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‘People will forget what you said, people will forget 
what you did, but people will never forget how you 
made them feel’.

Maya Angelou
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According to most studies, people's number one fear 
is public speaking. Number two is death. Death is 
number two. Does that sound right? This means to 
the average person, if you go to a funeral, you're bet-
ter off in the casket than doing the eulogy.

– Jerry Seinfeld

Everybody hates giving presentations, right? Well, not 
quite everybody, as we discovered when we put this 
popular axiom to the test.

In our research, we encountered some strange folk 
who rather like talking in front of others. Public-
speaking heavyweights who have won awards for their 
speeches, or who feel most alive when they are coach-
ing others to stand up and deliver a presentation.

Prologue
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That’s brilliant because we can all learn from their 
experiences. In this book we’ve pulled together expert 
advice, interviews with practitioners, popular blog 
posts and helpful models to give you the resources to 
deliver awesome presentations. 

The professionals still get nervous, they still make 
mistakes, and they still tell bad jokes once in a while. 
But we discovered that they’ve found ways to use fear 
to their advantage, to hide the mistakes and make 
sure that the bad joke is forgotten – while the main 
point is not. 

That’s something for us all to learn. We’re not taught 
how to argue and persuade at school. Or in the work-
place. And yet we’re called on frequently to share 
ideas with others, to present our work to colleagues, 
or to ‘say a few words’.

So whether you’re a keynote speaker looking to hone 
your skills or an intern about to present your findings 
to the team – this book is for you.

Dip in and find the chapters you need the most. 
Whether it’s vanquishing anxiety, wielding props or 
dealing with hecklers, get the confidence to nail your 
next presentation, speech or pitch.

With our help, you’ll ace it.

And by the end, you might even enjoy it too.



10 Prologue
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Part 1 
On the stage



Have you ever been asked this question:

What do you want to be when you grow up?

If so, you’re going to love the third example in this 
chapter. That’s how Emilie Wapnick begins her 
presentation on vocation and calling. 

You don’t have to begin with a question, but you do 
have to begin with something. The first couple of min-
utes of your presentation are crucial for gaining your 
audience’s attention and trust. So what are you going 
to do to make an impact?

There’s no need to freeze. There’s no need to hesitate. 
If you plan your opening in advance, you can start off 
with energy and interest no matter how you feel on 
the day.

A very good 
place to start
How to grab your audience 
from the get-go
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The good news is that there are many arresting ways 
to kick things off. We’ve found eight tried-and-tested 
techniques from real life presentations, and there are 
bound to be more. Pick the one that best suits your 
subject matter and style – and knock ‘em dead right 
from the first word. 

Me? I wanted to own a zoo.

1. Amplification
Take something minor and demonstrate it’s a seri-
ous problem. Take something farfetched and make it 
seem real. Take something alien and make it close to 
home. The surprise factor will have them hanging on 
to your every word.

Good for:
Grabbing your audience’s attention, challenging 
expectations.

Example:
It’s widely accepted that girls tend to do better than 
boys in school. Philip Zimbardo begins his talk with 
a series of startling facts – ‘Boys are 30 percent more 
likely than girls to drop out of school … Girls out-
perform boys now at every level, from elementary 
school to graduate school’ – turning this idea into a 
nationwide issue. 
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The reverse of this is to take something seemingly scary 
or complicated and make it very simple.

We know that Malaria kills half a million people each 
year, and we’ve had a cure for it since the 1600s. Wait, 
what? Now speaker Sonia Shah has our full attention. 

2. Summon the senses
Stimulate your audience’s imagination by describing 
a scene in vivid detail, or ask them to remember a 
particular memory and recall what they saw, smelled, 
heard and felt. You could even make them aware of 
their physical surroundings in some way.

Tying what you’re saying up with physical memories 
will help your audience retain information for longer.

Good for:
Creating a lasting impression, making your ideas 
come alive.

Philip Zimbardo: The demise of guys?

https://www.ted.com/talks/sonia_shah_3_reasons_we_still_haven_t_gotten_rid_of_malaria?language=en
https://www.ted.com/talks/zimchallenge?language=en#t-8487
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Example:
Amy Cuddy makes her audience ‘do a little audit’ of 
their bodies. She asks them ‘how many of you are 
sort of making yourselves smaller? Maybe you’re 
hunching, crossing your legs, maybe wrapping your 
ankles?’ Activating the audience’s sensory awareness 
(before revealing what those body habits mean) gives 
her talk greater resonance.

3. Personalisation
Even well-meaning people won’t act until an issue 
affects them personally. Make the problem relevant to 
your audience by showing that it affects (or is caused 
by) them or their community.

An effective twist on this is revealing an unimagined 
connection between our current actions and things 
happening in the future or in far-flung places.

Amy Cuddy: Your body language shapes who you are

https://www.ted.com/talks/amy_cuddy_your_body_language_shapes_who_you_are?language=en
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Good for:
Making your audience care, making complex 
ideas simple. 

Example:
Emilie Wapnick asks the audience ‘Raise your hand if 
you’ve ever been asked the question “What do you want 
to be when you grow up?”’, bringing cultural attitudes 
towards skills and work into the spotlight and revealing 
how it affects our perceptions of ourselves.

Emilie Wapnick: Why some of us don’t have one true calling

4. Pose a puzzle
Opening with a puzzle piques your audience’s curiosity 
from the get-go. It could be a problem, a riddle or the 
conundrum at the heart of your theory. It could be a 
real-world puzzle or a metaphor for the ideas in your talk.

Leave the puzzle open-ended but direct your audience 
to some place they can find the answer if you want them 
to continue engaging with your content after the talk. 
Or, promise to tell them the answer at the end so they 
listen throughout.

https://www.ted.com/talks/emilie_wapnick_why_some_of_us_don_t_have_one_true_calling
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Good for:
Waking up your audience’s brains, inspiring curiosity.

Example:
If someone gave you a candle, some thumbtacks and 
some matches, could you attach the candle to the wall 
so the wax doesn’t drip onto the table? Dan Pink’s can-
dle puzzle challenges us and provides a springboard for 
discussion of what motivates us in the workplace.

Dan Pink: The puzzle of motivation

5. Ask a question
Your questions could probe the listener’s personal 
memories, sense of identity, or general knowledge – 
whatever gets the cogs turning. Asking questions is 
an effective way of prompting your audience to have 
an ‘aha!’ moment. 

Opening questions are usually rhetorical as you’re 
asking the listener to self-analyse, but you might like 
to direct them somewhere that they can share their 
ideas or experiences with you. 

https://www.ted.com/talks/dan_pink_on_motivation?language=en
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Good for:
Helping the audience recognise a problem or come to 
some conclusion.

Example:
Kelly McGonigal asks her audience to raise their hand 
if they’ve experienced different levels of stress over 
the past year. Almost the whole audience responds 
and demonstrates, very quickly and simply, how 
endemic a problem stress is.

6. Start with a quotation
Quoting a famous person is an easy way to borrow 
a little of their power, especially if it’s someone 
respected by your audience. If they’re a more obscure 
choice, there’s no harm in reminding your audience of 
that person’s credentials.

Kelly McGonigal: How to make stress your friend

https://www.ted.com/talks/kelly_mcgonigal_how_to_make_stress_your_friend?language=en
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Your audience may read personal things into your 
choice, so choose carefully. People are likely to have 
personal associations with famous quotes or speakers, 
so be mindful of this too.

Good for: 
Giving your talk respectability, summing up an 
argument or an idea. 

Example: 
Elizabeth Nyamayaro’s chosen quote – ‘As Africans, 
we must uplift all the people of Africa’ – serves as the 
heart and soul of her entire presentation. It expresses 
the principles at the heart of her work, and tells her 
audience something of her as a person. 

Elizabeth Nyamayaro: An invitation to men who want a better 
world for women

https://www.ted.com/talks/elizabeth_nyamayaro_an_invitation_to_men_who_want_a_better_world_for_women?language=en
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7. Story time
Stories are the most effective tool for inspiring empathy 
and understanding in the listener. It’s also a vastly 
underrated skill in the business world, even though it 
can engage your audience’s minds in incredible ways.

Telling a personal story may make us feel vulnerable, but 
it’s an opportunity to show confidence and character. 
Telling the story of someone you admire demonstrates 
your values. The story of a customer proves you listen 
and take pride in providing a good service.

Good for:
Explaining ideas in an accessible way, synchronising 
the audience’s emotions with your own. 

Example:
Peter Attia begins his story ‘I’ll never forget that day 
back in the spring of 2006' – and now neither will we. 
His story is powerful not just because it’s illustrative 
of the wider problem he’s describing – but because he 
expresses genuine emotion as he tells it. 
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8. Make them laugh
Making a joke makes your audience feel warmer 
towards you and more receptive to your ideas. The best 
presentation jokes involve self-deprecating humour, 
so being able to laugh at yourself is a must. You could 
also exaggerate a story for effect. 

Your sense of humour tells your audience a lot about 
your values and can be a shortcut to building trust. 
It may also help them feel more comfortable about 
sharing their ideas and joining in if that’s a part of 
your presentation. 

Good for:
Relaxing your audience, building rapport. 

Peter Attia: Is the obesity crisis hiding a bigger problem?

https://www.ted.com/talks/peter_attia_what_if_we_re_wrong_about_diabetes
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Example:
Shawn Anchor’s perfect comic timing makes this 
opening anecdote side-splittingly funny. The humour 
makes it easier for us to open up to what he’s trying 
to say, making the serious message of his talk all the 
more impactful.

Shawn Anchor: The happy secret to better work

https://www.ted.com/talks/shawn_achor_the_happy_secret_to_better_work?language=en


When brain scientist Jill Bolte Taylor delivered a TED talk 
in 2008, she brought out a prop to demonstrate her 
findings.

First there were gasps of anticipation from the audience. 
Then sounds of incredulity. Eventually, the room fell 
silent in rapt wonder before sounding relieved when 
the object was finally taken off the stage.

What prop could cause such a stir? It was something 
that every person in the room already owned – a real 
human brain.

Only this one came in on a tray, without a body, and with 
the cerebral cortex flapping about underneath.

It is a striking example of the power of a well chosen prop.

Bring out 
the brains
How to use props to zhoosh 
up your talk
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International speaker Rob Bell is known for defying 
the maxim that the art of preaching is dead. On one 
tour, he spoke each night for 75 minutes with no notes, 
no presentation, and the only other thing on stage a 
small pile of chairs at the back, probably an oversight 
from the janitor.

Except halfway through his talk, Rob pulled the chairs 
to the front of the stage, one by one, and cleverly posi-
tioned them to illustrate his point. It felt wonderfully 
spontaneous, but the props were planned to perfec-
tion, hidden in plain sight.

The impact of an ordinary object transformed - or a 
remarkable one unveiled - has the power to transform 
your plain presentation into a potent one.

They can pique interest, reinforce a point, anchor your 
message or give your audience a laugh. 

You don’t have to do a Bill Gates and liberate a jar of 
mosquitos to get noticed – there are plenty of ways to 
use a prop without terrifying your audience.

Here are five examples of presenters using weird and 
wonderful props to make their talks unforgettable. 
If you can stomach the real brain, it pops up in 
number three.

https://www.youtube.com/watch?v=BX_Nz_Q_TPw
https://www.youtube.com/watch?v=BX_Nz_Q_TPw
http://www.ted.com/talks/bill_gates_unplugged?language=en
http://www.ted.com/talks/bill_gates_unplugged?language=en
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1. The funny prop

Tom Savage: Is ambition killing us?

Tom Savage’s Tedx talk is great, and his sense of humour 
is a big part of it.

The bucket provides a unifying theme for Savage’s 
talk, while the humour relaxes the audience and 
makes us more receptive to his ideas.

https://www.youtube.com/watch?v=FZBo1j5Zmbo
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2. The explainer prop

Andy Puddicombe: All it takes is 10 mindful minutes

Trying to describe an idea to a bunch of people with 
different fields of expertise and learning styles is 
tricky business.

Andy Puddicombe makes the metaphor ‘juggling lots 
of balls’ literal, and it’s surprisingly effective at repre-
senting thought processes. It ensures that when we 
remember his talk we’ll see those balls spinning and 
be reminded to examine our thoughts.

https://www.ted.com/talks/andy_puddicombe_all_it_takes_is_10_mindful_minutes?language=en
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3. The surprise prop

It makes perfect sense for a talk about the brain to fea-
ture a brain – but the audience’s shock and excitement 
when Jill Bolte Taylor brings one onstage (02:15) is 
audible.

Most people in the audience won’t have seen a real 
human brain before, and this prop will have them 
talking about and sharing the experience for years 
to come.

Jill Bolte Taylor: My stroke of insight

https://www.ted.com/talks/jill_bolte_taylor_s_powerful_stroke_of_insight?language=en
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4. The anticipation prop

One by one, Amy Tan explores the things that are said 
to inspire creativity – abnormal brains, trauma, moral 
ambiguity, cosmic intervention – and whether they 
are applicable to her.

She dismisses these to some extent, building our 
expectation and keeping us riveted until her muse is 
revealed – a tiny pooch!

Amy Tan: Where does creativity hide?

https://www.ted.com/talks/amy_tan_on_creativity?language=en
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5. The metaphorical prop

Dananjaya Hettiarachchi uses a rose as a symbol for 
the beauty and uniqueness in every individual person.

Tearing apart the rose demonstrates what is done to 
us emotionally in times of adversity, and synchronises 
the emotions of the audience in empathy. When the 
rose is resurrected we feel hopeful, and Hettiarachchi’s 
message is made much more potent.

Ultimately, using a prop is about visually anchoring 
your ideas – making them solid in your audience’s 
minds. It’s about providing something memorable, 
something interesting that they can talk about which 
will help spread the word.

If you can’t think up the perfect prop – don’t force it. But 
if you can, you might find that it adds layers of depth to 
your presentation that would be impossible otherwise.

Dananjaya Hettiarachchi: World Champion of Public Speaking 2014

https://www.youtube.com/watch?v=bbz2boNSeL0
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What are the most common challenges 
for novice speakers?

The most common are nerves, displayed by ums, 
ers, looking at the ground, walking or mov-
ing around aimlessly, talking too fast or even 
seizing up.

Overuse of notes or having a very carefully scripted 
speech (this used to be my major challenge) are 
also common.

And what about experienced speakers? 
What do they still grapple with?

Going over time.

“I told a joke about a 
JCB that fell flat”
Gerry Prewett is the Editor of the Toastmasters Newsletter in Perth 
and recipient of the Distinguished Toastmaster (DTM) Award. 

Interview

http:/canningtoncommunicators.toastmastersclubs.org/


How to Nail your Next Presentation 31

Most Toastmasters speeches 
are 5-7 minutes, and many 
experienced speakers reach 
8-9 minutes before they 
realise the audience has 
become bored.

Then there’s lack of 
preparation, or trying to 
say too much.

What can we do to avoid falling into 
these traps?

An absolute key is don’t panic.

Lost your place? Well, the audience does not 
know what you are going to say – so you can 
always make it up.

Also, have a couple of ‘mantras’, such as: tell them 
what you are going to tell them, tell them, and 
then tell them what you have just told them; pose 
a question that does not require an answer; have 
a shocking opening.

George Burns said the secret of a great speech was 
to have a strong opening, a strong closing, and to 
make the two as close together as possible. Very 
wise advice.

The secret of a 
great speech was 

to have a strong 
opening, a strong 

closing, and to make 
the two as close 

together as possible



32 Bring out the brains

What is the best way to carry on after 
a ‘mistake’?

Stop, compose yourself, and 
move on. I once spoke at a 
mining convention in front 
of an audience of 300 mine 
managers and scientists.

I told a joke about a JCB that 
fell completely flat. I heard the silence where there 
should have been laughter – so I just moved on.

And never apologise, it only brings the attention 
back to the mistake.

Never apologise, 
it only brings the 
attention back 
to the mistake



When we think of body language, we often picture a 
complex vocabulary of gestures intended to manipu-
late an audience.

We imagine a slick politician 
who’s perfected a mix of hand 
movements, eye contact, ‘hon-
est’ smiles, and frowns of con-
cern. Or a cunning CEO who 
can command the compliance 
of his directors with one well-
placed gesture.

It’s like baking a cake, we assume. Just throw in 
a pinch of gently interlaced fingers, a helping of 
assured nodding, a modicum of subtly pursed lips 
and – voila – you look like a caring, engaged, and 
thoughtful speaker.

The way 
you move 
A body language 
masterclass

If you want a simple 
and authentic way 

to develop your 
body language skills, 

forget the tricks
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If you want a simple and authentic way to develop your 
body language skills, forget the tricks. Instead, develop 
natural and powerful body language with the help of 
these two personas.

1. The Lover
The Lover just adores the audience. He wants to create 
energy and excitement around his topic.

He uses wide, energetic gestures. His hands and arms 
are usually open so that you can see his palms, and he is 
not afraid to raise them above chest level.

Just like a good MC, he is a master in arousing the 
crowd’s enthusiasm because he loves to use his energy 
in effervescent motion.

His eyes are beaming with eagerness, and he embraces 
the entire crowd with his gaze so nobody feels excluded.

His face is full of affection, produced by animated eye-
brows and a hearty smile. His breathing is dominated 
by inhalation, which gives his voice urgency.

He prefers chest to belly breathing as this helps his 
excitement.

When to use
The Lover is great for arousing your audience’s enthusi-
asm. He is great at opening a talk and raising the energy 
of the room at any moment. His captivating energy can 
also bring focus to a space that has been infected with 
boredom and dullness.



How to Nail your Next Presentation 35

How to access your inner Lover
 ∙ Make your gestures open and wide.

 ∙ Don’t be afraid to raise your arms above your belly 
and show your palms to the audience.

 ∙ Lean forward a little and imagine that you are hold-
ing your dear listeners in a huge embrace.

 ∙ Make your movements faster than usual and bigger 
than they would normally be.

 ∙ Don’t be afraid to be grand, lovers are larger than 
life and this is how we all want them to be.

 ∙ Let your face and eyes express your enthusiasm 
more than you usually would.

 ∙ Breathe faster than usual and allow your chest to 
move. Start by putting your hand on your breast 
bone and try to move it fast with your breathing.

 ∙ Let your voice project this inspiration far and up.

2. The Bulldog
The Bulldog is the exact opposite of the Lover. She’s not 
afraid to deliver a difficult message.

Her slow, measured movements are testimony to her 
gravitas. Her hand gestures are steady and economical, 
usually limited to her forearms only. She rarely moves 
the whole of her shoulders when speaking.

The Bulldog’s eyes and face seem unfazed even by 
the most intimidating crowds. Her posture is stable 
because she is well-rooted in her feet and rests her 
weight on her heels. Indeed, it is in her rooted legs that 
most of her unmovable power resides.
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When to use
The Bulldog is excellent when you need to deliver 
unpopular news. Use her power to withhold a storm of 
criticism and respond with clarity and conviction. The 
bulldog is unmatched in a crisis because her body lan-
guage is designed to arouse confidence.

How to access your inner bulldog
 ∙ Start with your posture. Make sure you can feel your 

feet touching the ground and let them grow deep 
imaginary roots.

 ∙ Then feel your back and the huge supportive space 
behind you.

 ∙ Look at your audience from somewhere deep 
and quiet inside. Allow your face and gestures to 
communicate this quiet certainty by keeping your 
expressions to a minimum.

 ∙ Inhale and exhale from the depths of your 
lower belly.

 ∙ Once you feel the characteristic weight of the 
Bulldog, begin to move and speak from that place. It 
may feel strange but its impact is guaranteed.

The most inspiring speakers are those who explore the 
entire spectrum of their body language to bring their 
message across.

Understanding your inner Lover and Bulldog will help 
you develop both inspiring and commanding body 
language – and provide access to the exciting spaces 
in between.
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Should you walk around the 
stage during your presentation?

In 2015, former British Prime 
Minister Gordon Brown gave a 
speech about his idea of social 
democracy and the future of 
the political party he once led. 
And Twitter turned him into a 
Proclaimers-soundtracked joke.

His crime? Walking around a bit on stage while 
speaking – covering 1.3 miles in the process.

Gordon Brown vs The Proclaimers

The most inspiring 
speakers are those 

who explore the 
entire spectrum of 

their body language

https://www.youtube.com/watch?v=eDqHNjSCg_U
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What do the pros think about pacing? Here’s Kimberly 
Weisul writing for Inc.com, inspired by Stanford 
University’s Matt Abrahams:

Walk during transitions. Now, when do you traverse 
that big stage? During transitions. There is no need 
to go hiking from stage left to stage right as you’re 
trying to make an important point. It’s distracting 
for everyone. You can, and should, walk during 
transitions. Otherwise, stand in one place and make 
your point.

And, in agreement, this is VMware’s Oliver Roll writing 
for Entrepreneur.com:

Tame your happy feet. Don’t wander around on 
stage. The more you walk around, the more your 
audience will follow you around rather than listen-
ing to what you have to say. For each of your mes-
sages, it’s best to stand still, slow down and project. 

Walk around in between key talking points and while 
describing less important details. Drop an anchor 
when you come to your next important message.

http://www.inc.com/kimberly-weisul/public-speaking-how-to-take-control-of-the-stage.html
http://www.inc.com/kimberly-weisul/public-speaking-how-to-take-control-of-the-stage.html
http://www.entrepreneur.com/article/238442
http://www.entrepreneur.com/article/238442
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But here’s Jim Nichols of Stern+Associates on 
Forbes com:

Own the stage. Every venue is different, but if you 
have the opportunity to move freely, do so. Instead of 
hiding behind a podium or leaning against a table, 
walk around the stage; make eye contact with your 
audience, and use gestures to your advantage. Be 
animated and convey your passion for the topic.

The consensus seems to be that anywhere between 
stock-still and Gordon Brown is just fine. Ultimately 
it’ll be up to you to decide what works for you.

http://www.forbes.com/sites/jimnichols/2014/04/30/command-center-stage-10-tips-for-powerful-presentations/#7d10a1f267cb
http://www.forbes.com/sites/jimnichols/2014/04/30/command-center-stage-10-tips-for-powerful-presentations/#7d10a1f267cb


All good things must come to 
an end, even your presentation. 
Especially your presentation. 
The way you close has a huge 
effect on how your audience 
responds and remembers what 
you talked about.

A weak ending will leave them unenthused and 
uninspired – within a few hours they may even have 
forgotten your message.

But a strong ending will fire them up. A strong ending 
motivates and empowers. A strong ending encourages 
people to take action. 

So how do you leave people talking about you long 
after the auditorium or meeting room has emptied? 
We asked Dee Clayton, motivational speaker, public 

All good things 
How to close out with style

A strong ending 
motivates and 
empowers. A strong 
ending encourages 
people to take action
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speaking trainer and author of Taming Your Public 
Speaking Monkeys (M-Y Books, 2012) to share her 
insight and experience. 

1. Call your audience to action
It’s not enough to assume your message will inspire 
people to take action. You need to actually tell them to 
take action.

The call-to-action is Dee Clayton’s preferred method of 
closing a speech.

Summing up the action you want your audience to 
take is a great way to finish up. To do this, it’s best to 
use a two-pronged approach:

1. Start with a negative motivation – help them see 
how bad things will be if they don’t do what you 
are suggesting.

2. Finish with a positive motivation – paint a picture 
of how good things will be when they do what 
you recommend.

Dee stresses the importance of following this order.

Always give the negative first, followed by the 
positive. You’ll end on a motivating high and will 
maximise your chances of inspiring the audience 
into action.
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2. Refer back to the 
opening message
Closing a presentation with a look back at the open-
ing message is a popular technique. It’s a neat way to 
round off your message, whilst simultaneously sum-
ming up the entire speech.

There are a few ways to approach this technique:

 ∙ Set up a question at the beginning of your speech 
and use your ending to answer it.

 ∙ Finish a story you started, using the anecdote to 
demonstrate your message.

 ∙ Close with the title of the presentation – this works 
best with a provocative, memorable title.

Do you know who’s really good at this technique? 
Stand up comedians. They often make jokes early in 
the set that they unexpectedly refer back to (in a differ-
ent context) at the end.

This is known as callback comedy and it often gen-
erates the biggest laugh of the night. It’s a powerful 
move because it creates a feeling of familiarity and 
camaraderie with the audience, making them feel like 
they’re in on the joke.
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3. Practice the rule of three
The rule of three is a simple, yet powerful and effective 
method of communication. We use it in written and 
spoken communications all the time (did you notice I 
used it just then?).

The rule of three is the understanding that ideas, 
concepts and beliefs are more memorable and 
interesting when presented in threes. 

It’s a very persuasive number, three.

Here are three excellent real-world examples of the 
rule of three. First, Winston Churchill:

This is not the end. It is not even the beginning of the 
end. But it is, perhaps, the end of the beginning.

Now, Julius Caesar:

Veni, vidi, vici.

And Benjamin Disraeli:

There are three kinds of lies: lies, damned lies, 
and statistics.
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4. Close with a summary
‘If you’ve already explained your content well and in 
an engaging way, there is no need to summarise the 
content again at the end,’ Dee Clayton says.

She’s right. There are far more powerful ways to end 
your presentation. However, it might be necessary 
if your message is particularly complicated or your 
speech is a long one.

Summarising content can be a little dry – both for you 
and your audience. Make your summary more palata-
ble with humour, a fascinating anecdote or interesting 
linguistic devices (like repetition, rhyming, and the 
rule of three).

5. Don’t end with the questions
If Dee has one absolute speechwriting no-no, it’s this:

Never end with the questions. Too many people 
make this mistake. If you get a negative question, 
you’ve dulled the whole presentation and the audi-
ence leave on a negative note. Always do the ques-
tions before the wrap up.

Too many people end with questions and it often goes 
off track. This is memorable for no one. By the time 
you’ve answered a handful of semi-relevant questions, 
the audience have forgotten most of what you’ve 
told them.

Take questions throughout your presentation so they 
remain pertinent to the content.
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6. Make it clear that 
you’ve finished
Nothing is more uncomfortable than the deafening 
silence of an audience working out if you’ve finished.

Your closing words should make it very clear that it’s 
the end of the presentation. The audience should be 
able to read this immediately, and respond (hopefully 
with applause).

If the applause isn’t forthcoming, stand confidently 
and wait. Don’t fidget and certainly don’t eke out a 
half-hearted, ‘And that just about covers it. Thank you’.

Dee used her two-pronged approach to explain the 
importance of making your ending clear:

If you don’t spend some time considering how to 
end your presentation, you may find yourself floun-
dering at the end. You may wonder why few people 
actually action what you suggest and why there’s 
no reassuring applause! But when you do put a bit 
of thought, planning and practice into your ending, 
you will look confident, inspire the audience into 
action and be able to leave the stage with your head 
held high.

And isn’t that all we really want from our 
presentations?
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Public speaking is really not rocket science, it’s 
pretty straightforward – but we get in our own 
way and worry about what the audience is think-
ing, as well as worrying about being perfect. 

My motto is ‘Be prepared, not perfect.’

What’s the most rewarding part 
of your job?

I do this to empower people 
to find their own voice. 
Particularly people who 
are convinced that they’re 
terrible, that they’re bad 
public speakers.

“What you’re doing 
is having a real 
conversation with 
somebody”

The way we feel 
about ourselves has 
a huge effect on the 
way we are in front 
of other people

Bill Smartt is the founder of Smartt Talk and a top 
public speaking coach. 

Interview

http://smartttalk.com/


How to Nail your Next Presentation 47

I encourage people not to define themselves as 
bad. Just say that you could be better and you can 
work on it. If you define yourself as being bad, 
then you’re telling yourself there’s no way you 
could ever improve.

The way we feel about ourselves has a huge effect 
on the way we are in front of other people. If you 
feel better about yourself and feel more confident, 
that’s going to translate when you’re speaking in 
front of a group.

Do your clients share common fears, 
motivations or goals?

What everybody has in common is that they want 
to improve. You’ve got people who are really good 
speakers, and speak at conferences, and they 
want to be even better. Then you have engineers 
and tech workers who have really good ideas 
but they’re challenged to communicate them 
effectively, whether that’s to co-workers, teams 
or clients.

Being able to stand in front of a group and exude 
that confidence makes a huge difference in any-
one’s path, in anyone’s career.
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You help people make ‘authentic 
connections with their audiences’. 
What makes a connection authentic?

I define it as: being present in the moment with 
the people in the room, and truly connecting to 
what you’re saying, as you say it.

It’s really rooted in remembering to breathe, in 
taking your time, and making eye  contact.

You give a point, you look 
at someone, you check to 
see that they’ve received 
it, then you move on to the 
next person. You give them 
a point, you check to see if 
they’ve received it.

What you’re doing is having a real conversation 
with somebody. 

How do you help people control 
feelings of fear?

Every single person who has to speak has a certain 
amount of anxiety, a certain amount of adrena-
line, and that’s normal. When you get up you just 
have to go, ‘Oh yeah I’m sweating profusely, and 
my heart rate is up, and that’s normal. And that’s 
what usually happens.’ 

Normalise it, instead of catastrophizing it.

Normalise 
fear, instead of 
catastrophizing it
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How important is it to practise?

It’s absolutely one of the most important parts. 
People will spend 95% of their time coming 
up with their content, working on PowerPoint. 
But I tell my clients that practising out loud will 
absolutely pay off.

This doesn’t mean memorizing your talk. It’s 
knowing the points that you want to hit, but 
keeping it conversational.

Once you hit the stage, forget the technical stuff 
and just focus on one thing: what do you love 
and what is it that you really want to give to 
the audience?

You have this gift of information. Focus on how 
much you love to give the audience that gift. 
That’s where authenticity comes from, and that’s 
when you can really connect with the words as 
you’re speaking them.



Although questions are not always the best way to 
end a presentation, sometimes they are expected. 
On the plus side, question and answer sessions get 
the audience involved and prove you’re interested 
in conversing – rather than simply lecturing – on 
your topic.

Preparing your speech is eas-
ier than predicting what your 
audience might ask. But there 
are things you can do, before 
and during your talk, to make 
the time set aside for questions 
much more enjoyable.

A well-conducted Q&A session can reinforce the mes-
sage of your talk and seal the rapport that you have 
built with your audience. 

Join the Q 
How to win at questions 
and answers

When it comes 
to holding a 
Q&A session, 
preparation 
is a non-
negotiable must
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Not many people enjoy facing the unknown from their 
audience. But don’t fear. These five tips will equip you 
to ace the answers and finish the whole session in a 
positive way.

1. Do your research
World leaders, business tycoons and public presenters 
can deliver a speech without doing their own research. 
Any politician worth their salt employs a professional 
speech writer.

But when it comes to holding a Q&A session, prepa-
ration is a non-negotiable must. And sometimes the 
little things make a big difference.

Are you speaking at a venue that has a moderator and 
a regular crowd? What could the moderator tell you in 
advance about the audience?

And what about the venue? A tip such as ‘questions 
from the left side of the room can be a little harder to 
hear’ can be a small but useful gift.

2. Ask some questions of 
your own
Are you speaking at a formal event, or something more 
casual? Is the crowd huge, or small and intimate? Has 
the presentation started on time?

The answers to these questions will help you plan 
for a Q&A.
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If you started late, be ready to keep your answers crisp 
and to the point so you don’t overrun.

Small crowd? Answer the question, but why not follow 
up with one of your own? Sure, you want to keep the 
momentum, but a brief conversation can be great for 
the room.

3. Take notes as you go
During your speech, keep an eye on the faces in the 
crowd. When you find a point that resonates, make a 
quick mark on your notes.

This helps you easily refer back to the point if you 
receive a question about it later.

It’s also a great learning opportunity. Whatever you 
said at that point clearly made a strong impression, 
and that’s great to know for next time around.

4. Spot and connect 
similar points
In theory, a Q&A session is a series of random or loosely 
related questions. But, given all audience members are 
listening to the same talk, a pattern soon emerges.

Sometimes these threads will be obvious, such as:

 ‘What you said in your answer to the last question 
made me wonder, what do you think about X?’
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Sometimes it’ll be a simple case of repetition. People 
are waiting nervously to speak and don’t always real-
ise somebody else has asked their question. Here’s 
how you could deal with that:

Thank you. Your question about New York’s small 
business landscape brings us back to our earlier 
conversation about Boston. I think these two cities 
are in a similar situation right now so, actually, 
when I spoke about a plan for New York earlier, we 
can easily talk about a broader East Coast strategy 
instead.

5. Deal with hecklers politely
Never work with children or animals. You could be 
forgiven for extending that old maxim to ‘the public’. 
Anything can happen once an audience member feels 
the power of the mic in their hand.

In reality, most Q&A sessions are drama-free. Now and 
then, though, someone will ask a difficult question or 
take offence to something you’ve said.

If they refuse to let you answer them in a civil way, 
and things get out of hand, there’s only one thing you 
can do.

Smile, acknowledge them politely, and agree that 
they have a right to their opinion and a right to have 
it heard. But insist that this isn’t the right time or way 
to raise it.
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Offer to speak with them after 
the Q&A, if you’re comforta-
ble with that. Then apologise 
to the rest of the audience 
and continue.

By the time you’ve done this 
a few times, you’ll be a pro at 
anticipating and answering 
those questions, picking up on 
nuances and adapting onstage. 

Embrace the opportunity to have a dialogue with your 
audience at every opportunity, and your presentation 
skills will go from strength to strength.

Embrace the 
opportunity to have 
a dialogue with your 
audience at every 
opportunity, and 
your presentation 
skills will go from 
strength to strength



Pounding heart. Shaky legs. Sweaty palms. We’ve all 
been there. It’s very common and not at all pleasant. 

When you accept a public speaking invitation, you 
open yourself up to scrutiny. Your appearance, the 
way you interact with the audience, the tone and pitch 
of your voice – it all contributes to the impression 
you make.

We’ve all watched speakers stand behind a rostrum, 
fidget, speak in a monotone voice, and lack conviction 
in their material. They rarely make eye contact with 
the audience, and read verbatim from the document 
in front of them.

Alright on 
the night
A 5-step routine to cure 
stage fright



56 Alright on the night

We can’t help but switch off at these moments, and 
focus on the speaker instead of their subject.

But then we have the speaker who exudes confidence, 
and who engages with the audience throughout. 
Speaking with emotion, with great belief and commit-
ment, this speaker portrays passion for the subject. It’s 
compelling to watch, so we listen and learn.

These five tips will help you to beat performance 
anxiety and become that confident speaker.

1. Practice
People will spend 95% of their time coming up with 
their content, working on PowerPoint. But I tell 
my clients that practising out loud will absolutely 
pay off.

– Bill Smartt, speaking coach 

Practice is an obvious one, right? But what people 
don’t say is that it’s as much about the quality of 
practice as the quantity. Being in a new environment 
with unknown variables can throw your focus off 
your presentation.

Minimise this by recreating your presentation 
environment as much as you can. Wear the right 
clothes, set your computer or tablet up in the same 
way, keep to set timings. 

When you come to give your presentation, you’ll have 
more room in your head for the things that matter.

http://blog.crew.co/how-to-cure-stage-fright-the-science-behind-public-speaking/
http://blog.crew.co/how-to-cure-stage-fright-the-science-behind-public-speaking/
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2. Get excited
Everyone who attends is there to listen to you – 
they want you to succeed, they want to hear what 
you have to say. All importantly, from the outset, 
every speaker should remember: the audience is on 
your side.

– Paul Mason, keynote speaker

It’s natural to try to calm yourself down when you’re 
feeling stressed or anxious. But it might not be the 
best solution.

A big part of what you’re feeling is chemical responses 
in the body. So, rather than fighting them, try work-
ing with them by telling yourself that you’re excited, 
not scared.

One study showed that people who were told to focus 
on their excitement were ‘more persuasive, competent, 
confident, and persistent’. The excited speakers spoke 
for longer and reported being more comfortable.

3. Visualise success
Imagining yourself succeeding can help you to suc-
ceed in real life. One study even suggested that mental 
practice could be as effective as physical practice in 
sports like weightlifting.

http://www.inc.com/sims-wyeth/3-counterintuitive-ways-to-cure-stage-fright.html
http://www.inc.com/sims-wyeth/3-counterintuitive-ways-to-cure-stage-fright.html
http://www.inc.com/sims-wyeth/3-counterintuitive-ways-to-cure-stage-fright.html
http://www.inc.com/sims-wyeth/3-counterintuitive-ways-to-cure-stage-fright.html
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Picture yourself delivering the best possible 
presentation, and being congratulated for it. Imagine 
everything in as much detail as you can – the faces of 
the people around you, the details of the room, physical 
sensations and your emotional responses. 

If you’ve done it once – you can do it again.

4. Shift your focus
When you stand up to talk, it’s important that you 
look out at the audience. Scan the room so every 
person in there feels involved. If it’s a large audito-
rium, you can always ask if the people at the back 
can hear you speak. That engages them, and it 
shows you care.

– Paul Mason, keynote speaker

Standing up to speak in front of other people is under-
standably terrifying. Shifting your focus away from 
yourself and onto your audience reduces that fear. 
Tell yourself ‘it’s not about me’. Remind yourself that 
you’re there to do a job, and your audience probably 
aren’t even that aware of you. 

Not everyone is thinking about you, judging you, crit-
icizing you, or laughing at you. If you are nervous that 
the world is hanging on your every mistake, get over 
yourself! Better? Focus on your audience and what they 
need and deserve from you in the next 20 minutes. 

http://www.huffingtonpost.com/debra-fine/public-speaking_b_4306661.html
http://www.huffingtonpost.com/debra-fine/public-speaking_b_4306661.html
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5. Get feedback
You only have to do one simple thing: just ask. Ask 
people for help, ask for advice, and ask how you 
could be better than you are now.

– Dananjaya Hettiarachchi, Public 
Speaking World Champion 2014

Find someone you trust and perform your presenta-
tion for them. Have them take notes as you speak – are 
you speaking at a good pace? Are there confusing bits? 
Are you too stiff or formal? 

You could even set your critic the challenge of remem-
bering important bits of information from your talk. 
If they can’t remember them, adjust your delivery to 
make them more memorable. 

Just practising with another person in the room 
can help – one presenter practises in front of his 
baby daughter.

Finally...

When you feel the fear, remember why you’re giving 
the talk. Remind yourself of why it’s important. If 
you allow your belief and your enthusiasm to shine 
through, your audience will be won over. 

http://www.huffingtonpost.com/debra-fine/public-speaking_b_4306661.html
http://www.huffingtonpost.com/debra-fine/public-speaking_b_4306661.html
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I was at one of my beginners’ 
public speaking days and a 
nervous-looking participant, 
Lucy, stuck up her hand. ‘How 
can I get rid of this horrible 
sick feeling in my stomach? 
I want you to help me kill the 
nerves,  Sarah.’

I answered as I always do – nerves are not the 
enemy we think they are. In fact, they can be the 
biggest blessing in our public speaking.

More often than not, our nerves make us wobbly 
on our feet and unsure where we were certain. 

“Nerves are like an old 
friend who’s part of the 
public speaking process”

Nerves are not the 
enemy we think 
they are. In fact, 
they can be the 
biggest blessing in 
our public speaking

Sarah Lloyd-Hughes is the founder of Ginger Public Speaking and author 
of ‘How to be Brilliant at Public Speaking’ (Pearson Life, 2011).

Interview

http://www.gingerpublicspeaking.com/
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They undermine our usually confident self. They 
tell us we’re just not cut out for the spotlight. They 
laugh and say ‘told you so’ when we screw up.

But it doesn’t have to be that way. With a few sim-
ple shifts in your thinking, you can learn how to 
use your nerves for good, not evil.

We all suffer from nerves

It’s easy to think that nerves are just for rookies, 
but pretty much every experienced speaker I’ve 
ever encountered admits to getting nervous.

The difference between pros and beginners is not 
whether or not they get nervous, but whether or 
not they take the nerves seriously.

After years of speaking, I’m used to feeling 
the nerves, but I know they’ll pass. So they’re 
like an old friend who’s part of the public 
speaking process.

Your audience can’t see what 
you’re feeling

After Lucy finished her first speech, she slumped 
down in her seat and put her head in her hands. 
‘That was awful,’ she said. ‘I was shaking and 
rambling and I went bright red.’ Her group 
instantly jumped in to protest. To us, Lucy seemed 
calm, under control and likeable. We didn’t see 
any hint of her nerves.
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This happens with almost 
every speaker I encounter. And 
there’s a very simple reason 
for it.

We’re inside our body, feeling 
everything, whereas every-
one else is outside your body, 
imagining you’re doing OK. 
They can see maybe 20% of 
what you feel.

Knowing this helps you to let the nervous habits 
pass, rather than getting caught up and making 
the nerves worse.

Don’t get rid of your 
nerves, embrace 
them and use 
them to benefit 
your audience

Mistakes make the audience warm to you

Most speakers are nervous of screwing up. They play 
over and over again a scenario of failure. ‘What if I 
forget my lines?’ is the most common one.

It was what one of my speakers, Martin, was most 
afraid of. And his biggest fear came true.
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But instead of panicking, he used his freeze as a 
source of humour and turned it into perhaps the 
best moment of his speech.

Your nerves have huge energy and potential, so 
don’t get rid of your nerves, embrace them and 
use them to benefit your audience.
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Part 2 
Behind the 
scenes



STOIC
A model for purposeful 
presentations
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Some presentation topics are inherently boring, but 
often a talk is bad simply because it’s unstructured 
and overlong. 

Your audience can only store seven pieces of infor-
mation at once, and only pay full attention for seven 
minutes before their minds drift to lunch. You owe it to 
them to keep your talk brief and on-point. 

A simple way to do this is to follow the STOIC frame-
work. It’s a simple strategy for making a boring talk 
100% more bearable.

Here’s an overview with examples from researcher 
Patience Mthunzi’s brilliant TED talk ‘Could we cure 
HIV with lasers?’

Patience Mthunzi: Could we cure HIV with lasers?

https://www.ted.com/talks/patience_mthunzi_could_we_cure_hiv_with_lasers?language=en
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S is for Subject 
The subject is the general area you’re operating in, e.g. 
conservation, psychology, finance. Whether you’re the 
only speaker of that kind, or one of many, it helps to 
have this bit clear in your mind first.

Example 
Healthcare.

T is for Topic
Your topic is a specific subject area with defined 
parameters. Consider what your audience’s expecta-
tions are likely to be, and how long you’ve been given 
to talk. Be as precise as you can when you choose your 
topic – if some of your material is not relevant or sup-
portive, get rid of it. 

Example
‘Could we cure HIV with lasers?’

O is for Outcome
Your outcome is the one thing that you want to achieve 
with your presentation. Whether it’s gaining support 
for a project or idea, imparting a piece of advice or 
challenging a particular ideology, you need to decide 
this before you plan any of your content. Any and all 
content that you include should support this outcome. 
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Example 
Audience understands that lasers could be the 
technology that eradicates HIV.

I is for Introduction
Your introduction may be more important than all 
the other parts combined – this is where the audience 
decides whether to pay attention to you or not, and 
also when they’re most receptive. Luckily, there are 
tons of intriguing ways to open a presentation. 

Example
Mthunzi uses the relatable example of taking aspirin 
to explain how oral medication is diluted. It helps the 
audience to connect with what she is saying and high-
lights some of the issues faced in treating HIV. 

C is for Conclusion
Writer and activist Maya Angelou once said: ‘People 
will forget what you said, people will forget what you 
did, but people will never forget how you made them 
feel’. Your conclusion is your opportunity to leave a 
lasting emotional impression on your audience.

It should refer back to your introduction, and act as 
the summary of your argument. It’s also the point that 
you deliver your call to action if you need to.
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Example
Mthunzi wraps up her talk with a sentence summary 
of her goal, and engages the audience’s emotions by 
telling us that curing HIV is every scientist’s dream – 
inspiring us to share it with her.

But what about the middle parts? Simple. Anything 
that forms the body of your argument has to support 
or relate back to the topic and the outcome. You are 
putting together the argument that will link the 
problem or hypothesis in your introduction to your 
inspiring conclusion.

The central part of Mthunzi’s speech introduces lasers 
as a possible solution to pill treatment. She succinctly 
describes the development of this treatment and how 
it is used, joining the problem to the conclusion.

S-T-O-I-C.

Whatever your topic, follow this formula for a 
presentation that’s lean, useful and engaging.



‘Hey team, if we just leverage our ideation and 
enhance our corporate synergy, we can operationalize 
our holistic trajectory and drill down frictionlessly 
into the millennial market’.

If you’ve ever heard a sentence like this and cringed 
inside, join the club. Overcomplicating a presentation 
with pointless buzzwords is off-putting at best and 
arrogant at worst.

Luckily, a bit of outlining can help us all avoid this 
presentation pitfall. 

Use this simple planning technique to ensure your 
presentations are clean, concise and accessible for 
your audience.

Clear as 
whale poo
How to structure 
for clarity



72 Clear as whale poo

What is outlining?

Outlining is a technique of breaking down all the com-
ponents of your talk into simple parts before building 
it all back up again.

Before you work out any of the nitty-gritty details, sep-
arate everything you want to say into chunks to help 
you get your bearings.

Every chunk should function as a self contained idea 
or mini-argument, with a clear beginning, middle and 
end. When you’re satisfied with each major chunk, 
break that down into even smaller chunks until you 
get to detailed single points.

Try out different ways of delivering each point, and 
distill each one until it’s as clear and concise as pos-
sible. Ask yourself ‘Is this information relevant to my 
audience? Does it really strengthen my argument?’

Asha de Vos: Why you should care about whale poo

https://www.ted.com/talks/asha_de_vos_why_you_should_care_about_whale_poo?language=en
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Label each smaller chunk according to type, e.g. ‘story/
anecdote’, ‘assertion’, ‘fact/figure’, ‘question’, ‘activity’. 
This will give you a better understanding of the makeup 
of your content and help you recognise patterns. 

It helps to make yourself a map of your talk so you can 
see and learn it more easily. 

David Straker at changingminds.org suggests laying 
your structure out in a document:

Structures in text can be shown by indenting. You 
can also visualize the structure using a tree struc-
ture, with lines between headings spreading out 
from the presentation root.

Applied to marine biologist Asha De Vos’s talk, it 
might look something like figure 1.

Mapping things out this way will help you to see your 
topic more clearly, and ensure you have all the points 
you need to make a strong impression.

http://changingminds.org/
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Fig.1 - Outlining
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Can you give us a couple of useful tips 
for preparing a speech?

First, balance. A really good speech has emo-
tional and intellectual appeal in balance. This 
may mean a balance of contrasting viewpoints, 
or different stories, and so on – including light 
and  shade.

Second, practice being 
genuine. A speech which 
comes across as contrived, 
too rehearsed, or not intrinsic 
to the speaker wastes every 
listener’s time and effort.

“A good speech has 
emotional and 
intellectual appeal”

People never make 
mistakes, they simply 

have skills which 
need developing

Linley Grant is former President of the Tasmanian branch 
of Rostrum Australia.

Interview

http://www.rostrum.com.au/
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What are the most common things 
people need to work on when preparing 
a speech?

A few things. To start, it’s important the speaker 
realises people never make mistakes, they simply 
have skills which need developing. 

Anxiety and fear lie behind most poor speeches. 
They turn speakers into people who think about 
themselves, not their listeners. 

Speakers rush their speech, 
squeak, speak too quickly, 
lose eye contact, forget what 
they want to say, read the 
whole speech verbatim, and 
so on. This is why rehearsing 
is so valuable.

It’s also important to realise that a number of 
things provide the foundation for a good speech. 
There’s practice. There’s knowing the skills for 
controlling anxiety, like slow breathing and 
dropping your shoulders.

Voices are unique, 
but a skilled speaker 
practises using a tone 
that people enjoy
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Aside from the actual content of 
the speech, what else should we 
be  rehearsing?

Most important I think, is practising to speak in 
an attractive tone of voice. Voices are unique, 
but a skilled speaker practises using a tone that 
people enjoy.

It’s not just your words that your audience 
will remember. Body language, mannerisms, 
whatever you want to call it – it all adds up when 
your audience is forming an impression of you.



Walking for pleasure. Plants 
that grow over walls. A bad 
presentation. What do they all 
have in common? That’s right, 
rambling.

Now, we’re all for walking, and 
gardening. But incoherent 
speeches? Not on our watch.

Before you start planning out the nitty-gritty of what 
you need to say, it’s a good idea to know how you’re 
going to deliver it. 

These five structures used by professional speakers 
offer ways that you can shape your own presentation 
to get straight to the point.

Give one of these planning techniques a try and, 
together, we can beat public speaking’s deadliest sin.

The point
How to get to it

Before you start 
planning out the nitty-
gritty of what you need 
to say, it’s a good idea 
to know how you’re 
going to deliver it
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1. Chronological sequence
Information is relayed in a historical sequence, older 
events first and later ones last. This is a natural, famil-
iar format and most useful for incorporating storytell-
ing or presenting a linear plan.

In this massively successful TED talk, Bassam Tariq 
uses a chronological structure to illuminate the beauty 
and diversity of Muslim life.

He paints a picture of three successive projects in 
his life – his career as a blogger, filmmaker and then 
butcher – that helps us appreciate these qualities in 
his community.

Bassam Tariq: The beauty and diversity of Muslim life

https://www.ted.com/talks/bassam_tariq_the_beauty_and_diversity_of_muslim_life?language=en
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2. Storytelling
This is similar to the chronological approach but 
with more emphasis on building a narrative arc. It 
should include characters, obstacles and a clear plot 
line, and can be effective for bringing ideas to life and 
introducing humour. 

As a young child, Tania Luna left her home in 
post-Chernobyl Ukraine to take asylum in the US. 
She describes her childhood in heartbreaking detail, 
using her personal story to show why it’s so important 
to hold your childhood memories close.

Tania Luna: How a penny made me feel like a millionaire

https://www.ted.com/talks/tania_luna_how_a_penny_made_me_feel_like_a_millionaire?language=en
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3. Topical connection
Often you’ll find that you have several key areas to 
cover within your topic, so it makes sense to work your 
way through them one-by-one. Keeping the format of 
these sub-topics similar (e.g. overview-example-learn-
ing) will help your audience take it in.

Sound consultant Julian Treasure ricochets through 
some of the ways sounds affect us – physiologically, 
psychologically, cognitively and behaviourally – tying 
four separate studies together around the common 
theme of sound’s impact on human behaviour. 

Julian Treasure: The 4 ways sound affects us

https://www.ted.com/talks/julian_treasure_the_4_ways_sound_affects_us?language=en
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4. Cause and effect
A presentation about a hypothetical future, or a prob-
lem that needs addressing, could benefit from a cause 
and effect structure – a demonstration of how one sce-
nario can lead to another.

These networks can be branched, with multiple 
causes leading to an effect, be interconnected to show 
complex causality or circular, i.e. ‘a vicious cycle’. 

YouTube trends manager Kevin Allocca has made a 
career from watching YouTube videos and analysing 
what causes a video to go viral. He demonstrates how 
three factors – tastemaker involvement, creative par-
ticipating communities and complete unexpected-
ness – create the viral legends we know and love.

Kevin Allocca: Why videos go viral

https://www.ted.com/talks/kevin_allocca_why_videos_go_viral?language=en
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5. Problem-solution
First the problem is presented, then the solution is 
explained. This could be for an issue you solved, or a 
problem you can solve for the audience.

Like the topical approach, each of these subsections 
should strengthen and build up the general argument 
of the presentation.

Inspiring architect Moshe Safdie witnessed firsthand 
the misery of people living in high-rise housing in 
the US, and used his experiences to develop new ways 
of living.

Thirteen years later he travelled around Asia and saw 
many of the same issues manifesting. Again and again, 
he reworks and re-imagines his vision to improve 
the lives of people in urban areas and promote more 
open spaces. 

Moshe Safdie: How to reinvent the apartment building

https://www.ted.com/talks/moshe_safdie_how_to_reinvent_the_apartment_building?language=en


So you give your presentation. People smile and nod 
and say ‘that was nice’ and then… nothing. 

No sales, no signups, no feedback. 

If your presentations are getting a lacklustre response, 
they are simply not persuasive enough. It’s time to 
learn some simple techniques to be more convincing. 

They'll be back
5 Techniques of persuasion
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One of these we picked up from a champion body-
builder,  a Hollywood legend, and a US state Governor. 
That’s right, from Arnold Schwarzenegger himself. 
He, along with countless other successful people, used 
the technique of visualisation early on:

Why are you the only one that sees it so clearly? 
Going to America, winning the Mr. Universe con-
test, getting into movies, making millions of dollars. 
No one else talks about it. Arnold, the key is to be 
focused. Visualize your goal. And I saw myself 
standing up on the stage like Reg Park and it became 
more and more clear: Arnold, you got to go.

Which of these five blow-by-blow methods from the 
fields of psychology, marketing, and copywriting 
could you adopt to improve your next presentation?
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1. AAB Pattern
The AAB pattern is the technique of saying something 
(A), saying it again (A), then saying something differ-
ent and contrasting (B).

Her ideas are sound, her policies are sound, but her 
attitude is terrible.

Human beings like patterns, and the rule of three is 
good for making statements funnier, more satisfying 
and effective. 

When that ‘B’ statement pops up at the end, it jars the 
rhythm and surprises the listener. It makes us pay 
closer attention to what’s being said. But don’t feel 
that you have to stick to just three statements – the 
more ‘A’ statements you make, the more impact that 
final ‘B’ can have.

I like his shoes, I like his trousers, I even like his 
haircut… but I hate his shirt.

http://changingminds.org/techniques/general/more_methods/aab.htm
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2. Visualisation
Creative visualisation is the technique of using your 
imagination to picture what you want to achieve in 
your life. It’s an immensely powerful tool, used by ath-
letes like Muhammad Ali, celebrities like Jim Carrey 
and politicians like Arnie. 

Whether we give a speech or only imagine doing so, 
some of the same brain pathways are activated. It’s a 
bit like giving your legs a workout before a big race. 

When you repeatedly imagine performing a task, 
you also condition your neural pathways so that the 
action feels familiar when you go to perform it; it’s 
as if you’re carving a groove in your nervous system.

– Tori Rodriguez, RealSimple

This works great for practising your speech. Picture 
yourself walking onto the stage or standing at the 
front of the room. Imagine delivering the opening 
lines, and closing at the end. Visualise how you will 
feel when you sit down again.

You can use it on your audience too. If you need 
them to complete a specific task, describe what you 
want them to do and have them imagine completing 
each step.

By the time they come to complete the task in real life, 
they’ll have done it once already and it will feel much 
easier and more familiar. 

http://www.realsimple.com/health/mind-mood/emotional-health/visualization-techniques/mental-visualization
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3. AIDA
AIDA skips the formalities 
and launches straight into an 
attention grabbing opener. 

Once you have the audience’s 
Attention, pique their Interest by 
demonstrating the relevance of your idea.

When they’re interested, increase their 
Desire to act by describing the impact it will 
have on their lives, by emphasising the scarcity of 
what you’re offering or by providing social proof of 
how good it is. 

Close by summarising the offer and showing your 
audience how easy it is to take Action.

(There’s a version of this more suited for campaigners 
called ACCA, where the emphasis is more on raising 
awareness and inspiring action than making a sale.)

https://copyhackers.com/2015/10/copywriting-formula/
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4. HELLYEAH
HELL YEAH is a similar (but more detailed) technique 
coined by copywriter Brian McLeod:

Holler to get your audience’s attention.

Empathise with them (usually by sharing your 
own problems).

Lambast the thing that led to their problem.

Legwork – prove that you know what you’re 
talking about.

Yes! Suddenly you have a solution for them.

Educate them about why your option is best.

Action – tell them what to do next. 

Handle any lingering doubts or objections.

http://copyranger.com/21-incredible-copywriting-formulas-i-use/
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5. Ethos, logos, pathos
Often called the modes of persuasion, 

these categories refer to three distinct 
ways that you can appeal to your 

audience. Make sure your pres-
entation has all three for maxi-

mum impact.

Ethos means the cred-
ibility of the speaker 
– that you are qualified 
and authoritative.

Logos means an appeal 
to emotion – personal stories, emotive language and 
passionate delivery come in here.

Pathos means an appeal to logic and covers things 
like facts, figures and information that supports your 
argument.

There are of course more ways to be persuasive than 
these five – yet they give us common threads. Focus 
on what result you want to achieve with your audi-
ence. Look carefully at your material and be honest 
about whether or not it will get you there. Shape your 
presentation into a step-by-step argument leading 
your audience from why they should care to what 
action they should take.

You may or may not have the chutzpah to wing it. 
But there is no need – a little deliberate structure will 
bring the best out of your material and the get the best 
response on the day.

I can see it now.
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How can we become better speakers?

To be an impactful speaker you need two things:

1. A specific domain and area of knowledge that 
you have credibility in. You need to start invest-
ing in your field of expertise to increase your 
visibility and credibility as an opinion leader or 
subject expert.

2. At the same time, work on your craft of 
speaking. This is where you can obtain the 
basics from Toastmasters, then move on to 
more specialised coaching. Overcome your 
nervousness by acquiring the right knowledge 
and mentoring.

“Fear and self-doubt are 
very important in your 
journey of success”
Dananjaya Hettiarachchi is a motivational speaker 
and coach at I See Something In You, and Toastmasters 
International Public Speaking World Champion in 2014. 

Interview

https://www.iseesomethinginyou.com/
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What role does fear play in 
speaking success?

Fear and self-doubt are very important in your 
journey of success. These are internal compass 
readings that tell you to start moving. The trick 
is to manage the emotion and act on the signal 
your internal compass is giving you.

I often doubted myself when 
I was competing, but then I 
went a step further and asked 
myself, ‘Do I lack a specific 
piece of knowledge or a 
skill that’s creating this self-
doubt?’ Asking that question 
eventually helped me become 
more knowledgeable about 
my area of expertise.

As soon as that happens, the self-doubt disap-
pears. You have self-doubt and fear because life 
is telling you that you need to learn something in 
order to become more certain.

We are able to see things in others because we 
can empathise with their success. We desire the 
same thing. But what holds us back is our inabil-
ity to act on our feelings of fear and self-doubt.

You have self-doubt 
and fear because 
life is telling you 
that you need to 
learn something in 
order to become 
more certain
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Some simply succumb 
to those feelings and just 
‘wait it out’, convincing 
themselves they will never 
discover the knowledge 
and skills needed to achieve 
their vision of success.

You only have to do one simple thing: just ask.

Ask people for help, ask for advice, and ask how 
you could be better than you are now.

Whenever I saw an awesome speaker I admired 
and who made me doubt my ability, I walked up 
to him and asked, ‘How did you just do that?’ 
Believe me, I’ve learnt so much by just asking.

‘Everything in life that is moving is fear-
less.’ How do we start moving again if 
we’ve stopped?

It’s important to understand the forces that will 
prompt you to shift. Any object in rest needs a 
force to trigger movement, and you must iden-
tify the forces that will give you that little push.

When I look at myself, I realise I am extrinsically 
motivated. I consciously surround myself with 
people I want to live up to and, in turn, who hold 
me to a high standard. My urge to move comes 
from that.

You only have to 
do one simple 
thing: just ask
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If you are intrinsically motivated, go back to 
why you started your journey of excellence. 
Remember the vigour, the vitality, and the energy 
you had at the start. Let that feeling generate the 
momentum you need.

You must also get close to the result you want 
to achieve. Unless you smell, feel, and touch the 
result you need to achieve on a constant basis, 
it’s easy to lose the drive needed to achieve it.



Have you ever got bored on a roller coaster?

Me neither. 

What about a presentation? Ever got bored in one 
of those?

That’s a different story – but why? Why can’t we 
learn from the design and tricks of a roller coaster 
ride to make our presentations as fun, thrilling 
and memorable?

We can. That’s what this chapter’s about. So buckle 
up, tuck your hands away, and enjoy the ride.

Keeping it up
How to sustain excitement 
throughout your talk
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1. Create atmosphere
Theme parks use clever tricks to get our adrenaline 
pumping, long before we step onto the ride.

Strobe lighting, creepy sound effects, loud music, 
scary video, distinctive odours. A carefully crafted 
environment suggests something big is about 
to happen.

Presenting tips:
Use an anecdote or video clip to create a mood. Match 
the mood to the theme of your talk. Fun talk? Show a 
fun clip.

But consider doing the opposite too – perhaps a poign-
ant clip before a light-hearted speech. The sudden 
switch in atmosphere will disrupt expectations and 
grab attention.

You don’t need a degree in engineering to design 
roller coasters, you need a degree in psychology 

– John C. Allen, 
legendary roller coaster designer

This is pretty risky. But you’d have no idea this guy 
was going to talk about internet marketing.
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2. Build slowly
Roller coasters often begin with a slow uphill climb. 
The train is building a pool of energy. A higher climb 
creates a bigger pool – which means a faster, more 
hair-raising fall.

But the train isn’t the only thing building energy – 
the passengers are too. Whether they feel impending 
doom or excitement, expectations of what’s to come 
are rising.

Presenting tips:
Place a number of obstacles in the path of your story’s 
hero. Spend a chunk of your allotted time doing this 
and describe your hero’s feelings at every hurdle.

Drama and tension, combined with emotive language, 
make us care. And because we care, we pay attention.

The best public speaker introduction ever

https://www.youtube.com/watch?v=X2pwd6Zris4
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3. Dive in
When the first climb is complete, the train is thrown 
into a sudden and rapid descent. The world’s fastest 
roller coaster reaches a top speed of just over 149mph. 
That’s fast.

Whether passengers scream ‘faster!’ or pray for mercy, 
they’re in the thick of the action now and it won’t get 
much better – or worse – than this.

Presenting tips:
Unleash the energy you’ve been building – and don’t 
be gentle. Think about the structure of your story as 
one long rise with a rapid fall. If the fall isn’t dramatic, 
what’s the point?

Jump into the action. Increase the tempo, inject 
energy and make it memorable.

4. Be brief
Once it shoots down the first slope, the train’s energy 
store empties fast. It’ll grind to a halt soon unless it 
rises again or hurtles quickly to the end.

Keep this John C. Allen quote in mind and remember 
that highs and lows make us feel – not gentle bends 
and curves.

The Mister Twister in Denver Colorado was origi-
nally designed as a figure eight with a lot of curves. 
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However, in the first year it turned out to be a dud. 
And this is the one reason why I say that curves do 
not do anything for people. So we added onto the 
original coaster, which was 72ft high, we went up 
98ft 6 inches.

Presenting tips:
Don’t make your hero repeatedly 
overcome the same obstacle – 
skip to the next challenge or move 
quickly to the end of your story.

Tony Robbins says his shortest 
seminar lasts 50 hours. How then does he manage a 
20 minute Ted talk? Check out his pace – incredible.

Tony Robbins: Why we do what we do

Your most important 
souvenir is your 
message. What 

great insight have 
you shared?

https://www.youtube.com/watch?v=Cpc-t-Uwv1I
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5. Give a souvenir
The average roller coaster ride lasts roughly two 
minutes. But whether it feels like two minutes or two 
years depends on the individual. Some will walk away 
feeling sick as a dog. Others will be pumped and ready 
to go again. Either way, they won’t forget the ride in 
a hurry.

Presenting tips:
Theme parks let us buy a souvenir photo to remind us 
of our experience. What souvenir are you giving away?

Your most important souvenir is your message. What 
great insight have you shared? Summarise your mes-
sage clearly as your sign-off.

The Great American Scream Machine is a very fast 
ride, very high drops, and comes into the brakes on a 
45 radius curve, which really ends up the ride with a 
lot of screams 

– John C. Allen

Who wants to go round again?



You’ve probably never heard of Joseph Ades. But the 
man Vanity Fair described as the ‘gentleman grafter’ 
was a salesman of supernatural ability.

Joe Ades was an Englishman in New York. Well into 
his 70s, he sold potato peelers on street corners in the 
Big Apple.

He was a fascinating character, and the finest sales-
man you’ve never seen.

When you present in the boardroom, demo a product 
to a client, or talk from a stage, you’re selling your ideas. 
These eight tips will transform your presentation.

Selling your 
ideas
How to convince like 
New York's greatest 
salesman
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Joe Ades, Greatest Salesman in New York City History

1. Prove the product
Joe Ades is over 70 in this clip. Yet here he is, sat on 
a stool, hunched over a chopping board, gloves on, in 
full demo mode.

They’re made in Switzerland, they’re not made in 
China. They’re made of stainless steel, they cannot 
rust. They’re dishwasher safe and, I promise you, 
they never need sharpening.

It’s not any old demonstration either. It’s a demon-
stration of things you’d never think of doing – carrot 
sunflowers anybody?

https://www.youtube.com/watch?v=HCUct4NlxE0
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2. Be relaxed
Joe’s humour is his greatest weapon. Humour relaxes, 
it softens our naturally suspicious natures. Replace 
suspicion with a smile, and you’re halfway there.

My machine is so gentle, you’ll peel asparagus with-
out breaking the tip… I know this is a carrot… You 
only want one? You’ve got no friends, like me.

3. Look the part
When was the last time you saw a street vendor 
dressed in Savile Row suits and Jermyn Street shirts? 
Never.

Joe’s impeccable style matched his British charm per-
fectly. We can’t all have such dashing sophistication, 
but don’t underestimate the power of a well-tied tie.

4. Sell the benefit
Joe’s selling peelers, right? Wrong. He’s selling French 
fries that taste great, vegetables your kids will eat, and 
pineapple with the tough bits removed.

If you wanna make ’em taste great, you leave the 
skin on the potato. You don’t peel it, you wash it. 
Cook ’em like that with the skin on. And if you cook 
these yourself without trans fat, you wash ’em down 
with red wine, you’ll never die, you’ll live forever.
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As Elmer Wheeler so famously said, 

‘You don’t sell the steak, you sell the sizzle.’

5. Emphasise quality
Have you ever referred to the potato peeler in your 
kitchen as a machine? Nobody would. 

They’re not cheap. You don’t buy them because 
they’re cheap. You buy them because they’re good.

Joe uses the word machine to make us think, ‘Oh, it’s a 
machine? Well mine is just a peeler, so this one must 
be better.’

6. Do a deal
Who on earth ever bought five potato peelers at once? 
Nobody. But such is the power of the pitch, people will 
buy a product that lasts a lifetime in bulk.

They’re $5 each. You can buy four for $20 and, if 
you do, you get one free. When you buy five of these 
and you give ’em away as gifts, they’re not gonna 
be offended because they only got a peeler. They’re 
gonna be delighted to get the best peeler in the 
world. And they’re gonna think of you every time 
they go in the  kitchen.

https://www.youtube.com/watch?v=LEaKLFUxw9s&feature=youtu.be
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7. Involve the customer
When the customer in the clip steps up to pull a peeler 
across a carrot, you know she’s feeling pretty silly.

Pull the handle. Look at that. Go on, do it again.

But when she pulls it, the 
razor sharp blade cuts through 
hard carrot like a hot knife 
through butter.

The product is proven, truth 
is established, and money is 
handed over.

8. Practice and perfect

Joseph Ades, aka ‘Peeler Man’ in Union Square, NYC

Understand why 
people need your 
product. Create a 

pitch around those 
needs. And practice 

– over and over

https://www.youtube.com/watch?v=9OQmkRQGLJ0
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Doesn’t Joe sound wonderfully off-the-cuff?

That’s because he uses the same words, in the same 
order, every time.

Understand why people need your product. Create 
a pitch around those needs. And practice – over and 
over – until it sounds natural.



Epilogue

Reading a guide to giving presentations is one thing, 
but if there’s something all the professionals agree 
on, it’s this – the only way to become a better public 
speaker is to get out there and do it. 

The truth is,  there’s no 
foolproof formula for being 
amazing onstage. You’ve had 
useful pointers, expert advice 
and interesting techniques 
from some of the biggest 
names in the industry – but 
that’s only part of the story. 

The next step is to get some more experience. Learn 
from it. Ask questions of those who are better than 
you. Don’t take nerves as a sign that you shouldn’t do 
it but as a sign that it’s worth doing.

The only way to 
become a better 

public speaker 
is to get out 

there and do it

Epilogue
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Believe in yourself. Be deliberate in your planning. 
Practice. Stand up and share something wonderful 
with your audience.

And above all, never forget the words of 
Ralph W. Emerson:

“All the great speakers were bad speakers at first”.



It took us a while at Sparkol to realise what we wanted.

We knew it was something to do with empowering 
people. We knew that technology provides some of the 
best ways to do that. But it wasn’t until a presentation 
tool we made called VideoScribe took off that the 
penny dropped.

We’re here to empower people to engage their 
audiences.

There are countless other ways it could happen. 
Sparkol is on a journey to make apps and software, 
create books and blogs and music and films, hold 
podcasts and events, and who knows what else – all 
in pursuit of helping you to get through to the people 
you want to reach.

We desperately want you to be heard.

Sparkol’s story
Sparkol’s story

http://www.videoscribe.co/
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So if you have any ideas how we could do that, come 
and join us on our quest. Tweet us @sparkolhq or chat 
to us on Facebook.

Be sure to visit our blog at sparkol.com/engage for 
regular articles and interviews that support you in 
engaging your audience.

And if anything in this free book resonated with you at 
all – pay us back by sharing it with a friend. We’ll keep 
creating resources if we know that they’re useful.

 Tweet

 Facebook

 G+

 Scoop it

 LinkedIn

More ways to engage
You can also try any of our apps for free. All designed 
to help you engage your audience:

VideoScribe is pure magic. Create your own white-
board-style animations with no design or techni-
cal know-how. On a mobile device? No problem. 
Try VideoScribe Anywhere, available for iOS in the 
app store.

https://twitter.com/SparkolHQ
https://www.facebook.com/SparkolHQ
http://sparkol.com/engage
http://twitter.com/share?url=http://www.sparkol.com/books/how-to-nail-your-next-presentation&text=Learn+to+love+speaking?+Get+your+free+book+How+to+Nail+Your+Next+Presentation&via=SparkolHQ
https://www.facebook.com/sharer.php?u=http://www.sparkol.com/books/how-to-nail-your-next-presentation
https://plus.google.com/share?url=http://www.sparkol.com/books/how-to-nail-your-next-presentation
http://www.scoop.it/
http://www.linkedin.com/shareArticle?mini=true&url=http://www.sparkol.com/books/how-to-nail-your-next-presentation
http://www.videoscribe.co/
http://VideoScribe.co
http://www.videoscribe.co/anywhere
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Tawe is an effortless way to make and instant video 
from a simple image. Perfect for explaining diagrams, 
sketches and doodled notes.

Thousands of royalty-free SVG images from profes-
sional artists. All work perfectly with VideoScribe.

Now!
VideoScribe Now! is an early version app that auto-
matically turns any text you input into an animated 
whiteboard video, making it quicker and easier to get 
your message out into the world.

Looking for someone to make a whiteboard video 
for you? Animole is our new directory of specialist 
animators.

http://tawe.co/
http://tawe.co/
http://svg-studio.myshopify.com/
http://VideoScribe.co
http://labs.sparkol.com/2015/11/23/try-the-new-app-videoscribe-now/
http://labs.sparkol.com/2015/11/23/try-the-new-app-videoscribe-now/
http://www.animole.com/
http://www.animole.com/
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The Seven Pillars of Storytelling

Audiences are tired of traditional marketing. But 
we’re hardwired to see stories as a gift. 

Any company that wants to reach and connect mean-
ingfully with an audience needs to stop shouting and 
start telling their story.

In these easy-to-follow chapters, explore the expert 
strategies that brand giants use to rise above the 
competition. Discover classic storytelling techniques, 
universal plots and archetypes that will amplify your 
message and appeal to your customers.

Download ‘The Seven Pillars of Storytelling’

https://my.sparkol.com/download-the-seven-pillars-of-storytelling
https://my.sparkol.com/download-the-seven-pillars-of-storytelling
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How to Design Your Own 
Whiteboard Animation 

Scribe videos are easier to create than ever, but how 
do you make sure yours gets a standing ovation?

Follow this A to Z of scribing to learn how to make 
your own killer scribe videos from scratch. Get expert 
advice at every stage of the process – from planning 
your first script to recording pitch-perfect audio and, 
ultimately, winning your audience.

You’ll find everything you need to plan and design 
amazing high-quality scribes – ones that will engage, 
entertain and inspire.

Download ‘How to Design Your Own 
Whiteboard Animation’

https://my.sparkol.com/download-how-to-design-your-own-whiteboard-animation
https://my.sparkol.com/download-how-to-design-your-own-whiteboard-animation
https://my.sparkol.com/download-how-to-design-your-own-whiteboard-animation
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The Secrets Behind the Rise of 
Video Scribing

What links cave drawings and Facebook’s tenth 
birthday? How did one guy make $100,000 with a 
single video?

Discover the revealing research that explains video 
scribing’s powerful appeal. Get inspired by the true 
stories of regular people – business owners, market-
ers, teachers – who brought their message to life with 
a scribe.

Drawing on expert knowledge, detailed research and 
a collective wealth of experience, this book provides 
a unique introduction to the history and psychology 
of scribing.

Download ‘The Secrets Behind the Rise of 
Video Scribing

https://my.sparkol.com/download-the-secrets-behind-the-rise-of-video-scribing
https://my.sparkol.com/download-the-secrets-behind-the-rise-of-video-scribing
https://my.sparkol.com/download-the-secrets-behind-the-rise-of-video-scribing
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