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Strategic Storytelling

Strategic Storytelling is more than just a communication
framework. It is a thought process that establishes a
foundation for how an organization thinks about itself.

There is a why behind everything you do. Tell that story. Live that story.

Growing your business, driving sales, enhancing or protecting your reputation,
Strategic Storytelling is the purposeful identification and alignment of stories
around a common objective. Your narrative is the sum of the stories that define
what you do, why, and how you do it.

Your narrative is a call to action - driving change, engagement, and
understanding through thought leadership.

An organization’s narrative is traditionally established by the stories that are
told about it. Strategic storytelling flips the script, proactively identifying the
narrative based on pragmatic analysis of an organization’s what, why, and how.
Opportunities are then sought out to illustrate your chosen narrative with
timely, actionable, and meaningful stories.

Strategic storytelling puts an organization in control of its narrative.
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An Interactive, Engaging
Brainstorm - a Catalyst for
Thought Leadership and Brand
Recognition

The Opportunity Audit is the first and most crucial step on the Pinnacle
Pathway for Strategic Storytelling. It is a great way to get started on your
strategic storytelling journey. This uniquely interactive brainstorming session is
a catalyst to uncover compelling stories in the everyday things you do.

It builds the framework for your narrative by asking you to think about what you
do, why, and how you do it.

questions

Go deeper than the physically apparent.
Identify the experiential vision of what
someone sees you doing.

Understand the different levels of your
motivation. There is a why behind
everything you do.

In what ways are your
techniques different or
better than others?




The Pinnacle Pathway

The Pinnacle Pathway is a four-step Strategic Storytelling roadmap. A purposeful
journey that identifies and deliberately structures stories to achieve your goals.

It is your guide for identifying who you are and telling your story.

The first step on the Pinnacle Pathway. The
Opportunity Audit is a creative catalyst
that identifies compelling stories in the

routine things you do every day. It's the first

step in building a narrative that showcases
the genius in your organization with timely,
meaningful, and actionable stories that
resonate.

Opportunity Audit

We take everything learned in
the Opportunity Audit and .
create a calendar of moments to | d eation

tell your story.

Your narrative comes to life. We tell your
story by leveraging the moments created for
. you. Building powerful calls-to-action that
Im P lementation position your organization as the thought
leader in the arenas you serve,

your brand.

Incorporate your narrative into the whole
P of your operation as a guiding principle for




Effective Strategic Storytelling identifies timely, meaningful, and actionable
opportunities to tell your story.

Timely

Apply your knowledge and expertise to discussions of immediate public

interest, or by recognizing connections to historical and operational
anniversaries.

Meaningful

Make people care. Leverage topics that resonate and speak in positive,

solution-focused language that illustrates how your expertise is bettering
lives.

Actionable
Use language that spurs engagement.




Strategic Storytelling - a narrative
for your business

Strategic Storytelling builds a narrative that can serve as a guiding principle for your
organization. This is the immersion step on the Pathway. Immersing your narrative
into the functional areas of your business helps ensure an organization is living its
chosen narrative.
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Ways to immerse your narrative internally include:

e Decision-making guide - risk management filter
e Reinforce team behaviors that reflect the narrative
e Procedural and workflow alignment
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Strategic Storytelling
as a driver of
your brand

Strategic Storytelling divides your brand into subsets that elicit emotional
connections with stakeholders. The timely, actionable, and meaningful themes are
applied again, here, to create stories that resonate.

Physical
Timely ‘
Thought
Leadership Brand Value
Actionabl Financial
.

Brand Value Messaging

Bill Mellander

The two subsets focus on brand value - physical and financial.

Physical value is tangible. This includes customer service and the structural elements
of your products and services. Consider the difference between what your

customers need and what they want. Both are important. A want is something that an
individual desires. A need is something that, regardless of a customer’s perception, is

necessary.

Financial value is more than a wallet discussion. What are customers paying for, how
are they paying for it, and why are they paying for it? Value does not mean being the
cheapest. Being the cheapest is a strategy, not a fact. Your products and services are
different because they are superior. Your value proposition is where your strategy
combines the physical and financial aspects.
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Bill Mellander

Bill Mellander, Pinnacle Communications Group
Managing Strategist and Chief Storyteller

Bill is an innovative leader and adept strategic
storyteller. For twenty-five years, he has helped
organizations identify and leverage their narratives. His
strategic storytelling architecture identifies meaningful,
actionable, and timely opportunities that are the
foundation for powerful calls to action.

Bill's background is diverse. A Fortune 50
communications leader working with public and private
sector partners. He began his career as a television
journalist. Bill left television and became a hurricane
chaser as the National Catastrophe Media Relations
Manager for Allstate Insurance Company, recognized
nationally as an expert in catastrophe communication
management. He has since worked with organizations in
eleven countries to implement frameworks for strategic
storytelling.
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