Introduction
Hello! My name is Bas van den Beld. I am the founder
of Speak with Persuasion.
For more than a decade, I have
travelled the world speaking in
front of audiences. I spoke in
front of big and small
audiences. This has taken me to
countries all over Europe and
beyond. Countries like Iceland,
the United States, Iran,
Ukraine, the United Kingdom and
many more.
That experience I am now using to help
professionals. I help them to be better at
communication and public speaking.
These days, Soft skills are getting more important.
People are now judged on their communication skills.
Good communication, storytelling and presenting
skills are the key to success.
My goal is to help people and businesses get better
at these skills. I do this by providing coaching,
consulting and training. These sessions are all
related to communication, public speaking and
marketing.
A lot of businesses struggle with communication in
different ways. These companies come to me to get
workshops to help their employees improve. In my
one-on-one speaking coaching sessions, I have
helped many deliver a great talk. I've helped
them communicate more efficiently with
colleagues, managers or clients.
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On the website Speak with Persuasion
(https://www.speakwithpersuasion.com/) I share information about
communicating better and public speaking. There are videos,
articles, online courses and workshops. Do check it out!
Every week I also send out a newsletter. Filled with tips and
insights on speaking, pitching, communication and persuasion.
From that series, you can find 50 tips in this book. I'm presenting
them in five different chapters. You get ten tips each on each
topic. These topics are: structuring a presentation, persuasion,
handling nerves. There are also ten more general tips, which we
will start with.
These tips and exercises will help you become a better speaker
RIGHT NOW! They are easy to put in place, short and to the point.
If you would like to know more, do get in touch to inquire about my
training and coaching sessions!
For now, enjoy the tips!

Bas van den Beld
Author, Speaker, Trainer, Coach
© Speak with Persuasion
www.speakwithpersuasion.com
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There are so many things happening when you are
speaking. As a speaker you have to pay attention to
the audience, your content, your slides and much
more.

As we know, the devil is in the detail. That means
it's the little things that make a big difference in
your talk.

In this chapter we will help you with all sorts of
different little things that will make you a better
speaker!
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Make it personal!

Hello! As I said in the introduction, I
am Bas van den Beld, founder of Speak
with Persuasion. I have spoken at many
places in the past decade.
Here you see a picture of me
speaking at a conference. But
it’s not the speaking I want
to talk about. If you look
behind me you can see my
children! As you can see, I
have three.
Why would I show you this?
Because I believe family is
important. But also because it
is part of this first tip. Third, I
believe that what we do isn’t something
‘clinical’. It's not supposed to be
boring!
Public Speaking is about your audience.
It is like marketing. We should always
make sure we understand who we are
talking to.
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Which brings me to the first tip!

I often start my presentations like the picture
above. In this case with my children, always with
something personal. I do this to make a connection
with the audience. It makes me human. It is about
more than showing a picture of my kids. It's more
than telling a personal story. It's a connection. A
connection with the audience as well as a connection
with the message I want to get across.

The picture of my children is a start to a story.
It’s the start of a personal story. That story has to
relate to the topic I’m addressing in my talk.

The first tip is to make it personal as soon as
possible in your presentation. It will make for a
great start!
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Do a warm-up, as athletes
do
My entire household plays tennis. My son and
I play the most, then the girls. My wife also
plays, but less often. She does like the game
but doesn’t have enough time to play often.
Recently, my wife went for a practice
session. Having had a long and busy day, she
was running a bit late. When she came to the
tennis court, the practice had already
started. She quickly joined in.
At that time, I was at home
with the kids. After about
ten minutes, I got a phone
call from the trainer. I
thought he was going to ask
where my wife was since she
was late. Instead, he asked
me to come to the tennis
club to pick up my wife.
She had injured herself.
She had not had enough time to do a warm-up.
Resulting in a muscle tear.
What does this have to do with speaking?
Well, as a speaker, you want to avoid the
equivalent of a ‘muscle tear’. Like athletes,
you should warm-up.
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There are different parts you should warm-up for.

Your equipment
The body of an athlete is their equipment. They make
sure that’s ready. As a speaker, you should always
make sure your equipment works.
This means you test your slide deck on the screen you
are about to present on. Does the sound work? Does
the clicker work? Is the presentation working as it
should?

Your mental warm-up
The second part is about being mentally ready. The
more comfortable you are, the better your talk.
To get ready, you want to be at the venue on time.
Feel the atmosphere. Feel how the audience responds
to other speakers. Look at some faces. If you’re
ready mentally, you will be better at your talk.

Your physical warm-up
Finally, the most important part of your talk: your
body. Should you warm up your voice? Yes, you should.
Like with singers, your voice is part of your
equipment and you want it ready to go. So yes, do a
warm-up of your voice. Have enough to drink, do some
voice exercises if you want. Breathe well. As for the
rest of your body: make sure you go to the bathroom
before your talk and make sure you are fit enough to
focus. A fit body makes for a more focused
presentation!
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Have some water before you
start!
“Do you want something to drink?” the speaker
was asked. “No, thanks,
I’m good”, was the answer.
He wasn’t thirsty, so he
didn’t need the drink. He
was wrong.

After about 5 minutes into
the talk, something
changed. Was it the nerves that had gotten a
hold of the speaker? Did he not remember his
words? None of the above.

What happened was that he had said no to the
drink, when he should have said yes. His
mouth had turned dry.

And when your mouth turns dry, the audience
will notice. The microphone will pick up that
sticky, clicky sound. And it might annoy the
audience. In fact, it will annoy you as a
speaker as well. After all, you are thirsty!
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Is there something you can do?
The speaker mentioned above could have avoided this
all from happening. He should have accepted the offer
for a drink.

To avoid getting a dry mouth (you know, that scratchy
feeling where it’s hard to swallow) start drinking
water 15 minutes before you go onstage. Having a
drink before will prevent your mouth from drying out.
Don’t drink too much of course, you don’t want to
have to run to the bathroom halfway through the talk!

If your mouth does turn dry during your talk, see if
there is something to drink on stage. But there is
another trick: when you close your mouth, don’t let
your tongue hit the roof of your mouth. Imagine
something between your tongue and the roof of your
mouth to keep a vacuum from forming.

Better yet: be prepared! Have a drink before you go
on!
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3 Types of talks you want to
avoid
When people go to an event, they go there
to learn. They want to take away
information that makes them better. And
they want to be entertained. As a
speaker, you are part of the system that
makes sure they get that.

This is why as a speaker, you
need to think about the type
of talk you do. And don’t do.
Here are three types of talks
that you will want to avoid.
They won’t help the audience,
and they won’t help you.

The sales pitch
First, there is the sales pitch. This is
the talk where the speaker tries to sell
themselves, their product or their
business. The audience don’t like this.
They don’t come to an event to be sold
to.
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Being sales won’t help the speaker either. The
speaker will not earn the trust of either the
audience or the event. And will not sell as much as
they hope for. When speaking at an event, give to the
audience, don’t take.

The ramble
When a speaker is unprepared, chances are they start
rambling. Rambling is presenting information, but not
in a structured way. It doesn’t make sense to the
audience. It’s just a lot of information.
In this talk, nobody will learn anything. The
audience will get tired of the speaker soon, and
won’t be remembered. So prepare, and prepare well.
Structure your presentation and give your audience
something to take home.

The boring one
Finally, there is the boring presentation. Often
times these presentations are about the organisations
of a speaker. The problem: people don’t care about
your organisation. Unless that organisation does
something exciting. But in that case, they are
interested in that exciting bit.
Other presentations are only a lot of information
pulled together. Often these are numbers presented.
You can see these type of presentations in corporate
environments. They are presentations without
highlights. And no highlights make it boring. And you
are not boring, are you?
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Download and test your
videos!
“I’m going to show you a video!” the
speaker says. He clicks to go to the next
slide. The video seems to be starting,
but the audience sees an all to familiar
sign: the sign of the video trying to
buffer. Trying to
connect to the
wifi.

There’s only one
problem: the
entire audience is
using the wifi, so
the video won’t
load...

The speaker starts clicking on his
computer hoping to get the video started.
Just when he’s about to give up, the
video starts playing!
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“There we go”, the speaker says relieved, and he
moves back from the computer. After 10 seconds the
video starts buffering again. In the end, the speaker
gives up and tells the audience to watch the video
later.

Unfortunately, this happens all too often. And it
looks bad.

As a speaker, you can prevent this. By downloading
your videos. There are tools that allow you to do
this. Like the Firefox Video Downloadhelper. You save
the video to your desktop and embed it in your
presentation.

When you get to the venue. Be sure to check if they
work and make sure you have the videos on a separate
USB, just in case.

Be prepared! You’ll never have the awkward situation
described above (again)...
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Always pre-check your ideas
with others
Most of us have great ideas. We know how
the world works and we know how to fix
things. Whether it’s in politics, in
sports or at your job. You know what is
best.
Especially when you are the expert on a
specific topic, you know your ideas are
the best. If people listen to you, their
worlds will change.

But what if they won’t listen? Are you
ready for when the audience
believes your ideas are not all
that great? That they have a
different view of the world?

We know we all live in our
bubbles. The ideas we have are
ideas that are being shared
across like-minded people. The
information we get is helping us with our
ideas. So our ideas will feel right.
But are they?
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With all the ideas you have about what you are going
to talk about, you have to keep something in mind.
People might have different views.

What to do

This is why I want to urge you to check your ideas,
before your talk.

Go talk to others about the ideas. See their
responses. See how they feel about them. They might
agree, they might not agree.

Be sure to check with different people. Family isn’t
the same as friends and friends aren’t the same as
colleagues. Make sure you get opinions from different
types of people. Try to find those that give you an
honest answer. Always pre-check your ideas with
others, to understand different perspectives.

Write down their responses and look at them. Try to
understand them. And see if you should act on them.

Based on their responses, you can either adjust your
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A great talk is all about
preparation
A great talk isn’t done on the day, it’s done in
the preparation
At some events, some speakers turn up late on the
day, sit down in the audience, and... work on
their slides. You might think they are improving
their slides. Or going over them for the 100th
time.
Yes, some do that (including myself). But in
fact, most speakers aren’t doing that. They
aren’t optimising them or going through them to
get ready. Those speakers are creating their
slides. On the day of their
talk!
As you can guess, these
speakers aren’t ready for their
talk. Most of these speakers,
don’t do a good job. They might
survive. They even might be ok
or in some cases good. But they
will never be great.
In sports, athletes train every day. That’s
because a game isn’t won on the day. A game is
won in the preparation.
For speakers, this is no different. A good talk
isn’t done on the day, it’s done in the
preparation. Every speaker needs a good
preparation.
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What is preparation?
But what is preparation? Is it just repeating your slides
over and over? Or is it more than that?
In your preparation, there are many things you can do.
Here are a few things you need to do to be well prepared:
The Why
You need to understand the why of your talk. Why are you
there? This means you have to think about your message.
What is it that you are trying to get across? Are you
trying to convince them of something? Or are you there to
entertain?
Knowing the audience
You need to know the audience. Who are they? Why are they
in the room? What are their ‘problems’? What do they want
to get out of listening to you? Write everything down and
understand how you can connect to them best.
Having the right structure
You need to know the structure of your talk: what does
the audience need to know first, second and last? This
may sound obvious but often isn’t thought about well
enough.
Practising
There are many different ways of practising your talk.
Rehearsing is one of them. But that’s a different topic.
But that you need to practice, that is clear.
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Want to be funny? Don’t tell
jokes!
Every speaker wants to make a connection
with the audience as fast as they can.
There are several different ways to do
that. One of the ways to get the
attention as well as getting the audience
to like you is to use humour.

Humour is also very dangerous. When used
in the wrong way, the audience can turn
on you. Instead of liking you, they will
hate you. And with that, you
lose all your impact.

Where it often goes wrong in the
case of humour, is the
difference between being funny
and telling a joke.

What is the difference?
The difference between the two seems
subtle but is obvious. Being funny means
YOU are funny. You are witty, you know
how to make fun of yourself. And your
timing is spot on. Telling a joke means
you are trying to be funny, by telling a
joke.
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Telling a joke can backfire. Because whether a joke
is funny, depends on how it’s told and how receptive
the audience is. The speaker runs a high risk of a
joke falling flat.

So how can you be funny?
First of all, there is no guarantee that people will
think you are funny. Even the best comedians
sometimes do not get the laugh. But you can be funny
if you at least have a few things:

Timing: knowing what to say at the right time is
crucial. In my view, 80% of being funny is being able
to time your remarks exactly right. For example
timing at the exact right time to click to the next
slide. You won’t even have to say something funny,
but show a funny slide, to get the laugh.

Self-awareness: you have to be self-aware. You have
to know if you make people laugh or if you are a more
serious person. If you are the latter, don’t try too
hard.

Remember: the best chance you have of being funny is
to be yourself.
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Don’t apologise when you
don’t need to
Frank started off his speech with an
apology.
“I’m sorry, I wanted to prepare better, but
I had a lot of meetings this week. So if I
miss anything, I apologise.”
Jodie was halfway through her presentation
when she realised. She had forgotten to
mention a few things a few slides back.
“Oh, I’m so sorry! I forgot all about this.
Let me go back a few slides!”
Both Jodie and Frank meant well.
They felt they were letting the
audience down. But should they
have apologised to the audience?
Probably not.
Jodie and Frank wanted to let the
audience know what went wrong
because they felt they were wrong. But the
audience would have never noticed what Jodie
and Frank were not saying. Only Jodie and
Frank realise this.
If you leave something out of your
presentation, as a speaker you might feel
bad. You wanted that part to be in your
presentation. It should have been in there!
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Here’s the thing: the audience doesn’t know that.
The audience won’t notice if you miss something.
Unless you are leaving out something very obvious.
Something the audience is waiting for. They can’t
miss it, because they don’t know it should have been
there in the first place!
As a speaker, when you are telling your audience you
missed something, you are making them aware of it. In
the case of Frank, they will even be looking for
something that is missing. In the case of Jodie, they
might get confused because she broke the rhythm of
her talk.
Both Jodie and Frank would have been better off not
saying anything. They should have done their talks.
If they wanted to, they could have added what they
missed as a ‘bonus’.
Should you never apologise?
Does that mean you never have to apologise to your
audience? I wouldn’t go that far. If you say
something bad if you do something wrong. Of course,
you can apologise.

But in general, just do your talk. Your audience
won’t notice the mistakes as long as you don’t
highlight them.
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You Should Have a Plan B!
You know your presentation by heart.
You understand what your message is,
what your audience wants to know. You
can ace this talk!

And yet you don’t. Because that video
you had planned doesn’t work. Or
because you forgot a certain part of
your talk because of a blackout. It
happens.

If this happens, some speaker
feel shame or feel unlucky. But
they could do something else as
well. They could be ready for
this.

How to be ready
Instead of thinking you are unlucky,
you are better of getting ready. If you
know what might happen, you will be
less surprised. In fact, if you are
ready, you can do something about it!
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This means thinking through what you will do in
unexpected situations. Thinking about what you do if
everything doesn’t go as planned.

I used to do this when I was a project manager.
Before any project, I would create a risk-analysis.
In that report, I would write down everything that
might go wrong. Next to it, I would write down what
we would do if that would actually happen.

As a speaker, it’s a good idea to do something
similar. Before every talk, write down what potential
problems might occur, and how you will respond to it.
Examples of problems could be:
• What do I do if...
• I’m out of time?
• I have time left?
• the equipment doesn’t work?
• I can’t answer a question?
• etcetera

The more solutions to potential answers you have, the
more difficult it will be to catch you off guard. It
will make that you are prepared when it does happen!
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Without the right structure, a presentation fails.
Because the audience gets lost. A good structure of
a presentation is like a good structure in a
building. It is the solid construction which makes
for a good presentation. On top of the structure
come the nice features. But the structure needs to
be good.
On Speak with Persuasion we offer advice and
training on building and great structure for your
presentations. Find more information about that on
https://www.speakwithpersuasion.com/workshops/.
In this section of this book, you can find ten tips
on how to optimise the structure of your talks. Take
the first steps to being clear and understandable!
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How to create a great title
for your presentation
“Digital Marketing in 2019” or “US Mobile
Market 2020 Predictions”. Two titles of
presentations that are, to say the least,
boring. And that’s a shame.
The title of the presentation is often
underrated. Speakers think of their talk, not
their titles. In an earlier email, I pointed
out why you should pay attention to your
presentation title.
A good title creates curiosity and
it’s the first impression of your
talk. But it does even more than
that. A good title can help you
discover more clarity for your
talk.
It is important to pay attention to
the title. But what is important in
a title? Here are a few things to
think about when creating the title.

The outcome of your presentation
What is it that you are talking towards? What
do you want your audience to walk away with?
Write your outcome down and make sure your
title at least hints at the outcome. In fact,
if you can grab your outcome in one sentence
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Who is your audience? Address them!
Think about who is in the room. Who are they? If you can address them
directly in your title, they will pay more attention from the start. Are
you talking to CEO’s? “Why CEO’s should consider...” could be a nice
start of the title.
What is their pain?
Your audience is there because they want a solution to their problems, to
their pain. If you can address that pain in your title, the audience will
feel you will bring the solution. “How to avoid bad clients as a
consultant” will attract consultants who that exact problem.
Add Urgency
Related to the pain is the creation of urgency. When people realise they
need to take action, they are more inclined to listen to your words. “Why
you should act now” will entice a feeling of urgency.
Create Curiosity
Want people’s attention? Create curiosity! Something people want to find
out. This is why titles that have the word ‘secrets’ in them work well
online. “The 10 secrets to success” triggers curiosity.
The promise of a story
People love stories. That’s why storytelling is such a big thing. The
promise of a story triggers people to come to your presentation. They
love to hear a story. And they know they will get one when the title of a
presentation says: “How a burnt-out teacher reconnected with the love of
teaching through sports”.

The key with titles is to create attention and make people want to see
your presentation.
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Your first slide is wrong.
Here’s how to change it
How much time do you spend preparing your slide
deck? I suspect quite some time. After all, you
need to build the story. You need to think
about the structure. Then find images and
creating the slides. It will be a lot of time!

But how much of this time do you spend on your
opening slide? The first slide of the
presentation?

If you are like most others, you
won’t spend too much time on this.
You put the title on there, your
logo, the event logo. And don’t
forget to add your twitter handle
and a picture! You could be ready
in a few minutes!

I want to challenge you to spend more time on
this slide.
People decide in the first minute, even seconds
of a presentation if they like you or not. More
and more speakers know this. So they want to
have a good start. Then why don’t they pay more
attention to the first slide?
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Spend more time on the first slide!
Not to create a more pretty picture. I want to challenge you
to take a different look at your opening slide. A look like
your audience will have.
What is your audience looking for in your first slide?
Your audience is trying to figure out what they can expect
from you in your talk. This is the topic of your talk, yes.
But they want more. They want to find a reason for them to
stick around and keep listening.
This is why your first slide needs to make people curious.
Curious about what is coming next.
When people get curious,

you have their attention. They want

to know what happens next. They want to know the outcome.
This is why you should look at your first slide as a
cliffhanger. Yes, like a tv show cliffhanger. You want people
to think “I need to know or see this”.
One way is to ‘tease’ with the title. This is why ‘clickbait
titles’ work. It tickles the imagination and makes us
curious. “I made a million dollars using one strategy” will
make people curious.
But you can be more subtle. For example with titles like “How
this dog helped me”. That title needs an image of a dog as
well. Which takes me to the second way of teasing: visuals.
Using the right image can make people curious. Something that
shocks them or at least wakes them up.
Getting people curious in your first slide will keep people’s
attention. There is one thing you have to keep in mind. At
the end of the talk, the curiosity has to be satisfied!
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3 Ways of structuring your
talk
The right structure in a talk is crucial. If
the structure isn’t right, the entire talk
might be out of balance. And with that, the
audience won’t understand what you’re trying
to say.

How to get the right structure, I’ve talked
about on different places. But I wanted to
show you three ways of actually doing it.

Mind mapping
The first one is my personal favourite.
I love mind mapping. When you mind map,
you structure your thoughts based on
how they connect. If you would add your
slides topics to a mind map, you will
see how everything connects. If it fits in
the right way or not. I usually add my notes
to a mind map. Then I start moving the
elements around until I get them together in
the right topics. Then I start looking at
what I should leave in or out of my
presentation.
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Brown Paper Sessions

A good old consultancy exercise: do
brown paper sessions. Hang pieces of
brown paper on the wall. Then put
post-its on it. Each posting is for a
slide or topic. Move them around until
the structure is right.

Move slides

The one most speakers us is to work from
a slide deck. In this case, you add the
slides you feel are important and you
start moving them around. Be careful
with this method. It’s easy to miss the
overview. If you do this, make sure you
add temporary slides to your deck as
dividers of topics.

30

4

Build tension to hold
attention
One of the most important parts of public
speaking is to be able to keep the attention
of the audience. There are many ways to do
this. I’ll highlight some of them in future
emails. Today, I’d like to focus on one that
guaranteed will keep the attention of your
audience: building up the tension.

Building up the tension is much like the way
tv producers keep you hooked to
their shows. We all know the
sentence “after the commercials we
will show you...” They are teasing
you to stick around. Because after
the commercials, that's when the
‘good stuff’ comes.

In your presentations, you can use a similar
tactic. You can tease on what is to come.
For example:
You are talking about a way to attract more
visitors to your website. In the early part
of your presentation, you talk about a
successful project you’ve done. You mention
that the project had great results. You then
start the ‘tease’:
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“How we got these great numbers, I’ll explain in a
bit, but first, I want to show you...” This way,
you’re teasing the audience. They want to hear the
results. And they want to stay awake for them, so they
will be paying attention for when you get to the ‘good
part’.

Be careful!
This way of building up the tension is a guarantee to
keep attention. There is a danger to it as well that
you need to be aware of.

When you say you're going to get back to the audience
on that topic later on in your talk, you don’t want to
wait too long. The audience sees the time passing. It
sees you are getting to the end of your presentation
without touching on the topic. That's when they get
anxious. It might mean that at the end of your talk,
you're not going to get back to the topic that you
mentioned before. Because you ran out of time.

In that case, you're holding the audience 'hostage'.
And they are waiting for it, but you're not giving it
to them. They will not like this.
When you use the tension technique, do it in the right
way. Build up the tension. But make sure you can keep
your promise!
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What’s your point? Finish
this one sentence!
They walked out of the room for coffee when
two audience members looked at each other a
bit confused. What was that talk about? The
speaker was nice. It was entertaining. But
what was it about?

They couldn’t tell. Because there
was no point to the presentation.
The speaker had connected several
stories but hadn’t made a point.

Unfortunately, this happens a lot. Many
speakers build up their presentations from
scratch. They keep adding information to the
slide deck. Things they believe the audience
finds interesting. The problem with that is
that they leave the audience behind somewhat
confused.

There’s an easy fix for this.

The fix is to create an elevator pitch
before you start creating your talk.
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I’m not talking about an elevator pitch for your
product, but for the goal of your talk. Start with
your goal and build your presentation around it.

It only takes one sentence to get this done. Before
you start, finish this sentence:

After this talk, my audience will...

You can finish this with words like:
• ‘be able to do x,y or z better’
• ‘know how X works’
• ‘start working on their...’
• etcetera

Be careful not to give predictable answers like ‘be
inspired’ or ‘had fun’. Really make an effort here!
And keep it short. Make sure you use no more than
fifteen words.

Once you have the sentence, you build your deck around
it.
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You need emotions for
people to remember you
Do you remember that talk that had only
statistics in them? The one where the
speaker only told what happened? But didn’t
add any emotion to it?

You don’t?

That’s not surprising at all. Talks without
any emotion are hard to remember. If not
impossible.

The human brain is not a machine.
The brain is connected to a
person. And a person has
emotions, coming from that same
brain. In fact, what makes us
people tick is emotions. Our
emotions determine 95% of our
decision making.

As a speaker, you want to touch upon those
emotions. You have to if you want people to
remember your talk. To remember the message
you are giving. You need emotion to
persuade.
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The human mind needs emotions for things to stick.

That means that in your talks you need to use emotion.
The best thing to do is to start and end with emotion.
Start with a story for example. A story that reminds
the audience of a pain they recognise. This will get
their attention. The emotion at the end should be
about that same pain, but you can add relief to it by
offering a solution for that pain.

There are different ways to get the emotion in your
talk.

Storytelling is a great way of getting the emotion in
your presentations. So is sharing great videos. Even
being funny triggers emotions.

Aim for the emotions that will make people remember
your message and your talk as a whole.
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Key points to remember for
your slides
For some speakers building slide decks can be difficult.
They don’t know how to use them. Often this is because
the speakers don’t understand why they have slides in
the first place.
Let’s talk about a few important elements when it comes
to slides.
1. Slides are visual aids
Remember that your slides are to help explain the
presentation. So anything that goes on the slides should
help make the story better.
2. Speak in pictures
When you build a slide deck, make sure to use a lot of
pictures. And make sure these pictures help the story.
They should be a story on their
own! Remember to not make them an
exact representation of what you
say. Slides should support the
story! They should match your words
to reinforce them.
3. Slides are complementary, not the focus
Finally, slides aren’t what your talk is about. Many
speakers make this mistake. They talk through the
slides. Instead, they should have a story and the slides
should help the story be more understandable. Not the
other way around. They are complementary, not the focus!

37

How many words on a slide?
When you put too much text on a slide, people will
start reading, and stop listening. But how much is too
much? And how much should you put on your slides?
I’m going to shock you and say:
Try not to have more than a dozen words per slide.
“A dozen? That’s not a lot is it?” No, it isn’t. But
here’s why you should aim for the twelve words.

First, the twelve words are a great number for people
to read without having to lose focus on what you say

Second, the twelve words are a great number for people
to write down

Third, the twelve words fit perfectly in a tweet.
Together with your twitter handle and the conference
hashtag!

More words will make it harder for people to read.
This doesn’t mean you can never use more than twelve.
You can, as long as you realise what will happen to
your audience. And that you need to wait for them to
digest what you’ve put on the screen.
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Find your “Foundational
Phrase”
The difference between a great speech and a bad speech
isn’t that big. In fact, it often is only one sentence.
That sentence is the so-called “Foundational Phrase.”

Having a foundational phrase will make your presentation
clearer. It will be easier to get to the point. And it
will make it more understandable for your audience. They
will take action if you do it right.

But what is it?

Let’s take a step back
first. What is a
“Foundational Phrase”? It is
very simple. Craig
Valentine, 1999 World
Champion of Public Speaking, came up with the
foundational phrase concept.

The “Foundational Phrase” a single sentence that sums up
your entire message. In one sentence, it covers the
essence of your talk. It’s a phrase that everyone should
have.
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Having this phrase helps you achieve a few things:

it will give you more clarity in your talk

it will make it easier for your audience to understand
the essence

it will make sure your audience remembers the essence

This sentence is the key to your presentation. That’s
why you want to repeat it at least 2-3 times
throughout your speech. That way it will stick. Some
people even use this sentence as the title of their
presentation.

The foundational phrase like a tagline, a slogan.
“Yes, we can” or “Just do it” are the most well-known
examples. These are slogans that are meant to make
people remember them. To have them take action.
Advertising professionals created them. And that’s how
you should be thinking about this sentence.

Think about your foundational phrase as a commercial.
Make people remember it. Make it stick in their heads.
And make sure it covers the essence of your talk.
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6 Different types of
presentations
When you are doing a presentation you always have a
goal. You are trying to get a message across. You are
trying to teach your audience. Or you are trying to sell
something.
There are different goals for a presentation. Here are
six types of goals. Each of them has a purpose.

To inform
Most of the presentations in business are about
informing the people in the room. A client or your
manager asks you to come and present
on the progress of the project. What
they expect is to get informed.
Other examples are presenting
financial results or presenting the
findings of the research. The talks
focus on the facts. The goal is to
give the audience these facts.
To educate
The goal here
understanding
leave knowing
learn, so you

is to have the audience go home
more about what they heard. They need to
a lot more. You want the audience to
have to pay attention to this.
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There are many different examples of this talk. A workshop or training
session is the most logical one of course. But also instructing your
staff on new policies is an example.
To persuade or convince
Speakers want to convince the audience to understand or believe their
stand on a topic. Or simpler: to buy a product or service.
These types of presentations you can often see in politics but also
business. Each sales presentation is about persuading the potential
client.
To activate
These speeches present the audience with information that makes them
want to take action. Fundraising presentations are good examples, but
you can see them in politics a lot as well.
To make this type of presentation work, one of the most important
ingredients is to tell them what to do.
To inspire or motivate
These types of speeches are often seen at TED Conferences. More often
you see them at events aimed at personal improvement. There are many
motivational speakers out there. The best examples of motivational
speeches you find in locker rooms. When coaches are trying to get
their teams out on the field full of positive adrenaline.
To entertain
Everybody likes to be entertained. And one way of entertaining is to
have a great speech. You can see a lot of these types of presentations
in personal settings. When you are entertaining guests for example. Or
when you are doing a speech at someone’s (or your own) wedding. But
you can see the entertaining speeches in many places. Stand up comedy,
theatre, but also presentations at an opening of an event. They are to
entertain. To make the audience laugh and feel happy.
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What happens when people
hear a story?
Why do we do storytelling? Because we heard we should?
Or because it’s fun? Or because the audience wants it?
Yes, it is about the audience. But not because they want
it, but because it changes the way they feel. If you
tell a story on stage, something happens with people.
What happens? For example these things...
People get uplifted
A story will take people into a new world. And the right
story will get them uplifted. They will feel happier and
in a better place. They feel part
of the hero’s journey. And
because they saw the hero win,
they feel happy for the hero. Of
course, this has to be a positive
story. A sad story won’t do this
:-).

They get motivated
Once people feel uplifted, there is a good chance that
the audience will also feel motivated. Motivated to act
the way the hero in the story did. Or at least to reach
the same goal as the hero. A good story can motivate
people to take action. To get to a new world. Make sure
to tell them to go there at the end of the story, they
will thank you for it!
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People feel connected
Anyone listening to a story will feel a bond
building up with the one telling the story. That
means the audience will feel more connected to you
as a speaker. Which in turn means that they will be
more inclined to listen to other things you have to
say. Or sell...

It shows the value of a product or service
Stories are also a great way of showing the value
of a product or service. Note that I’ve highlighted
value here. That’s because the story shouldn’t be
about the product or service itself, but about what
it has done for others. Reviews or client cases are
a great example of stories that you can use. As
long as you focus on the outcome. How did it make
them better? Do that and the client can already
imagine themselves having the same success.

It makes them care for you

Finally, there is the caring part of stories. As
said above, it’s easier to make a connection with
someone if they share a story. The same goes for
caring. The better the story, the more relatable,
the more the client will care about you.
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As a speaker, you want to have impact. To have real
impact, you need to be able to persuade and
convince. But what is persuasion? How does it work?
And how can you use it in your presentations?
On Speak with Persuasion we offer advice and
training on persuasion tactics you can use in your
presentations. Find more information about that on
https://www.speakwithpersuasion.com/workshops/.
On the website you can also find everything a
speaker needs to know about persuasion. Read
articles, watch videos and download our training
exercises and templates!
In this chapter, you will take the first steps to
becoming a persuasive speaker. Someone that people
can't stop listening to!
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How to make your audience
remember your words
You want your audience to remember what
you said. Sometimes that’s not easy.
Because in general, people only
remember three things from a talk.
That’s why you shouldn’t put
too much information in your
talks (as I explain here).

But that’s just your talk. The
audience might have to
remember things from other
talks as well.

How can you make sure they remember the
right things? Here are a few things
that can help:
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Title
Make sure you have a title that people will remember.
Make it stand out and make it so people will remember
what the talk was about.

Use Icons
On your slides, use icons that people know. In these
days of all types of messengers, people can relate to
icons. Make sure to use icons that people will
understand and relate to. An exclamation point when
they need to pay attention. A smiley face when it is
fun.

Let them connect to you
Make sure the audience can connect with you without
too much trouble. Put your twitter handle or email on
every page of the slide deck. Or have a contact page
at the end of the slide deck with all the right
information. Make it easy for them to ask more
information.
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Make your audience write
things down!
Part of being persuasive is that you
want people to remember what you’ve
said. Even better, you want them to act
on it. But that is probably the most
difficult part of persuasion.
Especially when you are
talking to a room full of
people you don’t know. A room
full of people that you won’t
talk to in person.
But there is a way to make
people remember your
words: have them write them
down.
When you were in school, the teacher
would tell you to write down things.
You would have to make notes. And when
you went over the notes, you might have
thought ‘I know this, I’m ready for my
test!’
What happened there was that your mind
remembered what you wrote
down. Research shows that if you write
down something, chances are a lot
higher you will remember it.
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The problem these days is that people don’t need to
write things down anymore. They can watch videos.
They can record talks on audio. And they can look
back at the slides of the presenter. After all, most
presenters share their slides. Either in public or
with the event they are speaking at.
As a presenter, you want to take this into account.
Because if you tell your audience that you are
sharing your slides, people might be less focused.
They know they can look it up. And they will write
down less. And thus remember less.
Does that mean you can’t share your slides? Of
course, you can. But you need to do something else as
well. You need to tell people to write things down.
Tell them to write down the important things. Tell
them: “You will get slides but do write down what you
feel is important.”
And if you want to be really persuasive, you can tell
them to write down specific things. The things you
want them to remember from your talk.
You can, for example, say “write this down, because
this is important”.
Getting your audience to write down information from
your talk will make you more memorable. And it will
make you more persuasive. Use it!
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How everyone will follow
you
There is one sentence that everyone
loves saying. Even if they don’t say it
out loud. This sentence tickles our
ego.
The sentence we love most is: “I knew
it!”
When people use (or think)
this sentence, their
suspicions are confirmed. And
when our suspicions are
confirmed, some other
important things happen:
- we get a ‘happy’ vibe. It
feels good to be right!
- we right away trust the
person who made us think or say the
sentence more (who can now sell us
everything)
- we bond with others who have the
same suspicion.
This is especially the case when the
suspicion has a ‘negative’ vibe to it.
For example, when it is about someone
we don’t like or trust. Do you have a
bad boss? When a colleague says
something negative, you will feel the
bond. You are now on the same side.
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How can you use this?
Knowing this means that as a speaker, you should try
to confirm the suspicions of your audience. This
means you first have to find these suspicions.
Research can help you with this.
It’s important to make sure that you justify their
failures. If something isn’t working, it’s not your
audiences’ fault!
When you are speaking at a conference, research the
topic you are talking about well. What are the
problems and challenges that people have? Then
confirm these challenges. For example, when talking
about marketing you could say:
“Many marketers say getting traffic to your website
is easy. It’s not. It’s hard work!”
This way you are acknowledging their struggles.
You’re telling them the reason they don’t have the
traffic isn’t their fault. You confirmed their
suspicion.
In a pitch, it’s often the same. You confirm the
suspicion of your potential client by showing them
what they are doing isn’t easy. Show them you are on
their side!
Do your research and start confirming your audience’
suspicion!
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How to get people to share
your words
In a talk, speakers want to a few things
to happen. They want the applause, they
want the response from the audience. But
they also want the recognition outside
of the event. The follow up afterwards.
They love it when blogs write about
them. They love it when people share
about them on social media. You can
often see speakers get off
stage and instantly check
their social mentions.
For many speakers, this
doesn’t happen (enough). It
doesn’t mean they’ve done a
bad job though. Chances are
their talk was great. But it
wasn’t triggering people to
share.
If you want people to talk about you,
you have to give them something to talk
about.
This sounds obvious. It’s not though.
Because this is about more than doing a
great talk with great substance. Yes,
you need great substance, but you need
something else as well. In fact, your
audience needs something else. They need
a trigger.
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Here’s my secret. My slides are always built up in a
specific way. Some slides are there to show in-depth
information. Other slides are there to ‘give people a
break’ and there are images to make a point. But there are
also slides that are there to trigger.
These slides often contain quotes. Sentences that people
can copy and write down. As I explain in my article here,
it’s important to give people time to write things down.
That’s why it’s important to keep these quotes short.
But there is another reason to keep them short: they
become tweetable. Quotes that fit into a tweet, including
a hashtag and @mention, give people something to share.
The most important part is subconscious. Something I
picked up in all the neuromarketing research I’ve done
throughout my career. I am letting my audience
subconsciously know they should tweet this.
By adding a Twitter logo.
Yes. It’s that simple.
A quote (that has to be interesting of course), combined
with a Twitter logo gets shared significantly more than a
quote without the logo.
It’s my sign to them to start sharing.
Combined with a hashtag (often the conference hashtag) and
a mention on my slides, these are signals the audience can
hardly resist.
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Use people’s (first) names!

“I have something for you, [yourname]!”
is a sentence you can see in many
emails. Especially in sales emails.
It’s a ‘tactic’ that is used in e-mail
marketing all the time. And
for good reason. It works. It
grabs your attention.
It works for e-mail. Did you
know you can use this tactic
when speaking as well?
Whether you are speaking at a
conference, pitching or
talking internally. Using
first names is a big
persuasion strategy that works.

Why?
People tend to pay more attention when
they hear their own names. They feel
almost obliged to listen. And more
important: they feel a closer relation
to the person mentioning their name.
This means they are also much easier to
persuade.
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How to do this when speaking?
You can use this tactic for speaking as well.
When pitching it is easy, make sure you know the
names of the people there. Maybe even use one or more
of the names in the demo you give, or in the
screenshots on the slides you use. The same goes for
internal talks you do.
It’s easy in pitches or internal talks because the
group is always small. But can you do it in bigger
groups, at conferences for example? You sure can!
If you have the chance to look at the list of
attendees, find the most common names and use those
in your presentation.
If you don’t have access to the list, look at the
badges people are wearing and find out their names.
If there is someone of high influence in the audience
or someone you'd like to impress, use their names.
Use people's names when you want to influence them.
All you need to do is a bit of research beforehand.
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Five persuasive elements to
use in your talk
If you want to make a point or change
people’s minds, you have to reason with
your audience. Make them see what are
the logical steps for them to take.

The problem is that many
people aren’t always
receptive to logic. They
might see the logic and
therefore understand what you
want. But to actually make
them act, to persuade them,
you need something else.

What you need to persuade is
emotion. They need to feel energised.
If they are not energised, they will
accept your words and move on.
How to energise and persuade?
If you want to energise and persuade
your audience, there are different
things you can do. Here are five
crucial persuasive elements to use in
your talk.
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1. Humor
Getting people to laugh with you (not at you!) will
make them like you. You’re giving them the message
that you are on their side. This will give energy and
love.
2. An anecdote
Telling a short story, a (personal) anecdote will
humanise you. And being human brings you closer to
your audience. They will feel they can relate to you.
3. Vivid examples
Showing examples of your solution, people will trust
you more. You are showing your ideas work. It will
give them ideas and will make them think.
4. Third-party validation
Yes, this is a fancy term for ‘recommendations’. If
you can show that your idea works with others, it
builds trust. And if you can let those people
‘validate’ it by giving that recommendation, people
will be persuaded.
5. Powerful visuals
Finally, you can use powerful visuals to persuade as
well as energise. Certain images or videos will wake
people up. And even better: images like charts and
results will persuade.
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Three things people want
from your talk or pitch
When you are pitching or speaking in
front of an audience, the most
important element is... the audience.

The audience is the reason
you are there. They are the
ones who need to take action
after your talk. Whether it
is buying your product or
following your advice.

That’s why you need to pay
attention to what the audience wants.
What is it that they are looking for?
Of course, that is about the content.
But it’s about more.

In essence, you can say that there are
three things people want to get out of
your talk. If you can ‘tackle’ these
three things, the audience will act.
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1 Trust
The first thing people are looking for is trust. I’ve
discussed this before. The audience wants to know why
they can trust you. Without trust, there is no way
people will buy anything. They need to trust the
source to take action.
2 Results
The second thing people are looking for is results.
They want to know that when they take action, they
will see results. It’s up to you as a speaker to show
these (potential) results. Your audience is looking
to find proof for the actions they might be taking
after the talk. Is your advice legit? Will it help
them? Is your product something that solves their
problem? Show them the results and prove them and the
audience will take action.
3 Convenience
The third thing people are looking for is
convenience. Yes, it’s true. Most people are lazy.
They want to take the easy route. But more important
is that they want to see potential hurdles
removed. If you want people to take action, people
need to feel that it’s easy for them to take that
action. It has to fit in what they are already doing.
They will take action if it fits into their rituals
and habits. As a speaker, show them it’s convenient
for them.
59

8

Make your audience write
things down!
Part of being persuasive is that you
want people to remember what you’ve
said. Even better, you want them to act
on it. But that is probably the most
difficult part of persuasion.
Especially when you are
talking to a room full of
people you don’t know. A room
full of people that you won’t
talk to in person.
But there is a way to make
people remember your
words: have them write them
down.
When you were in school, the teacher
would tell you to write down things.
You would have to make notes. And when
you went over the notes, you might have
thought ‘I know this, I’m ready for my
test!’
What happened there was that your mind
remembered what you wrote
down. Research shows that if you write
down something, chances are a lot
higher you will remember it.
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The problem these days is that people don’t need to
write things down anymore. They can watch videos.
They can record talks on audio. And they can look
back at the slides of the presenter. After all, most
presenters share their slides. Either in public or
with the event they are speaking at.
As a presenter, you want to take this into account.
Because if you tell your audience that you are
sharing your slides, people might be less focused.
They know they can look it up. And they will write
down less. And thus remember less.
Does that mean you can’t share your slides? Of
course, you can. But you need to do something else as
well. You need to tell people to write things down.
Tell them to write down the important things. Tell
them: “You will get slides but do write down what you
feel is important.”
And if you want to be really persuasive, you can tell
them to write down specific things. The things you
want them to remember from your talk.
You can, for example, say “write this down, because
this is important”.
Getting your audience to write down information from
your talk will make you more memorable. And it will
make you more persuasive. Use it!
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Enlarge your most powerful
points
The speaker stood fierce behind the
podium, looking into the room filled
with almost 200 colleagues. His face
was serious.

“NO!” he said and slammed his
fist on the podium. Leaving a
silence after. The audience
was glued to their seats,
mesmerized by the speaker.

This speaker knew exactly how
to get the attention of the audience.
He knew that now he had to make a
point. The “NO!” had to be explained.
And when he did, the audience would
never forget his reasoning anymore.
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A lot of speakers let their most important points
disappear in their speech. They mention them, but
because they aren’t highlighted, they disappear.

It’s important to leave an impact when you want to
make a point. That’s why you shouldn’t have too much
points. And for the points that you do have, you need
to emphasize them.

A few ways to emphasize your points are:

- leaving a silence
- speaking louder or softer
- showing it through a strong image
- give them a quote

Make sure your points are well received!
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Avoid using these words in
your presentation
It’s the little things in life that matter. It’s the
little things that make a difference in a presentation as
well. And those little things can be as simple as a few
words.
Some words are very powerful. Like the word “You”. That
word is by some considered to be the most powerful word
in the English dictionary. Using that word will make
people pay more attention.
But some words have the
opposite effect. Words that
make your presentation less
interesting, less captivating.
What words? Let me tell you.
Just
The word ‘just’ means you are
making things smaller. It’s a
“minimiser”. For some thing that’s ok. If you use the
word in a sentence “I would just like a drop of milk”,
you’re saying you don’t want too much milk. But if you
are using the word as a sentence like: “I just wanted to
ask you if...”, you’re minimising your desire. You are
making it less important.
Instead be firm: “I wanted to ask you...” gives more
power. If you don’t like to be too firm, but still be
strong, you can use words like “I was wondering” or “I
was thinking” instead. But in general: be as direct as
possible!
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Like
The word ‘like’ are also used in different ways. Of course it’s ok to
use the word what it is meant for: to show you like something. “I
like this person” is a perfectly fine sentence. You can also use it
as a reference: “This looks like a ...”. You are then using it to
describe something. Great!
The word “like” is more often used as a ‘filler word’. Much like (see
what I did there?) “Umm or Uhh”.
To get rid of these words, do two things. First talk slower. Better
pronunciation helps prevent these words. Second, replace these type
of words with silence.
I’m sorry (but)...
Wait, I can’t say I’m sorry? Of course you can! But like with the
other words, there is more than one way you can use it. Saying you
are sorry is ok.
But if you are using the “I’m sorry” when you don’t mean it, people
will sense that and they won’t trust you.
Especially when the word ‘but’ is added to the sentence. Someone who
says “I’m sorry, but...”, isn’t sorry at all. They are making up an
excuse. They are justifying themselves. Which of course doesn’t help
in building a trusted connection with your audience.
“You probably don’t care, but...”
Ok, this isn’t a word, it’s a sentence, and so was the one above. But
it’s an important sentence! I’ve heard it many times, in different
variations. “I’m sure you won’t like it” or “it’s not as great” are
examples of that.
These sentences make that you are breaking down what you are going to
say next. You are lowering expectations.
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Are you nervous before a talk? You're not alone!
Many are! But did you know there is a lot you can
do? Breathing exercises, self awareness and a lot
more.
On Speak with Persuasion we offer advice and
training you can use handling your nerves. Find more
information about that on
https://www.speakwithpersuasion.com/workshops/.
On the website you can also find everything a
speaker needs to know to handle nerves before a
presentation. Read articles, watch videos and
download our training exercises and templates!
In this chapter we will guide you to understanding
and handling your nerves. There are tips and
exercises you can use!
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Why do you get nervous
when speaking?
It’s the biggest reason why some people
never speak or will hardly ever speak:
nerves. They can break your
presentations.

Where do these nerves come
from? Before you can make
them go away, you need to
understand them. Here are a
few reasons why you might be
getting nervous.

Fear of the unknown
One of the main reasons of getting
nervous is that you don’t know what is
coming. You don’t know the conference,
you don’t know the audience. And most
important: you don’t know their
response. If you don’t know what to
expect, you get nervous.
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(Lack of) preparation
Related to this, is the lack of preparation. You secretly
know you haven’t done enough. You haven’t rehearsed or you
haven’t looked at your audience before going on stage.
Knowing you aren’t 110% ready makes you get nervous
Your demands are too high
You want to be at your best. That means as a speaker you
want to captivate, get everyone in the audience to think
differently. That just isn’t always possible. Even worse:
it’s never possible. Yet if you want to reach the
impossible. You might get nervous of not being able to do
that.
Too much focus
Because you want to do good. You will focus. You will
concentrate. But be careful not to overdo that. Because
when you do, you might get nervous. When you focus you
create your own bubble. If you let nerves get into that
bubble, it’s hard to get them out. So don’t focus too
much. Make sure you relax!
Wrong breathing
Finally, one that might surprise you. You might get
nervous because you are breathing in the wrong way. If are
breathing through your mouth and not breathing enough, two
things happen. You will get a dry mouth, which will feel
like nerves. Secondly, you are not letting enough oxygen
into your brain. That will make you feel less relaxed.
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Go to the bathroom!
(a personal experience!)
For some, feeling nervous means you have to go
to the bathroom several times. It has happened
to me as well. Perfectly normal. And it will go
away.

It also reminded me of a story that
involves a bathroom break...

Years ago I spoke at a conference that
had panel sessions. Panels mean that
there are more people in the same
‘slot’. They all speak about the same
topic. That means you have to prepare
not talking about the same thing, but
that’s not what I want to talk about
here.

In this case, I was on a panel with 4 people.
So three other speakers and myself. Each of us
would talk for about 20 minutes. When I got
into the room the moderator told me I would be
the last one to be talking. I was happy with
that and sat down to wait my turn.
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All speakers were sitting at a desk which was placed on
the stage. Something that happens quite often. This can be
useful for the Q&A after a session. It also meant that all
speakers were visible to the audience all the time.
When I sat down and the first speaker started his talk it
suddenly hit me. I realised I had forgotten to go to the
bathroom before the session. And after about 10 seconds
into the first speaker’s talk, I knew that was a mistake.
I had to go...
But I couldn’t. Getting up would mean interrupting the
speaker that was talking. And that’s something you just
don’t do. So I had to sit it out.
About an hour later, it was my turn to speak. By that
time, I REALLY had to go. But I had to talk first... for
20 minutes....
I can assure you this wasn’t my best speech ever. My
concentration had gone. The focus wasn’t there. I was just
hoping to get through it ok. And run to the bathroom after
the session... I made it...
Ever since, when I am on a panel, I choose the seat that
is closest to the exit, so I could sneak off when
necessary.
But there is one rule I keep to strictly now. A rule that
we all tell our children anyway: Go to the bathroom before
you have to go. In the case of speaking: before the
session starts!
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Nervous? Breath! Here’s
how
One of the major reasons you get
nervous is breathing. I have seen many
speakers breathe in the wrong way.
Sometimes on stage, but even more often
before they go on. You can
see them breathing to being
nervous.

When that happens, you need
to ‘reset’ your breath.
Here’s an exercise you can
use to start breathing
normally again and to get rid
of your nerves.
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The exercise:
Standing:
First look at how you are standing:
- Make sure you stand with your feet apart, it should be
about a shoulder-width apart.
- Support your body through your hips and legs
- Do not lean on and lock your knees!
- Release and relax your shoulders.
Breathing
Now on to breathing
- Let your stomach go, don’t tighten it
- Put your hands on your stomach. Your hands will rise on
an in-breath and fall on an out-breath when you are doing
it well.
- Breathe in through your nose to the slow count of 4. As
you breathe in, feel your diaphragm, and see your hands,
rising.
- Breathe out through your mouth to the count of 4. Feel
your diaphragm expanding and see your hands lowering.
Repeat
You want to repeat this exercise.
- Inhale and exhale to a
you keep your shoulders,
- Once you have mastered
do it often, you will be
even 10 count.

4 count several times. Make sure
stomach and legs relaxed.
the 4 count, increase it. If you
able to extend it for an 8 or
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Here are 3 ways to relax and
get rid of nerves
Many speakers get nervous before a
talk. Just listen to Marcus
Tandler or Purna Virji. They feel
anxious about doing a good job. If you
are one of these speakers,
you don’t have to worry. This
is common for a lot of
speakers. You are not alone!

Realising you are not alone,
doesn’t make it go away. Even
though it might make it
somewhat more bearable. It
will still be there. Lucky
for you, there are ways to get rid of
the nerves. By relaxing. Here are three
ways that will help you relax before a
talk.

73

Listen to Music
Music can have a soothing effect on the brain. It will
calm you down. That is if you listen to the right music.
There are also songs that can fire you up! If you want to
relax, listen to music that is calming. Classical music is
often a good choice, but you can find calming music
anywhere.
Bring a headset to the event, sit down, and relax!
Walk in the sun
Granted, in some countries, this will be a difficult one.
It’s one isn’t something you can control. Unless you are
speaking in a place where the sun always shines.
But if the sun is out, do go outside! Enjoy the warmth.
Enjoy the sunlight. Sunlight makes a person relax. So if
you feel anxious, and the sun is out, take a walk! Just
not too far away, you don’t want to miss your talk!
Have a good laugh
If you’ve ever watched a comedian perform or seen a funny
movie, you will know that laughing relaxes. You’ll feel
happier. Before a presentation, it can be a good idea to
find the laugh. This can be by talking to other people or
watching a video. Get your phone, watch a funny video. And
you will relax! Again, you do need to bring a headset!
In essence, getting rid of nerves is all about shifting
your attention. But not too much. You don’t want to lose
focus!
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Are you scared of public
speaking? Here's why
There are people who rank it as
their biggest fear: public speaking.
Also called ‘Glossophobia’. But where
does that fear come from? And can we do
something about it?
You are not alone
Even though it often isn’t
really the biggest fear, it
is one that is on people’s
minds. 25% of people say they
feel at least a bit of fear
for public speaking. The
biggest problem often is that
people make each other
scared.
We ask each other “are you nervous?”
And when the other says “no”, we are
surprised. How can that be? You should
be nervous?
No, you shouldn’t. It happens, but it’s
not a ‘must’.
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Where does this fear come from?
The fear isn’t only there because we tell each other to be
scared. There are a few other reasons why we get scared.
1. Our Bodies
This is the fight or flight principle you may have heard about.
Our bodies respond when we feel a threat. When the tension and
the anxiety go up, our bodies ‘think’ we are scared.
2. Our Minds
We like to fool ourselves. In fact, our minds play tricks on us
all the time. In this case, we overestimate the impact of what
we are about to do. We make failing a lot bigger than it would
be. We won’t die if a talk goes bad. Yet our mind makes us
believe we are.
3. Our Preparation
If we didn’t prepare well enough, we get scared. But it’s more
than that. We also get scared when that what we are going to
present is new. Or if the audience is new. Or if we are
speaking for the first time: we are doing something new. And
that means we are not prepared. How can we? We’ve never been in
this situation!
What to do about it?
Even though much of it seems inevitable, it’s not. Because
you CAN prepare for these things. The key is in preparation.
When we prepare well, we get more comfortable with the
situation. And recognising the situation will make your body
more relaxed.
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Your audience is your friend,
not your enemy
A reason why some people are afraid to
speak in public is the audience. They
feel as if the audience is only there
to criticise. They think that all the
audience wants, is to find mistakes
from the speakers.

If speakers feel that way,
they are turning their
audience into their enemies.
They get suspicious of their
audience. And when that
happens, a speaker becomes
defensive. And with that, his
talk loses power.
It’s a big mistake to treat your
audience as your enemy. They are not.
But when you treat them like your
enemy, they will become so. An audience
can feel how a speaker feels. Is there
anxiety? They can sense it. Is there
fear? They will ‘smell the fear’. They
will also feel the opposite. When a
speaker has confidence, the audience
will feel connected.
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If you turn your listeners into enemies, you will make
your presentation much more difficult.

Instead, you want to do the opposite. Treat your audience
as your friend instead of your enemy.

The cooler you are on stage, the more your listeners will
love you. The more they see you as someone they can trust.

Your presentation will run a lot smoother because of it.
And when something does go wrong, the audience will be
ready to forgive you.

When you are talking, talk as if you are talking to a
group of friends. The attitude alone will make a
difference. But you can do more. Communicate with your
audience even before you start your presentation. Do some
small talk, say hi to a few people. You will feel more
friendly right away.

And you will notice that the audience really doesn’t want
to be your enemy in the first place!

78

7

Forgetting things is no
reason to panic
You start the talk and within seconds
sweat starts to break out. You start to
worry. What if you forget things?

Before you know it, you are
having a panic attack.

Don’t worry, it has happened
to the best of us. That
doesn’t mean it’s a nice
thing to have. Forgetting
something is never nice.

But forgetting something doesn’t have
to ruin your presentation. As long as
you know and do the right things.
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What you should know
It’s important to realise that when you are speaking, the
audience has no idea what you are going to say! You know
the build-up of the presentation. But they don’t. That
means you don’t have to worry about things you are
forgetting. Because they don’t know you forgot something.
What you should NOT do
This means that when you DO forget something, you
shouldn’t mention the fact you forgot it. You can still
get the information out, but saying you forgot is
information they don’t need.
It’s why you shouldn’t use a word for word script. Chances
are a lot bigger you will forget something and when it is
word for word, there is no way out. It will show. And it
will make you panic even more.
What you should do
So when you forget something, ignore what you forget! Keep
on talking and when needed, get the information in there.
When you are forgetting things, your instinct might be to
start rushing. That’s what panic can do to you. Instead of
rushing, you should stay calm. Easier said than done of
course, but you can do it! By a simple trick: breathe
extra and add pauses to your talk. Pauses are a good
thing, it gives the audience time to recap and you time to
get yourself together.
So when you are forgetting things, don’t worry and
definitely don’t panic!
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How to be more aware
during a presentation
I often hear speakers say that they
‘missed’ part of their talks. This may
sound strange, but I do recognise this.
What happens with these speakers
happened to me in the past as well.
When a speaker misses part of his or
her talk, it doesn’t mean they forgot
to say something. It means
that the speaker can’t
remember what he or she has
said. That’s because they
were ‘in the zone’. They are
doing their job, often great,
but aren’t aware of it.
This is not perse a bad thing,
but it does mean the speaker
can’t improve. They wouldn’t
know what to improve. It also means the
speaker has less control over the
message. That is something you want to
avoid.
It is therefore important for a speaker
to be more aware during the talk. There
are several things a speaker can do to
work on awareness. Here are a few.
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At the event
At the event, it
This means being
you are speaking
room to see what

is important to start being aware right away.
aware of the space around you. Look at the room
in before your session. Walk to the back of the
the audience sees. Feel the stage. Be aware.

Another huge part of being aware is to connect to people. Look
at people. How do they move, how do they interact with each
other? If you look at your audience before your talk, you become
more aware of them and you will notice them while talking. That
in return will make you more aware.
Next to looking at people, it is also helpful to talk to people.
Start making a connection before your talk. Ask them where they
are from, what they are doing there. And how much they are
enjoying the event. Again, you will be more aware of them when
on stage. And another benefit is that they’ve already started to
like you even before your talk!
The content
Awareness also has a lot to do with the presentation itself. The
more aware you are of your presentation, the better. It will
make that you can diversify, make things better on the spot.
To get there it is important to know what is important
talk. What are the things you want to get across, what
things you are working towards? You want to know where
presentation the important parts are. And when you get
you want to be aware of the fact you are there.

in your
are the
in your
there,

Knowing the content also means knowing the important message in
the talk. The essence of things. Being aware of the essence will
make you more aware in general.
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Mental rehearsal: the power
of visualisation
When I was a young boy, I played a lot
of sports. I was an active football
(soccer) player and played a lot of
tennis. Each Saturday, I would play a
match with my team. For a long time,
like every young boy, I was hopeful that
I would reach the professional level.
Of course, I never got close, but at the
age of 15, I was taking the
game very serious. So serious
that I would prepare myself
very well before a match. The
evening before the game I
would already be getting
ready. Often I couldn’t sleep
right away, because of the
game.
That was also because I was already
visualising the match the day before.
Lying in bed, I would see myself on the
pitch. Running, kicking, scoring goals.
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It turns out, without knowing I was doing something called
a ‘mental rehearsal’. A method that is very useful in
different ways. I learned later in life that many athletes
do this. They run their race or play their games in their
heads several different times.
I still use the method. For my tennis games, but also for
my talks.
How it works is very simple. You close your eyes and you
see yourself on stage. You see yourself walking on, you
see yourself presenting. You visualise the stage, the
audience and your slide deck. It’s like a rehearsal, but
only inside your mind.
The mental rehearsal has different benefits. For one,
it helps you learn your presentation. A research performed
by Stanford University shows how the mental performance of
a task can lead to actual learning and performance
improvement. You will do a better job because you learn
from it.
The second benefit is that you will get less nervous. One
of the reasons why you could get nervous is that you are
unfamiliar with the circumstances. By mentally rehearsing
the presentation, it will feel like you’ve done the talk
before. In result making you less nervous. It will make
you more confident!
Try it. Visualise your talk. It’s important in this
process to not only think about your slide deck. Visualise
yourself on stage. See yourself presenting. Feel the
audience. And feel your confidence grow!
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The 180 degrees approach
to nerves and fear
Most speakers are afraid. Afraid of failing. Of
being the laughing stock in the room. Even
though this rarely happens, it’s something many
speakers are afraid of. And this fear is causing
them a lot of anxiety. This fear makes them
nervous.
Are you one of these speakers?
Are you someone who is afraid
of things going bad? Do you
get nervous because you can
see things go wrong? Since a
high percentage of speakers
has this problem, chances are
that you are amongst them. And
if not, I am sure you know
someone who does fit in this
group.
The key to this problem lies in the sentence I
wrote above: you can SEE things go wrong. The
problem with most speakers is that they picture
themselves in a room where things go
wrong. Because they are visualising it, it
becomes almost real. Which in turn will make
them even more nervous.
There is a great exercise that can help anyone
who has these fears: the 180 degrees approach.
This exercise can turn things around for you.
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It’s a very simple exercise. All you need is a pen and a piece of
paper. Divide the piece of paper into two parts: left and right.
On the left side, write down all your fears. What are the things
that would be bad when you are presenting? On the list could be
items like:
People walk out
The audience starts laughing
I won’t get any leads
Nobody will want to talk to me after
Etcetera
Now, for each of the items you have written down, take the 180
degrees approach. That means, write down the exact opposite. For
example:
The audience starts laughing - The audience will be focused and
love my every word
I won’t get any leads - I get more leads than ever!
Nobody will want to talk to me after - People will come up to me
in masses afterwards!
Once you are done. Read them again and visualise them. See it
happening!
The fact that you will visualise the positive parts will make you
feel more at ease. You will see the positive side of things.
Which will make you less nervous.
One thing is important to realise. Don’t expect all positive
things to happen, as you shouldn’t expect all negative things to
happen.
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Body language is part of non-verbal communication.
It is the combination of movements, gestures, and
postures. This includes the way a speaker talks,
moves and looks on stage. It is part of the message
a speaker wants to give.
Many people only think it is about the way you
position yourself on stage. This is a big part of
it, but there is much more. It also shows your
confidence. The right attitude on stage gives you an
air of authority, which supports your story.
Improving your body language can have a big effect.
Especially how the audience perceive your talk. It
can make a difference between a nice talk and
actually persuading people. This is why it is
important for everyone to pay attention to.
In this chapter we will help you understand what
your body language can do!
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Using the space you have the TED circle
When I started speaking at conferences,
I didn’t feel comfortable standing
behind a desk. Some events have a desk
on stage. I felt off I couldn’t really
no-show what I had to show and I
couldn’t really be myself.
Other people do like to desk
because it makes them feel
more secure. Everybody feels
comfortable in a different
way, in different settings.
What’s important though, is
that you don’t take it to
extremes.
When I did get on stage that
gave me more space, for
example, I started moving around
because it felt right. One day I showed
a recording of one of my talks, which
was on YouTube, to my dad. My dad
emailed me back when he had seen the
video on YouTube.
He said: “well I love the way you talk,
but maybe you should walk around a
little bit less. It’s not like you’re
performing in a tennis match tennis
match.”
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I looked at the video again and I saw my dad was
right. I was pacing too much. Moving from left to
right and back. Trying to be in touch with
everyone in the audience. But because I move so
much, it was distracting. From that point on I
started moving less. But I still moved around and
I still do.

When I learned about the TED circle, I understood
what I needed to do properly. The TED circle you
see when speakers are speaking at the TED
conference. What you will see is that there often
is on stage a circle. A red circle which is also
part of the logo of TED. But one thing that I
never realized up until that point, is that that
it also has a functional purpose. Which is that
people are not allowed out of that circle. The
speaker has to stay within the circle.

From that point on, I created virtual circles on
stage. How can I move around but within a specific
circle, not outside. When it’s a really big stage,
I might create one or two or three circles. On
different places on the stage. But I won’t move
around too much. And the TED circle is one of the
reasons of that.

And trust me…it works!
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What to pay attention to
when working on your body
An audience decides within seconds if
they trust the speaker on stage. These
seconds are used to look at how the
speaker presents him- or herself. If
they don’t trust him or her, it
won’t matter what the speaker
says, they won’t be able to
persuade.
Body language is part of
non-verbal communication. It is
the combination of movements,
gestures, and postures. This
includes the way a speaker
talks, moves and looks on
stage. Body language is part of the
message a speaker wants to give.
Many people only think body language is
only about the way you position
yourself on stage. This is a big part
of it, but there is much more. Body
language shows your confidence. The
right attitude on stage gives you an
air of authority, which supports your
story.
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But body language can be broad. What is it we talk about
when it comes to body language? When you are looking at
your body language, some things to pay attention to are:

Where to look?
Are you looking at your audience? Or are you one of the
speakers who has a tendency to look behind you at the
screen? Are you giving your entire audience the attention
and not just a happy few?

Happy vs sad
What message are you getting across with your body
language? Are you showing happiness? Or are you sad? This
reflects on your audience!

Energy
How much energy are you putting into your talk? Too little
energy will make your audience fall asleep. Then again,
too much will make them pay less attention to your
message!

Gestures
What gestures are you making? Are you using your hands and
not hiding them in your pockets? Are you pointing, being
expressive?
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Things to be careful about
when using props
At most conferences, it’s just you on stage, holding
you clicker and in some cases the microphone.
Sometimes you see speakers who do a little bit more.
They use props. The question of course is: should
you?
There are several reasons for
using props in your
presentations. Here are just
a few:
• Props can explain your point
• Props can have an emotional
impact
• They can act as metaphors
• They can bring humour
• They are memorable
They really can make a difference. If used wisely...
Those last three words are very important. Because
when you use props in the wrong way, it can back
fire. So you have to really think about it when you
are planning on using them in your talks.
Why? Let me explain.
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You might insult people
I’ve traveled around the globe, speaking at conferences
world wide. One thing I’ve learned is that cultures can
differ immensely. Where in one country you can get a
standing ovation because you made a joke, in the other
country you might be chased off stage.
So you need to think about how your prop fits in with the
local culture. Is it something they will ‘get’? Check it
with locals before you go on stage. If not, stay away from
using that specific prop!
People can’t see
You might think you are doing something great by using a
prop as a metaphor. One thing you may have missed though
is the fact that you are in a big room. And that the
people in the back can’t see your prop... They will lose
the analogy, they won’t get what you are trying to get
clear. And thus they will lose interest.
If you do have a small prop, show a picture as well, for
those in the back...
Your prop doesn’t ‘work’
I’ve seen people take mechanical props on stage. To show
how it works. And then it didn’t work... It’s the same
with demo’s. If it works: amazing. If it doesn’t, people
will get the opposite idea of what you are trying to tell
them. So be careful with bringing things on stage that
might not do what you expect it to do...
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Don’t copy someone else,
be yourself!
I’ve had a lot of conversations with
speaking-students about other speakers.
I always ask them who they like when
they see think about great speakers.
It’s an interesting discussion.

It gives you an idea of what
the students are looking for.
What they feel is important
in a speaker.

Second, it shows who they are
probably trying to copy.

And they shouldn't do that
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The student-speakers need to realise that they don’t need
to copy the behaviour of the speakers they like.

It is something that many speakers do. They see a speaker,
see they are successful. And then they start copying what
they do. And fail.

There is one reason why most successful speakers get so
much praise. And that is because they found a way to
present that fits them. It’s that natural behaviour that
makes them stand out. Even though it might feel as if it’s
a certain technique they use.

Speakers that try to copy other speakers, often fail. They
start acting as someone else. Because being natural on
stage is one of the main reasons why people trust you,
they become untrustworthy.

As a speaker, don’t be someone else when talking. Be you.
Find your voice and your way of presenting. That will make
you a great speaker!

Be yourself!
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Speaking too fast? Do the
tongue twister exercise!
Ask people about annoyances in public
speaking and high on the list is: "speed".
Too often, speakers talk too fast. They are
so fast that the audience doesn’t keep up.
They lose track of what the speaker is
saying and thus lose interest.

The speed of your speech is
part of your body language,
it’s your body talk.

In my training sessions I use
an exercise that involves
tongue twisters.

Tongue twisters are sentences (often short)
that are almost certain to make you trip
over. They are hard to pronounce on a
regular speed, let alone when you are
speaking fast.
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Examples of tongue twisters are:
“Imagine an imaginary menagerie manager managing an imaginary
menagerie.”
“Fuzzy Wuzzy was a bear. Fuzzy Wuzzy had no hair. Fuzzy Wuzzy
wasn't fuzzy, was he?”
“Peter Piper picked a peck of pickled peppers. A peck of pickled
peppers Peter Piper picked.”

How does the exercise work?
In the training sessions, I bring a set of cards. Each
card has a tongue twister on them. Each speaker gets
to pick a tongue twister (without looking) and has to read
them out. We then tell the speaker to either speed up or
slow down. We do this several times, so the speaker will
feel what speed is best for them.

When the group is small, the speaking coach can be the
conductor who decides how fast or slow you go. When the
group is bigger, divide the group into smaller groups. One
will be the conductor, the others will be the speakers.

The speakers repeat the tongue twister responding to the
conductor's direction. He/she can make them go faster or
slower, louder or quieter.

97

6

Wait before you speak!

A lot of speakers go on stage and start
talking right away. Sometimes even when
they are walking on.

By doing this, these speakers
are communicating the wrong
message. They are showing a
bit of fear and insecurity.
And knowing that the first
sentences of a talk determine
the outcome of the talk, this
is not a smart move.

The insecurity will be part of the
entire talk. At least in the minds of
the audience. Those first moments can
never be undone.
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What should you do?

Remember the teacher in school who waited until the class
went quiet? Without saying anything? That teacher had it
nailed down. His or her body language spoke louder than
the voice.

As a speaker, take an example to that teacher. You should
quietly walk on stage. Find your place and take a deep
breath. And wait. Let your body do the talking here.

You don’t have to wait too long. Three, four, maybe five
seconds. Then begin your talk.

For you as a speaker, this will feel like an eternity. It
will feel awkward.

The audience will feel a different message. They will feel
you are calm. They will feel you are confident. They will
feel you are in charge.

From that point on, you will have their full attention.
They will listen to every word you say!
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Looking your audience in
the eye: the rules
Have you ever spend time at a cocktail party talking to
someone who was always looking around the room? As if he
or she was looking for a better person to talk to?
Or have you ever sat in a bar talking to someone whose
eyes were not on you, but on the TV’s hanging on the wall?
Annoying isn’t it?
That’s because you don’t feel a connection if someone
isn’t looking at you. The
person could as well be
talking to someone else. I can
guarantee you that both people
will never feel that is the
best conversation they ever
had!
As a speaker, whether it is at a conference or in a
smaller gathering, you need to pay attention to this. When
I do workshops, for example, I am always aware of every
single person in the room. I make contact with
them. Because if I do, I know that they will remember what
I say much better.
I’ve noticed that for some speakers this is hard. They
feel uncomfortable looking people in the eye. That’s
because they do it too long. Or because they are ‘faking’
it.
When we do an exercise in our training sessions on this
topic, I always give a few tips or in some cases rules:
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Not the same person!
There are two problems with focussing on one person. First, the person you
are focusing on is likely getting very uncomfortable. They might be
thinking ‘why is he looking at me!?’. Second, the rest of the audience will
feel the absence of your focus on them. If you’re only focusing on one
person, the others will feel left out.
The teleprompter trick
To ‘fix’ this problem, I always point to the teleprompter trick. This trick
is very simple and works great.
You may have seen the teleprompter that they use for political speeches a
lot these days. They are ‘see through’ screens on which the politicians can
read their speech.
What is interesting is not the speech on it, but how they position them.
They position them in such a way that the speaker has to look in different
directions. The audience will feel as if they are looking at them, where
instead they are reading.
Even without a teleprompter, you can use this trick. Before you
talk, pinpoint a few places in the audience where you will look. Then mix
up where you are looking throughout the talk. You don’t even have to look
people in the eye, the direction is enough.
The 3 seconds rule
The final tip is the 3 seconds rule. This rule is to not look at a single
person longer than 3 seconds, and then move to the next. These three
seconds will already feel like an eternity and are enough to make a real
connection. do it longer and it will start to feel uncomfortable.
Whatever rule or tip you use, you have to keep in mind that you are talking
to people. And what people are looking for is a connection. The best way to
make that connection is to look people in the eye. But not too long ;-).
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How to come across more
powerful
Some speakers always have an
impact. They are powerful. They are
convincing. And they always seem to get
the attention of the crowd. The
audience wants to follow them and
take every step the speaker tells
them to take.

How do they do that? Why are some
speakers powerful presenters?

There are a few things every
powerful speaker does. Things you
can use to be more powerful as well.
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Intonation
The tone of your talk determines a lot whether your
audience perceives you as powerful. If you talk in a soft,
monotone voice, you seem weaker, less powerful. Using
powerful words, spoken powerfully will make you look
powerful.

Pauses
Silence is a powerful tool in communication. Often
silences can say a lot more than words. Being silent in
the right moments will draw the attention of the audience.
It will make the impact of the words before or after the
pause. Using pauses will make you look more powerful. But
know when to pause and when to talk!

Talk slower
There is a huge misconception about speed. A lot of
speakers feel that they need to keep talking to keep the
audience' attention. And because they have so much to say,
they start talking faster and faster.
They don’t realise that they are making the listener work
hard. The listener has to focus a lot more. When the
speaker slows down, the listener has time to digest. But
something else happens. The speaker will look more
powerful. Different speeds, slowing down at important
parts of the talk, makes a speaker more interesting. If
you want more power, more impact, talk slower!
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How to make your voice
louder and more powerful
Some people have a very powerful voice
of their own. When they speak, you can
hear them in the back of the room.
Often these are men with low voices
(yes, I am one of them).

Most people don’t have such a
voice. They often sound soft
and insecure. And audience’s
won’t hear them in the back
of the room. “Speak up!” is
often heard. But that doesn’t
work. Their voice isn’t made
for it.

Is there nothing those people can do?
There is. There are ways to strengthen
your voice. Let’s dive in. Here’s what
you can do.
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Take singing lessons
Let’s start with an obvious one. One that you don’t
want to hear: take singing lessons. The reason why
I’m suggesting this is because singing is a lot like
talking. When you get singing lessons, you will
learn how to ‘open your throat’. How to sing from
the waist instead of the mouth. This technique will
help you strengthen your voice. And if you don’t
actually want to take the lesson, head over to
YouTube. Do a search for ‘voice singing exercises’
and there are a lot of exercises you can do
yourself!
Articulate and enunciate
Would you take signing lessons, an exercise you
would learn, is about opening your mouth well.
By opening your mouth wide enough, you will be
better able to articulate and enunciate. Your mouth
should be as wide open that two fingers fit between
your teeth. This will open your throat and give your
voice more ‘space’. A great exercise to do here is
saying A-E-I-O-U (watch your jaw movement in the
mirror) over and over.
Do breathing exercises
Another exercise that related to singing (you see,
singing lessons help!) is to learn how to breathe
right. The right amount of air will boost your
voice. To practice this, inhale and let your belly
rise, and exhale and let your belly fall.
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Stand up straight
The way you hold your body is a big part of how you
sound. That means sitting down has a different
effect on your voice than standing up for
example. If you want to sound more powerful, it
starts with the pose. Stand up straight! An
important detail here is how you tilt your head.
When we are asked to stand up straight, often we
start looking up. The problem is that when you do
that, you narrow your throat. Which in turn makes
your voice squeeze. Don’t look up, look forward!
Straighten your back and your neck and open up!
Talk with earplugs or headphones
A trick to practice speaking up is to practice
talking with earplugs or headphones while playing
music. It will trick you into thinking you aren’t
talking loud enough.
Move away
Finally, when talking to others, instead
forward, move away. Take a step back. It
you to get used to speaking up. When you
sure to inform your speaking partner. It
bit strange if you step back. They might
have a bad breath ;-).

of leaning
will force
do this, be
can look a
think they

Speaking louder and with more power can be trained.
You can change your voice, without stepping out of
your comfort zone right away.
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Body language- the devil is
in the details
When we talk about body language, we
mean the way you present yourself on
stage. The way you move, the way you
use the space you have. But also the
way you use props and how you look.

Body language has a big
impact on how you are viewed.
Mostly in a negative way,
yes. But it is much more than
that.

It’s critical to pay attention to body
language and especially the details.
Because often it’s a message you don’t
realise your body is actually sending
out. This why you should ask people
around you to help you. Get them to
tell you what things you are doing. So
you can work on them!
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What to pay attention to?

The question many of you will have is what to pay
attention to when it comes to body language. There are a
few things important:

Open up
Make sure you 'open' your body. This means looking at the
audience, but also not hiding behind your hands or
something like a desk. If you open up, people will trust
you more.
Connect
Connect with your audience using your body. That means
looking at people's faces, walking towards them and
perhaps even pointing at them.
Where are your hands?
In all of this, your hands are key. Don't 'hide' them in
your pockets or behind your back. Use them to express
better what you are saying.

Changing these elements often makes a huge impact on how
people perceive the speaker. That’s because the devil is
in the detail. Change the details and see some real change
happening!
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The next steps
That’s it! These were fifty tips that will make you
a better speaker right now!
Your next steps are now yours. Go out there and
speak at conferences. Teach your clients at
workshops, inform your colleagues in meetings.
Using these tips and tricks, you will make a lasting
impression! You can do it!

If you feel these tips were a good start, there is
more you can do. Go and see what training courses we
offer on Speak with Persuasion and sign you (and
perhaps your team) up for one of our training
sessions:
https://www.speakwithpersuasion.com/workshops/.
Or perhaps you want a more personal approach? In
that case, get in touch about personal coaching:
https://www.speakwithpersuasion.com/workshops/coachi
ng/
I’ve helped many before, I would love to help you as
well and see you shine on the stage!
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