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CHAPTER 1
YOU’RE HOLDING THE

TOOLBOX… BUT HAVE YOU
CLAIMED THE TREASURE?

YOU’VE SEEN THE TOOLS. Tasted what’s possible.
But here’s the truth: Tools don’t build empires - stories do. And

the right story? It changes everything.
I Think I Swallowed an Elephant: The Stories We

Sell, The Success We Build isn’t just a book. It’s the blueprint
for turning persuasion into transformation - in your business, your
life, and every relationship that matters.

Inside these pages, you won’t !nd "u#. You’ll !nd !re:
• How to rewire the stories running your life - and start writing

ones that make you unstoppable.
• Why chasing the wrong goals is killing your momentum - and

how to lock onto what actually moves the needle.
• The psychology behind every “yes” - and how to ethically in"u‐

ence with clarity, con!dence, and conviction.
• Stories of real people, real brands, and real results - all built

with better strategy, better action, and the kind of storytelling that
sticks.

If this toolbox gives you the “how,” the book gives you the power.
The mindset shift. The spark. The edge.

Want the Whole Story? Or Just the Highlights?
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Grab your copy of I Think I Swallowed an Elephant now -
and discover how to reshape your story, your work, and your life…
one bold bite at a time.

Available at: [bryaneisenberg.com/elephant]
Or just search I Think I Swallowed an Elephant on Amazon.
Let’s make this real. Together. You’ve got what it takes - now take

what’s yours.

Bryan



CHAPTER 2
WELCOME TO THE ELEPHANT’S

TOOLBOX

YOU DID IT. You decided to invest in your growth, future, and the
story you’re creating - by reading I Think I Swallowed an Elephant:
The Stories We Sell, The Success We Build.

That book is about perspective, mindset, and understanding the
hidden forces that drive change. But insight alone isn’t enough. You
need practical, actionable, real-world tools that you can apply today.
That’s where this bonus guide comes in.

This eBook is your toolbox - a curated collection of 21 powerful
tools that help you eat the next elephant, tackle your next challenge,
and tell the next story.

Each tool is:
• Simple to understand
• Flexible to use in life, business, health, or relationships
• Proven by experience and psychology
You don’t need to use all 21 tools at once. Just pick one or two,

apply them, and watch the results. Then come back for more. This is
a resource you’ll return to again and again.

Ready to take action? Let’s dive in.



CHAPTER 3
TOOL #1: THE FIRST MENTAL

IMAGE (FMI)

WHAT IT IS:
The First Mental Image is the opening scene you plant in some‐

one’s mind that snaps their attention, rewires their focus, and drags
them straight into your story.

How to Use It:
1 Hook Hard: Start with something jarring, vivid, or emotionally

charged. No #u$.
2 Ignite Imagination: Use words that make people see, hear, or

feel what you describe.
3 Bridge to the Message: Shift quickly from the image to your key

point - while their mind is still lit up.
Example:
Instead of: “Let’s talk about productivity.”
Say this:
“Imagine standing in front of a 10-foot-tall elephant, fork in

hand, wondering where to take the %rst bite.”
Boom - you’ve hijacked their brain. Now they’re with you, step

after step.
Pro Tip:
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Deploy this in emails, sales calls, social posts, speeches -
anywhere you need attention fast. Facts fade. Images stick. And the
!rst one you create? That’s the one they’ll remember.



CHAPTER 4
TOOL #2: THE FEEDBACK LOOP

FRAMEWORK

WHAT IT IS:
The Feedback Loop is your real-time performance upgrade

system. It helps you track progress, adjust instantly, and stay out of
the trap most people fall into: !ying blind.

How to Use It:
1 Set a Micro-Goal: Something you can hit today or this week.
2 Track Inputs: Measure what you do - not just what happens.
3 Review + Tweak: What worked? What !opped? Adjust and go

again.
Example:
In business:
• Goal: Book 5 client calls this week
• Input: Send 20 targeted outreach emails daily
• Feedback: Did I send them? What replies came in? How can I

sharpen the message?
Pro Tip:
Focus on actions, not outcomes. You can’t control results - but

you can master your behavior. And mastery of input? That’s the fast
track to consistent wins.



CHAPTER 5
TOOL #3: THE WIIFM FILTER

WHAT IT IS:
WIIFM = What’s In It For Me? It’s the question your audience -

whether a customer, partner, or team - always asks !rst. This !lter
ensures your message speaks to their needs, not yours.

How to Use It:
1 Flip the Focus: Start from their perspective, not yours.
2 Answer WIIFM Fast: In the !rst sentence or headline, show

why it matters to them.
3 Link to Outcome: Connect what you o#er to their goal, pain, or

desire.
Example:
Instead of: “Our software tracks KPIs in real-time.”
Try: “Hit your monthly goals faster - see exactly what’s working

(and what’s not) in real-time.”
Pro Tip:
Write “What’s in it for them?” above your message when in

doubt. Don’t stop editing until the answer is crystal clear.



CHAPTER 6
TOOL #4: THE FOCUS SHIFT

AUDIT

WHAT IT IS:
Where your attention goes, results follow. This tool helps you

identify what’s stealing your focus and redirect it to what truly moves
the needle.

How to Use It:
1 Track Attention: For 3 days, note where your time and mental

energy go.
2 Identify Distractions: What’s low-value? What’s reactive vs.

proactive?
3 Shift and Schedule: Reallocate time to high-impact actions.

Schedule them.
Example:
You notice you’re checking email 12x a day but spending zero

time on client outreach.
Shift: Batch email twice a day. Block 90 minutes daily for

outreach.
Pro Tip:
Your calendar is the agenda that re"ects your priorities - or your

distractions. Audit it monthly and choose to pay attention on
purpose.



CHAPTER 7
TOOL #5: THE ENVIRONMENT

RESET CHECKLIST

WHAT IT IS:
Environment drives behavior. This checklist helps you design

your surroundings to trigger better habits and eliminate friction.
How to Use It:
1 Clear Clutter: Remove physical and digital distractions from

your work and home zones.
2 Add Triggers: Place visual or physical cues for desired habits.
3 Reduce Friction: Make good habits easy and bad habits hard.
Example:
Want to walk daily?
• Shoes by the door.
• Calendar block for “10-min walk.”
• Phone on “Do Not Disturb” during that time.
Pro Tip:
Your environment is either working for you or against you.

Reevaluate  it every 90 days and optimize it intentionally.



CHAPTER 8
TOOL #6: THE STORY SPINE

WHAT IT IS:
A storytelling framework used by Pixar and top-notch communi‐

cators to craft memorable, persuasive stories.
How to Use It:
Use this simple sequence:
• Once upon a time…
• Every day…
• Until one day…
• Because of that… (repeat 2–3 times)
• Until #nally…
• And ever since then…
Example (Business Story):
Once upon a time, small businesses struggled to manage

customer relationships.
Every day, they lose time and leads by juggling spreadsheets.
Until one day, we built an app that simpli#ed it all.
Because of that, they saved hours and closed more sales.
Until #nally, they grew faster with less stress.
And ever since then, managing customers has been simple.
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Pro Tip:
Use this for sales pitches, case studies, presentations, or social

media. It taps into the brain’s natural love of story.



CHAPTER 9
TOOL #7: THE NARRATIVE

MEMO TEMPLATE

WHAT IT IS:
Inspired by Amazon’s 6-page narrative memo, this tool helps you

present ideas clearly and persuasively, engaging logical and
emotional thinking.

How to Use It:
1 Start with the Story: Describe the customer or user experience

in real life.
2 Outline the Problem: What challenge exists, and why does it

matter?
3 Present the Solution: What’s your idea, product, or change -

and how does it help?
4 Anticipate Objections: Address concerns before they arise.
5 Support with Data: Add facts, trends, and results that back

it up.
6 End with Action: Clear next steps or decision points.
Example Use:
Pitching a new product, proposing a strategy shift, or convincing

leadership to act. This format helps people see, feel, and believe your
idea.
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Pro Tip:
Write for a human reader, not a robot. Clarity wins over clever‐

ness. And always start with the story.



CHAPTER 10
TOOL #8: THE CONSENSUS

MAP

WHAT IT IS:
In complex decisions, you’re not persuading one person - you’re

convincing a group. This tool helps map the stakeholders and align
interests.

How to Use It:
1 Identify Players: Who’s involved in the decision (users, buyers,

in"uencers, blockers)?
2 Map Motivations: What does each person want, fear, or care

about?
3 Tailor the Story: Craft messages for each role to create

alignment.
Example:
Selling software to a company:
• CEO: Wants ROI.
• IT: Wants security and ease of use.
• Team Leads: Want better work"ows.
• You need to address all needs to win the sale.
Pro Tip:
No consensus = no sale. Align the story to make each person a

hero in the decision.



CHAPTER 11
TOOL #9: THE TRIZ 40 ANSWER

SHORTCUT

WHAT IT IS:
TRIZ is a system for solving problems creatively by looking at

how challenges have been solved in other industries.
How to Use It:
1 De"ne the Problem: What’s the friction or contradiction?
2 Consult TRIZ Principles: Look at one of the 40 inventive

principles.
3 Cross-Pollinate: How has another industry solved this?

Apply it.
Example:
Henry Ford studied meatpacking conveyor belts that disassem‐

bled carcasses to invent the automobile assembly line.
Your business might borrow from hotel concierge services to

improve customer support.
Pro Tip:
Innovation = borrowing with purpose. Don’t reinvent the wheel -

reposition it.



CHAPTER 12
TOOL #10: THE CHARACTER

DIAMOND

WHAT IT IS:
A 4-part framework to de!ne your personal or business brand

with clarity and authenticity. It ensures consistency with room for
growth and creates a brand people can trust, relate to, and remember.

How to Use It:
1 Core: What is unchanging about you or your brand? This is the

foundation, the essence that guides all actions and decisions.
2 Purpose: What drives you? What mission or belief fuels your

work and resonates with your audience?
3 Vulnerabilities: What are your real struggles or challenges?

Sharing these creates a human connection and builds trust.
4 Idiosyncrasies/Quirks: What are the distinctive traits, habits, or

unexpected behaviors make you authentic and memorable?
Example (Personal Brand):
• Core: Empathy and clarity.
• Purpose: Empowering others through knowledge.
• Vulnerabilities: I struggled with burnout and was overwhelmed.

I learned to build sustainable systems.
• Idiosyncrasies/Quirks: Tells stories with humor; collects

vintage typewriters; starts meetings with a quirky question of the day.
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Pro Tip:
People connect with humanity, not perfection. This diamond

helps you stand out without selling out - building an authentic, relat‐
able, and unforgettable brand.



CHAPTER 13
TOOL #11: THE SCARCITY

TRIGGER

WHAT IT IS:
People act faster when something feels rare, limited, or exclusive.

Scarcity creates urgency - not manipulation, but focused motivation.
How to Use It:
1 Identify Scarcity: Is it time-limited, quantity-limited, or access-

limited?
2 Be Transparent: Explain why it’s limited. Authenticity builds

trust.
3 Call to Action: Use speci"c deadlines or limits to drive

decisions.
Example:
“Enrollment closes Friday at midnight - only 20 spots remain for

1-on-1 coaching.”
Pro Tip:
Scarcity works only when it’s real. False urgency erodes trust;

honest scarcity creates action.



CHAPTER 14
TOOL #12: THE COMMITMENT

LADDER

WHAT IT IS:
People are more likely to take big actions after starting with small

commitments. Each “yes” builds momentum - this is the ladder
e!ect.

How to Use It:
1 Start Small: Ask for a low-friction #rst action (email signup,

quiz, comment).
2 Increase Engagement: Follow with medium commitment

(watch video, book call).
3 Invite the Big Step: O!er the high-commitment action (pur‐

chase, transformation).
Example:
Free guide → Webinar → Coaching program. Each step builds

trust and con#dence.
Pro Tip:
Design your funnel or process as a ladder. Guide people up -

don’t push.



CHAPTER 15
TOOL #13: THE SOCIAL PROOF

BUILDER

WHAT IT IS:
People trust what others say about you more than what you say.

Social proof reduces doubt and builds belief.
How to Use It:
1 Collect Stories: Testimonials, reviews, case studies. Highlight

transformation.
2 Show Numbers: “Over 5,000 customers served.” Volume

creates con"dence.
3 Highlight Community: Show people like your audience

succeeding.
Example:
“This course helped me "nally launch my business - within 30

days, I had my "rst paying client.”  - Sarah M.
Pro Tip:
Before/after stories beat features, people want to see themselves

in others’ success.



CHAPTER 16
TOOL #14: THE DOPAMINE LOOP

DESIGN

WHAT IT IS:
Dopamine drives motivation and reward. Create small “wins”

that trigger it - and people stay engaged and consistent.
How to Use It:
1 Break Goals into Milestones: Smaller steps = more wins.
2 Track Progress Visually: Checklists, streaks, badges, or charts.
3 Celebrate Success: Recognize e"ort, not just results.
Example:
Fitness app: Daily streaks and progress rings that reward

consistency.
Pro Tip:
Your brain craves completion. Design experiences that reward

action fast and often.



CHAPTER 17
TOOL #15: THE EMPATHY MAP

WHAT IT IS:
A tool to step into someone else’s world - to understand what they

feel, think, see, and fear. Empathy drives connection.
How to Use It:
Ask these four questions:
1 What are they hearing and seeing?
2 What are they thinking and feeling?
3 What are they saying and doing?
4 What are their pains and gains?
Example:
Before writing copy for a product, use this map to shape your

message around real concerns and goals.
Pro Tip:
Understanding beats persuasion. When you know your audience

deeply, you won’t need to “sell” - you’ll just solve.



CHAPTER 18
TOOL #16: THE INATTENTIONAL

BLINDNESS TEST

WHAT IT IS:
We miss what we’re not looking for - even when it’s right before

us. This tool helps you reveal blind spots in your decisions or data.
How to Use It:
1 List Assumptions: Write what you believe about the situation.
2 Ask: “What would prove me wrong?”
3 Gather New Input: Seek data or feedback that challenges your

view.
Example:
A business believes customers love their website because

analytics show lots of interaction within the website. New user inter‐
views revealed frustration with navigation - something the data alone
didn’t show.

Pro Tip:
Curiosity beats certainty. Questioning assumptions opens break‐

throughs.



CHAPTER 19
TOOL #17: THE PRIMACY AND

RECENCY RULE

WHAT IT IS:
People remember the !rst and last things they experience. This

rule helps you make key points stick.
How to Use It:
1 Strong Start: Lead with a hook or big idea (First Mental Image).
2 Memorable End: Finish with a clear takeaway or call to action.
3 Minimize the Middle: Simplify or repeat key ideas for

retention.
Example:
Presentation: Open with a bold story. Close with a visual call to

action. Recap the key bene!ts.
Pro Tip:
Bookend your message. Start strong, end stronger - that’s what

they’ll remember.



CHAPTER 20
TOOL #18: THE ‘GOT IT!’

MOMENT GENERATOR

WHAT IT IS:
This is the moment when everything clicks - when insight

becomes action. Designing for this creates belief and buy-in.
How to Use It:
1 Simplify the Idea: Boil it down to one sentence or metaphor.
2 Make It Visual: Use a sketch, analogy, or demo.
3 Connect Emotionally: Show how it solves a real problem.
Example:
Instead of explaining “compound interest,” show how a penny

doubled for 30 days becomes over $5 million.
Pro Tip:
Simplicity + Emotion = ‘Got It!’ Craft aha moments on purpose.



CHAPTER 21
TOOL #19: THE SIMPLIFY TO

AMPLIFY RULE

WHAT IT IS:
Less noise = more impact. This tool helps you cut clutter and

focus on what matters most.
How to Use It:
1 Ask: What’s the ONE thing? What’s the core message or

action?
2 Remove Extras: Eliminate anything that distracts from that

core.
3 Highlight the Core: Make it impossible to miss.
Example:
Website: Instead of 5 calls to action, have one big, clear CTA.
“Start your free trial” in bold.
Pro Tip:
Clarity converts. The more you simplify, the more people take

action.



CHAPTER 22
TOOL #20: THE NAVIGATOR’S

COMPASS

WHAT IT IS:
Are you drifting - or charting your course? This compass helps

you align daily actions with your true direction.
How to Use It:
1 De"ne Your North Star: What’s your ultimate goal or value?
2 Set Weekly Intentions: What three3 things will move you

closer this week?
3 Review Daily: Each day, ask: Am I navigating or drifting?
Example:
North Star: Build a business with freedom and impact.
This week: Create a lead magnet, email 10 leads, and record 1

video.
Daily check: Did I act like a navigator today?
Pro Tip:
Small actions compound. Daily navigation beats occasional

inspiration.



CHAPTER 23
TOOL #21: THE ACTION-TELLS-

THE-STORY FRAMEWORK

WHAT IT IS:
Words matter. Actions matter more. This framework ensures

your actions match your message, building trust and momentum.
How to Use It:
1 Clarify the Story: What do you want people to believe

about you?
2 Align the Action: What action would prove it true?
3 Repeat Consistently: Let actions become your brand.
Example:
You say you’re committed to health.
Action: Daily walk + meal prep.
Story: “They don’t just talk health - they live it.”
Pro Tip:
Action is persuasion. People follow what you do, not what

you say.



CHAPTER 24
CONCLUSION: THE NEXT

ELEPHANT AWAITS

CONCLUSION: The Next Elephant AwaitsYou now hold 21 tools -
each designed to help you communicate clearly, act boldly, and trans‐
form intentionally.

But tools only work when you use them. Don’t wait to master all
21 - pick one today and take action. Test it. Tweak it. Make it yours.

The next challenge - the next elephant - is waiting. You’ve
already proven you can take the "rst bite. Now, you have the toolbox
to go further.

And remember:
Transformation isn’t a single act. It’s the story you live, one action

at a time.
Let’s write the next chapter - together.
Stay connected, share your wins, and get more tools at

bryaneisenberg.com.




