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Why these five
I broke down 102 of the top-performing talking-head videos from the last year. Different

niches, different creators, different camera setups. When I looked at the underlying

structure, almost every video that earned its watch-through was built on one of five

shapes.

You don't need a clever idea every time you post. You need a shape your idea can sit

inside.

That's what this guide gives you. Five shapes, a memory hook for each, a real example

pulled verbatim from a working video, and one prompt you can use today on a topic you

already know.

Pick one. Pin it to your wall. Use it on your next three videos.

— Preston



F R A M E WO R K  1

The Numbered List
Memory hook: Count it up

The hook tells the viewer how many things are coming. Then you deliver them in order,

one per beat, with a one-line reason each. The viewer commits to staying because they

know the shape of the contract.

S T R U C T U R E

1. Hook with the number. "Here are five things every 22-year-old should do before

they're 30." The number is the promise.

2. Item one + one-sentence why. Don't explain it for thirty seconds. State it. Move.

3. Item two through N. Same shape. Stay parallel.

4. Close. Either a follow-CTA, a save-this-for-later, or a tease for the next video in the

series.

H OW  TO  R E M E M B E R  I T

One number in the hook. Always.

One sentence of reasoning per item is enough.

Keep items in the same shape (all verbs, all nouns, all warnings).

If you have a bonus, tease it inside the hook: "and the fifth one most people skip."

Cap at five items for a 60-second clip. Three is great. Seven is too many.

End by pointing at what's next, not by summarizing what you said.



E X A M P L E  ( F R O M  A  R E A L  V I D E O  T H AT  WO R K E D )

"If you're in your 20s, then these are the five things you need to do to make sure you

don't end up broke by the time you're 35.

One, get a job, work hard, and don't ask for more money because you don't deserve it

yet. This is a season to learn, not to earn.

Two, read this book, The Defining Decade by Dr. Meg Jay. This book will teach you to

make deliberate and proactive choices in your 20s that will shape the next 40 years of

your life.

Three, learn to increase your skills because college is not enough...

Four, choose your friends wisely. The world will teach you that drinking and drugs is a

normal way to have fun. Don't do it.

Five, save and invest 20% of your paycheck every month. If you don't develop this

good habit now, I promise you will end up like the rest of the United States where they

live paycheck to paycheck.

Give me a follow and I'll talk about more actionable steps."

WATCH Original on Instagram →

Notice the structure does the work. The credibility line ("a 37-year-old self-made

millionaire and former public school teacher") goes in beat one, not the hook. Each item

gets one move and one warning. No item gets a tangent.

T R Y  T H I S  TO DAY

Pick a topic you've taught at least once in conversation. Write down the number of

things people get wrong about it. If the number is between three and five, you have your

hook. Start drafting.

https://www.instagram.com/reels/C9atuV6s3J0/


F R A M E WO R K  2

The Acronym System
Memory hook: Name it, walk it

You give the framework a name. You walk through each letter on a worked example. The

acronym is a handle the viewer leaves with so they can find your content again later.

PREP, SPAT, BLUF, FORMAT, TOP-T. Most of mine come from real coaching sessions,

not from a brainstorm.

S T R U C T U R E

1. Hook with the question the framework solves. "How can you sound more articulate

when you get put on the spot?"

2. Name the framework + spell it out. "Use PREP. Point, Reason, Example, Point."

3. Walk it on a worked example. Don't define the letters in the abstract. Demo them on

a question your audience could actually be asked.

4. Meta callout. "See, I'm just following the framework." This is the move that makes the

framework feel teachable instead of magic.

5. Close with the why or a resource. "That's why I never stumble. Try it on your next

interview question."

H OW  TO  R E M E M B E R  I T

The acronym needs to be 3–5 letters and pronounceable.

The demo is the product. Skip the demo and the framework feels abstract.

One worked example beats three abstract definitions.

Always say the acronym at least twice in the video so it lands.

Don't invent an acronym you wouldn't recommend to a friend in real life.

If your acronym needs an asterisk, it's not a framework. It's a list.



E X A M P L E  ( F R O M  A  R E A L  V I D E O  T H AT  WO R K E D )

"How can you speak more fluidly and articulately when you're put on the spot?

Well, the key is to use this framework: PREP. It stands for Point, Reason, Example,

Point.

Let me demonstrate how you can practice this on easier questions, questions where

you're not necessarily struggling to find an answer.

For example, what if I were to ask you, what was the best purchase you made in 2023?

Watch how I answer this.

The best purchase I made in 2023 was this whiteboard. The reason why this was the

best purchase I made is because it helped skyrocket my viewership. On TikTok, for

example, every time I used this whiteboard to demonstrate key concepts, I noticed that

those videos performed way better. In fact, one video got more than 300,000 views,

while the others, where I was just doing a talking head without the whiteboard, only got

a few hundred views. For that reason, I am really excited about using this whiteboard in

more future videos this year.

See, I'm just following the framework. Every single sentence lines up to the

framework."

WATCH Original on Instagram (Preston Chin) →

That last line is the most important sentence in the entire video. It's the moment the

viewer understands the shape they just watched. Don't skip it.

T R Y  T H I S  TO DAY

Take a piece of advice you've given the same person twice. Compress it into a 3–4 letter

acronym. Don't reach for cute. Reach for accurate. Test it on a friend. If they can repeat

it back fifteen minutes later, you have a framework.

https://www.instagram.com/p/C7Wem6MRclM/


F R A M E WO R K  3

The Belief Inversion
Memory hook: Flip the false belief

Most people think X. Actually it's the opposite. Here's why, and here's what to do

instead. This is the most shareable shape in short-form because the viewer leaves with a

new mental model they can use immediately.

S T R U C T U R E

1. Hook with the false belief. "People think workouts build muscle, but it's actually the

opposite."

2. Name the mechanism they were missing. Not just "you're wrong." Explain what's

actually happening underneath.

3. Prove it. Cite the study, the math, the personal experience, or the analogy. The

viewer needs one piece of evidence to update their priors.

4. Land the new frame. State the new mental model in one sentence. Give them

permission to behave differently.

H OW  TO  R E M E M B E R  I T

The false belief has to be one most of your audience actually holds.

The reframe has to redefine a term, not just contradict it.

One piece of evidence is enough. Three feels like an argument; one feels like a

revelation.

The new frame should feel like permission, not like homework.

Don't be cute. The viewer is updating a mental model, not enjoying a punchline.

Save your strongest belief inversions for the videos you most want to go viral.



E X A M P L E  ( F R O M  A  R E A L  V I D E O  T H AT  WO R K E D )

"This represents your muscles before, during, and after a workout.

People think workouts build muscle, but it's actually the opposite.

When you lift weights, this causes damage and also the addition of new myofibers,

which are separate processes.

Protein provides the building blocks for repair and new growth, but you also need

enough recovery time. This is around 48 hours before you should target the same

muscle group again.

So to make the best progress possible, nail your nutrition and give your muscles the

time they need to get bigger and stronger."

WATCH Original on Instagram →

The video lands in 45 seconds because the mechanism is simple: damage plus repair

beats damage alone. No tangents, no warnings, no "as I always say." The reframe is the

product.

T R Y  T H I S  TO DAY

Open your notes app. Write the sentence: "People think X, but actually Y." Fill in X with

something your audience said to you in a DM this month. Fill in Y with the one-sentence

correction you keep wishing they'd hear. That's your hook.

https://www.instagram.com/p/C-ta_pvhfvK/


F R A M E WO R K  4

The Bad Example Corrected
Memory hook: Show the wrong, then fix it

You demonstrate the wrong way live, on camera. You diagnose what made it wrong in

three words. Then you demonstrate the right way. The contrast does the teaching. The

viewer can feel the bad version, so the correction earns its weight.

S T R U C T U R E

1. Hook as prohibition. "Never start your presentation like this." The viewer immediately

wants to know if they do the thing.

2. Perform the bad version. Play the character. Use the voice. Sell it.

3. Three-word diagnosis. "There's no energy." Don't write a paragraph. Drop the

verdict and move.

4. Perform the right version + the rule. Show the better version live, then state the

principle that made it better. The viewer needs both the demo and the why.

5. Close with a follow or save CTA. This is the most shareable shape, so optimize for

save and send.

H OW  TO  R E M E M B E R  I T

You have to be willing to act out the bad version. If you can't, pick a different

framework.

The diagnosis is three words at most. The shorter, the harder it hits.

The right version doesn't need three rules. One or two is enough.

The viewer is watching to see if they're guilty. Make the wrong version specific

enough to recognize.

Don't break character mid-demo. Stay in the bad version until the diagnosis.

This shape works best on common mistakes, not rare ones.



E X A M P L E  ( F R O M  A  R E A L  V I D E O  T H AT  WO R K E D )

"Never start your presentation like this.

Hi everyone, my name is Preston and today we're going to talk about...

There's no energy.

So instead, start with a yes or no question.

For example, how many of you have ever rambled at work? Raise your hands. So it's

pretty clear that everyone feels this way.

Well, in this presentation, I'm going to share three frameworks that will help you speak

clearly and concisely in impromptu scenarios.

This question has two important components. The first is it should be so easy to

answer that even if someone were drunk at a pub, they could answer yes or no. And

secondly, it should connect to your main topic.

Follow me for more communication tips."

WATCH Original on TikTok (Preston Chin) →

The whole video is 50 seconds. The diagnosis ("There's no energy") earns its place

because it's exactly what the viewer was already thinking. You're naming a feeling, not

introducing a new one.

T R Y  T H I S  TO DAY

Record yourself doing the wrong version of something you teach. Watch it back. If you

can't watch it without cringing, you've found the right starting point. The cringe is the

hook.

https://www.tiktok.com/@prestonchinspeaks/video/7390017182123543850


F R A M E WO R K  5

The Step-by-Step
Memory hook: Click-by-click

You cap the effort in the hook ("in 30 minutes," "in 60 seconds," "in three steps"). Then

you walk the viewer through the sequence with a visible demo at each step. The payoff

is concrete: at the end, they have something they didn't have when they pressed play.

S T R U C T U R E

1. Hook with the goal and the time cap. "Here's how to set up your AI workflow in 30

minutes." The cap is the contract.

2. Tease the most important step. "And step 4 is the most important." This earns the

watch-through.

3. Step 1 named + shown. Title the step. Demo it on screen or describe it concretely.

4. Steps 2 through N. Same shape. Each step needs a name and a visible move.

5. Payoff + resource CTA. Either show the finished result or send them somewhere to

keep going.

H OW  TO  R E M E M B E R  I T

The time cap in the hook is load-bearing. Without it, the viewer doesn't know what

they're agreeing to.

Each step needs a name. "Open the app" is not a step. "Create your context folder"

is.

Tease the most important step in the hook to win the watch-through.

If you're going to send people to a comment-trigger DM, you need to deliver a real

resource. Don't waste the click.

Keep steps to three or four. Five is the absolute cap for short-form.

The viewer wants permission to copy the sequence verbatim. Give it to them.



E X A M P L E  ( F R O M  A  R E A L  V I D E O  T H AT  WO R K E D )

"Most people don't realize that it only takes you 30 minutes to set up a complete AI

workflow that saves you more than 5 hours every day of research.

Save this video, because here's how to build one in 30 minutes — and step 4 is the

most important.

Step 1. Create a Claude context folder with 3 files: an about-me doc, a brand voice doc,

and a working style doc. The more context you give it, the less prompting you need.

Step 2. Set global instructions in your settings. Use load every single session

automatically, which means Claude always knows how you work and how you think.

Step 3. Create a specific role. Sales, legal, marketing, data. These turn Claude from

being a generalist into a specialist in that specific role.

Step 4. Probably the most important step is back prompting. End every prompt that you

give it with 'ask me clarifying questions before you start.' That way, Claude won't

guess and will ask you questions on how to build your project.

If you want to save it for later, comment 'co-work' and I'll send you the guide. Follow

for more tech and AI."

WATCH Original on Instagram →

The "step 4 is the most important" tease is the move that earns the full watch-through.

Without it, half the viewers would bail at step 2.

T R Y  T H I S  TO DAY

List the steps you take to do something that takes you under an hour and that someone

keeps asking you about in DMs. Strip the list to four steps. Time-cap it in the hook.

That's your video.

https://www.instagram.com/p/DVkNKAqDxzJ/


What to do this week
Pick one framework. Not all five.

Find a topic you've explained at least twice in conversation in the last month.

Map it to the framework you picked. Draft the script in fifteen minutes. Record it

on your phone in one take.

Post it. Then do the same thing tomorrow with the same framework.

The goal isn't to use all five. The goal is to internalize one until the shape feels

obvious. After that, the next one is easy.

A B O U T  T H I S  G U I D E

This guide was put together from a study of 102 top-performing talking-head videos in

the MELDA swipe library, which we use to train MELDA, our AI tool for short-form

creators.

Are you a short-form creator? Want early access to MELDA? Join HERE.

— Preston

STACKING  DAYS  ·  FREE  GUIDE  ·  PRESTON  CHIN  ·  PRESTONCHIN .CO

https://www.melda.co/

