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INTRODUCTION

Dear Platform Partner,

One of the biggest mistakes speakers make is trying to approach the art of public speaking as
a whole instead of in parts. When you first learn this art, inportant to get a birdssye view

and only go an inch deep and a mile wide over all aspects of public speaking. However, as
soon as you get a theoretical mileide understanding, you absolutely must start to dig a mile deep into the three most
important pieces of public speaking. | have always said the followingarder to create a masterpiece, you first must master
the pieces.”

In Golf you must master putting, chipping, driving, and many other aspects. In my basketball history, | had to master
dribbling, shooting, passing, defensepoeinding, and many other partdn public speaking, the three major "pieces" are
Structure, Content, and Delivery. Mastering one without mastering the other two is like dribbling down the basketball court
only to stoot the ball over the entire backboard! In other wordswill have negative consequencedn the other hand, if

you master each of the three pieces of public speaking, | have no doubt that you will create one masterpiece after another.
¢CKS ljdzSadArzy Aax

Xare you willing to dive a mideep into the three pieces of public speaking?
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If you answered yes, you are in the right place. The followihgak is a compilation of blog entries | have made over the last
year. You can look at it asaffet out of whid you can choose what you want and decide what works best forouw will

pick up tools on structure, content, and delivery and they are in no particular order other than what have been the most
popular entries based on my blog's comments.

In thissmallbut informationpacked ebook, you will find approximately0 tools or ideas/ou can use to keep your very next
audience on the edge of their seats and make them TALL (Think, Act, Laugh, andH@®ener you decide to use these
tools, just make sure yodo one thing: keep speaking ugbok forward to hopefuyt being in your audience one day.

Your platform partner,

Craig Valentine

1999 World Champion of Public Speaking
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3 TOOLS FORREATERNTERACTIOMND A
DEEPERCONNECTION

In this lesson, you will pick up 3 tools to keep your audiences ondpe ef their seats using
the fine, and sometimes scary, art of audience interaction. As a result, you will be able to
interact in ways that will keep the energy high no matter how long your presentation lasts.

The 3 tools are:
1. Options for answers
2. Discuss and debrief

3. AudienceDialogue
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1. OPTIONS FORANSWERS

You can best utilize this tool when you want to ask your audience a question that needs an actual (not rhetspoailse.
Instead of asking everyone, you can walk out to one person, ask him the question, and then wait for his response. However,
the key is to anticipate his response so that you will be ready with a handy comeback.

Here's an example from one of repeeches:

"Raise your hand if you have ever been an athldpause].Raise your hand if you thought you welpause for
laughter]." [I walk out and address a single person in my audiévgeht sport did you play?'lf hesays,'l played
soccer(or any other sport for that matter)" | look at my entire audience and sdid anyone play any real
sports?"This draws a huge laugh (especially from the person who gave the answer).

Thenl say,"Don't worry, whatever your response was, | was gamgay that. So seriouslgt me ask you, did you
ever visualize yourself on the field before you got out thelef® says,'No," | immediately say,See, that's why
you're no longer playing.That draws a laugh. life sag, "Yes,"which they normally dpl say,"And what did it do for
you?"He goes on to describe the positive psychological effects that visualization Had game. Afterwards, | can
easily transition into my point about using that same visualization process to bring success into fusines
relationships, and life.
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The key to theOptions for Answeranethod of audience interaction is to anticipate what their answers will be and have a
few OPTIONS$eady in response to those answers. For example, regardless of what sport they say théyhalayan option

to use as a comeback. Then, regardless of whether they say yes or no to visualization, | have an option ready for the
comeback. Anticipate theanswers and plagour responses. This gets much easier over time when you get more and more
responses from your various audiences around the globe. You will rarely be caughauadf

Why Does It Work?

This works extremely well for me and it will for you too. Why is it worth doing anddwly it dowonders for your speech?

These 3 reasorare just the tip of the iceberg.

a. Even though you physically walk out into the audience, the audience mentally comes to you. This is because they
temporarily live vicariously through this one persiiat you approachTherefore, even though you talk sosingular
audience member, the rest of the audience thinks about what their own responses would be if they wereTds&ed.
is howyou can continuedrawingthem in.

b. It raises their energy due to the group dynamics of you going into the audience combvittethe laughter that
occurs with the back and forth conversation you have with yspecificaudience member.
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c. It makes someone else th8TARof your speechMost speakers make themselves the star but it is much more
effective to give the star role to someone in your audience.

Be Careful How You Do This

It is veryimportant to build enoughTrRUSWwith your audience so they know you are on their side and yeuocaly kidding
around with your responses. Therefore, this is not something you should do towards the beginning of your speeghtilWai
later after your connection has been made and deepened.

Another key is to only choose people who seem to be gquuts. Usually you can tell because they are the first to raise
their hands and offer tamselves up as volunteers. Als$bis in good taste to offer them something as a reward for diving
into the unknown with you. | usually give an audio CD or somethisegy that is valuable. Again, be playful but not cruel.

There is a fine line between having fwith someoneand making fun of someone. As long as it is playful, it will work
wonders and the person you cbse will really appreciate you for giving them that experience.

Using theOPTIONS FOR ANSWH®GS is great if you are not afraid to stray from a fixed script and you are courageous
enough to physically go out into the middle of your audience. | strongjgesst that you use this tool somewhere within any

speeches you give that exceed 30 minutes.
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Your Preparation for the Options for Answers is F our -fold

1. Think about what questions you can step out into your audience and ask to divelural

2. Write down the answers you arkkely to get.

3. Write down what your response will be for each of those answers

4. Scope out people who look like they want to be involved in your speecly. dreeusually pretty easy to find

but it does require you to watch your watchers.

Note: Always remember that your audience wants to be heard too!

Give them that chance.

2. Discuss ANDEBRIEF

If you want to quickly raise the energy of your audience, get them to remember and buy into your message, and break the
monotony of you simply standing there speaking, use tHECUSS AND DEBRitgthod. Most speakers ask their entire
audience questionske, "What are some important fators to successfully undergohange in your organization?"
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Chances are the audience will initially struggle to respond and the speaker will face an awkward Idgeecgou ever faced
that silence? Althoughlsince isgoldenin speaking, this is not the time to have it.

The solution is tésIVE THEM ORy loosening up their minds in the following wéior 45 seconds, | want you to turn
and talk to two neighbors of yours and discuss what you feel are some of the nmogiortant factors to

undergo a successful change in your organization. You have 45 seconds. ReadyTHh&ois the Discuss part of the
Discuss and Debrief method.

Immediately the energy rises as bodies move and people start communicating. The mdaaliggs from you speaking to
them speaking, thinking, and listening to each other. Remember, your audience wants to be heard too and this is a great way
to accomplish that.

Finally, after the 45 seconds are up, you say something like the follov@kgy, please turn back around up front. Let's
hear what you had to say. What are some of the most important factors for having a successful change?"

At that point, it might even surprise you how rapidly and effortlessly they shoot out responses. This islibegusave
loosened up their minds. They have gone from listening mode (when they listened to yod)MiéING MODand their
responses will most likely gh with your point.

Therein ighe genius of this method. If yodET THEM TO SAYréather than smply saying it yourself, they end up buying
into your message much more fully and quickly. Plus, they have fun doing so. This is the Debrief part of the Discuss and
Debrief method.
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Why Does this Work? These are 4 Reasons to use This Method

a. Itloosens up their minds so they can easily give answers during the Debrief section
b. It breaks up the speech and changes the modality
c. It facilitates movement into a more kinesthetic experience, which is how some people learn best

d. It raises their energy

3. Giving Your Audience Dialogue

Now that you have thé&ptions for Answersand theDiscuss and Debridbols, it is time to pick up one of my -iine
favorites. Many speakers do not usually think of this next tool as interaction but it absolutely issbegau actually interact
with the audience members' minds and you cannot get much closer to them than that. I@&llNG THE AUDIENCE

DIALOGUE

The heart of a story idialogue becausalialoguepumps life into itIn your speeches, it important to have characters
speak back and forth idialogueto each other when you tell your storieldowever, have you ever thought of the following

point?




Keep Your Audiences on the Edge of Their Sea{40

Your audience is a character

That is correct; youaudience is a character in your storfherefore, from time to timeyou should give therdialogue Here
is an example of how | do this in the middle of an activity:

| say to my entire audience] want you right now to stand up and change 12 things about your own
appearance."Then | walk over to one person and sadjanet, you are looking at me as if to say, 'But Craig, |
don't have 12 things on! | did not know it was that kind of workshopThat gets a big laugh.

RememberSHEdoes not physically say it; | give her tialogue In other words, | say it as ifesls saying it to me.
Here are some other lines | use when giving the audied@dogue

"Youre looking at me like, 'Come on Craig, what do you know about stepping on a scale; you're lauiirbledstatue.™

1 "At what pointdid you get intrigued byhat story?[l then look at one personlyou've got that look like, 'Who said |
was intrigued?™

Here is the key that you absolutely must remember in order to make this work:
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When they think it, you Should say it

| usually give my audienckalogueat least 4 times during a 4%inute sgeech.

Here are 3 steps to making this work:
Step 1Anticipate whatyour audience is thinkingt various times in your speech
Step 2:Tell the audience what they are thinking

Step 3Feel free to exaggerate what they are thinking (lleidn't know itwas that kind of workshop)"

Three things will happen when you tell your audience what they think and use their aialogueto do it.

1. You will make them laugh
You will make them think
3. You will deepen your connection with them. Why2s tecause they will thinki 2 2 6 3 KS A& NBIF RAY:Z

That gets you closer and closer to themtil you feel joined at thénip (orheart).

o
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HNALTHOUGHT®N THE3 TOOLS FOBREATERNTERACTION ANDDEEPERONNECTION

You just picked ughe following3 tools for greater interaction and deeper connectionOptions for AnswersDiscuss and
Debrief, andAudiencedialogue Now, speaking of audienakalogue | will give you the last word. Hopefully you are saying,
G/ N A3I> L OFy dza$S nékikspecB!" 122fa Ay Yeé @SNE

T Note: As you can see from the final thoughts, you can even give your redddéogue
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A FHVE-PARTFORMULAFORMAKING ACONTENTF
RICHSPEECH

If you want to be known as a conterith speaker, you will want to follow myARTS Formula.

P = Phrase

Have you ever seen a story or speech that was all over the place? Have you ever given one? Chtmseés beeause the
speaker did not start creating the speech in the right place. You should statingresach storyby writing out your
Foundational Phrase. This is the phrase upon which that entire story is built.

For example, | tell a story about l@oss who tried to keep me with the company by offering me more money. The
Foundational Phrase to that story & h | w 5w9! a L { b Whis is Ghle point{ My [audience walks away
remembering. If you want your audience to remember your point, then leheen with powerful Foundational Phrases for
each anchor you use. Make sure these phrases are fewer than 10 words.
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A ¢ Anchor

Every point you make should be anchored by an illustration of some kind. | use 4 kinds of anchors in almegteeotry
give.l call these my-ourasfor Anchors

They are
Anecdote (a story)

Activity

Analogy

Acronym
,2dz LINPolofe&e IfNBIRe (y2¢ OGKIFIG GKS SaaSyoS 27F Llzmf A0 aLlS
in longer speeches, you should mix up your anchors and use activities, analogies, and acronyms along with your anecdotes.
Just m&e sure every single point you make is illustrated with an anchor. When your audience remembers the anchor, they
will not forget the point, especially if the point is made using a strong Foundational Plivase. you know your point,

always ask, "What iie best way to illustrate this message?" Then figure out which anchdtsabest. | use all 4 in nearly
every speech | give.

R = Reflection

It isnot good enough for our audience to listen to us. Our job is to get themSGEN TO THEMSELMA&ugh our speech,
they should think and realize how they will use the tools (processes, formulas, recipes, steps, etc.) to improve theasown li

1 A
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To do this, we must get them to reflect rather than just listen. You can do this by asking questiores daeforg, and after
your anchor. For example:

1 Beforegetting into the story | mentionedbove (i.e. Your Dream is Not for Saledska 2 K & R2 @ 2dz (KA
ydzYo SNJ 2yS GKAyYy3a GKIFIG adlyRa o0S vy SuSighcevieflacts. LIS2 LIS |y

1 Duringthe story, | talk about how we sometimes let the good get in the way of the best. | then turn to my audience

andaska2 KSy Al O02YSa G2 e2dzNJ 321 fta& FyR Rp&sewadlet myNS &P

audience reflect.
1 After the story, | ask my initial question again by statingg, 2 t SG YS | a1 @2dz y263 6KI G
GKId adlryRa 0S06SSy Yz2aid LIS2L S IyR GKSANI RNEXI YakKé
Hopefully they have changed their perspective a bit because of the anchor.

Another example | &sis in regards to imagination as | explain how | stepped on the world championship stage at least 1000
times in my mind before | ever got their physically. To get them to reflect on their lives, | ask my audieAcé&s| G & G I 3
are you steppingon mentally 4 € S| a  w~Thekey isio/kldvbendugh silence for them to be able to answer (in

their own minds of course).

How are you currently getting your audiences to go beyond listening and to start reflecting?

T = Technique

If you want to have a laplasting impact on your audience, then it is not enough to just give them theory. You must give
them a way to turn that theory into @ RACTICIEor example, when | extol the benefits of using your imagination, | cannot
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simply just stop there. | must githem a technique for doing so. So | say to my audienzes,NA 0 S R 2 ¢ yday 2 dzNJ
asS | ff @2 dzNbhis@iteythed a way 8 iurd tihettheory of imagination into something they can actually do.

When | talk to managers about innovation, | gifiern a process for using a WIP (Weekly Improvement Plan). Whenever the
managers use the WIP, or my other audience members write down their perfect day, guess what? | am still speaking to them!
What techniques (processes, tangible things to do) are yougteiyour audiences?

S =Sale

CAylLftes AGQa AYLRNIFYyOd (2 dzyRSNRGIYR (0KIG 6KSy @2dz | NB

I aINBlIG slre G2 R2 0KA&a Aa (2 dzAaS GaLFXUKSyé¢ adqraSySyidao C
aLF etedawnsyNdx idealday, then you will find yourself moving towards your goals, dreams, and
FaLIANY GA2yas S@OSy gE®phdtmity orgdnjShonFeople iwsaHelicgnye by acting on
your suggestions.

Here is another example:

z

GLT @2dz R2Yy Qi SYONX OS GKA& OKIy3IFéaroklesslz At  Lidzi @ 2 d;

Showthem what they mght end up with when they do not act on your suggestions.

puf
(¢

1) ¢
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Final thoughtson the 5Part Formula for Making a ContefRRich Speech

CKAAd A& GKS GAL) 2F GKS AOSO60SNH G2 GKS t!we¢{ C2N)NdzZ Il & ¢KS
However, if you start reflecting on them now, then you will see areas you can immediately improve with your very next
speech.
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9 WAYSTOMAKE YOURSPEECHSTICK

What good is giving a speech that is quickly forgotten by your audience? In this lesson, you will
find 5 tools youcan use to make your speech stick in the minds and hearts of your audience
members. As a result, you can get rehired time and time again. As | alwayg/sayN YOU GET
THE BUZZ, YOU GET THE Blyou want more business, make your speech create a buzz that
lingers even when you have left the speaking platform.

1. USE ARULE OHHUMB

Too many speakers try to get across too much information in too little time. The old speaker proverb states yohe
squeeze your information in, you squeeze your audience out." There is no time to connect or really relate when you are
rushing through your material. Plus, when you try to get across too many points, you end up accompbshiing because

your audence getoverwhelmed.

My rule of thumb is this: For every 10 minutes | speak, | feel | can make one major point, illustrate it effectively, arntd mak
palatable for my audience. Therefore, in a-#fute speech, | make 4 points. In a-@hute speech, limit myself to 3
points. It is far more effective to deliver fewer points in a ruiep fashion than to deliver several points by just scratching
the surface. Perhaps your rule of thumb will differ, but just make sure you realize less is moré wtreas to driving home
points and making them stick.



http://craigvalentine.typepad.com/my_weblog/2009/05/5-ways-to-make-your-speech-stick-.html

Keep Your Audiences on the Edge of Their Seaf49

2. BESPECIFIC SO YQWN BEMEMORABLE

Whether you give hints about how ypeharacters loolor you set your eenewith the Visual, Auditory, Kinesthetic, and
Smell (VAKS), you should be specific. Here are some things that should be specific in your speech.

Time:Instead of sayind/A while ago"say,"On August 21st of 1999, | stood on the stage at the world charapips."
Weight: Instead of sayind;That package was heavgay,"That package ha®4.5 pounds of plastic."

Placesinstead of saying)l went to a hotel"say,"l was in room 437 of the Suncoast Casino, which is about 20 miles off the
Las Vegas strip.Believe it or not, many audience membexdl actuallypicture the 437 sigmand your hotel room door
in their minds.

Giving specific references helps audience members not ®akyour speech butlso builds theCREDIBILITof your story.
How? Well, if ya say 34.5 pounds, then we (as the audience) know you really weighed it. If yduspist 21st 1999e
automatically feel it must be a very important date and event in your life because you were able to remember it.

Be specific so you can be memoradatel build your credibility with your audience.
3. GET YOUR AUDIENCE MEBRS TO SAY IT

Tom Hopkinsauthor of Master the Art of Selling, saldf | say it, they can doubt me, buttifey say it, it is true to them."
Getting your audience members to say pieces of your message does wonderakiog those messages stick with them. For
example, during my 3 Gs to Greatness keynote, once | finish each point, | call back to them by'Jagiygur Unique



http://www.tomhopkins.com/
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"and then | put my hand to my ear as if | want them to finish the sentence. The audiencéGétgs, Then | say,
"Set your and they say,"Guide!" When THEY SAY Iihey recall it easier andbuy into it quicker. The lavef
consistency says that people will act in alignment with what they verbally declare. Therefore getting that declaration goes a
long way in having your audience remember your messagkeven act on itPlus, people buy into what they help create.
Havingyour audience help create your speech almost guegas their buyin.

The way to get your audience members to say it is for you to first repeat the phrases a few times within your speech. Then,
by the end of each section, they will be able to pick upfmdadence and then content of said phrases. For example,after

few times ofrepeating"You are either on the way or in the wagll | have to do is sayyou are either on the way orahd

my audience atomatically finishes the reshat's an effectig and persuasive partnership.

4. REPEAT YOUR MESSAGPBIFFERENT WAYS

Although it is fine to repeat the saméoundational Rrase (and yo should) as you call back to thetimroughout your
speech, you can also use different phrases to drive home the same message. For example, | have a Foundational Phrase thg
"Your Dream is not for saleMowever, | also repeat Do not let the good get in the way of the bestd this secod
phrasehelps drive home the same fundamental message as the first phrase. You do not have to use the same exact words to
drive home the same message.

5. SLENCE

The reason many ideas do not stick with audience members is because these audience naenbetgiven adequate time
to PROCES&hd REFLEGAN the ideas. If they cannot reflect on how they will use these ideas in their lives, they will likely
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forget them. Whenever you state your core messages (your Foundational Phrases) ask your audience a question to get them
to reflect on the message and then R®OMPLETELY SILENNg that reflection.

Let's take the example | shared with your earlier.yl ®amy audiences'Sometimes the enemy of the best is the good. So let
me ask you a question, when it comes to your dream, are you too good to be dreat?audience members jolt as if they
were hit with a shot of reality when | ask that question. Tifisot the time for me to speak up. It's the time for me to hush
up. | should givéhem several seconds to reflect on this questidt’s critical to understand that a weflositioned question
can help someone change his or her life almost immediatahd strategic times throughout your program to give these
major periods of silencéseveral seconds at least) and let the repetitive messages seek through.

HNAL THOUGHTS ON TH¥VAYS TOMAKEYOURSPEECHKSTICK

Each one of the aboveentioned tools helpyour speech stick. However, they work best when used in conjunction with the
other tools. For example, if you repeat your phrases throughout your speech, your audience will be able to say them. If you
grant silence after those repetitions, your audienc#l e able to reflect regularly throughout the program. If you have too
many of these phrases and points, your audience will get overwhelmed and tune out. Therefore, it is important to use all 5 of
the tools above. When you do, you WHET THE BUZZ THAETS THE
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8 KEYSTO ANEFFECTIVEQ&A(QUESTIONS
ANDANSWER$ SESSION

A wonderful speech can be ruined bjoasy question and answé@Q&A)period. However,
when done effectively, a great speech turns into an even greater experiéheekey is to
prepare for the Q&A period in a way that builds your credibility rather than breaks it. The
following 8 keys will Hp you do just that.

However, before you dive into the 8 keys, you should understand the biggest mistake most speakers make with their Q&A
sessionsHere it isthey leave it for the endUgh, that's a huge mistake. If you remember one thing about the &ase
remember this:

Do not end your speech with the Q&A

Why do you think this is potentially a very poor way to end your speech? It's because you are leaving the last thing your
audience hears up to the whims of your questioners. What we must always remember is that people rermédrabéney
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hear first and what they hear last. Yours must be the absolute final words ringing in their ears. Therefore, you can have a
Q&A period, but just do not end with it.

If you do have the QA& period, following these 8 keys will build your audiences' confidence in you and your credibility with
them.

Here they are:

Key 1:Set expectations as to how many questions you will take or how long you will entertain questions.
For example, | usualsay,a 2 9 Q[ [ ¢'Y9 n hw p v, 9{¢Lhb{ ' b5 Oflimight say, Q[ |
429 11 +9 p alLb!¢9{ Chw v'!9{¢Lhb{ ' b5 ¢19b 29Q[[ t! ¢ !

Along with setting expectations, you should also let your audience know thatstimstithe end. This is why | adéND

¢l 9b 29Q[ [ 2w!t 1€ Othefwise) beecalsé dudiences are used to nspeakers ending with the Q &,

they might think you are at the end, which could prompt them to start packing up their papers and shaftimgd in
anticipation of leavingThat can be disruptivefou can solve this by setting the right expectations at the beginning of the Q
and A.

Key 22.Donot aska 52 @&2dz KI @S loy@®! NRzSEK S RY 4 K Pedple thightSel G A 2
respond. Instead, askZ | ' ¢ v | 9{ ¢ L hb{ 5ThisisroJongér aboud vihéther or not they have a question;

it is about what questions they have and how many. Questions will flow out if you prompt in areopled way rather than

using the yes or no questio®n that note, make sure you tell your audience members at the beginning of your program that
you will be taking questions later on in said program. This stimulates them to think of questions because they understand

Qx
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they will hae an opportunity to ask themf you do not let them know early on, you'll be stuck with silence once you ask
what questions they have.

Key 3:Rephrase the guestionThis accomplishes the following three things:
1. It affirms the person who asked the question and makes him or her feel understood.
2. It helps the other audience members understand what was asked because many times the questioners do not
havea microphone and the audience can't hehem

3. It gives you time to formulate your response.

Key 4:Frame your responseBor example, if it is going to be gpart response, let them know. You might say¢ | 9 w 9

ARE 3 CRITICALSTRATEG . h! /! b ! {9® CLw{ ¢ =Thid vy, avensfxydu bcbspeaklalitie[ [ . |

longer than you want, it will not feel like you are rambling. It will still be a structured response.

Key 5:Make sure your answers are bri@nticipate what they wilask and prepare for those answers in advance. The
longer you take to answer, the quicker they will stop believing you.

Key 6:Try to call on questioners from all 4 major sections of your audieCaleon someone in the front, the
back, to the left, ando the right. Make them all feel involvedlso, don'tjust call on the “friendlyaces."

Key 7:Acknowledge the importance or validity of the questibknow some speakerssay,5 hb Q¢ ¢ 9[ [ t 9
THEY ASKED A GOOD QUESTION BECAUSE THEN EVERYONE ELSH ¥b Q¢  { ! | ¢l !¢ c¢f
hCCO9b59SMEGKSY 6S 2FFSYRSR® LT a2vYSo2Reée 3Sia 2FFSYRSR o
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problem not yours. Occasionally sayiigD NI I (i |j dixS dndich hofeégood than harm. However, only saf you
mean it.

Key 8:0ccasionally ask 5 2 Sa 0 K| 0  Dondt overddit, buf do usedt éspecially if you are not sure you
I RRNBAaaSR GKS LISNE2yQa ljdSadizy FRSldz (iSt& 2NJ 82dz NBIR d
does not hurt to check.

Final Thought®n These 8 Keys tan Effective Q&A Session

If you incorporate these 8 keys into your question and answer period, you will keep deepening your connection with each
response without destroying the flow of your speech.

O«

N\
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3 LITTLE-KNOWNWAYSTOGET YOUR
AUDIENCETO TAKEACTION

Average speakers give speeches that get a good response, but exceptional speakers give
speeches that move their audiences T@KE ACTIOMEXceptional speakers help change

lives long after they have finished speaking. That is thiry get rehired time anditne

again. How do speakers become exceptional? They learn the tools necessary to prompt
their audience members to go beyond listening and to take action. Here are 3 tools to
help you do just that:

1. Say "Most People"

"Most people live their lives on gset. They take their marks, get ready, get set, and then never go. Unfortunately most
people die on get set and they take their dreams, ideas, innovations, and inventions to the grave withTtiesae.'are a
couple of lines | have used in one of my kewsotor many years and they usually resonate deeply with my audiences. Why?
This is because of one very important understanding we must have as speakers:

"MOST PEOPLE DO NOT WANT TO BE MOST PEOPLE"

The words "most people” are extremely influential becauseysed correctly, they immediately create a comparison
between something the audience does not wdatbe (or have) to something they do want to be (or have). For example,
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once they get the message abdumost people living on get setthey immediately want to avoid being placed in thget
set" category.

One of the greatest ways to get people to take action is to use the compare and contrast method in many different ways. For
example, for year&IG ZIGLARas compared being a "wandering generality” to being a "meaningful specific." Once we
realize that most people are wandering generalities, we immediately desire to become a meaningful specific. This method
works so vell because it simultaneously moves us away from what we do not want (wandering generality) and moves us
towards what we do want (meaningful specific). This method pushes and pulls you at the samBdime.a favor andcsin

back up and read theevy fird sentence of this chapteand you will see another example of the compare and contrast at
work.

In your next speech, what two things can you compare and contrast?

FYI- Here is a quick advanced tool fooy. When you compare two thingsplit the stagelbor in two. Whenever you

talk about the unwanted thing, either stand or point to your right (the audience's left) side. That side represents the past.
When you speak of the wanted thing (i.e. meaningful specific), stand or point to your left side e&giee(audience’s right

side) because that side represents the future on the timeline. Of course we want good things for our future. Splitting the
stage makes this message even clearer for your audience.

2. Put the Process, Not the Person, on a Pedestal

Did you take the SAT? If you're not from the USA, this is the test students take in an attempt to get accepted into colleges.
When | was growing up, the highest possible score was a 1600. Think back. Did you know anyone who got close to an 800 of
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the math portion or an 800 on the reading comprehensiportion of the SAT? Well | scorad730 on, well, the entire SAT!
You read that correctly, | got a 730 the first time and an 890 the second tim&sé€lots said;Craig, that is not very
good. You might not @ that well in college' Actually, | went on to win the Top Scholar Athlete for the University and
made the AHAcademic Team fall the schools othe entire East Coagincluding Princeton)

Thequestion iswhy do | share my SAT score with my audieAdess because | know that theUICKEST WAY TO CONNECT
WITH YOUR AUDIENCE IS TO SHARE YOUR FAILURES ANDhinkAali6ut it. When speakers share success after
success, what do their audience members begin to think? They thivik]l of course these tod work for him, he is
just special. | do not think these same tools will work for meThey then cast off the tools and the messagdis is
why the very last thing you ever want your audience to think is that you are special. The very first thing yahemano
think is that you aresIMILARIn other words, you are similar to them. You do that by sharing your failures and flaws.

If you want to take it further, here are two more Fs: share your frustrations and your firsts. My friend and 2001 World
Champon of Public Speaking, Darren LaCroix, shows many of his audiences his very first time on stage as a comedian. Believ
me, by the time they finish watching that, they all feel better about themselves and their potential. Darren does a very
effective job d making himself similar rather than special. That's what makes his message resonate so well.

When | share my poor SAT score, guess what my audience begins to think? First of all they take me off of any intellectual
pedestal they might have put me on. &hthey think,"Well if these tools work for HIM, they will surely work for

me." That is exactly what | want them to think because then they will take action. As a speaker, your job is to put the
process, not the person, on a pedestahow that what theyare getting is &PECIAL PROCHBM aSIMILAR PERSGhat

can lead toSPECIAL RESULY@ur success is simply the proof of the proc&sare your failures, flaws, frustrations, and

firsts.
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3. Use the EDGE Formula

When you want your audience members to take action, it is important to understand that individuals are motivated by a
variety of desired results. Some are motivated by making money. However, if you design an entire program around just
making money, and yoneglect the other results such as less stress, more time on their hands, and the ability to get more
done, then you will only motivate a small fraction of your audience. This is why | use the EDGE Checklist with every
presentation. When giving at least3® minute presentation, | make sure my audience knows that they can achieve results
that help them do the following:

E = ESTEEM MORfother words, they will get recognized, gain attention, feel more confident, radiate, become known as a
great leadergtc.

D = DO MORH-or example, they will be able to generate more leads in one hour than most entrepreneurs can do in one
day.

G = GAIN MORHhis means they will either gain more money (or save more money) or free up more time (or save more
time)

E = RJOY MORHn one of my speeches | make the following promiseyou follow this system, not only will you get
what you want (if you know what you want) but you wilalsoimmensely enjoy the process. | am talking about
the process of life."

Whenever youdevelop your presentation, use this EDGE Checklist and make sure you are promising resultsféuom all
categories. You will leave no audience member unmotivated.
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Final Thoughts on the 3 LittkKnown Ways to Get Your Audience to Take Action

When you us these 3little-known ways, you will find your audience members taking action on your messagenaaitirey
(or calling) you down the line to tell you about their results. That means you will touch their lives long after you hinee lef
platform and tha is a wonderful feeling. Use these tools. Most people don't.
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5 WAYS TAGNITEYOURAUDIENCENITH
YOURINTRODUCTION

Important Note: This lesson is about the introduction you provide for your introducer

HERE 1S ARADITIONAINTRODUCTION FORRPEAKER
Do yourself a favor and read the following paragraph out loud as if you are using it to
introduce the next speaker fomeevent. Really get into it.

Our Next Speaker is the 1999 World Champion of Public Speaking. With more than 175,000 Toastmasters in 68
countries, and over 25,000 contestants, he came home with the first prize trophy and a significant amount of
national and international recognitionnladdition, our speaker is absolutely oblivious to the fact that we could
care less what he has done and that we are much more interested in what we will be able to do after hearing him.
Moreover, our speaker seems to have no idea that we are simply hdprnigis autobiographical introduction to

end so we can start clapping as if we are interested.

Finally, he does not realize that we are beginning to say to ourselves, "His entire introduction is about him;
therefore | bet his entire speech is about hamso. Why did | even come here today?" So, with that said, please
help me welcome the person who would have the least effective introduction in history if it were not for the
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thousands of other presenters who have introductions just like his; the 199Wdidmpion of Public Speaking,
Craig Valentine.

WHATSWRONG WITH THANTRODUCTION

Do you get the point? How similar is your introduction to my old one that you read above? Is it about you or is it about what
your audience will get out of your speechEything you do should be about the audience, including your introduction.

Your introduction flavors your entire speech. You can use it to get the audience fired up and excited about what they are
going to hear, or you can use it to boost yourself ugh&ir eyes. You can use it to whet their appetite with the valuable tools
they are sure to get from your presentation, or, again, you can use it to boost yourself up in their eyes. Here is onhe thing
know for sure; once | changed my introduction from-foeused to yodocused;l gave myself an extreme advantage before

| even said one word. You will too.
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5 WAYS TO FIRE UP YOUR AUDIENCE WITH YOUR INTRODUCTION

An effective introduction is the difference between starting off in a hole or on solidngraith a head startHere are some
nuts and bolts tools you can use in your introduction to get off to a great start with your very next speech. Do not go into
your next speech without them.

1. START IT OFF ABOUT THMB&ke your very first sentence about them. Instead of starting off W@ur next
aLISEF{TSNI 2RI & A& (KS startduithdsometidingdikethe/foRoligLIA 2 ¥V X b

There is a definite process for keeping your audiences on the edge of their seatsotteasy to come by and it
is not easy to use. Howey, once you master it, you wifind doors opening for you that you never even knew
existed.

You might have noticed there were 5 you (or your) words used in those two sentences. Makddtysed first. Start with
them not with yourself.

How many yourelated words are in your introduction?

Count them and make sure there are many more-yelated words than there are-elated words.
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2. MAKE A PROMISEet them know not only what they will get, but also what those tools will empower them to
do and to receive. In the example above, | tell them they will get a process thaiveanp them to keep their audiences on

the edge of their seats and rewards them with more open doors and opportunities. That is a pretty compelling promise.
What compelling promise do you make with your introduction?

3. BUILD YOUR CREDIBYL. BUT ONLY WITH YOUR RELEVANT CREDENAOAlERample, | have a specific
introduction for my teambuilding workshops. This specific introduction includes a piece that mentions how | won 3
consecutive East Coast Conference Championships and played @AA Narch Madness tournaments as a college
basketball player. Because this part of my history relates to teams, it belongs in this introduction on teambuilding.

However, as proud as | am about those basketball accomplishments, do you think they eloggintroduction if the
speech is about presentation skills? If | was sitting in the audience and | heard the introduc€sagresentation coach
today was also a college basketball playerl'know | would be thinking'\Well, while he was dribbling upand down

the court, was he giving speeches? If not, why do | care about his basketball pa®my use the relevant
information no matter how weltounded you are. Even if you are extremely proud of something, if it does not fit, do not
force it. Insteadl|eave it out.

Is all the information in your introduction relevant to the subject at hand?

4. USE THE INTRODUCTION TO SET UP SOMETHING IN YOUHF&ekaraple, when | begin speaking, | often
call back to my introduction by saying the following:
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"Do you know, that even with all those accolades, people still do not like me? Do you know why they do not
like me?"

Then | go into a humorous story abouhythey do not like me, but it all is set up by the accolades (relevant ones) in my
introduction. Find ways to make your introduction seamlessly feed into your speech.

How do you currently tie your speech back into your introduction?

5. TAKE EVERYTHING ABOUT YOU AND TURN IT INTO EVERYTHING IF@dt TidEhils, your audience will be
ready and excited to receive your message. For example, instead of st&lirgg Valentine is the 1999 World
Champion of Public Speaking'could makehat actually matter to them by sayingl'he processyou will pick up today
helped our speaker become the 1999 World Champion and you can use it to become a speaker idemgind."

Do you get it? Turn evgthing about you into everythingr them. Doing this will get them fired up to hear your message. It
tickles me now because whehd introducer gets to the end afy introduction, he or she usually sayére you ready for
the process?'At this point people actually begin yelling oliY,es!" That isgreat energy to walk into for a speech.

Are you turning everything about you into everything for them?

Follow the 5 guideposts listed here and watch as your audidh&eY 6 Sedii f@ward in their seats and anxiously await
your presentatim. That is how you ignite your audience with your introduction.
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HNAL THOGHTS ONGNITING YOURUDIENCE WITMOURINTRODUCTION

What you say after you are introduced is obviously critical as well and using a powerful story is a great way to begin your
speech. In fact, being able to tell your story and sell your point is the essence of powerful public spdadefpre, if you're

ready for some ongoing storytelling strategies as well as how to continue creating great content, a solid structure, and
dynamic delivery, sign up for my Edge Of Their S¢atssletter It's free athttp://www.craigvalentine.com/
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MASTERINGHE 3 PIECES OPUBLICSPEAKING

If you want to create a masterpiecgou first have to master th@ieces. Just like in golf,
professionals have to master chipping, putting, and the Igame;speakers must master pieces
of speaking as wellThe three major pieces of public speaking ERUCTUREONTENTand
DELIVERWastering one means nothing if you do not master the other two. That is why it is
critical to not just study speaking as a whole, but also to diélsE DEEknto eachof these 3
pieces. Belowyou will pick up one tool from each of the three pieces of lmubpeaking. Then,
just as a bonus, you will get one very substantial idea if you plan on using speaking to grow
income.

THREHOOLYPLUS ONETOHELP YOWREATE MASTERPIECE

A STRUCTURE T&Ob be a masterful speaker you must become a mastéffidSElt is imperative to become dlid

at teasing your audience so that thesant to know more. Legendary Motivational Speakeu Heckleonce said;'Don't tell
them; take them.'In other words, don't just tell them what happened in yaiory;take them into it by establishing a scene,
usingdialogue etc. Here is one of my foundational phrases that | keep in mind when structuring a spiéestoU CAN'T
TEASE THEM, Y@QBN'T TAK THEM."
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Here are three examples of teasing your audience to want to know more:

T

“If you understand this next point, you will find yourself moving towards your goals, dreams, and
aspirations, even while you are asleep. The providence, serendipitygee will all be on your side
pushing you toward the life you have imagined. The wildly successful people in life use this tool and it is
yours for the taking."

"What do you think is the number 1 thing that stands betweaanst people and their goals? [AM for
answers]. Those are all greahswers and they're all wrong. aughter]. Actually, they are not wrong, but
they are not the number 1 thing that stands in the way. The number 1 thing is not what you think."

"Have you ever worked with a StatusQuoah®liou know these people, right? They are averse to change
and they say things like, 'This is the way we've always dbimgs around here. Why changé®ish for the

good old days again." What dthese people do to your team? BN for answers and thebuildup of
frustration]. What if you had a way to turn even the biggest StatusQuoaholics into positive forces for your
team? Well, you can, but only if you implement the following tool. "

Do you see how these statements tease the audience into wanting to meae? When you pick up a newspaper, what
makes you decide whether or not to read an article? Chances are it is the headline. That is exactly what thdsesezhse
statements do. They act as headlines and are designed solely to get your audience to haatthe next words When you
become a great tease, ygenerate interest with ease.
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A CONTENT TO®@HRAs soon as you introduce your characters in a staf§TABLISH THE CONFitight away. Get the
Titanic to hit the iceberg early on because the conflict is the hook to your story. Most speakertobanach preamble
before they get into their story and then they have too much unnecessary information before getting to the conflict

Once you establish the conflicESCALATE Idéok at your conflict like the water rising on the Titanic. If the water never rose
on the Titanic, we would have thought it was a terrible movie. Once you establish your conflict, it is critical to asK,yours
"How can | escalate this conflict to a point of desperation? How can | raise the water on my TitamMd®n you
establish and then escalate your conflict, your story keeps your audience members riveted to see how it turns out.

For example, | tell a gty about wanting to follow my dream of being a ftithe professional speaker. However, the Vice
President of the company | worked for says, "I'm happy you have a dream Craig, but you can't leave the company.” That is
the conflict. Then the Vice Presiddakes it a step further by offering me several financial incentives and salary raises to stay
with the company. Each pay raise is also a raise in the conflict and it comes to a point where something has to give.

As the conflict escalates, so does the connection with my audience.

Always ask yourself two questions about the conflict:

a. How will | establish it?

b. How will | escalate it?







