - Embodiment - Ignition. Step 9.

G

Gas Can Demonstration (p. //6) — A demonstration of how stakes
transform an ordinary moment into the only thing that matters. A person
carrying a gas can toward a stranded car while a brush fire closes in.
Adversity is the fire on the embankment. Step 8.

Growth (S.T.A.G.E.) (p. 71) — Fourth element of S.T.A.G.E.
Framework. Shows the response, action, or transformation that followed the
tension and awakening. Step 4.

Guidance Stories (p. 59) — First of the Three Story Types. A personal
experience that teaches a principle through what life forced you to learn the
hard way. Step 3.

H




Head & Heart Close (Ending Path) (p. /128) — Second of the Three
Ending Paths. Combines logic with emotion to create both conviction and
connection. Ideal for sales, leadership, and investor presentations. Step 9.

|

Igniter, The (Voice) (p. §5) — Second of the Six Voices. Full current.
High voltage. Commanding and kinetic. The voice that fills the room before
the words do. Step 5.

Ignition (Four-Phase Finale) (p. /25) — Fourth phase of the Four-Phase
Finale Formula. Ends with movement — a decision, a challenge, a call
forward. Great closings create action, not just applause. Step 9.

Impact (Story Filter) (p. 65) — Second element of the Story Filter. Why
did it matter emotionally? What did it cost, reveal, or change? Step 3.

Interruption (R.I.S.E.) (p. 56) — Second element of the R.I.S.E.
Framework. The emotional engine of the story — where it becomes alive.
What went sideways, what pressure showed up, what uncertainty entered.
Deserves the most time and the most specific detail. Step 3.

Invitation Word — 'Imagine' (p. 72) — The single most powerful word
a storyteller can use to shift an audience from passive reception to active
participation. Use as architecture, not decoration. Step 4.

Invisible Clock™ (p. 8§/) — The state in which the audience is so
completely inside what the speaker is doing that they stop monitoring time.
Built from vocal range, sensory specificity, open questions, and intentional
silence — all four working simultaneously. Step 5.

K

Key Lesson (S.P.A.R.K.) (p. 64) — Fifth element of S.P.A.R.K. 'The
reason I share this is..." State the meaning directly. Never assume the
audience will draw its own conclusion. Step 3.

Kinesthetic — Feeling-Based (Channel) (p. 47) — First of the Three
Channels of Human Connection. Responds to the physical weight of a
moment. Needs quiet. Needs space to process. Step 2.



Knowledge Addiction (p. /134) — The trap of consuming knowledge
about performance as a substitute for performing. Understanding a principle
and executing it under pressure are separated by only one currency: practice.
Step 10.

L

Language Patterns (Five Signals) (p. /37) — Second of the Five Signals
of Aligned Communication. The specific words chosen shape clarity,
certainty, and emotional impact. Every word either confirms or contradicts
the message. Step 10.

Lantern, The (Voice) (p. 8§7) — Sixth of the Six Voices. The voice of
someone who has already walked the path the audience is standing at the
beginning of. Not above them — ahead of them. Holding a light. Step 5.

M

Meaning (E.M.B.E.R.) (p. /118) — Second stage of the E.M.B.E.R. Story
Arc. Explains why the moment mattered — the belief, value, fear, dream, or
identity attached to the situation. The bridge from experience to the
audience's life. Step 8.

Message (F.R.A.M.E.) (p. 63) — Fourth element of F.R.A.M.E. Returns
to the core idea — not as repetition, but as arrival. The audience now hears
it differently because of everything that came between. Step 3.

Movement (Story Construction) (p. 30) — Third of the three structural
elements beneath the Four I's. Progression, tension, and change. Without
movement the story stalls. Step 1.

Mr. Miyagi Principle (p. /03) — The principle that the speaker is the
guide — not the hero. Miyagi never enters the tournament. His job is to give
Daniel every tool he wishes he had at the beginning, and let Daniel win.
Your job on stage is identical. Step 7.

N

Name the Feeling (Emotional Arc) (p. /08) — Third element of
Choreograph the Emotional Experience. Before writing a single section,



complete this sentence: when they leave this room, I want them to feel
. Step 7.

0

One-Line Legacy Close (Ending Path) (p. /28) — Third of the Three
Ending Paths. A close built around one unforgettable sentence — the
distilled message of the entire presentation. If people repeat it the next day,
the message survived. Step 9.

One-Thread Principle (p. 6/) — One disruption. One emotional
direction. One takeaway. The moment multiple conflicts or lessons are
introduced simultaneously, the story loses its single clear line. Step 3.

Oxytocin — Trust & Human Connection (p. 33) — Second element of
the Performance Potion. Audiences connect to honesty they recognize in
themselves. Triggered by vulnerability, shared experience, and authenticity.
Step 1.

P

Pacing Principle (p. 94) — Tension has a half-life. Every sentence of
context delivered before the first question is planted is a sentence the
audience spends without a reason to lean forward. Step 6.

Performance Potion (p. 33) — The five neurochemical responses
triggered by story — Dopamine - Oxytocin - Endorphins - Serotonin -
Testosterone. Great speakers understand this instinctively. Exceptional
speakers deploy it intentionally. Step 1.

Person (Story Ingredient) (p. 60) — First ingredient of every memorable
story. Someone the audience can emotionally recognize — real, flawed,
uncertain, and in the middle of something they did not fully choose. Step 3.

Physical Messaging (Five Signals) (p. /138) — Fourth of the Five Signals
of Aligned Communication. Posture, movement, gestures, eye contact, and
spatial awareness constantly communicate intention, confidence, and
emotional state.

Step 10.



Picture (Story Construction) (p. 30) — Second of the three structural
elements beneath the Four I's. Specific imagery — gives the audience
somewhere to stand inside the story. Step 1.

Point of Maximum Gravity (p. 76) — The single moment in every story
of maximum emotional or physical intensity. Find it before beginning. Slow
the pacing deliberately when you arrive there. Everything builds toward it.
Step 4.

Practice Log (p. 139) — After every talk — every one — write three
sentences: what worked, what you'd change, and what the audience seemed
to carry out with them. Step 10.

Practice Science (p. 139) — The six disciplines that separate committed
speakers from permanent beginners: flawless first three minutes - outline not
script - improv - questions not affirmations - performance log - observe and
match. Step 10.

Pull, The (Voice) (p. 86) — Fourth of the Six Voices. Unhurried
confidence with a current of pleasure running through it. The voice of
someone who knows exactly where the story is going and is enjoying every
step. Step 5.

Q

Question That Assigns Purpose (p. //6) — '"What did this train me to
give?' The question that converts personal adversity into transferable
purpose. Not: what did I learn? Not: how did I survive? What did this train
me to give? Step 8.

R

R.LS.E. Framework™ (p. 55) — The structural architecture of every
story that holds a room: Reference Point - Interruption - Shift - Essence. A
discipline for entering a story at the right moment — close to the tension.
Step 3.

Reason (F.R.A.M.E.) (p. 64) — Second element of F.R.A.M.E. Explains
why the foundation matters. One or two sentences that contextualize the
main point without overloading it. Step 3.



Reference Point (R.L.S.E.) (p. 56) — First element of the R.I.S.E.
Framework. Who is involved? Where are we? Two sentences maximum.
Earns its place only if it makes the Interruption more meaningful. Step 3.

Reflection (E.M.B.E.R.) (p. //9) — Sixth and final stage of the
E.M.B.E.R. Story Arc. Ends with meaning, not just conclusion. One
sentence worth remembering. Step 8.

Report vs. Relive (p. 107) — Report: a factual account delivered from
outside the experience — informs but creates distance. Relive: the story
rebuilt from inside the moment with sensory detail and real-time language
— creates empathy.

Step 7.

Reveal (E.M.B.E.R.) (p. 119) — Fifth stage of the E.M.B.E.R. Story Arc.
The breakthrough moment — the realization, shift, or decision. Where
transformation becomes visible and emotional payoff is delivered. Step 8.

S

S.P.A.R.K. Formula™ (p. 63) — Story structure for sales and leadership:
Scene - Problem - Awareness - Response - Key Lesson. Gives a story the
structure to serve a specific strategic purpose without losing emotional
power. Step 3.

S.T.A.G.E. Framework™ (p. 70) — The five-element architecture of
stories that move people: Scene - Tension - Awakening - Growth - Echo.
Step 4.

Scene (S.P.A.R.K.) (p. 63) — First element of S.P.A.R K. Paint the
environment. Engage all five senses. Step 3.

Scene (S.T.A.G.E.) (p. 70) — First element of S.T.A.G.E. Framework.
Brings people into a specific moment they can instantly visualize. Where are
we? What does the environment feel like? Step 4.

Score the Emotional Arc (Emotional Arc) (p. /08) — First element of
Choreograph the Emotional Experience. The content is the picture. The
emotion is the music. Build both deliberately. Step 7.

Serotonin — Confidence & Possibility (p. 35) — Fourth element of the
Performance Potion. Stories of resilience, growth, and meaning create



emotional elevation. When audiences see someone move through adversity
toward meaning, they feel capable of the same. Step 1.

Shadow Mix (p. 36) — The three emotional states that shut a room down:
fear without hope (creates paralysis) - constant negativity (creates
exhaustion) - manipulation (destroys trust). Step 1.

Shift (R.L.S.E.) (p. 57) — Third element of the R.I.S.E. Framework. What
changed? An action taken, a realization, or a decision made. The audience
begins feeling momentum, relief, or possibility. Step 3.

Six Hooks (p. 43) — Six proven opening techniques: Bold Unexpected
Claim - Drop Into a Scene - Forcing Question - Precisely Chosen Short Clip
- Single Reframing Fact - Get Them Laughing. Step 2.

Six Voices™ (p. 84) — The full range of a speaker who has done the
work: The Confidant - The Igniter - The Straight Line - The Pull - The
Unexpected Turn - The Lantern. Step 5.

Space Mountain Solution (p. 49) — The arc for covering all three
communication channels: begin kinesthetic — build through auditory —
escalate to visual — come back down. Repeat throughout the full length of
the talk. Step 2.

Stakes Create Focus (p. //16) — Adversity in a story functions like a
brush fire on the embankment ahead of a stranded car. Without stakes, the
walk is unremarkable. With stakes, every step is the only thing that matters.
Step 8.

Story Filter (p. 65) — Three questions every story must answer before
earning its place: Fact - Impact - Action. Step 3.

Straight Line, The (Voice) (p. §6) — Third of the Six Voices. No
decoration. No performance. No distance between the words and the truth
behind them. The full weight of exactly what is being said. Step 5.

Strategic Humor (Language Pattern) (p. //0) — Fourth of the four
Language Patterns for Authentic Authority. The humor that works comes
from truth — the recognition laugh, the slightly-too-honest moment that
makes the room feel seen.

Step 7.



Summary Prompts (Language Pattern) (p. /09) — First of the four
Language Patterns for Authentic Authority. 'Here's the bottom line.' / 'The
point I'm trying to make.' Signals that the essential is arriving. Step 7.

T

Ten Steps, Distilled (p. /45) — The complete system in ten principles —
the foundational sequence from the book's final chapter. Step 10 / Closing.

Tension (S.T.A.G.E.) (p. 70) — Second element of S.T.A.G.E.
Framework. The disruption, uncertainty, or emotional pressure that changed
the moment. What went wrong? What was at risk? Step 4.

Testosterone — Drive & Decisiveness (p. 35) — Fifth element of the
Performance Potion. High-stakes moments create intensity, conviction,
urgency, and bold positioning. Pushes audiences toward action. Step 1.

Three Channels of Human Connection (p. 47) — Kinesthetic - Auditory
- Visual. Every audience contains all three. Speaking in one register reaches
at most one third of the room. Step 2.

Three Ending Paths (p. /127) — Echo Ending - Head & Heart Close -
One-Line Legacy Close. Three structures for the close of a talk, each
serving a different outcome. Step 9.

Three Ingredients of a Memorable Story (p. 60) — A Person - A Desire
- A Barrier. The three structural elements present in every effective story.
Step 3.

Three-Story Types (p. 59) — Guidance Stories - Transformation Stories -
Turning-Point Stories. Every story serves one of these three strategic
purposes. Step 3.

Transformation Stories (p. 59) — Second of the Three Story Types. A
story about helping someone move from struggle to breakthrough. Step 3.

Turning-Point Stories (p. 59) — Third of the Three Story Types. The
moment everything changed direction — before, during, and after. The most
emotionally complete of the three types. Creates identity shifts in audiences.
Step 3.

U




Unexpected Turn, The (Voice) (p. §6) — Fifth of the Six Voices. Does
not telegraph where it is going. Arrives at angles. Finds the detail nobody
expected to be meaningful. Makes a room laugh without technically telling a
joke. Step 5.

\4

Visual — Movement Connection (Channel) (p. 48) — Third of the
Three Channels of Human Connection. Responds to energy, movement,
gesture, and imagery. They do not hear you — they see you. Step 2.

Vocal Energy (Five Signals) (p. /37) — Third of the Five Signals of
Aligned Communication. Tone, pace, pauses, rhythm, volume, and
inflection carry emotional meaning beyond the actual words. Step 10.

Vulnerability and Openness (Language Pattern) (p. /09) — Third of
the four Language Patterns for Authentic Authority. Being real. Sharing
uncertainty without apologizing for it. Appropriate honesty does not weaken
credibility — it creates it. Step 7.

W

WE-Centric Language™ (p. 103) — The systematic shift from I-centric
to audience-centric language. The speaker becomes the guide. The audience
becomes the protagonist. Every story ends with the audience feeling more
capable — not more impressed by the speaker. Step 7.




NEXT STEP: BE FREE — THE
JOURNEY CONTINUES
Break Your Sound Barrier

The Speak Your Rhythm™ Operating System (SYR OS) is not just about
telling your story well. It is about what happens when your story begins to
tell the truth about who you are and what you are here to carry. It is for the
moments when something inside you knows there is more, but fear,
hesitation, and old patterns keep trying to talk you out of it. This is where
the work becomes personal. It is not simply about communication
technique. It is about the quiet, often unspoken ache of wondering whether
your voice matters, whether your story matters, whether you matter.

That is why this next step is so important. Be Free is about more than relief
from pressure or the absence of resistance. It is about the return of
something essential — the ability to speak without shrinking, to move
without apology, and to choose your voice with intention instead of leaving
it to chance. The SYR Operating System helps uncover what has been
buried, give shape to what has been unnamed, and build the confidence to
say what has been waiting to come out. It meets people where they are, but
it does not leave them there.

That is also what Break Your Sound Barrier means. It is the moment you
stop letting fear, doubt, comparison, and self-protection keep your voice
trapped on the inside. It is the internal wall that makes you second-guess
what you know, soften what you mean, or stay silent when your words could
matter. Breaking that barrier is not about becoming louder for the sake of
sound. It is about becoming freer, clearer, and more willing to let the real
message through.

And that is what makes this section feel like a true continuation of the
journey. It opens the door to everything that becomes possible when your



voice is no longer trapped behind doubt. It points toward books,
masterclasses, coaching, keynote concerts, and a larger life of expression,
contribution, and freedom. Speak Your Rhythm. Break Your Sound
Barrier. Be Free. This is not the end of the story. It is the moment you
realize the story was always trying to move you forward.

It all starts when you— Speak Your Rhythm.

Author Information

Craig Colley is a three-time published author, keynote concert speaker,
Guinness World Record holder, musician, coach, and founder of the Speak
Your Rhythm OS & Craig Colley Keynote Concert Experience.

For speaking engagements, media inquiries, and additional resources:
CraigColley.com

Keep Your Rhythm Moving
Continue the journey, exercises and resources at craigcolley.com/start




Disclaimer

The information in this book is presented for educational and informational
purposes only. It reflects the author’s experiences, observations,
interpretations, and practical application of storytelling, communication, and
performance principles.

The author and publisher make no representations or warranties regarding
the accuracy, completeness, or suitability of the information contained
herein. Individual results may vary based on circumstances, effort,
preparation, experience, and how the material is applied.

This book is not intended to provide legal, financial, medical, psychological,
scientific, or other professional advice. Readers seeking guidance in those
areas should consult appropriately qualified professionals.

References to neuroscience, psychology, physiology, neurochemicals,
sensory experience, and related concepts are presented for general
educational purposes and from the perspective of a performer, storyteller,
and communication practitioner. These concepts are discussed and applied
as practical frameworks for understanding communication and performance
dynamics and are not intended as clinical, diagnostic, or medical claims.
The author is not a physician, neuroscientist, psychologist, or other scientific
or medical professional.

The stories, examples, and experiences presented throughout this book are
intended to illustrate storytelling principles and communication techniques.
Some examples and stories have been created, composited, or altered for
illustrative purposes or to protect privacy. Any resemblance beyond persons
or events explicitly identified is coincidental.

Originality, Intellectual Property & Proprietary Names

The frameworks, systems, methodologies, tools, exercises, and named
concepts presented in this book reflect the author’s original synthesis,
developed through decades of live performance, keynote speaking,
coaching, storytelling, and communication work.



The original text, exercises, illustrations, descriptions of frameworks and
methodologies, and other copyrightable expression contained in this
publication are protected by applicable copyright law.

The following names and identifiers are claimed as trademarks by Craig
Colley:

Speak Your Rhythm™; R.1.S.E. Framework™; S.T.A.G.E. Framework™;
S.P.A.R.K. Formula™; AARDVARK Hook™; F.R. A.M.E.™; C.H.O.R.D.
Framework™ (Connect, Hear, Open, Repeat, Deliver); The Invisible
Clock™; Six Voices™; E.M.B.E.R. Suspense Engine™; WE-Centric
Language™; Four-Phase Finale™; The Rhythm of Relevant Resilience™;
Triple R™; Strike a Chord™; Demystifying AI™; and Craig Colley
Keynote Concert Experience™.

The ™ symbol denotes a claim of trademark rights and does not indicate
federal registration unless otherwise stated.

Third-Party References

References to third-party people, companies, products, services, books,
films, television programs, songs, places, trademarks, and other works are
used for identification, autobiography, commentary, education, comparison,
or illustrative purposes.

Third-party trademarks and copyrighted works remain the property of their
respective owners. Their inclusion does not imply sponsorship, affiliation,
endorsement, or other association between the respective owners and the
author, publisher, or any related program or service.

Copyright, Reproduction & Licensing
© 2026 Craig Colley. All rights reserved.

No part of this publication may be reproduced, distributed, republished,
transmitted, adapted, or commercially exploited except as permitted by
applicable law or with written permission from the applicable rights holder.

Purchase of this book does not grant a license to reproduce, distribute, adapt,
or commercially exploit the protected content contained herein, or to
represent oneself as authorized, certified, endorsed, or licensed by Craig
Colley or any associated program.

Al & Machine Learning



The author reserves all rights available under applicable law with respect to
the use of this publication for artificial intelligence or machine-learning
training, model development, automated data extraction, or similar
computational uses. No license for such uses is granted by the purchase or
lawful possession of this book except as otherwise permitted by applicable
law or expressly authorized in writing by the applicable rights holder.
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Permissions & Licensing

For permission to reproduce protected material from this book, or for
inquiries regarding commercial licensing, training, certification, or use of
Craig Colley programs and materials, visit CraigColley.com.

Continue Your Speak Your
Rhythm™ Journey

The steps in this book are designed to help you recognize where you are—
and where you want to go next.

Visit craigcolley.com/start or scan the QR code to access your
FREE Speak Your Rhythm™ Starting Profile
and companion resources.

Your Starting Profile will help you identify your current strengths,
uncover opportunities for growth, and establish a personal starting
point for the journey ahead.



Your story is already in motion. Keep going.

Every framework in this guide is explored in full in

Speak Your Rhythm Through Storytelling

A 10-Step Masterclass System
From Preparation to Performance

Available wherever books are sold

and at CraigColley.com
ISBN 979-8-9966994-0-7
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A 10-STEP MASTER CLASS SYSTEM

e
From preparation to Performanc

/@

The complete
Speak Your Rhythm Through Storytelling

Online Video Masterclass is available at CraigColley.com.
Every framework in this guide taught live, with drills, study guides, and
one-on-one coaching options.



THE SPEAK YOUR RHYTHM
OPERATING SYSTEM

Everything in this list is built to extend what you started in this book. Each
product works on its own. Together they form a complete system — from
reading to practicing to performing.

Speak Your Rhythm Through Storytelling — Workbooks:

Study Guides, Acronym and Framework Reference & Drills

Writing space and extended exercises for every drill in all ten steps.

The Pre-Stage Punch List - Free download

Ten things to check in the three minutes before you walk out.

Perform Your Rhythmn

The performance companion — wardrobe, pre-show, travel, A/V, and self-
care for live performers and keynote speakers.

Speak Your Rhythm Online Video Masterclass

The complete ten-module online course. Every step taught on camera with
full drill segments.

Speaker Lab

Hands-on training for speakers at every stage. Live, hybrid, and online
workshops, plus private and group coaching.



All products, workshop locations, times, and dates available at CraigColley.com
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