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This book is dedicated to all who face their fears, 

who act in spite of fear, and, by doing so, 

conquer their fears forever. 
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Preface 

The great comedian Jerry Seinfeld once said, 

“According to most studies, people’s number one fear 

is public speaking.  Number two is death.  Death is 

number two!  Does that sound right?  That means to 

the average person, if you go to a funeral, you’re 

better off in the casket than doing the eulogy!” 

Can you believe it?  Most people would rather die 

than speak in public!  Apparently you can believe it, 

because you picked up a book about speaking in 

public without losing your lunch! 

But you must be in a position where you have to do it 

from time to time, so I guess it’s time to face that fear. 

I do.  Every time I speak. 

I love what Mark Twain said: “There are only two 

types of speakers in the world: The nervous, and the 

liars.” 

Whoa, wait a minute!  Am I telling you that we’re ALL 

nervous?  Those of us who get up in front of huge 

crowds on a regular basis are actually NERVOUS 

doing so? 

That’s exactly what I’m telling you.  You’re not alone.  

We’re all in the same boat. 
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So, here’s the deal: YOU can be an AMAZING 

presenter.  I don’t care if you’re painfully shy, have 

never spoken in public before in your life, or have 

given a speech with less-than-amazing results. 

How can I be sure?   

I’m an introvert.  I’m shy.  And I speak in front of 

hundreds of people on a recurring basis.  

How do I do it?  How do I get over my own fear and 

trepidation?  Perhaps more importantly to you, how 

do I help others do the same? 

Let me tell you a story: 

I was a Captain in the United States Air Force, and I 

was at Squadron Officer School, an intense eight-

week leadership training school for 3,600 of the Air 

Force’s top Captains. 

One of my friends in my flight of ten officers was 

Scott.  Scott was hilarious!  He would continuously 

mutter snide comments under his breath during a 

briefing, just to see if he could make me laugh in a 

setting where laughing wasn’t exactly appropriate.  It 

usually worked.  He got me in trouble often. 

One of our assignments was to give a series of three 

speeches on a military leader of our choice. 
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Speech day:  

I was one of the first on the list, so I got up and gave a 

rousing speech on old “Blood and Guts” himself: 

General George Patton.   

Scott came up after me.  I couldn’t wait.  This guy was 

one of the funniest people I’ve known, and I just knew 

he was going to blow us away.  He did.  But not in the 

way I expected.   

He stared at his quivering notecards as if they were 

written in hieroglyphics.  He suddenly developed a 

speech impediment where every third word was “uh.”  

I was truly waiting for the little line of wetness to travel 

down his flightsuit!  To say it went poorly would be like 

saying a bull didn’t do well at a bullfight.  (And the 

results were about the same.) 

Scott approached me outside of our barracks that 

night and asked if I could help him.  I spent about 15 

minutes with him and taught him one of the most 

powerful techniques you will ever learn about public 

speaking.  This is how I get over my shyness and 

anxiety every time I speak, and am able come across 

extremely powerfully—just like you will.  

Two days later it was time for our second round of 

speeches.  “Oh, boy.  Here we go,” I thought as 

Scott’s name was called.  
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I watched him, though.  I watched him go through the 

exercise I’d taught him.  I watched his entire 

demeanor change.  I watched the fear disappear and 

the confidence overtake him.  He transformed before 

my eyes. 

Not only did he make it through the speech this time, 

he was good!  Some of his true personality came 

through, and he engaged the audience and inspired 

us with his oration! 

What in the world did I do to him in that 15 minutes 

outside of the barracks?  Hypnosis?  A Jedi mind 

trick? 

Nope.  I taught him a simple technique that anyone 

can learn.  And I’m going to teach it to you.  If you 

apply it, from now on you will give every single 

speech and make every single sales call in the most 

confident, powerful manner that you possibly can. 

Along with that, you’re going to learn the finer details 

that will make the difference between receiving a 

courtesy clap and a standing ovation.  

And, in this short book, we’re going to keep it 

conversational, light-hearted, and fun.   

Would that be helpful? 

All right; let’s jump in. 
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Introduction: 

The S.I.M.P.L.E. Approach 

I have been seriously afraid at times but have 

used my fear as a stimulating factor rather than 

allowing it to paralyse me. 

—Sir Edmund Hillary, the first person  
to climb Mt. Everest 

Imagine being Edmund Hillary, the first person ever to 

climb Mt. Everest, the tallest mountain on earth.  

You’re looking at this mountain that is so high that no 

one in history has ever climbed to the top before, 

though many have died trying. 

It’s seemingly insurmountable. 

For many people, public speaking is the same way.  

How do I even write a speech?  What will I say?  How 

in the world will I get up enough courage to say it 

without totally blanking out?  How do I NOT look like a 

fool? 

When climbing a mountain, you don’t look at the top 

of the mountain.  That’s too overwhelming.  You look 

at your next stopping point, the next level spot where 

you can rest.  You take it one step at a time. 

You and I are going to do the same thing.  
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The S.I.M.P.L.E. Approach breaks the speaking 

process into bite-sized pieces that can be easily 

mastered: 

Simplify – focus on what’s important to you 

Intensify – make it important to the audience 

Memorize – so you won’t have to worry about  

what to say 

Practice – until you’re completely comfortable  

Let ‘em have it! – blow them away and get them  

to take ACTION 

Evaluate – how you can improve next time 

Here’s the best part: 

In mountain climbing, most of the success of the climb 

is determined before you even take your first step.  

It’s in the preparation ahead of time. 

It’s the same way in public speaking.  The first 4 out 

of 6 steps in the S.I.M.P.L.E. Method happen before 

you even stand up in front of anyone; they are part of 

the preparation ahead of time.  You don’t have to be 

nervous about them, because they’re not happening 

in front of anybody! 

The problem is, most people don’t take these steps, 

and that’s why they don’t do well when they are finally 

in front of a crowd.  They were set up for failure 

before they uttered their first word. 
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Let’s put it this way: Have you ever gone to the dentist 

and flossed just before you went, even though you 

haven’t flossed for the entire year prior? 

I know I have! 

Guess what: We’re not fooling anyone.  They know.  

The dentist knows, the hygienist knows; I’m pretty 

sure the receptionist knew the moment we walked in 

the door. 

That’s the point: Your audience will feel the same way 

about your presentations! 

If you haven't prepared and practiced well in advance 

and try to cram at the last minute, they can tell! 

And, most importantly of all: YOU know.  That’s where 

much of the nervousness comes in! 

One of the biggest reasons people don’t feel confident 

when they speak is because they haven’t taken the 

appropriate steps ahead of time.  Odds are, they 

didn’t even know the steps! 

You’re going to know the steps, and you’re going to 

take the steps.   

You have complete, 100% control over whether your 

preparation is going to be successful, or not.  And if 

the preparation is successful, the performance 

certainly will be as well. 
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Are you ready to become a world-class speaker, or at 

least not lose your lunch?  Okay, then.  Grab a 

highlighter or pen to mark the especially important 

points, and let’s jump into this and have some fun. 
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Step 1: 

Simplify 

Simplify – Focus on What’s Important For You  

I 
M 
P 
L 
E 

All speaking is public speaking, whether it’s to one 

person or a thousand. 

—Roger Love, voice coach 

All too often, we try to make this speaking thing hard!  

It’s simple; we speak all day long! 

But when we hear we’re giving a speech, suddenly 

we try to make it hard. 

Listen: All we’re trying to do is to convey our point of 

view.  Keep it at that, and you’ll be fine! 
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Chapter 1  

Take the Pressure Off 

Complexity is your enemy.  Any fool can make 

something complicated.  It is hard to keep things 

simple. 

—Sir Richard Branson, founder, Virgin Group 

The single biggest comment I hear from people 

preparing to speak is: “I’m so nervous!” 

I once met a U. S. Army Special Forces man who 

jumped out of perfectly good airplanes to land behind 

enemy lines and face the enemy.  He was absolutely 

fearless. 

Until… 

Until it came time to stand up and give a 2-minute talk 

at a networking event to tell people about a product 

he represented.  At that point, he would become 

paralyzed!  He couldn’t speak, he couldn’t move, he 

couldn’t do a thing!  He would work himself up into 

such a frenzy thinking about how nervous he was, 

that he never gave himself a chance to succeed! 

Your first step toward speaking in public is to start 

changing your mind-set right away. 
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Every time I hear “I’m so nervous,” it takes me back to 

being a Scoutmaster at Boy Scout Summer Camp.  

One of my boys was Jordan, who was experiencing 

his first lengthy time away from his family. 

Jordan was an awesome kid, but he was nervous 

about, well, pretty much everything.  He would come 

up to me time after time and start with, “Terry, I’m 

nervous…” and then proceed to tell me what he was 

nervous about this time. 

After several episodes of working him through the 

situation, I decided it was time to change the way he 

looked at challenges altogether. 

“Jordan,” I told him, “I never want to hear the word 

‘nervous’ come out of your mouth again.  From now 

on, instead of saying ‘I’m nervous,’ I want you to say 

‘I’m excited.’  It’s not ‘I’m nervous about going to my 

merit badge class.’  It’s ‘I’m excited I get to go to my 

merit badge class.’  Got it?” 

I’d correct him every time, and finally he got into the 

habit of saying it himself.  He realized the energy that 

he thought was nervousness was truly excitement 

about trying a new thing. 

It seems like a simple word change, but it’s truly a 

mind-shift that makes all the difference in the world. 

His old habit filled him with fear.  The new way filled 

him with excitement. 
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I recently heard comedian Tracy Morgan say the 

exact same thing, and then add, “Nervous means I 

can’t wait for it to be over.  Excited means I can’t wait 

for it to get started.”  Which feeling would you rather 

go into a speech with?  Which would give you a better 

chance at success? 

Does it work?  Try it yourself for a while.  Instead of 

saying “I’m nervous speaking in front of crowds,” say 

“I’m excited to speak in front of crowds.”  What you’ll 

find is that it’s the same energy, but one tears you 

down, while the other builds you up. 

To begin with, you’ll say it with a wry grin, because 

even YOU don’t believe it!  As you say it more, you’ll 

start buying into it more, and gain a little more 

confidence.  When you say it enough, it sneaks into 

your subconscious and your brain begins to 

reprogram.   

Does it work 100% of the time?  I can’t say that it 

always will, but I can tell you that you’ll have much 

better luck doing well if you go into it with a battle cry 

of “I’m gonna knock ‘em dead!” rather than “I want my 

mommy!” 

Now let’s overcome another false notion: 

All too often, people think they need to take on a 

different persona when they are speaking.  They think 
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they need to be more professional or more polished, 

or more, well, not themselves! 

Nothing could be further from the truth. 

Be Yourself! 

When I first started speaking, I thought I had to act 

like a professional.  I was a businessman, for 

goodness’ sake.  I was trying to sell a business 

concept, to business people.  I needed to be serious 

and use big words—business words. 

What I had forgotten is that I was talking to people.  

Actual people.  They may have been the CEO of a 

Fortune 500 company or the Board of Directors for a 

Japanese firm, but they appreciated someone who 

was genuine. 

I’m sure you’ve noticed this book isn’t written in poetic 

verse.  It’s not written like a textbook.  This is how I 

would talk with you if we were sitting side-by-side.  It’s 

my true personality.   

Be yourself!   

One of the greatest motivational speakers of all times, 

Zig Ziglar, capitalized on his down-home southern 

humor, and became world-renowned for it. 

If you’re naturally vivacious, let it come through!  If 

you’re more sedate and straightlaced, fantastic—
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embrace it!  Whether you’re a hick from the sticks or 

an uptown girl, let them see you for who you really 

are, and they’ll love you for it. 

Be Relatable. 

General “Stormin’ Norman” Schwarzkopf planned and 

led Operation Desert Storm in Iraq.  I listened as he 

went into detail about how he commanded an 

international force of over 750,000 troops.  He stated 

the exact number of tanks, aircraft, watercraft, and 

every other type of weaponry that was under his 

command.  He continued, “When I said a single word, 

people around the world jumped into action.”   

What he said next brought the house down: “But do 

you think I can get my children to brush their teeth at 

night without a fight?  Not a chance.” 

Suddenly he was relatable to every single person in 

the audience.  This great general in history was 

merely one of us, with the same challenges we all 

face. 

Check this out: Depending on your audience, most 

people out there are moms or dads.  Guess what?  

They’ve probably changed a diaper.  They’ve had 

sleepless nights.  They’ve dealt with kids. 

You have stories in your life your audience can relate 

to.  The moment you share a connection with them, 

you immediately begin to win them over.  
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Chapter 2  

Replace Fear With Conviction 

Designing a presentation without an audience in 

mind is like writing a love letter and addressing it: 

To Whom It May Concern.  

—Ken Haemer, presentation expert 

We all know that public speaking is the Number One 

fear in the world, even scarier than dying. 

It’s time to take the fear out of speaking and replace it 

with conviction. 

The great motivator Jim Rohn said, “Effective 

communication is 20% what you know and 80% how 

you feel about what you know.”  

When you’re passionate about something—

something you believe in—you can come across very 

powerfully, can’t you?   

If you question that, just ask your kids!  Or your 

spouse.  Or ANYONE you’ve argued with before!  

One of my best friends in the world is on nearly the 

exact opposite of the political spectrum from me.  He 

thinks he couldn’t come across powerfully on a 

subject to save his life, but I hear him do it every 
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single time he and I open a bottle of wine and start 

discussing religion or politics! 

Maybe you can relate to this, with or without the wine! 

Perform the following exercise: 

Think of a subject you may be speaking on.  Do you 

care about what you’re talking about?   

Why?   

Seriously, ask yourself that question.  WHY do you 

care about your subject?   

Forget about yourself for a minute.  Forget that you 

may or may not know how to speak in public.  Let’s 

focus completely on your subject. 

Is it something you can be passionate about?  Why? 

Stop reading a minute and think about it.  Why do you 

care about your subject, and why should anyone else 

care about it?  Should it be important to others? 

If you’ve taken this step and answered yes, then there 

is a very good chance you feel more powerful than 

you did just a few minutes ago. 

If so, you’ve already taken a huge step toward 

becoming an outstanding speaker. 
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The meekest person in the world can be extremely 

powerful if properly motivated. 

Still not convinced?  Think about it: 

Think back to some argument you’ve been in lately, 

something you believe very strongly about.  It could 

have been something at home or something at the 

office, or anywhere else, for that matter.   

When you were arguing, you weren’t nervous—you 

were forceful!  You were compelling!  You 

commanded the stage and demanded that the other 

person listen to you, even if it was just your child or 

your spouse! 

If you have ever argued about anything, then you 

have the passion to be a great speaker.  Caring about 

what you’re talking about is the most important thing 

of all.   

Always keep the KISS principal in mind: Keep It 

Simple, Stupid.  Don’t make this a bigger deal than it 

is.   

You’re a real person.  That’s all anyone expects you 

to be.  You’re sharing your knowledge with other real 

people who have the same problems, dreams and 

desires you do. 

Keep it simple, and a lot of your fear and trepidation 

will melt away. 
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Chapter 3  

Narrow It Down  

This may be the hardest part of any speech.  You 

know the general topic of your speech, but you have 

all these different ideas of what you could say. 

How do you narrow it down? 

Here’s your bottom line: What is the single most 

important point you want to get across?  If they could 

remember absolutely nothing else from your entire 

speech but one thing, what would you want that one 

thing to be?  No, not three things, not two things—one 

thing. 

Once you’ve done that, you have your main theme.  

Everything else should support that main theme. 

“But wait,” you say.  “I have several things I want to 

tell them!  There’s so much information I could get 

across!”  Too bad.  Listen: They’re only going to 

remember one main point from your entire talk.  Over 

the long run, that’s it.  One main point.  Choose what 

that point is going to be, and drive that point home. 

One of my dear friends, university professor Tom 

Bitterwolf, describes it like this: “When I prepare a 

talk, I immerse myself in the topic. I go into what I call 

“the cloud.” In this cloud lots of related, unrelated and 

unrelatable ideas are swirling around, and I search for 
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the unifying theme that makes it all come together.  

Once that emerges, the rest of the preparation is 

easy.” 

For example, if your topic was “Overcoming 

Objections in Sales,” that’s a vast subject with 

numerous facets; there are many roads you could 

travel down.  And your audience most likely wouldn’t 

remember any of them. 

On the other hand, if you narrowed it down to an 

overall theme of “Be their friend, not their adversary” 

and tie everything into that one basic theme, they’ll 

come away with a powerful new tool. 

A talk on “The 13 Most Important Tenets of 

Leadership” may be interesting, but not well 

remembered.  On the other hand, “The Single Most 

Important Leadership Trait of All Time” is a talk that 

would not only be remembered, but has the potential 

to change lives. 

“What about the other 12 Tenets of leadership?  

Aren’t they important?”  Sure.  But not as important.  If 

it’s true that you can only get the audience to 

remember one thing, it doesn’t matter of you talk 

about the other 12 anyway!  Save those for a different 

speech on a different day. 
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Now that we’ve learned to Simplify, it’s time to 

Intensify—to put together a speech that’s absolutely 

amazing.  
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Step 2: 

Intensify 

S 
Intensify – Make It Important to the Audience 

M 
P 
L 
E 

If you can speak, you can influence.  If you can 

influence, you can change lives. 

—Rob Brown, actor 

In the first section, Simplify, we talked about bringing 

everything down to the basics, the foundation.  Now 

we’re going to build on that foundation and make you 

a very effective speaker, no matter what skill level 

you’re at today. 

As you’ll learn in this section, your job isn’t just to 

inform them—it’s to inspire them. 

You’re going to learn how to create emotion in your 

audience that makes them want to take the actions 

you want them to take. 

Sound good?  Let’s get at it.  
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Chapter 4  

Begin With the End in Mind 

The goal of effective communication should be for 

listeners to say “Me too!” versus “So what?”  

—Jim Rohn, motivational author, speaker 

In the last chapter, we talked about narrowing your 

subject down to the most important point.  Now you’re 

going to learn how to take that point and use it to 

inspire others to take action. 

The most critical step of all is to understand that 

emotion, not fact, is the driver of all action.  People do 

not take action on information; they take action on 

motivation.   

You aren’t there just to inform—you are there to 

inspire.  You are there to get people to take action.   

Stephen Covey, author of The 7 Habits of Highly 

Effective People, teaches us to ‘Begin with the End in 

Mind.’  That’s the very first thing you want to focus on 

when developing your speech.  What are you trying to 

accomplish by speaking?   

All too often, speakers think their goal is to inform 

people about their subject.  If that were the goal, they 

could simply hand out a spreadsheet! 
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Here’s your question: What action do you want them 

to take? 

You might think, “I want to tell them about my 

product.”  No you don’t!  You want people to BUY 

your product!   

Or “I want them to learn about our cause, in case they 

may be interested.”  Interested in what?  Do you want 

them to simply say, “That was nice,” or do you want 

them to JOIN your cause? 

For those who are trying to spread their corporate 

message, to what end?  What action do you want 

your audience to take?  Is it merely to feel better 

about your company, or to raise their productivity? 

Even if it truly is an informational talk, what do you 

want them to do with that information? 

Do you want them to start taking an action they aren’t 

already taking? 

Before you begin writing out your speech, take the 

time to write out what your goal is in one sentence.   

Examples: 

Bad:  To teach them the benefits of exercise. 

Good:  To inspire them to start exercising today. 
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Bad:  To inform them about what is available in my 

store. 

Good:  To get them into my store today. 

Bad:  To educate them on appropriate employee 

relations. 

Good:  To help them act appropriately in the 

workplace, starting right now. 

Can you see the seemingly small, but incredibly 

powerful difference? 

Then, as you’re developing your talk, weigh 

everything against that goal.  Does it add or detract? 

The great painter Hans Hoffman said, “The ability to 

simplify means to eliminate the unnecessary so that 

the necessary may speak.”  

Please read this very carefully: If it doesn’t add, it 

detracts.  There is no neutral.  If it’s not adding, it’s 

taking the attention away from those things that do.  

Cut out anything that doesn’t specifically make those 

who are listening want to take action. 

Then structure your talk in such a way that it makes 

them want to jump up and take action as soon as your 

standing ovation is over! 

If you stick to this formula, you’ll find your influence, 

and your results, increasing exponentially.   
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Chapter 5  

The Structure of Your Speech 

If you can’t explain it to a six year old, you don’t 

understand it yourself.  

—Albert Einstein 

The following is a common method for putting 

together a speech: 

 Tell them what you’ll tell them. 

 Tell them.  

 Tell them what you told them. 

That’s a good basic structure for informing an 

audience, but it needs some enhancement to actually 

inspire an audience and get them to take action.   

Here is a more powerful version: 

 Introduce and make them care about your 

main theme. 

 Give (usually) three main supporting points 

reinforced by stories. 

 Bring back the main theme, and call them to 

action. 

Granted, it’s not quite as catchy as the previous 

structure, but it’s a lot more effective. 
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STEP 1: Introduce and make them care about 

your main theme. 

It’s speech time: They’ve just introduced you.  “And 

now, Reah Prise from the Department of Redundancy 

Department is going to remind us about Recapping 

the Recurrence of Duplication.”   

What do you say first?  How do you start off your 

entire talk? 

The single worst thing you could possibly do is repeat 

what they just said: “Hi.  Well, like he said, my name 

is Reah Prise, and I’m from the Department of 

Redundancy Department, and I’m here to remind 

everyone about Recapping the Recurrence of 

Duplication.” 

Everyone just heard that!   

You need to grab their attention immediately, and 

make them want to hear what you have to say. 

Remember: A good speech doesn’t just inform—it 

inspires.  People don’t take action on information; 

they take action on their emotions. 

Your main job right up front is to stir the emotion 

inside of them that makes them want to take action.  

Then, continue to come back to that theme 

throughout your speech. 
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Consider one of the most powerful speeches in 

history, given by Dr. Martin Luther King, Jr.  I may not 

be able to tell you the entire speech, but I can 

absolutely tell you that he had a dream, and that 

dream was equality.  And people acted on it. 

President John F. Kennedy stirred an entire nation to 

do what seemed impossible when he convinced them 

to send a man to the moon within the next decade 

“not because it is easy, but because it is hard.”  And 

the nation took action. 

These speakers were masters at making an audience 

care about their topic, and they repeated that main 

theme over and over to make sure we never forgot it.  

In fact, Dr. King repeated his line “I have a dream” 

eleven times during that one speech! 

Ty Bennett, in his book The Power of Storytelling, 

talks about starting a story with a question to engage 

the audience immediately. 

I use this exact technique when beginning virtually 

every speech I give. 

It’s a great way to get the audience’s attention and 

make them understand that your topic is important to 

them. 

For instance, if you were speaking to a group of 

realtors, a boring way to begin would be with facts 
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and figures that pertain to the industry.  An attention-

getting way would be to start with a question like: 

Let me ask you something: Has this ever 

happened to you?  You’re talking to a potential 

seller, and they have a predetermined price of 

what they think their home is worth, but it’s way 

too high.  “We did our research,” they ramble 

excitedly, “and a website showed the estimate, 

and we’re sure even that’s too low, because it’s 

the nicest house in the neighborhood, and we 

bought it just two years ago, but we know the 

economy has gone up since then, and we’ve 

painted it inside and out with some really spiffy 

colors we’re sure everyone will love, and hey, if 

you don’t list it at our price, we’ll find someone 

who will!”  

Now, you know the price is off the charts, but you 

go ahead and list it, because you don’t want to 

lose the listing even though you know it won’t sell 

until your two-year-old son is old enough to buy it. 

Has something like that happened to anyone 

here?” 

At this point the entire audience will laugh, give each 

other a knowing look, smile wryly and raise their 

hands.  And you’ll have them wanting to hear more. 
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Pay attention to every speech you attend, and you’ll 

see good and bad examples everywhere. 

Over the years, I’ve gone to a number of 

presentations from network marketing companies.  

The amateurs are excited to show you their 

“opportunity.”  The professionals find out what’s 

important to you and show you how their business 

model can help you obtain that. 

Sales pitches, as a whole, have evolved.  Where 

“features and benefits” used to be touted, the modern 

professional salesperson understands their real job is 

to find out the needs of their prospect and show how 

their product fits that need, thereby making the 

prospect’s life better.   

It’s the same thing for anyone giving a speech.  Find 

out the needs of your audience, make them feel that 

need, and show them how your information, and the 

action they’ll take on it, will help them. 

STEP 2: Give (usually) three main supporting 

points reinforced by stories. 

Now that you have the complete attention of your 

audience, it’s time to convince them that your solution 

will help them. 

By far, the best way to do so is to tell stories. 
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Stories touch emotions.  We relate to stories.  Stories 

are memorable.  An audience won’t remember facts, 

but they’ll remember stories, and they’ll remember 

lessons they learned from the stories.  Stories sway 

opinions and inspire people to take action. 

Consider the television commercial that uses puppies 

and Clydesdales to sell beer, or a serviceman or 

woman returning home to sell coffee or greeting 

cards, or anything else for that matter.  Instead of 

listing the benefits of their products, the advertisers 

are using stories to touch your emotions.  Why do 

they do this?  Because it works.  

The Problem/Solution format in storytelling is highly 

effective.  This is where you bring the listener into a 

situation that is unfavorable.  You present a problem 

in a character’s life that needs to be remedied.  This 

causes tension, and the listener’s subconscious will 

scream for that tension to be eased.  They want to 

hear the solution.  “What’s the answer?  What can be 

done?  What happened?” 

Remember the story about my Air Force buddy at the 

beginning of this book?  I began by telling you how he 

performed so poorly in his first speech that I expected 

him to wet his flightsuit.  This created tension that 

your mind wanted eased; you wanted to know what 

happened next. 
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The tension was relieved when I told you about his 

future success, caused by a technique you’ll learn 

later in this book. 

Again, Problem/Solution.  Thank about any good 

movie or television show you’ve seen.  They used the 

exact same format.   

Even if your talk is an informational one, such as in a 

classroom or a boardroom, you can make them want 

the information by touching on their emotions. 

For example, if you’re teaching Physics (a pretty 

unemotional subject) but want your students to care, 

tie it to a story that may evoke emotion, even if you’re 

just using humor to create happiness:   

Let’s say this jerk went out with you once, said 

he’d call, and never did.  How do we know what 

angle and velocity to throw the water balloon at 

him to make sure it hits his face?  (Note the 

Problem/Solution format!)  

In a corporate setting, consider the difference 

between “Our current gross sales projections are 5% 

below average, disallowing any employee bonuses,” 

and:  

For the past five years, our company has given a 

Christmas bonus to our employees.  That bonus 

puts presents under a tree where there wouldn’t 
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be any otherwise.  Right now our November sales 

are 5% below the point that would allow us to do 

that.  I can’t speak for you, but to me, that’s 

completely unacceptable.  I’m willing to do 

whatever it takes to make sure our families get 

their bonuses.  How about you?  

The first example gave facts.  The second painted a 

picture and touched on emotions.  The first example 

will inspire yawns; the second will inspire action. 

Do you have to have three main points in your 

speech?  Do you have to limit it to three? 

No, that’s not an absolute.  It depends on how much 

time you have, but it is a good rule of thumb.  Too 

few, and there’s not enough substance.  Too many, 

and it overwhelms. 

Keep your stories short and to the point.  If you ever 

find yourself uses phrases like “Well, anyway,” “Back 

to my point,” or “Like I said,” you’re rambling.  And the 

phrase “to make a long story short” means you’ve 

already done just the opposite: made a short story 

long. 

Feel very free to show real emotion when telling your 

stories, and always remember: It may be your 

hundredth time telling the story, but it’s the audience’s 

first time hearing it.  They deserve to hear you tell it 

as if you’ve never told it before. 
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STEP 3: Bring back the main theme, and call 

them to action.  

Have you ever watched a speaker who, at the end of 

their speech, didn’t seem to know how to end it?  

Either they suddenly stopped and said “Thank you,” 

or, just the opposite, kept rambling on and on? 

The whole audience is wondering, “Was that the end?  

Should we clap now?” 

By being unclear, the speaker has missed the final 

opportunity to inspire the audience to action, to leave 

a lasting impression that will live on long after the 

speech is over. 

A good ending is the “wow factor” that gets an 

audience on their feet.  This is where you bring your 

talk to an emotional crescendo, driving home why 

your audience should get out of their chairs right now 

and take the action you want them to take. 

You remind them of one or more of your stories, why 

your theme was so important to those people, and 

why it is important to your audience. 

And then, let them know when you’re done.  My final 

words are almost always “Thank you, and God Bless.” 

Here’s a sample closing:  



 

36 

You’re not just “some airline.”  You are an 

amazing team that is making lives better every 

single day.  If it weren’t for your battle cry of 

“Whatever it takes,” Jada might never have made 

it back to see her dad the day before he passed 

away, to hold his hand one last time.  Jordan 

couldn’t have afforded to make it to the playoffs 

that launched his career.  Paul might not have 

made it back from overseas to witness the birth of 

his son. 

For some, their job is just that: a job.  For you, it’s 

a calling.  It’s a mission.  It’s a chance to make a 

difference in the world, one family at a time. 

I know you’ll continue to do “Whatever it takes” to 

work harder than most are willing to work, and 

you’ll accomplish more than most will ever 

accomplish.  On behalf of everyone whose lives 

you touch every single day, thank you, and God 

Bless.  

Notice how the three main emotional stories were 

brought back to the main theme of “Whatever It 

Takes” with a call to continued excellence. 

As a final example, one of my most memorable 

speeches was the first one I ever presented in front of 

a military audience.  Prior military speeches I’d 

observed tended to be stoic in nature—not my normal 

style.  I decided to be myself and give it my normal 
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enthusiastic, get-out-from-behind-the-podium, 

sometimes over-the-top presentation.  I chose 

“Dedication” as my overall theme and gave three 

supporting stories, following each with “and that’s 

dedication.”   

One story was borrowed, with credit, from the great 

Zig Ziglar, when he showed the difference between 

being “involved” and being “dedicated.”  “The 

difference can be shown in looking at my bacon and 

eggs breakfast this morning,” I said.  “The chicken 

was involved in making the breakfast; she laid the 

eggs; but the pig was dedicated!  The pig died to give 

me my tasty bacon.  Now, THAT’S DEDICATION!”  I 

later ended by bringing the whole theme back 

together with a call to action, while pointing my finger 

directly at a full colonel’s chest in the front row, 

saying, “That’s the kind of dedication we need to give 

to the men and women who serve under us, and 

that’s the kind of dedication they will give to us, to 

their country, and to the cause of freedom around the 

world.” 

I received the first standing ovation I had ever seen at 

such a ceremony. 

You now know how to put together a speech that 

won’t just inform an audience, but will inspire them to 

action.  Now it’s time to take what you have on paper 

and turn it into reality. 
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Step 3: 

Memorize 

S 
I 
Memorize – So You Won’t Have to Worry About 

What to Say 

P 
L 
E 

The human brain starts working the moment you 

are born and never stops until you stand up to 

speak in public.  

—George Jessel 

The single biggest reason most people are nervous, 

both prior to speaking and during speaking, is that 

they are worried they’re going to forget what to say. 

Can you relate to that? 

Let’s take away that fear away right now. 
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Chapter 6  

The Easy Way to Memorize 

Okay, so you know that if you go up there with notes, 

you won’t be able to perform well, because you’ll be 

too busy reading your notes. 

On the other hand, memorizing everything you wrote 

down is, well, hard!  Especially for some of us. 

Many people, including me, have a terrible memory to 

begin with.  Add to that the adrenaline rush of being in 

front of a crowd, and you may not even be able to 

remember your name, much less what you were 

going to say! 

Your biggest nightmare may be that you would get up 

to speak and completely blank out.  You’d be staring 

at the audience, they’d be staring at you, and the only 

sounds would be snickering from the front of the 

room, and snoring from the back. 

So, how do you overcome this fear? 

First of all, you can write out your complete speech to 

help organize your thoughts if you like, but then keep 

in mind: They’re not going to remember most of what 

you are going to say; they will mostly remember only 

how you made them feel. 

So again, don’t worry about the exact words! 



 

42 

– Remember your overall theme, why it’s important to 

you, and why it should be important to them. 

– Remember your three main points or stories. 

– Remember the action you want them to take. 

If you feel you need to, you can write these down on 

ONE note card.   

Whatever you do, don’t write sentences!  You can’t 

take the time to read sentences on stage!  Put only 

bullet points as memory joggers in case you get off 

track. 

Here’s an example from a keynote speech I gave at a 

Boy Scouting fundraising dinner: 

Our youth need Scouting, Scouting needs you 

Nationally 11%, locally, 1% 

Gangs/cartels may do better recruiting 

My story 

Wrong end of Assault Rifle 

In high school, dad died 

Mike’s Story 

Failed 14 years toward astronaut 

#12 in US history, hours walking in Space 

Our kids’ futures 

Donate time and money 
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That’s it!  You could probably give the speech from 

those notes alone!  And that’s the point. 

While you are memorizing, you may need to refer to 

your original notes, and that’s okay, as long as you 

eventually wean yourself off of them completely. 

If anything at all, the only thing you should be holding 

during the final stages of practicing is your note 

card—nothing else. 

Want to know the easiest way to memorize your 

speech?  It’s coming up in the next chapter. 
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Step 4: 

Practice 

S 
I 
M 
Practice – Until You’re Completely Comfortable 

L 
E 

There are always three speeches for every one 

you actually gave.  The one you practiced, the one 

you gave, and the one you wish you gave.  

—Dale Carnegie 

How do you turn your written notes into an awesome 

speech that people will congratulate you for, and that 

will inspire people to take action? 

There’s an old joke, where one guy looking for 

directions asks another, “How do you get to Carnegie 

Hall?” and the other answers, “Practice, practice, 

practice.” 

It’s the same thing here. 

How do you become a great speaker? 

Practice, Practice, Practice! 
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Chapter 7  

Practicing for Your Speech 

It usually takes more than three weeks to prepare 

a good impromptu speech. 

—Mark Twain, humorist 

You may hear from some people that their strategy is 

to “just wing it.”  They say they think it feels more 

natural.  It’s a special kind of person that can do that, 

and usually one who has a tremendous amount of 

public speaking experience. 

I’ve been speaking in public in some fashion for about 

40 years, and I still never “wing it” unless I have to. 

Every single word, every single voice inflection—

everything—is practiced out loud many, many times 

before I give a talk of any kind. 

Can I wing it if I have to?  Sure.  But usually people 

who are saying they’ll just “wing it” are being too lazy 

to put the work into their speech that will make it 

great. 

That’s their prerogative, of course, but you’re reading 

this book because you want to get better.  To get 

better at anything requires work. 
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The great news is, if you put the work into it 

beforehand, the actual speaking part is MUCH easier!  

The more you’ve practiced, the more in command 

you’ll feel when you actually get up in front of people. 

It’s extremely important to practice out loud, standing 

up just as if you are addressing your audience.  Don’t 

just look at your notes and think of what you’ll say.  

And no, don’t talk out loud sitting at your desk. 

I love what researcher F. P. Jones said: “Don’t be 

afraid to talk to yourself.  It’s the only way you can be 

sure somebody’s listening!”  

Actually stand up and picture the audience in front of 

you.  Set up chairs you pretend are audience 

members if it helps.  The bottom line: Make 

everything as realistic as possible. 

Why? 

The army practices in an extremely realistic training 

environment.  Why would they do this when they 

could just talk about it in the classroom?   

It’s so when they’re actually in a firefight, everything is 

as familiar as possible.  They’ve already busted down 

doors, they’ve already been in the trenches, and they 

already know what it feels like to have someone 

shooting at them. 
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The more that is familiar, the less that is unfamiliar; 

and the unfamiliar makes us nervous. 

If you’ve visualized your audience while you’re 

practicing, it won’t be nearly as foreign, or scary, to 

you. 

Often when practicing something out loud, you realize 

that the words don’t actually sound anything like they 

did in your head, so you’re able to change them.  

Along the same lines, you’re also able to come up 

with ideas you never would have if you hadn’t given 

the whole speech out loud. 

As for me, there are many people who are better 

natural speakers than I am.  Most everyone can 

memorize better than I can.  I can’t tell a joke to save 

my life.  And, I’m a natural introvert. 

But no one, no one, will work harder than I will to 

prepare.  I can’t control the gifts God gave me, but I 

can control how hard I work using them to the best of 

my abilities, and so can you. 

People often tell me how at ease I am in front of a 

room.  I’ll joke with audience members, make offhand 

comments, and generally have a great time! 

But that’s only because I’ve practiced so much ahead 

of time, that I don’t have a care in the world about my 

speech—I have it down!  I can simply get up there 
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and enjoy myself.  If I’m having fun, my audience is 

having fun with me.   

That’s exactly where you want to be when you stand 

up in front of that group, and where you will be when 

you practice, practice, practice! 
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Chapter 8  

The Six Cardinal Sins of Audio/Visual 

Your slides should be a billboard, not a document!  

—Lee Jackson, author 

I am often asked, “Should I use PowerPoint?  Should 

I use videos?  My answer is always the same: “That 

depends on you and your audience.”   

There are three types of learners:   

 Audio: those who learn best by hearing 

information 

 Visual: those who learn best by seeing 

information 

 Kinesthetic: those who learn best by doing 

Understanding this, I prefer to use slides so the 

audience can both hear what I say and see my main 

points, including pictures and videos that help my 

main points stick.  For the kinesthetic learners, I’ll 

almost always include actions for the audience to 

take, especially during my seminars. 

There are some extremely important rules that are 

often broken, much to the detriment of the speaker, 

and more importantly, the audience. 
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Sin #1: Too many words on a slide!  Use bullet 

points, or one sentence only! 

Bad: 

 

Good:   

 

The prospect of change is difficult for 
many people, and therefore difficult 
for the organizations they represent.  

Individuals must learn to accept 
change as a part of doing business, 
and in so doing, learn to adapt and 

overcome. 

Change is Hard 
 

Deal With It! 
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Sin #2: Anything that can’t be easily seen from the 

back of the room.  Comic strips or cartoons are the 

usual suspects in this category. 

Bad:  

 

Good: 

 

  

 

Prospects are a Ticking 
Time Bomb 
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Sin #3:  Slides that are too busy.  Keep it Simple – 

less is more. 

Bad:  

 
 
 
 

 

 
 
Good: 

 

  

Everyone has 
Their Purpose 
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Sin #4: Not checking your PowerPoint and videos 

with the laptop and projector that will be used during 

your speech well ahead of time.  I can’t tell you how 

many times I’ve handed my jump drive to the A/V 

person, only to find out his laptop or projector is 

incompatible with my version of PowerPoint.    

When possible, send your file over ahead of time and 

follow up to make sure they test it on their equipment.  

If you have any audio or video built in to your 

presentation, make sure you’ll have speakers loud 

enough for the people in the back of the room to hear 

them clearly. 

Sin #5: Becoming dependent on your slides.  There 

may be times when something happens and you’re 

not able to use your slides!  If you’re dependent on 

them, you’re in big trouble.  Practice without your 

slides, just in case. 

Sin #6: Speaking to your slides.  Whatever you do, 

don’t turn your back on the audience and read or 

speak to your slides! 

If you avoid these Cardinal Sins of PowerPoint, you’ll 

eliminate even more of your concerns, and come 

across much more polished, professional, and ready 

to “wow” your audience!  
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Chapter 9  

Room Setup 

Why in the world would “room setup” be included in a 

book that is primarily about overcoming the fear of 

public speaking?  Because if you can take away any 

challenges that might occur during your speech, you 

will be even more comfortable. 

This chapter may not be important if you’re giving a 

short promotion at a local business mixer, but in case 

you’re speaking to a larger group, I want to briefly 

include these very important points. 

You would think your job is merely to speak, not to 

worry about room setup, right?  You think to yourself, 

“Hey, these people have been setting up rooms for 

years!  I’m sure they know a lot more about it than I 

do!” 

You would think this was true, but it’s not.  Everything 

pertaining to your speech is your responsibility.  Hey, 

it’s your reputation on the line, and no one cares 

about it like you do! 

Again, don’t sweat it.  Here’s what to look for: 

1. Make sure every seat in the house allows you 

and your presentation to be seen.  Sit at each 

questionable chair and make sure the person in 

it will be able to see you.  If not, have your hosts 
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move tables, move chairs, whatever needs to be 

done.  If you don’t, the people sitting there will be 

very disgruntled because they can’t see 

anything. 

2. Walk everywhere you will be walking during your 

talk, speaking on your microphone to make sure 

there are no “feedback zones” where a loud 

squealing occurs. 

3. Make sure any electrical cords are taped down 

to prevent you from tripping over them during 

your talk. 

4. Check the room temperature.  If it’s too hot or 

too cold, the audience will be distracted. 

Now that we’ve practiced and know our slides and 

room setup are looking good, it’s time for the most 

powerful information of the entire book.  It’s time to 

take away all of your fear and make you the most 

powerful you can possibly be! 

Are you ready?  Read on. 
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Step 5: 

Let ‘Em Have It! 

S 
I 
M 
P 
Let ‘Em Have It! – Blow Them Away and Get Them 

to Take Action! 

E 

I learned that courage was not the absence of 

fear, but the triumph over it. 

—Nelson Mandela, revolutionary 

This is the section that it’s all been leading up to.   

Everything so far has helped you hone your skills in 

putting your speech together and given you 

confidence that you can truly speak in public without 

embarrassing yourself or those around you.  Now 

we’re going to take it a giant step further.  Now we’re 

going to take you from merely getting through your 

speech, to being absolutely amazing. 

  



 

60 
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Chapter 10  

From Frightened to Fantastic 

I’ve learned that people will forget what you said, 

People will forget what you did, 

But people will never forget how you made them 

feel. 

—Maya Angelou, author and civil rights activist 

Now it’s time for the most powerful chapter of the 

entire book. 

The following technique, if done correctly, is nothing 

short of life-changing.  It will help you feel the most 

powerful you have ever felt in your life, whenever you 

need to feel that way.  Could that come in handy? 

This technique literally transforms people from a 

nervous wreck, worried that they’re going to blank out 

in front of everyone, to the most powerful they’ve ever 

been in their life. 

I will be the first to admit that this is a little hard to 

teach in writing.  I normally work with clients in person 

to perform this technique. 

This is so effective, though, that I just couldn’t leave it 

out of this book.  So, you and I are going to have to 

work together on this.  I’m going to teach you this 
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technique, but you’re going to have to actually do it to 

its fullest to make it work for you. 

Are you willing to do that? 

If you said yes, then read on. 

Do you remember the story at the start of this book, 

about helping Scott, a fellow Air Force Captain, 

master speaking at Squadron Officer School?  I 

mentioned that I spent about 15 minutes with him, 

and the results were astounding. 

What in the world could I teach him in 15 minutes that 

changed his ability to speak in front of a crowd 

forever? 

You’re about to learn one of my best secrets.  This is 

something I do every time I’m about to be on camera, 

before I make every sales call or get in a recording 

studio, and it’s probably my single biggest secret for 

overcoming my own fears and speaking in front of 

hundreds of people.  

In the beginning, I was scared to death making a 

sales call.   

We have a saying in the military: “There’s no such 

thing as atheists in foxholes,” because when people 

are trying to kill you, you find God. 
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I’m here to tell you that for me it was the same thing in 

public speaking.  I’ve never prayed so much as right 

before a sales call, or standing up in front of anyone! 

In fact, I had so much trouble reading my script that I 

sounded like a telemarketer trainee with a speech 

impediment!   

If I hadn’t developed my Pinnacle of Power, or POP 

method, there’s no way in the world I would have 

been able to succeed. 

It started with training from some of the motivational 

greats like Zig Ziglar and Tony Robbins.  I built it from 

there by trial and error, figuring out what really worked 

for me and what didn’t. 

What I developed was an extremely powerful method 

that’s helped people around the globe get over their 

fears and perform at a higher level than they ever 

thought possible. 

So, what magic did I do with Scott in those fifteen 

minutes of training?  What “Jedi Mind Trick” did I 

perform? 

I asked questions. 

That’s it.   
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I asked questions; but not just any questions—very 

specific ones that would draw out memories and 

replay emotions in his mind. 

I asked Scott to tell me about the one single time in 

his life he had ever felt the most powerful. 

That’s right; the one single time in his life that he felt 

the most powerful he ever has; the time he felt the 

most confident ever; most on top of his game. 

When he had trouble pinning it down to one specific 

time, I asked him more and more questions to help 

him narrow it down.  Once we accomplished that, I 

asked him more questions to mentally transport him 

back to that time and place.  I wanted him to actually 

be there in his mind, to feel as excited and powerful 

as he did in that moment.  

“What was happening at the time?” I asked. “Tell me 

more about that,” I continued. 

“How did you feel? 

“What were the people around you doing?”  

I started to get excited with him as he told me about 

the time in his life he felt the most powerful; the most 

excited; the most on top of the world.  I had him tell 

me every detail about the circumstances and his 

surroundings at the time.   
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As he was telling me about it, I watched the fear and 

doubt over just blowing a speech leave his eyes.  I 

watched his entire demeanor change.  

I watched him stand up straighter and turn into an 

incredibly confident person right in front of me.  I 

watched the same thing happen to him that happens 

to every single person I’ve taught the POP, or 

Pinnacle of Power, method to.  

They become the most confident they’ve ever been, 

because they’re reliving every single aspect of that 

moment.  They have that intense feeling foremost in 

their heart and soul again.  They’re no longer that 

nervous, unsure person.  They’re bulletproof!  No one 

can tear them down—no one would dare try! 

What was Scott’s big deal?   

As you can imagine, being an aircrew member in the 

world’s most powerful Air Force, he’s had some 

incredibly powerful moments. 

So what was the one big, stinkin’, fantastic, epic 

event, the time he felt the most powerful in his life? 

It was a home run he hit during a softball game with 

his friends. 

That’s it. 
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A home run he hit during a softball game with his 

friends. 

That was his epic life event; the thing that made him 

feel the most powerful he’s ever been. 

It may really seem like no big deal to us, but the point 

is: It was to him! 

As I asked him questions, he remembered vividly his 

friends going crazy, jumping up and down.  He 

remembered the crowd cheering for him as he 

rounded third base.  He remembered his teammates’ 

smiles and laughter as he ran into home.  He 

remembered exactly how he felt when he was on top 

of the world and his whole world was cheering for 

him. 

And about 15 minutes before he went up to give his 

second speech, I watched him go back to that 

moment in time, his Pinnacle of Power, and relive it.  

I watched his posture change as he remembered 

exactly how it felt.  His entire demeanor changed as 

he visualized his friends’ faces and heard the 

cheering as he came into home base. 

The person who walked up to give that second 

speech wasn’t the guy who was so frightened he 

couldn’t finish his first speech.  It wasn’t the guy who 

prayed he wouldn’t drop his note cards from his wildly 

shaking, soaking wet hands.  
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It was the guy who had just hit the home run and had 

everyone cheering for him.  That’s the guy who nailed 

the second speech, and the third speech a few days 

later, and probably every other speech he ever gave 

for the rest of his life. 

And that’s who you’re going to be from now on 

whenever you make your sales calls, or give small 

talks, or keynotes in front of a few hundred people. 

It may sound too simple to actually work.  If you don’t 

do it right, it won’t.  

The challenge is: You have to actually get to that 

Pinnacle of Power point.  You have to identify that 

one time—not two or more—that you have felt the 

absolute best you’ve ever felt.  For some, it was being 

the first person ever in their family to get their 

diploma, or having their first child, or winning an 

award.  It can even be something simple like a softball 

game.  

You can’t cop out and say, “Well, I haven’t really ever 

had anything like that.”  

You have absolutely had something that made you 

feel the most confident you ever have.  You may need 

some help identifying it, someone to ask you the 

types of questions that I ask those I work with.  Then, 

you have to go all the way with it and actually feel the 

emotion. 
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Many people I’m working with on this tell me, “I’m 

trying, but I can’t think of just one time.” 

It usually takes people a little while to narrow it down.  

Let me ask you something: If you had to narrow it 

down to just one time in your life that you felt the most 

powerful, the most in control, what would it be? 

At the end of this chapter, take the time to nail it 

down.  Remember exactly what was happening 

during that time.  Remember the people around you.  

Actually go back there in your mind.  Remember the 

sights.  Remember the sounds.  Remember how you 

felt. 

If you’re doing it right, you’ll know it.  You’ll feel it.  

You’ll know. 

Mine was actually my first-ever military speech that I 

mentioned earlier in this book. 

Every single time before I do a sales call, a seminar, a 

keynote speech in front of hundreds, or simply a talk 

in front of a Rotary Club, I transport myself back to 

that place and time. 

In my mind, I’m standing there, finger pointed directly 

at the colonel’s chest in the front row, saying to him, 

“…and THAT’S DEDICATION.” 

When I’m getting into my POP, I actually say it out 

loud, just like I did that day. 
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I see the look in his eyes, and the faces of the other 

top officers in the front row.  I hear the applause of the 

military audience on their feet.  I can almost smell the 

aroma of the Officers’ Club we were meeting in.   

For all intents and purposes, I’m no longer standing 

backstage about to be introduced to my next oration; I 

just finished my military speech from many years ago, 

and I’m feeling the most powerful I’ve ever been in my 

life. 

And I go on stage feeling like that every single time. 

It’s amazing: Just writing about this makes me go 

back into my Pinnacle of Power. 

Remember, emotion, not fact alone, makes us take 

action.  Emotion enables us to accomplish things 

otherwise impossible.  Emotion is the stimulus that 

makes the difference between success and failure, 

mediocrity and victory, futility and hope, defeat and 

triumph. 

Only when you learn to build and harness your and 

others’ emotions can you hope to truly accomplish 

anything of greatness.   

If you will take the time prior to making your calls, or 

giving your speech, to go back into your Pinnacle of 

Power, you will have no choice but to be the absolute 

strongest you’ve ever been, and your results will 

speak for themselves. 
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Chapter 11  

REV Up Your Speech 

Look your audience straight in the eyes, and begin 

to talk as if every one of them owed you money. 

—Dale Carnegie 

Now that you have the most important aspects of 

public speaking down, we’re going to put on the fine 

touches. 

It’s time to REV up your speech.  REV is my acronym 

for: 

Rate of Delivery 

Eye Contact 

Volume Change 

A boring speaker is monotone; an engaging speaker 

changes the rate, volume, and pitch of their delivery. 

Ben Stein’s character in Ferris Bueller’s Day Off is the 

best bad example I’ve ever seen in public speaking.  I 

can picture him now: 

“Bueller… Bueller… Bueller…” 
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Rate of Delivery 

Imagine if there were a slow ticking sound near you.  

If it ticked at a constant rate, you would probably 

ignore it after a while.  But what if it started ticking 

faster?  And then faster?  And then faster still? 

Would that get your attention?   

Sure!  Your heartbeat would probably speed up, and 

you’d find yourself frantically digging around looking 

for a bomb! 

If you’ve ever seen the movie Jaws and heard the 

theme song get faster and faster, you know the effect 

this can have on an audience. 

Speeding up your delivery will do the same thing. 

Now, I’m not saying to speed up, then slow down, 

then speed up, then slow down, over and over again; 

that wouldn’t come across well at all.   

But speeding up from time to time can add emphasis 

and drama to the point you’re making; and slowing 

down at different points can bring special emphasis 

as well. 

While telling your story, if you start speeding up your 

speech pattern, raise the pitch of your voice, and get 

slightly louder and louder, you’ll watch their eyes grow 
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wider, and they’ll sit up straighter in their chairs in 

anticipation of what happens next. 

Eye Contact 

How do you feel if someone is talking to you, but 

looking somewhere else? 

Do you feel like they really care about you, or are 

looking for someone better to talk to? 

Your audience feels the same way.  If you are looking 

them in the eyes and smiling, you draw them in.  If 

you’re not, you’re missing that connection 

I can’t tell you how many times I have people come 

up to me after a speech and say, “I felt like you were 

talking directly to me.” 

You want to make people feel the same way.  It 

should be your goal to make eye contact with every 

single person in your audience, if at all possible. 

Bad speakers stare at their notes, their slides, at only 

the front row, at their feet, or anywhere BUT their 

audience. 

Good speakers draw in every audience member by 

looking them directly in their eyes, when possible. 

You can practice doing this as well.  Simply use your 

kitchen chairs, or anything you have, to be your 
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audience members, and make it a point to talk directly 

to them!  You can even use your children.  Hey, if you 

can keep their attention, you can keep anyone’s!  

Volume Change 

Imagine a jackhammer starting up near you.  It would 

get your immediate attention!  Imagine it continuing all 

day long.  If you noticed it at all any more, it would 

merely be an irritating noise. 

Now, also imagine people conversing at the table next 

to you, and suddenly they whisper.  Whereas you 

might not have been paying much attention to it 

beforehand, suddenly you’ll strain to see what they’re 

whispering about!  However, if they continued 

whispering, you would eventually tune them out 

again. 

Vary the volume of your presentation as well.  If 

you’re especially loud from time to time at an exciting 

point, it will bring everyone’s attention back to you.  If 

you stop and speak very, very softly at a serious or 

poignant moment, you will own the audience, having 

them hang on every word. 
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Chapter 12  

From Good to Great 

It’s all right to have butterflies in your stomach.  

Just get them to fly in formation.  

—Rob Gilbert 

If you master what you’ve learned so far, you’re going 

to be really, really good. 

The following points will take you to a truly 

professional level. 

The best part?  They’re easy to do. 

Smile! 

Take just a moment and imagine two people standing 

side by side, one with no expression at all, and one 

with a smile.   

Which one are you more drawn to?  Which one 

seems happier?  Which one makes you feel happier? 

We all inherently want to be happy, so we are 

naturally drawn to people who seem that way. 

Nothing can tear down walls more quickly than a 

smile.  Nothing makes people like you, and accept 

you, more quickly than a smile. 
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If they like you, they’re more apt to be open to your 

information and ideas, and be more willing to take 

action on it. 

Not to mention, it’s easy!  Smile! 

Movement  

Get out from behind the podium. 

A podium is a wall between you and your audience; 

it’s a barrier. 

Bad speakers stand behind the podium and hold on to 

it with a death grip like they might otherwise fall over.  

Good speakers aren’t afraid to stand next to it, or 

nowhere near it at all. 

Body language speaks volumes, but if they can’t see 

your body, you’ve cut out part of your communication 

capabilities. 

If you’re saying “Yes, but I need a place to put my 

notes,” please go back to the preparation section of 

the book! 

I will, at appropriate times during my presentation, 

walk to different parts of the room.  I’ll usually stay at 

the front, changing from the left to the middle to the 

right side, making eye contact with different people.   
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Depending on the presentation and the room that I’m 

in, I’ll sometimes walk into the crowd, sometimes 

even to the back of the room, to make those audience 

members feel part of the presentation as well.  It’s 

often funny to see the reaction of those people who 

have never seen a speaker walk to the back of the 

room before! 

Changing speaking location is much like changing the 

volume or rate of delivery of your speech.  Every time 

you do it, you renew the audience’s attention. 

Just make sure you don’t do it too much.  The “caged 

tiger look” of walking back and forth too much can be 

very distracting.   

As with everything, moderation is the key. 

Speak to the Person in the Back of the Room 

It’s tempting to speak just to those who are in the 

front. 

Those who are in the back of the room will already 

feel separated from you.  You need to work extra hard 

to keep them engaged.  Make eye contact with people 

throughout the room, not just with those in the front 

row.   

Even if you’re making offhand comments to those in 

the front of the room, you need to do so loudly 

enough so those in the back can hear you. 
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Awkward Situations 

Never argue with a fool; onlookers may not be 

able to tell the difference.  

—Mark Twain 

Here’s a couple of bonus tips for readers who will be 

doing quite a bit a speaking.  There are a couple of 

potentially awkward situations that you need to be 

prepared for.  

What do you do about the people who aren’t 

paying attention? 

I wouldn’t know. 

Everyone always listens to me. 

Oh, please—I’m joking! 

Every speaker runs into this.  And if anyone tells you 

otherwise, they’re lying! 

An audience member may be having a bad day, or 

maybe they’re not feeling well.  Maybe they’re just the 

type of person that doesn’t want to listen to anyone 

about anything and just don’t want to be there!  Or 

maybe they’re obsessed with their cell phone, or 

reading a handout you gave them.  It happens. 
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When that happens to you, there are two tactics you 

can use. 

Tactic #1:  Ignore them, and focus on those who are 

paying the most attention.  Understanding that you 

draw your energy from the crowd, one of the tricks of 

public speaking is to focus on the audience member 

who is most animated, most into everything you say, 

smiling, laughing, and responding.  If you’re spending 

energy focusing on the person who isn’t paying 

attention, then it will cause stress, which can be seen 

in your facial expressions, and will affect your entire 

speech pattern and ability to communicate.   

Tactic #2:  Focus on them to bring them around.  

People are affected by those around them.  If you 

have someone looking at their phone, or worse, 

chatting, then others will take either conscious or 

subconscious cues that the talk must not be that 

interesting. 

Which tactic do I employ?  First of all, if I’m able to 

walk around the room, I will go stand right next to the 

person, and direct my speech right at them.  That 

usually gets the idea across.  If that’s not completely 

effective, my next trick will be to do something that 

requires the entire audience, including them, to 

respond.   

If these things don’t work, I’ll go back to Tactic #1 and 

ignore them completely.  I don’t want them to affect 
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the quality of the talk that everyone else deserves.  I 

go back to focusing completely on the responsive 

people, so I can have a great time, and they will, too. 

What do you do if an audience isn’t 

responding the way you wish they would? 

Hey, it happens!  Not all audiences are the same!  

Speaking to a sales or self-improvement group is 

different from speaking to a room full of attorneys! 

If you’re not getting your usual response, just keep 

going like you always do, and you may be surprised 

by the results. 

I recently spoke to what I felt was a tepid group.  

There wasn’t my normal level of response, laughing, 

cheering, etc.  I thought to myself: “Okay, this is going 

to be one of those groups—just keep going like 

always.  Have fun.” 

Much to my surprise, afterward the response was 

fantastic!  I had a line of people telling me what a 

great job I did, including one gentleman who told me 

he had pretty much lost his zeal for the cause; he was 

about to quit.  After hearing my speech, he was 

reinvigorated and ready to go change the world again.  

I would never have thought that during my talk! 

So, don’t worry about it.  Know ahead of time that with 

some audiences you can say anything and they’ll 
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think it’s the funniest thing ever, and other times 

you’re wondering whether you’re speaking to a group 

of corpses at a coffin convention.  Don’t worry:  You’re 

getting through.  The culture of every group will simply 

be different. 
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Step 6: 

Evaluate 

S 
I 
M 
P 
L 
Evaluate – How You Can Improve Next Time 

Experience is that marvelous thing that enables 

you to recognize a mistake when you make it 

again.  

—F.P. Jones, researcher 

Okay, you’ve given your speech.  Is the process 

over? 

Not if you want to continue to improve! 

If you’ve given one speech, you’re most likely going to 

give another.  Let’s make sure you continue to get 

better and better, so you can be more effective every 

time you open your mouth. 
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Chapter 13  

Solicit Feedback 

My job is to talk; your job is to listen.  If you finish 

first, please let me know.   

—Harry Herschfield 

It’s amazing how hard it is to get real feedback from 

people.  They’re very willing to tell you how good you 

were, which is nice and in some ways helpful, but 

very reluctant to give you honest feedback about how 

you can improve. 

I gave 100 people the opportunity to preview my first 

book, but only on the condition that they would tear it 

apart; that they would give me all the advice they 

possibly could on how to make it better. 

And extremely few of them did.   

It felt good to hear back from everyone how great it 

was.  I was pleased that so many people found the 

information helpful.  And as nice as all of it was, I 

received extremely little help in making it better. 

Here’s the way I look at it: I’m doing the absolute best 

I can.  That being said, I want to do better.  If I’m 

already doing the best I can, then the only way I’m 

going to do better is to get advice from others, 
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especially critical advice, assuming it’s done in a kind 

manner. 

Why are people so reluctant to give honest feedback? 

Obviously, they’re worried about hurting your feelings.  

And maybe for good reason.  Are you truly open to 

negative comments, or do you get defensive?  Do you 

look at them as criticism, or ways to make yourself 

even better? 

One of the most important lessons I’ve learned along 

the way is: 

FEEDBACK IS A GIFT 

It helps you improve more than you could do on your 

own.  Seek it out, accept it, and appreciate it. 

So, how do you get people to give you actual 

feedback? 

When asking for it, make sure they know you want to 

hear the constructive criticism; that’s actually what 

you’re looking for so you can improve. 

The following form can help.  Depending on the 

format, you can give it out to your entire audience, or 

to just a few members you trust to be honest with you. 

You can also fill it out yourself to the best of your 

ability, though it may be hard to see yourself as others 
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see you.  At the very least it will be a good reminder 

to go back through it and assess how you feel you did 

in each category. 

You can find a downloadable copy of it at 

www.TerryFossum.com.   

 

S.I.M.P.L.E. Evaluation Form 

I’m always looking to improve my speaking ability, 

and can only grow if people give me honest feedback 

to point out areas where I can do better. 

On a scale of 1 (lowest) to 5 (highest), did I: 

Drive home a main theme? _____ 

Explain: 

___________________________________________ 

Make you want to take action on that theme? ______ 

Explain: 

___________________________________________ 

Tell stories well? _____ 

Explain: 

___________________________________________ 

http://www.terryfossum.com/
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Come across as confident? _____ 

Explain: 

___________________________________________ 

Vary my rate of delivery? ______ 

Explain: 

___________________________________________ 

Make eye contact with the entire room? ______ 

Explain: 

___________________________________________ 

Make volume changes where appropriate? ______ 

Explain: 

___________________________________________ 

Move around the stage or room where possible?____ 

Explain: 

___________________________________________ 

Speak to the entire room? ______ 

Explain: 

___________________________________________ 

Speak loudly enough so the people in the back of the 

room could hear me? ______ 

Explain: 

___________________________________________ 

Show high-quality slides? ______ 

Explain: 

___________________________________________ 
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End the speech on a high point? ______ 

Explain: 

___________________________________________ 

What didn’t I do that I should have?  

___________________________________________

___________________________________________ 

What did I do that I shouldn’t have?  

___________________________________________

___________________________________________ 

What did I do well that I should continue doing?  

___________________________________________

___________________________________________ 

THANK YOU FOR HELPING ME IMPROVE! 

Available at www.TerryFossum.com 

  



 

90 

Finally, videotape your speech to evaluate yourself 

later.   

You don’t need professional equipment; the camera 

on your smartphone will do just fine. 

I know: It’s embarrassing.  I know, I know: Your voice 

on a recording doesn’t sound anything like you think 

you sound. 

But I also know that videotaping your speech and 

watching it afterward is the single most effective 

technique you can use to improve. 

You’ll see for yourself whether you’re truly engaging 

the audience, or moving around too much, or not 

enough.  You can count the number of times you say 

“um.”  You can see if you’re truly REVing up your 

speech. 

I’ll be the first to admit that I hate doing this.  I see 

how goofy I look on stage, and notice all the 

imperfections in my speech patterns.  Being shy, the 

last thing I want to look at is me in front of people.  

But it’s helped me more than anything else I’ve done. 

It gives me the opportunity to continue to make myself 

better and better, so I can reach more people, and 

help more people improve their lives, and the lives of 

those around them. 
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I see for myself what I’m doing well and what I can 

improve on. 

I realize the Evaluation phase takes time, and all too 

often speakers skip this phase because after the 

speech is done, they’re on to the next project. 

They’re truly hurting themselves in the long run, 

though.  The single best time to improve your 

speaking abilities is right after your last speech.  

That’s when everything is fresh in your mind and you 

can best assess both what you did well and what you 

need to work on for your next speech. 

Take the time to accomplish this last step in the 

SIMPLE process, and you’ll take the final step in 

climbing that mountain that seemed so daunting 

before. 

You’ll reach the pinnacle of becoming a great public 

speaker. 

As actor Rob Brown said, “If you can speak, you can 

influence.  If you can influence, you can change lives.” 

It’s time for you to change some lives. 
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Conclusion 

Every speaker has a mouth,  

an arrangement rather neat.  

Sometimes it’s filled with wisdom,  

sometimes it’s filled with feet.  

—Robert Orben, speechwriter  
for President Gerald Ford 

All right, you’ve got this. 

You can do this. 

You know the SIMPLE Approach to Public Speaking! 

Simplify – focus on what’s important to you 

Intensify – make it important to the audience 

Memorize – so you won’t have to worry about 

what to say 

Practice – until you’re completely comfortable  

Let ‘em have it! – blow them away and get them to 

take ACTION 

Evaluate – how you can improve next time 

You know you can do it, because you’ve learned how 

to get into your Pinnacle of Power, feeling the most 

powerful you have ever felt in your life; and nobody 

can mess with you then. 
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You know you can be extremely passionate when 

you’re talking about something you believe in, and 

you’ve learned how to make other people feel 

passionate about it as well. 

You’re no longer nervous; you’re excited!  Not only 

are you not going to lose your lunch, you’re going to 

be great. 

This is a huge step for you, and it can go far beyond 

merely giving a good speech. 

Why is that? 

You’re getting over what most people see as a fear 

worse than death.   

For most people, every other fear in the world pales in 

comparison to this. 

If you conquer this, you can conquer anything. 

And that, ladies and gentlemen, is something worth 

getting excited about. 

Now, get out there, and knock ‘em dead. 

Thank you, and God Bless. 
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