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1: About the Author 

I am Asia’s public speaking and persuasion skills coach. In 

my workshops and seminars, you learn 

how to present with power and 

persuade with ease. If you’re 

looking for a dynamic speaker for your 

event or a communication skills coach 

to who guarantees results, then please 

drop me an email with your event 

details: akash.speaker@gmail.com. 
 I live in Hong Kong, where I spend most of my days 

reading, blogging and speaking about persuasion and public 

speaking.  

Public Speaking Coach, Persuasion Skills & Body 

Language Expert 

“I learned more from you in one lesson than I did 

from all my other public speaking classes 

combined!” - William, Hong Kong Immigration 

Department  
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“Your coaching sessions have helped increase my 

confidence levels dramatically. I have gained greater 

visibility within my company and I feel better about 

myself.” – Gary, Investment Banker  

Champion Public Speaker 

Over 40+ public speaking awards, including “Humorous 

Speech”, “Prepared Speech” and “Impromptu Speech”  

Workshop Leader & Keynote Speaker 

“Engaging, entertaining and educational. I greatly 

benefited from your workshop and look forward to 

attending more of your sessions!” - Ringo, Workshop 

Participant (Hong Kong Polytechnic University)  

Emcee 

“In front of over 300 people in the audience, Akash 

commanded everyone’s attention. He brought the event 

alive with his witty and funny remarks. The 

audience could not help but gel with this charismatic 

gentleman. I would have no hesitation in recommending 

him as an MC for any event” – Jessie Lam, Instructor, 

Hong Kong University of Science and Technology 
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1: SUCCESS Formula 

 

Want an easy formula for creating memorable 

presentations? 

 

If you follow these guidelines, then your audience will have 

no choice but to be wrapped up in your speech/presentation: 

Simple - Boil your presentation/speech down to one simple, 

core message. What one thing do you want you want your 

audience to remember by the end of the speech? You should 

be able to summarize this point in one sentence - and in 

words that even a child could understand. 
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Unexpected - The best way to grab your audience’s 

attention is to do or say something unexpected. However, 

don't make this gimmicky (i.e. just for the sake of being 

unexpected). Make sure your 'twist' is part of your message. 

One way of doing this is to provide shocking facts/statistics. 

For example, "one bag of popcorn is as unhealthy as a whole 

day's worth of fatty foods!" would shock your listeners into 

paying more attention to your 'Healthy Eating choices' 

presentation. 

Concrete - avoid vague language. Provide specific, clear 

details. Instead of saying "a few months ago", say "On 19 

March 2011". Instead of saying "eat healthy", say "make a 

commitment to never eat at McDonalds". 

Credible - Talk about things where you have an expertise. 

In other words, if you're speaking about "How to be a 

Millionaire in 10 days", make sure you're not broke. 

Emotional - Engage people's emotions by telling them a 

story. 

Story - Use stories. Stories are a very powerful way of 

engaging people's emotions. Read more about the power of 

stories here  

http://public-speaking-hong-kong.blogspot.com/2011/02/sticky-messages-through-storytelling.html
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There you have it, the SUCCESs checklist for sticky 

presentations.  

 

Tell a Simple, Unexpected, Credible, Concrete and 

Emotional Story.  

 

P.S. This formula was taken from Chip and Dan Heath's 

fantastic book, "Made to Stick".  
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2: PARTS Formula 

Here’s a powerful public speaking ‘formula’ that I picked up 

from Craig Valentine’s book, World Class Speaking. If you 

need to deliver an important presentation, and one which 

‘sticks’ in your listeners minds long after you’ve finished 

speaking, then use the PARTS formula:  

Point, Anchor, Reflection,Technique, Sale. Let’s have a look 

at each of the elements in turn… 

http://www.craigvalentine.com/
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Point: 

Give the main point/message of the speech/presentation. 

Boil your entire speech down to just one main point by 

asking yourself the following question, 

 

“If my audience was to remember only one thing I’d 

said today, then what would I want them to 

remember?”  

 

Find your most important point and state it explicitly. 

Anchor: 

After giving your main point, you need to “tie it down” with 

an anchor?  

“What’s an anchor?” I can hear you asking.  

An anchor is basically a tool which will hook the Point 

into the listener’s memory. There are four anchors that you 

can use. You don’t need to use all of these, but make sure 

that you use at least one: 

 Anecdote – Tell a story that illustrates your main 

point. A well-told story acts like a memorable 

testimonial. Checkout more about the power of stories 

in this post (click here)  

 

http://public-speaking-hong-kong.blogspot.com/2011/02/sticky-messages-through-storytelling.html
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 Activity – If you can create some sort of quick 

game/role-playing activity that will solidify your 

point, then be sure to include it. Just make sure that 

the purpose of the activity is clear to everyone. 

  

 Acronym – Acronyms are a useful memory tool. For 

example, the acronym PARTS will you help you 

remember the public speaking formula you’re 

learning here (Point, 

Anchor, Reflection, Technique, Sale)  

 

 Analogy – Here’s an example of an analogy from the 

book The Mars and Venus Diet and Exercise 

Solution by John Gray: 

“Think of your body as an old-fashioned steam 

engine. You need to feed the fire with coal. When 

there is no coal available, the stoker slows down so 

that all the available fuel is not consumed. Likewise, 

your metabolism slows down for the rest of the day 

when you don’t eat breakfast.” 
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Reflection 

After anchoring your point, you want to get the audience to 

reflect on the point you just made by asking them a question. 

Here’s an example from Craig Valentine. 

In one of his speeches, he talks about the power of 

visualization. Specifically, he talks about how he mentally 

stepped on the stage at least a 1000 times before he ever 

became a champion. To get the audience to reflect on his 

point, he asked the question, 

“What stage are you stepping on mentally at least 

1000 times?” After asking the question, allow for enough 

silence for them to be able to answer the question in their 

own minds 

Technique 

If you can, then give the audience a technique that they can 

use to apply your main point. For example, if you’re giving a 

speech about the importance of time-management, then you 

would want to make sure that you’re audience can apply your 

point by giving them this technique: 

 

“Before you go to bed each night, take a pen and a 

piece of paper and write down all the things you 
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need to accomplish the next day. List all the tasks 

according to importance, and when you wake up in 

the morning, start with the most important one 

first” 

Sale 

Finally, you’ve made your Point, you’ve Anchored it down, 

you’ve got them to Reflect, you’ve given them a Technique, 

and now you need to sell the benefits.  

Remind the audience in just a few sentences the 

benefits they will receive from applying the technique you’ve 

just given them. Carrying on from the time-management 

principle above, you can say something along the lines of: 

 

“If you manage your time well by applying these 

techniques, then you will be more 

productive, experience less stress, and lead a 

happier life overall”. 

 

 

P.S. You can also 

subscribe for free email 

updates. Join 2,736 people and receive free Communication 

Skills Tips delivered straight to your email inbox. Click here 

to subscribe 
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3: What’s Your Core 

Message? 

 
In a Nutshell: 

 Finding your core message is about forced prioritization. 

What’s the most important thing that you want to convey to 

the audience? 

 Write out your core message on a piece of paper in less than 

20 words 

 Your core message will help you decide what to include and 

what to discard. If a story/statistic emphasizes the core 

message, include it; otherwise, save it for another speech 

 Ruthlessly cut out anything that is not directly related to the 

core message. You will have a highly focused speech which 

the audience will remember and thank you for.  

* 

When you first start preparing your presentation or speech, 

the most important thing you must do is to figure out the core 
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message of your speech. What is the one thing that you are 

trying to achieve with the speech? Which one concept/idea do 

you want your listeners to understand and remember? Or, 

alternatively, what one single action do you want your listeners 

to take after they’ve heard your speech?  

To help you clarify the core message of your speech, 

answer this question:  

 

If your audience was to forget everything else that you 

said, what is the one single thing that you would want 

them to remember?  

 

 You should be able to write out this core message on a 

piece of paper in less than 20 words: 

 

The single most important thing that my audience 

should understand/remember is _______________ 

 

Imagine that you are invited to a radio-show, and the 

host asks you to let his viewers know the main essence of your 

speech. You should be so familiar with the core message that 

you should have no problem explaining it in less than 30 

seconds. 
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Finding the core of a message is about prioritization 

rather than ‘dumbing-down’. You should strip away all the 

unnecessary ideas. You should even get rid of all the important 

ideas that aren’t crucial – aren’t the most important thing that 

the audience should know.  

 

Identifying and writing down your core message has 

two key benefits: 

 

 It helps you decide what to keep and what to throw 

out. If you have an interesting story, statistic or chart, you 

should include it only and only if it helps explain your core 

message. If it doesn’t, save it for another speech. 

 

 It helps the audience remember and understand your 

presentation. Once you’ve stripped away all the unnecessary 

details, the audience gets the benefit of hearing a focused and 

clear talk. When they leave, they’ll remember you and your 

core message. You’ll have made an impact. 

As an example of “finding the core”, let us examine an 

important idea from real estate.  
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Example: Location, Location, Location 

Imagine that you have to give a 15 minute presentation 

on real estate. Your goal by the end of the presentation is to 

leave your audience in a better position to choose a home than 

when they first came in.    

Now, real estate is a huge topic. It takes 4 years of 

business school to get a degree in real estate. The challenge 

before you is enormous. There is simply no way that you can 

present four years worth of real estate knowledge in fifteen 

minutes. Trying to cram in ten points in fifteen minutes would 

most likely confuse your listeners, and most of them would 

leave without having understood anything. The problem is that 

you don’t have a core message. 

However, if you spend some time during the 

preparation stage, you might come up with the following core 

message: “Location, Location, Location”. You’ve heard of that 

core message before because it’s so easy to remember and it’s 

the most fundamental thing people should keep in mind when 

buying real estate. The core message is one which helps guide 

peoples behaviors and helps them make decisions. 

For example, let us imagine that your friend Shelly is 

considering buying a home. She tells you, “I’ve found a great 

house. It’s a great price and it’s got lots of great amenities. 

What do you think?”  
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Here, with the core message guiding you, what will you 

say? You’ll tell her not to buy the house because the most 

important thing is “location, location, location”.  

Finding the core of your presentation is about forced 

prioritization rather than “dumbing things down”. When 

creating your presentation, you have to force yourself to get rid 

of interesting facts and stories which aren’t directly adding 

value to your core message. Every point you make – every 

story you tell, every statistic you use, every chart you include – 

should be used to illustrate the core message.  

 

Example: It’s the Economy, Stupid! 

 A political campaign is a war zone for hundreds of 

political issues: budget and spending, civil rights, drug policy, 

energy policy, foreign policy, health care, immigration, jobs 

and unemployment, national security, social security, tax 

policy. The list goes on and on. 

 With so many key issues at stake, is it possible a 

political campaign to find one single core message? 

 In the 1992 U.S. election, Bill Clinton’s political 

campaign did just that when they came up with the following 

slogan, “It’s the Economy, stupid!” Clinton’s core message was 

that he was the guy who was going to get the economy back 

into shape. The Clinton campaign realized that while all the 
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other issues were important ones, the most important one was 

to kick-start the economy. They began focusing all their efforts 

on promoting the core message – “It’s the economy, stupid!” – 

because that was the most important issue on American voters 

minds. 

 If Bill Clinton’s campaign can be narrowed down to 

focus on one key message, then your presentation certainly can 

too. Ruthlessly cut out anything that does not support your 

core message.      

 

BOTTOM LINE: 

If your audience was to forget everything else that you said, 

what is the one single thing that you would want them to 

remember?  
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4: Hook Them In with an 

Interesting Title 
 

 

In a Nutshell:  

If you don’t want your audience to tune out even before 

you’ve started speaking, then make sure that are able to 

follow the majority of these principles: 

 Stress the WIIFY in your title 

 Make Your Title Memorable 

 Always Consider Your Audience: Who are you going to be 

talking to? 

 Create Curiosity 
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 Relate Your Title to the Main Theme of Your Speech 

 Don’t Promise Anything in Your Title that You Can’t Deliver 

in Your Speech 

 

Your presentation title is your opportunity to create a 

sizzle even before you speak. The right speech title can have 

your audience excitedly buzzing about your talk, whereas the 

wrong one can brand you as a boring and unimaginative 

speaker.  

 In this chapter, you will pick up the main elements 

that go into creating a sizzling speech title. Since your 

presentation title can literally make or break your 

presentation, you should spend some time crafting an 

interesting title to hook in your audiences’ enthusiasm and 

attention. 

  

Speaking Sin: Turning Your Audience Off with 

Boring Titles  

Bland titles turn off audiences. Imagine that your 

geeky friend forces you to accompany him to a lecture being 

held at major University. Right before you are about to enter 

the lecture theatre, you turn to your friend and ask: 

“By the way, what’s the topic of this presentation?” 
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“It’s called ‘A Critical Analysis of the Differences 

between Communication Styles between Genders” 

Now, even if you’re a communication-skills enthusiast 

like me, you may find it hard to muster the fascination 

required to enter the lecture theatre, choosing instead to sip 

a cup of coffee at the University Cafe and read John Gray’s 

“Men Are From Mars, Women are from Venus”.  

 

 By the way, in case you didn’t get the irony, John 

Gray’s best-selling book is an interesting read about the 

differences in communication styles between men and 

women…the same topic as the lecture, but what an with an 

infinitely more appealing title. With lecture titles like the 

ones above, can you really blame students for skipping 

classes? 

 

Speaking Solution 1: Stress the WIIFY Principle in 

Your Title 

  The best way to engage your listeners even before you 

speak is to use stress the “WIIFY” Principle in your speech 

title. “WIIFY” stands for “What’s In It For Me?” Using the 

WIIFY Principle means explicitly telling your listeners the 

benefits they will receive. 
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 Everyone who attends your talk is looking to gain 

some value out of it. For example, people who attend 

seminars on interpersonal skills may be looking to learn how 

to make more friends. People who attend seminars on 

persuasion skills may be looking to learn techniques which 

they can use to influence their friends and colleagues. If you 

were leading a seminar on interpersonal and personal skills, 

you could highlight the “WIIFY” Principle with the title: 

“How to Win Friends and Influence People”.  

 By the way, “How to Win Friends and Influence 

People” is the title of the best-selling book by Dale Carnegie. 

Originally published in 1937, the title still continues to hold 

appeal for readers today because it makes use of the “WIIFY” 

principle.  

 If you’re giving a presentation that can solve the 

listeners’ problems or help them achieve a significant goal, 

then you can highlight this fact in your speech title.  

 Best-selling book authors know that the title of a book 

can make or a break its sales. An interesting title causes 

readers to pick the book off the shelf (and maybe even buy 

it), whereas an uninteresting book title turns readers off 

from even picking it up. 

 Here are some examples of successful book titles that 

use the WIIFY principle: 
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 How to Win Friends and Influence People (Dale Carnegie) 

 Awaken the Giant Within: How to Take Immediate Control 

of Your Mental, Emotional, Physical and Financial Destiny 

(Anthony Robbins) 

 Eat That Frog!: 21 Great Ways to Stop Procrastinating and 

Get More Done in Less Time (Brian Tracy) 

  

Speaking Solution 2: Create Curiosity 

Your speech title can be used to create curiosity. 

Imagine seeing an advert for a speech titled “Purple Cow”. 

What? Wait, hang on, PURPLE Cow? But purple cows don’t 

exist, do they? 

The speech title ‘Purple Cow’ creates curiosity because 

it makes you think, “Purple cows don’t exist, and so what’s 

this speaker on about?” Also, ‘Purple Cow’ is the name of the 

best-selling book by Seth Godin.  

You can create titles which arouse curiosity by having 

an unexpected speech title. (e.g. Purple Cow). An unexpected 

speech title will surprise your listeners and cause them to 

ask, “I wonder what she’s going to talk about!” 

Titles which claim to solve a controversy or mystery 

(e.g. The Real Truth Behind Who Killed JFK) create a 

curiosity because they arouse in the listener a desire to solve 

the unfinished mystery.  
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You can also create curiosity gaps (a gap between 

what the listener knows and doesn’t know) by using 

questions as titles. Here are a few examples of book titles 

which create curiosity: 

 What Colour is Your Parachute? (Richard Nelson Bolles) 

 What On Earth Am I Here For? (Rick Warren)  

 

Speaking Solution 3: If They Remember It, They’ll 

Remember You 

If your audience remembers your speech title, then 

they’ll more easily remember the points you made, and 

hence will more likely remember you. That’s good because it 

means you’ve made an impact on their lives. You won’t be 

just another boring speaker with a boring title whom they 

forget.  

The final key to creating interesting titles is to ask 

yourself, “Will my audience remember this title?” Long titles 

are likely to be forgotten, so keep your titles short. 

Memorable titles are those titles which are 

unexpected (e.g. Purple Cow), which ask a question that 

bothers the audience (What On Earth Am I Here For?), or 

which offers the audience a compelling benefit (How to Win 

Friends and Influence People).  
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One final way to make your presentation title stand 

out above the rest is to have a title which rhymes. In his best-

selling book “YES! 50 Scientifically Proven Ways to Be 

Persuasive”, Dr. Robert Cialdini writes “Rhyme makes your 

influence climb!” Strangely, according to research studies, 

not only are rhyming statements more likely to be 

remembered, they’re also more likely to be regarded as true!i 

 

Here are some statements which are will be remembered 

because they rhyme: 

 If it’s to be, it’s up to me 

 Loose lips sink ships 

 Caution and measure will win you treasure 

 

Speaking Solution 4: Consider Your Audience 

When creating your presentation and brainstorming possible 

titles for it, you should always consider who will be in the 

audience. Will you be talking to a group of Professors or a 

group of high school students?  

To be fair, the title “A Critical Analysis of the 

Differences between Communication Styles between 

Genders” may work if the presentation is meant for a group 

of academics, but it will certainly turn off the majority of the 

‘normal’ public. Nevertheless, you could still spice up the 
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title “A Critical Analysis…” even if it’s meant for a group of 

Professors.  

Finally, you might even be able to relate your title to 

presentation to the audience members. For example, if you 

are talking to a group of students from Harvard University, 

instead of the following title (“What Should I Do With My 

Life?”), you could relate it to your audience with this title: 

“What Should I Do After Harvard?” It’s a more specific 

question and will make your audience members feel as 

though the talk has been specially customized for 

them…which earns big points for you! 

 

Other Points to Consider: 

There are other points that you should consider when 

creating your speech title, but I won’t elaborate on these 

because they are pretty obvious and self-explanatory. They 

do, however, deserve to be noted: 

 Make sure your presentation title is related to the theme of 

your speech. Your title should reflect the main point that you 

want to the audience to understand.  

 Don’t promise anything in your title that you can’t deliver in 

your speech: I once attended a talk by an amateur speaker 

whose speech title was “How to Quit Your Job and Make 

Money Online”. His speech title had me excited, but I left 
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disappointed because the speaker’s conclusion was that he 

believed there was no formula for making money online. In 

this case, I believe that a more appropriate speech title would 

have been, “Making Millions Online: Should You Believe the 

Hype?” I tried demanding my money back, but then 

remembered that the talk was free. 

 

BOTTOM LINE: 

Does your speech title make your audience feel that 

this is something that they don’t want to miss? 

 

Share this Book 

I have released the 

copyright to this book so 
that you can go ahead 
and share this on your 
blog/website. Edit it 
and give it away to 
your subscribers. Add 
your own thoughts and 
opinions. This book is 
now yours. I would 

appreciate it if you give me credit for any work of 
mine that you use, and ideally, link back to the 
original. 
 
P.S. Contact me on akash.speaker@gmail.com. 
Send me your comments, ideas or any speaking 
opportunities.  

http://www.communicationskillstips.com/
http://www.communicationskillstips.com/
mailto:akash.speaker@gmail.com
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4: Reel Them In Right 

From the Beginning 
 

 

In a Nutshell 

 
Do NOT open with a standard ‘Thank-you’ 
introduction. You can thank your hosts and 
audiences later, after you’ve built a connection with 
them. 
 
Avoid opening with a Joke, especially if you aren’t 
a gifted humorist and haven’t tested the joke before. 
To add humor to your speech, use a witty quote 
instead.  
 
Use one of the four proven Opening Gambits to open 
with a bang:      
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1. Start with a Story 

 
2. Use Questions to Create a Knowledge Gap 

 
3. Use Quotable Quotes to gain extra Credibility 

 
4. Open with an Intriguing/ Startling Statement  

 
   * 

Think of the last great film that you watched. Many 

films begin right slap-bang in the middle of a fight scene, a 

car chase, a bomb explosion, a bank robbery. The aim is to 

get you involved, interested and engaged right away. The 

blockbuster movie, The Dark Night, begins in the middle of 

the bank heist.  

 Other movies aren’t as dramatic, and instead open 

with an unexpected or shocking statement that engages you 

straight away. Consider the opening line of The Goodfellas: 

“As far back as I can remember I always wanted to be a 

gangster”.  

 Successful script writers, movie producers and 

speechwriters know that the key to success is to throw the 

audience right into the middle of the story. Even fiction 

writers know that the first few lines of the book are among 

the most important ones – the audience will mentally tune in 
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or tune out depending on how well you’ve managed to 

engage their audience right from the very beginning. 

Consider the opening line from the phenomenal bestselling 

book, Twilight: “I’d never given much thought to how I 

would die – though I’d never had reason enough in the last 

few months – but even if I had, I would not have imagined it 

like this”. The opening line shocks and leaves you wondering, 

“Wow, what’s happening? Why is she dying? How is she 

dying?”  

 The purpose of the opening few lines of any speech, 

movie or book is to engage the audience straight away…to 

grab their attention from the outset.   

 How many speeches or presentations have you 

watched where the speaker managed to grab your interest 

from the first few lines that he spoke? A speaker, who, from 

the opening made you think, “Wow, this is going to be really 

good!” Now, consider, how well do you think you have been 

able to have this effect on other people during your 

presentations? If you feel that there’s room for improvement, 

then in this chapter you will pick up valuable tools that you 

can use to arouse your audiences’ interest and grab their 

attention from the beginning. 
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Speaking Sin: Opening with “Insincere” Gratitude  

A fellow public speaking coach started his seminar in this 

manner. When he walked into the room, he began with: 

 

“Hi, thank you very much for having me today. I’m 

very pleased to be here, and I’d like to thank Mr. X 

for having invited me to conduct this workshop.” 

 

At this point, the coach looked us in the eye and said: 

“Okay, so how many of you expected me to say exactly what I 

just said…almost word for word?” 

People began to laugh and everyone in the room 

raised their hands. The point is simple: Almost everyone 

begins their speeches and presentations with a ‘thank you’, 

almost using the same exact words. If you’re one of these 

presenters, then you’re losing out on a great opportunity to 

differentiate yourself from everyone else. You’re losing out 

on an opportunity to make a great first impression! Even 

worse, many of your audience members might unconsciously 

label you as boring and creative, like every other speaker that 

they’ve seen, and they’ll mentally tune out of your 

presentation. Trying to bring these people back will be a 



Join 2,736 people & sign up FREE for more: 

www.CommunicationSkillsTips.com 

 

 www.CommunicationSkillsTips.com 

 

Page 36 

challenge, and you’ll be left with an uncomfortable room full 

of strangers who aren’t really listening to what you’re saying. 

As you’re about to discover, there are several 

techniques that you can use to capture your audiences’ 

attention and imagination straight away. However, before 

you come to those, let’s first address a common objection 

that most people raise during my public speaking 

workshops: 

 

Objection: “Why Shouldn’t I Thank People at the 

Beginning? It’s the polite thing to do!” 

Most speakers, despite knowing the dangers of using a 

standard “thank you for having me here” opening, continue 

using it because they are under the false assumption that 

thanking people should be done at the beginning.  

There is nothing wrong with thanking your hosts and 

your audience members for having you, but it should not be 

done at the beginning. In fact, not only do you lose your 

audience with a canned ‘thank-you’ opening, your gratitude 

may also be perceived as insincere. The fact is, because most 

speakers say ‘thank you’ during their opening few lines, your 

“thank you” will sound no different…it will be considered as 

an opening formality rather than a sincere expression of 

gratitude.  
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Question: “So, tell me, if I shouldn’t thank my 

audience at the beginning, when should I thank 

them?” 

 The best time to show your gratitude – both to your 

hosts and your audience – would be sometime after your 

first minute on stage, after you’ve established rapport with 

the audience by opening with one of the Opening Gambits 

(which you will soon discover). 

 After your Opening Gambit, you will have 

distinguished yourself from most speakers and created 

enough interest in your topic for people to want to listen to 

you. After you’ve done this, you can momentarily divert from 

your topic and tell the audience how glad you are to be there. 

 For example, a fellow speaker who was given the 

opportunity to present a training seminar on leadership 

thanked his during the middle of his speech, when he said:  

 

“And by the way, talking about leadership, we can all 

agree that Jim (the CEO) has done a fantastic job of 

leading this company!”  
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This unexpected comment during the middle of the speech 

sounded more sincere and honest than a canned “thank-you” 

beginning.  

 Another comedian that I witnessed thanked his 

audience a couple of minutes into his routine (after he had 

them laughing all of us laughing at his opening story) and 

said, “By the way, you guys are a great audience and it’s 

really my privilege to be here today! See, last week I had this 

other audience who…” and then he dived right into another 

joke.  

 The key point here is that you should avoid canned 

‘thank-you’ openings because you end up losing an 

important opportunity to distinguish yourself from most 

other speakers, you will lose your audience (after all, why 

should they listen if they already know what you’re going to 

say?), and your gratitude may be perceived as insincere. 

Instead, thank your audience after you’ve established a 

connection with them using one of these Opening Gambits: 

 

Opening Gambits 

A gambit is an opening remark that is designed to 

secure an advantage for the speaker. When speaking in 

public, there are four gambits that you can use to set yourself 

head and shoulders above the rest of the speakers: 
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Speaking Solution 1: Start with a Story 

The best speakers are master storytellers. They tell 

touching tales, using compelling stories as a means to 

solidify their message. A well told story will always be 

remembered.  

A story is a great opening gambit, but it also works 

just as well as a closer. In fact, according to Bill Gove, the fist 

President of the National Speakers Association, the essence 

of public speaking is to “tell a story, [and] make a point”. 

Many of the winning speeches at the Toastmasters 

International World Championship of Public Speaking 

follow this format, telling touching stories that wrap the 

audiences in a sea of emotions, and then concluding with a 

single, key take-away message.  

The reason a story is a superb opening gambit is 

because: 

 

 Stories captivate people: Everyone loves a good story, so 

starting with a story will capture your audience attention. 

The moment you begin with a story, your audience will have 



Join 2,736 people & sign up FREE for more: 

www.CommunicationSkillsTips.com 

 

 www.CommunicationSkillsTips.com 

 

Page 40 

no choice but to tune in 

 

 Stories create connections between the listeners and 

the speaker: A personal story will arouse emotions in the 

listeners. Studies have shown that our brains cannot tell the 

difference between “real” events and imagination. Therefore, 

when you tell a story, your audience will imagine it in their 

head and ‘feel’ the same emotions that you’re describing. 

Your story will not be forgotten because your audience will 

“experience” it. 

 

 Stories are memorable: We are hard-wired to learn 

through stories. Scientific research has shown that we make 

sense of the world through stories. People even view their 

lives as a story, with a beginning, middle and an end, and 

with each new experience being regarded as a “new chapter” 

in their lives. Because of natural hard-wiring, we may forget 

statistics and fancy charts, but we will always remember the 

essential elements of a good story.   
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5: How Subway Used a 

Story to Increase Sales by 
20% 

 
 

Did you hear about the guy who lost over 200 

pounds of weight in less than a year? And that he did 

this by eating only fast food? 

In November 1999, an article that appeared in the 

Men’s Health featured a bizarre story about Jared Foggle. 

According to the article, Jared Foggle was an overweight 

student at Indiana University who managed to lose 245 
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pounds on his “Subway diet” – a diet that consisted of him 

eating only Subway sandwiches. 

When the management at Subway heard about this, 

they decided to scrap their “7 under 6” campaign (a series of 

ads which promoted the fact that Subway had 7 sandwiches 

with under 6 grams of fat) and marketed Jared’s story 

instead.  

The result?  

As soon as ‘Jared the Subway guy’ commercials began 

running, sales jumped by almost 20%. However, after a few 

years of Jared’s commercials, Subway began to remove Jared 

out of their ads. Now, with Jared gone, sales began to go 

down. Subway decided to bring Jared back.  

 

So, why is it that Jared’s story was such a huge hit? 

Why was the Jared-story more successful than the 

“7 under 6” campaign? 

 

The answer lies in the fact that stories are much 

more persuasive than statistics. Or, as Patricia Fripp 

(an executive speech coach) put’s it,  

 

“People are trained to resist a sales pitch, but 

no one can resist a good story”.  
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It’s easy to resist the “7 Under 6” campaign, but 

Jared’s story is so inspiring that we cannot help but watch it. 

We get involved in Jared’s story – as humans, we 

empathize with his problem of being overweight, even 

though we may not be overweight ourselves; we get involved 

in the story because we are curious (“Wow! How did he lose 

so much weight?”); and we get involved because we can “see” 

the story – that is, even if you haven’t watched the Jared 

commercials, you can still mentally picture your own version 

of a ‘before-Subway’ and ‘after-Subway’ Jared. 

The ‘7 Under 6’ campaign, on the other hand, is a 

statistic which informs us, but fails to involve us because it 

doesn’t inspire us, it doesn’t make us curious, and we can’t 

picture what 6 grams of would mean for our body. 

Now, this doesn’t mean that we shouldn’t use 

statistics. Statistics certainly have their place in 

communication, but they are not as powerful as a well-told 

story. Nevertheless, in the premium version of this book, 

you’ll learn how communication-masters such as Obama and 

Ronald Reagan use statistics to inspire people, to arouse 

curiosity and to “create a picture in the listeners’ minds”. In 

other words, how they use statistics to make their messages 

memorable. 
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“Statistics inform us, but stories involve us" 

 

Stories are a powerful form of communication. 

They’re engaging because they involve us emotionally and 

they are memorable because we can mentally see the story. 

To be successful in our communication, we must use stories.  

 

 

P.S. You can also subscribe for free email updates. Join 

2,736 people and receive free Communication Skills Tips 

delivered straight to your email inbox. Click here to subscribe 

 

 

 

 

 

 

http://communicationskillstips.com/communication-skills-tips/
http://communicationskillstips.com/communication-skills-tips/
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6: Sticky Statistics 

 

If you were asked to write an article to convey to your 

readers the magnitude of Bill Gates’ wealth in an interesting 

and memorable manner, how would you write it? Sure, you 

could quote Bill Gate’s wealth of $40billion dollars from the 

Fortune website, but as you’ll learn from the example of a 

Wall Street journalist, there’s a much more effective way to 

make such statistics “sticky” by relating them to your 

listeners.  

If you were called upon to make a speech to prove the 

fast pace of your company’s technological innovation, what 

would you say? You could show colorful graphs which 

illustrate your company’s total R&D expenditure and return 

on investment, but there’s an even simpler technique you can 

pick up from Intel’s CEO Paul Otellini.  
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If you were a leader whose task was to show a nation 

that the deficit had ballooned to dangerous levels, what 

would you say that would motivate people to call a stop to 

the spending? You could unsuccessfully spout off various 

economic indicators, or you could do what President 

Eisenhower did to create a visual statistic that stuck in his 

listeners’ minds.  

However, before we examine the various ways that 

you can use statistics in your communication to create 

persuasive messages, we first need to address the issue of:    

  

CREDIBILITY vs. MEMORABILITY 

Look at the following two statistics: 

 

(A) In the year 2009, over one million two hundred and sixty 

thousand (1,260,000) people died in China due to smoking. 

  

(B) Approximately 2000 people die each day in China due to 

smoking. 

Statistics are a great way of adding credibility because they 

provide evidence for your point of view. In this case, both 

statements (A) and (B) provide credibility for your 

communication, although (A) provides more credibility since 
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it gives the perception of accuracy. However, not many 

people will remember (A).  

 Statement (B), on the other hand, does a better job of 

‘memorability’. Your listeners are more likely to remember 

that “over 2,000 people die each day in China due to 

smoking” because it is a smaller number than (A) and it’s 

rounded off.  

 So, if you want credibility, provide accurate statistics 

(just don’t go crazy! One decimal point is enough for most 

cases). If you want memorability, provide smaller numbers 

(e.g. instead of talking about the deaths per year, talk about 

deaths per day/hour/minute/second) and round the 

numbers off for easier recall. 

 However, there is a better solution. You could have 

both credibility and memorability with the following 

phrase: 

 

 “In the year 2009, over 1.26 million people died in 

China due to smoking. In other words, approximately 

2,000 people a day”.  

 

In this sentence, we have both credibility from (A) and 

memorability from (B). Furthermore, notice how we’ve 

condensed the number “one million two hundred and sixty 
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thousand” to “1.26 million” for easier recall without any loss 

of credibility. 

 There is also another way to have both credibility and 

memorability, and that is with the use of fractions. Take the 

following two statistics: 

 

(C) 66.7% of people in the U.K. have access to a computer 

(D)2 out of 3 people in the U.K. have access to a computer 

In this example, (C) provides credibility, but (D) provides 

both credibility and memorability. Statement (D) is just the 

fraction form of (C) – it is still just as accurate, and it is 

easier to remember because small fractions are easier to 

remember than percentages.  

 

 To recap this section so far: 

 Accurate statistics provide credibility  

 Rounded off statistics with fewer digits are more memorable 

than longer digits with lots of decimal points (e.g. “Over 

2,000 people a day” is more memorable than “over 733,256 

people a year”) 

 You can use the magic phrase “in other words” to link 

credible statistics with memorable statistics 

 Small fractions are easy to remember and can provide both 

credibility and memorability  
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Using statistics that are both credible and memorable helps 

make sure that your viewpoint will be both accepted and 

remembered. In the following section, we’ll look at how to 

make your statistics “sticky” by relating them to your 

listeners.  

 

RELATE IT TO THE AUDIENCE 

One way to make effective use of statistics is to relate them to 

your audience. Let’s go back to the Bill Gates example. Here’s 

how a writer for the Wall Street Journal related Bill Gates’ 

wealth to the average reader [I’ll write it in my own words so 

that you can get the full gist of the technique being used]: 

 

Let us say that you’re an average person who earns an 

average salary. And let’s say that one weekend you take your 

spouse to the cinema. Now, while you’re standing in line you 

see that Bill and Melinda Gates are also paying for the same 

movie that you are going to be watching. The difference is: If 

Bill Gates was to pay to pay the same percentage of his 

wealth that you pay, then it would cost him $19million for 

the tickets alone!  

 

The reason that this statistic is effective is because it 

actively involves you: you are the comparison for by which 
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the statistic makes a point. Previously, you may have known 

that $40 billion was a lot of money, but it may have been 

very hard to put it into context. What the strategy of “relating 

a statistic to the audience” does is that it puts scenarios in 

context of the listeners’ world – and as a result, the statistic 

is more impactful and exciting. 

  

 COMPARE and CONTRAST 

This technique is similar to the previous one in that it puts 

statistics in context of your listener’s lives. However, while 

the last statistic directly involved your listener, this 

technique is similar to an analogy: it puts things in context 

by comparing them to other, more familiar environments.  

 For example, let’s assume that you’re a technophone. 

You’re bad at technology.  However, due to your son’s 

insistence, he’s driven you down to see a talk by Intel CEO, 

Paul Otellini. You didn’t think you’d enjoy the talk, but 

thanks to Otellini’s easy comparisons, you’ve managed to 

grasp just how quickly technology is changing. Here’s how 

Otellini used the Compare and Contrast technique to relate 

technological innovation to something that’s easier for you to 

understand - automobiles.  
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“Today we have the industry’s first-shipping 32-nanometer 

process technology. A 32-nanometer microprocessor is 

5,000 times faster; its transistors are 100,000 times cheaper 

than the 4004 processor that we began with. With all respect 

to our friends in the auto industry, if their products had 

produced the same kind of innovation, cars today would go 

470,000 miles per hour. They’d get 100,000 miles per gallon 

and they’d cost three cents.” 

Intel CEO Paul Otelllini 2010 CES Presentation 

While Otellini did use technology jargon and statistics 

(“microprocessor is 5,000 times faster”), he then compared 

the technological innovation of the nanometer 

microprocessor to that of the automobile.  In this case, even 

though you don’t know much about microprocessors, you 

still managed to understand the main point of the statistic 

because it was put in context of something you do 

understand.  

 

MAKE IT VISUAL  

Is it possible to make a statistic visual?  

 In 1958, President Eisenhower wanted to convey to 

the public the true magnitude of the billion dollar deficit. 

Like the Wall Street journalist who cleverly made Bill Gates’ 

$40billion dollar more “real” by relating it to the audience, 
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Eisenhower found a clever way to shock with statistic by 

turning it into a visual: 

 

“To understand the billion-dollar deficit, imagine taking all 

the one-dollar bills in a billion and laying them out end to 

end. Why, it would more than go to the moon and back 

again!” 

President Eisenhower 

The visual of one-dollar bills going all the way to the moon 

and back again is startling.  
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7: Power Words 

 

In a Nutshell 

If you want to excite and engage the audience with your 

stories, use Sensory Words (sight, sound, smell, touch, taste) 

and Emotions. Combined, these Power Words will make 

your message memorable by making your audience feel 

involved in the story.   

   * 

From the steps of the Lincoln Memorial, on the day 

of 28 August 1963, Martin Luther King delivered his 

unforgettable “I Have a Dream” speech. In front of almost 

250,000 people, King delivered his passionate speech and 
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through his words rekindled hope for racial equality. It was a 

speech that paved the way for the transformation of 

American law and life, and it has since come to be regarded 

as the most powerful speech of the twentieth century1. 

 

In this chapter, you will learn how Martin Luther King used 

Power Words in his speech to create vivid, unforgettable 

imagery and sounds in his listeners’ minds. Power Words are 

something that you can implement immediately in your 

presentations and speeches to create messages that stick. 

Once you learn this technique, you can revisit your speech 

and look for appropriate places to add Power Words.    

 

*POWER WORDS* 

One of the best ways to make a speech memorable and 

exciting is by appealing to the senses of sight, sound, smell, 

taste and touch. These words are called Sensory Words2 

because they appeal to the senses. Here are a few examples 

of Sensory Words that appeal to different senses: 

 

                                                 
1
 http://www.americanrhetoric.com/top100speechesall.html 

2
 For a list of more Sensory Words, go to: 

http://slohs.slcusd.org/pages/teachers/jowhite/Sensory%20
Words.pdf 

http://www.americanrhetoric.com/top100speechesall.html
http://slohs.slcusd.org/pages/teachers/jowhite/Sensory%20Words.pdf
http://slohs.slcusd.org/pages/teachers/jowhite/Sensory%20Words.pdf
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 Sight: crinkled, deep, enormous, flickering, gleaming, 

glistening, light, shimmering. Using Sight Words will appeal 

to and make your message memorable for the Visual 

Learners in your audience.  

 

 Sound: bang, chirp, crackle, drip, growl, hiss, thump, 

trickle, whiz, zip, zoom. Using sensory words for sound will 

enrich your speech by making it memorable for the Auditory 

Learners.   

 

 Smell: fragrant, fresh, sweet-smelling, aromatic, smoky. 

Using Smell Words in your speech will make your audience 

feel involved and wrapped up in the story you’re telling them.   

 

 

 Touch:   cuddly, chilly, frosty, hot, sharp, slippery, smooth, 

tender. Using Touch Words will make your message 

stimulating for the Kinaesthetic Learners in your audience.  

 

 Taste: creamy, delicious, juicy, peppery, sour, spicy. See, 

isn’t your mouth just watering for something creamy and 

delicious?  
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Now, before you run off to grab something from the fridge, 

here’s a short example from a speech by Craig Valentine that 

shows you how you can appeal to the Visual, Auditory and 

Kinaesthetic (V.A.Ks) Learners in your audience by 

appealing to all five senses. To make a point, all the Power 

Words have been underlined.  

 

  

Craig Valentine, 1999 World Champion of Public 

Speaking:  

“If you had been sitting beside my wife and me just a few 

minutes later on our old, beat up, black leather sofa, with 

the chocolate chip cookies baking in the background, you 

would have heard her say something that can absolutely 

change your life. I know it changed mine.”  

* 

Let us review Craig’s speech, shall we? 

 Craig set up the scene such that you could see “the 

old, beat up black leather sofa”. In this way, Craig appealed 

to the Visual Learners. If you’re a Kinaesthetic Learner, you 

could probably feel the “leather” sofa.  

You could “hear” his wife say something. In this way, 

Craig provided the auditory input for the Auditory Learners.  
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 What could you smell? That’s right; you could smell 

the chocolate chip cookies.  

As this example from Craig’s speech shows us, your 

descriptions do not need to overly long or elaborate to appeal 

to the senses. In fact, for a speech, short descriptions 

involving all the senses pack much more power than long 

descriptions because they keep the audience from getting 

bored. In your presentation, try and invoke as many senses 

as possible without getting into overly-detailed descriptions. 

If you want to engage and excite your audience with your 

speech,  set the scene as quickly while invoking as many 

senses as possible using the Sensory Words. 

Sensory Words are just one part of Power Words. 

In addition to invoking sights, sounds, smells, touch and 

taste with your words, you can also alter the moods of your 

audience by invoking Emotions.  

Here are a few examples of words that invoke 

emotions: delighted, joyous, shameful, ecstatic, frightened, 

horrified, relaxed, upbeat. Using words that convey emotion, 

you begin to invoke those same emotions in your audience.  

 Now, let’s visit Martin Luther King’s “I Have a Dream 

Speech” and see how he used Power Words to invoke his 

audiences’ senses and emotions. When King used Power 

Words (Sensory Words + Emotions), he tapped into his 
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audience’s feelings and got a roaring approval.  Here’s the 

begging of King’s “I Have A Dream” speech, with the Power 

Words underlined: 

 

How Martin Luther King Used Power Words, “I 

Have a Dream” Speech 

Five score years ago, a great American, in whose 

symbolic shadow we stand today, signed the Emancipation 

Proclamation. This momentous decree came as a great 

beacon light of hope to millions of Negro slaves who had 

been seared in the flames of withering injustice. It came as a 

joyous daybreak to end the long night of their captivity. 

But one hundred years later, the Negro still is not free. 

One hundred years later, the life of the Negro is still sadly 

crippled by the manacles of segregation and the chains of 

discrimination. One hundred years later, the Negro lives on a 

lonely island of poverty in the midst of a vast ocean of 

material prosperity. One hundred years later, the Negro is 

still languished in the corners of American society and finds 

himself an exile in his own land. And so we've come here 

today to dramatize a shameful condition. 
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8: 3 Incredibly Simple 

Ways to Brilliant 
Presentations 

1. Use STORIES 

Tell a story, make a point 

A vivid story is easier to remember than a bunch of statistics. 

An emotional story is a more compelling call to action than a 

recitation of facts. 

2. Keep it YOU-FOCUSED 

Involve the audience in your stories! 
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Instead of saying, “I went fishing last week. It was such a 

peaceful and relaxing getaway”, say this: “If you’ve never 

been fishing, then you should definitely try it out: It is one of 

the most relaxing and peaceful activities’” You-focused 

stories capture audience attention straight away because 

they add value to the audience’s lives. 

3. AUDIENCE INVOLVEMENT 

Involve the audience in your speech by: 

(A) Asking them QUESTIONS and getting them to reflect 

on their lives 

(“When was the last time that you _____?). 

(B) Using ACTIVITIES  

(E.g. “Okay, now I want you to turn to the person sitting on 

your left. For the next 30 seconds, I want you to discuss 

____”). Or you can use the classic “Raise your hand if you 

agree” method to get them physically involved and 

committed to your speech. 

(C) Asking them to VISUALIZE/IMAGINE 

Even if you can’t get the audience physically involved in your 

speech, then you can get them to imagine. 
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E.g. “Imagine that you’re walking through a dark, empty 

street…” 

Paint a scenario so that each member of the audience 

imagines themselves physically doing something. Using the 

audience’s imagination makes the speech vivid for them and 

hence helps them remember there because they “experienced 

it” rather than just “heard it”. 

 

Give This Book Away For Free 

I have released the 

copyright to this book so 
that you can go ahead 
and share this on your 
blog/website. Edit it 
and give it away to 
your subscribers. Add 
your own thoughts and 
opinions. This book is 
now yours. I would 

appreciate it if you give me credit for any work of 
mine that you use, and ideally, link back to the 
original. 
 
P.S. Contact me on akash.speaker@gmail.com. 
Send me your comments, ideas or any speaking 
opportunities.  
  

 

http://www.communicationskillstips.com/
http://www.communicationskillstips.com/
mailto:akash.speaker@gmail.com
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9: 4 Easy Ideas to Involve 

the Audience in Your 
Speech 

 

 

1. Questions. 

Ask a question. Ask a specific audience member to respond. 

Ask them to raise their hands and then incorporate their 

feedback into your presentation. 

2. Discussions. 

Split the audience into groups. Give them an issue to discuss. 
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Then let them debrief you and the rest of the audience on 

what they discussed. 

3. Games/Activities. 

Provide a role-playing scenario. Make it a competition. 

Award prizes. Audiences love to compete. It raises their 

energy levels. Get them to design something. 

4. Note taking. 

If you have handouts, have some questions where the 

audience can jot down important notes relevant to them. Let 

them make their own notes. You can send them your version 

later. 

www.CommunicationSkillsTips.com 

Sign Up Free  
for more free Communication 
ebooks, tips & vidoes 
 

 

 

 

http://www.communicationskillstips.com/
http://communicationskillstips.com/communication-skills-tips/


Join 2,736 people & sign up FREE for more: 

www.CommunicationSkillsTips.com 

 

 www.CommunicationSkillsTips.com 

 

Page 64 

9: You-Focused Speaking 

 

According to a research study done at Yale University, the 

most important word in the English language is the word 

“You”. 

Why is “You” the most important word? 

 “You” is the most powerful word in the English 

language, because people are ultimately interested in 

fulfilling their own needs. It may sound harsh, but the fact is 

[people] won’t start to actually care about you at all until 

you’ve repeatedly offered them exceptional value -

 CopyBlogger.com 

http://www.copyblogger.com/the-two-most-important-words-in-blogging/
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If you are giving a speech/presentation, then make 

your content “you-focused” instead of “I-focused”. Here’s an 

example: 

Instead of saying, “I went fishing last week. It was such 

a peaceful and relaxing getaway“, 

say this: 

“If you’ve never been fishing, then you should 

definitely try it out: It is one of the most relaxing 

and peaceful activities’” 

You-focused stories capture audience attention 

straight away because they add value to the audience’s lives. 

When persuading people, sell You-Focused Benefits, 

i.e. tell your audience how adopting your idea/buying your 

product will benefit them (e.g. “You will be more persuasive 

and charismatic, which will open new and exciting career 

opportunities for you”) 

So, go ahead and make your speeches, blog-posts and 

other persuasion attempts You-Focused. 



Join 2,736 people & sign up FREE for more: 

www.CommunicationSkillsTips.com 

 

 www.CommunicationSkillsTips.com 

 

Page 66 

10: Sell the Benefits, Not 

the Features 

 
Public Speaking Mistake: Selling Features over 

Benefits 

“People don’t buy paint. They buy beautiful walls.” 

Novice marketers sometimes make the mistake of 

emphasizing the features of a product while neglecting the 

benefits. 

Feature: Technical aspect of a product (e.g. 160GB storage) 

Benefit: The ultimate positive outcome for the user (“40,000 

songs in your pocket”) 

http://communicationskillstips.com/wp-content/uploads/2011/09/ipod-nano.jpg
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If you want to write a persuasive sales copy or 

persuade people to buy your product/service, you have to 

emphasize the benefits that result because of the features. 

Why? 

Robyn from BlueAcorn.com does a great job of answering 

this question: 

People aren’t really buying a tangible product; they’re 

buying its “essence.” What you’re really selling might be 

peace of mind (e.g. alarm systems, long-term care insurance), 

longevity (e.g. vitamins, supplements), an improved 

relationship (e.g. “Re-connect with your sweetheart by 

booking our Jamaica Romance Package!”), treasured 

memories (e.g. personalized photo gifts) - BlueAcorn.com 

When you are persuading people, remember to focus 

on the benefits as well as the features of your product/idea. 

 

 

http://www.blueacorn.com/blog/online-marketing/stop-selling-products/
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11: Data Dumps Belong in 

the Garbage 

 
Too Much Data that No One Gives a Damn About 

Most presenters make the mistake of confusing 

presentations with documents. They do not understand the 

difference between the two. They do not understand that 

each serves an entirely different function, and hence should 

be prepared very differently. 
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Public Speaking Sin: Confusing Presentations with 

Documents 

There’s a huge difference between a presentation and 

a document. 

A written document is supposed to contain all the 

details about a particular project – elaborate graphs, tables, 

long explanations, fine print. People can access the written 

document anytime they want and go over the all the details. 

A presentation, on the other hand, is VERY different 

from a document. 

A presentation should only contain the most 

important information. 

Unfortunately, many presenters do not seem to 

understand this and subsequently end up copying large 

chunks of text into their Power-point presentations…a recipe 

for disaster. 
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Presentation Tip 1: Do Not Copy Chunks of Text 

from Word to PowerPoint 

The other common problem is that many presenters 

feel the need to cover everything in their presentations. 

They’ll do a data dump - outlining all the tiny details, 

listing all the points, but never really adequately explaining 

enough. As a result, when audience members walk out of the 

presentation, they walk out remembering nothing. 

Presentation Tip 2: Cover Only the Most Important 

& Relevant Points 

Instead of doing a data dump on your audience, cover 

only the most important and relevant points. 

Cover only the points that the audience needs to 

know…and leave everything else (all the details) for a written 

document. In this way, you’ll be able to ensure that your 

audience will not feel overwhelmed with the flood of 

information. 

Before you include any specific point in your 

presentation, ask yourself 
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“Why do my audience members need to know 

this? How will this point help me enforce my core 

message?” 

If a particular point/chart/graph can be done without, 

then don’t include it in the presentation – save it for the 

written document that your audience members can read at 

their own pace. 

 

 

P.S. You can also subscribe for free email updates. Join 

2,736 people and receive free Communication Skills Tips 

delivered straight to your email inbox. Click here to subscribe 
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12: The PowerPoint 

Problem 

 

If you've gone through college, then you've most 

likely sat through a class where you've familiarized more 

with the tiles on the ceiling than the content of the course 

being taught. 

Now, I readily admit, the inspiration for this article 

came from such a Marketing class. The Professor is a nice, 

consistent lady who consistently bores her students. 

Yet, despite all the ceiling-staring, chatting and 

snickering at the notes being passed around class, the 
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Professor scarcely seems to notice the half-dead bodies of 

her students beginning to slip out of their chairs. 

Now, here's the thing. The content of the course this 

Professor's course is highly interesting - and even slightly 

useful! The problem is not with what she is teaching, but 

with how she is teaching it. For her (and my safety), I'll avoid 

mentioning her real name. 

However, for the purpose of this article, let us just call 

her Professor Wrong. 

If you want to avoid boring your audiences, then avoid 

these presentation mistakes.  

 

The PowerPoint Problem 

Professor Wrong loves using PowerPoint 

presentations to teach. Now, there's a good reason for this. 

Powerpoints are great because: 

 

(1) They help the audience keep track of what the speaker  

is saying. Say, if you have a horrible Professor with a horrible 

accent, at least you can always follow what s/he is saying by 

looking at the PowerPoint.  

 

(2) The PowerPoint presentations can be uploaded on the  

internet so that students can refer to them and use them  
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after class 

 

(3) They assist the Professor in remembering the points that 

s/he has to elaborate upon. 

 

Unfortunately, Professor Wrong uses her PowerPoint 

presentations as less of an assistance and more a crutch.  

How? She literally reads each slide, word for 

word. Each of her slides has between 6 - 8 bullet points 

each, with each bullet point having a mini-paragraph 

underneath. 

Sigh.  

Here's how to avoid Professor Wrong's mistakes: 

 

Presentation Tip 1: No more than 3 bullet points per 

slide 

If you're going to use a PowerPoint presentation, keep 

the number of bullet points per slide below three. Fewer 

bullet points per slide means that your presentation will 

cause less strain on the audiences eyes. Plus, less text means 

less boredom. 
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Presentation Tip 2: No Paragraphs on Slides! 

Do NOT insert a mini-paragraph below each bullet point. It's 

difficult to read, and it's boring to stare at large chunks of 

text. 

The less words on your slide, the better! Therefore, 

keep the number of bullet points and the total number of 

words on each slide at a minimum.  

 

Presentation Tip 3: Do Not Read Everything from 

your PowerPoint 

Unfortunately, Professor Wrong makes the mistake of 

reading her PowerPoint presentation word for word. To me, 

she's less of a presenter and more of a highly sophisticated 

robot with the ability to read from the screen.  

By reading straight from the PowerPoint, Professor 

Wrong is committing three sins: 

 

Public Speaking Sin: The Monotone  

When Professor Wrong reads straight from her slides, her 

voice lacks energy and sounds unenthusiastic. Obviously. 

It's hard to sound passionate when reading from a 

PowerPoint. 
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However, if Professor Wrong were to stop reading and 

instead start sharing her stories [after all, she does have a 

wealth of knowledge], then I believe that she'd avoid 

sounding so monotonous.  

 

Public Speaking Sin: The Monologue  

Professor Wrong reads straight from the slide. She 

doesn't like to ask for opinions because it would break her 

monologue. Instead of consulting with her students and 

asking them questions and checking to see if they 

understand, Professor Wrong is more concerned about 

reading the slide. 

 

Public Speaking Sin: No Eye Contact With the 

Audience  

When Professor Wrong is reading from the slide, she 

is making no eye contact with her students. In this way, she 

misses out on establishing rapport with the students. No 

wonder she doesn't realize that almost everyone is playing on 

their iPhone or Blackberry. 
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Public Speaking Tips 

If you want to avoid being hated as much as Professor 

Wrong: 

 Don't fall victim to the PowerPoint Problem  

 Avoid the Monotone Monologue  

The Rules: 

 No more than 3 bullet points per slide  

 No paragraphs below bullet points  

 Avoid reading from the slides. You'll avoid sounding 

monotonous.  

 Establish rapport by making eye contact  

 Build a relationship with your audience by asking 

questions and soliciting their opinions  

 
www.CommunicationSkillsTips.com 

 

If you appreciate my efforts to give this book 

away for FREE, then please retweet and 

share this link on Facebook 

www.CommunicationSkillsTips.com 

because I’d appreciate it.  
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13: Don’t Squeeze Your 

Audience Out 

 

Public Speaking Mistake: Saying Too Much 

 In an effort to persuade, people end up putting in too 

much information. They believe that the more information 

spew out, the higher their chances of persuading the other 

person. 

For example, if it’s a speech, the speaker will try and 

cram in too many points in too little time. 

My speaking rule is to convey a maximum of 1 point in 

10 minutes. 
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 So, if I have a 30 minute speech, then I’ll talk about 3 

main points. Each of the points will have its own stories, 

statistics, activities, questions – but there will only be 3 main 

takeaway points for the audience during the 30 minute 

speech. 

You don’t have to follow my rule. You can come up 

with your own. Maybe a maximum of one point for every 5 

minutes of stage time. Any more points than that and you 

run the danger of overloading your audience. 

I believe that you will be served well if you remember 

this speaker proverb: 

When you squeeze your information in, you squeeze 

your audience out 

Use your blog posts, speeches and sales letters to 

emphasize just a few key points. Use several stories, 

analogies, statistics and testimonials to solidify the key 

points in your listeners/readers minds so that the points 

“stick”. 
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“SHARE” THIS BOOK! 
 

If you appreciate my efforts 

to give this book away for 

FREE, then please retweet 

and share this link on 

Facebook 

www.CommunicationSkillsTips.com 

because I’d appreciate it.  

  

1. Go to www.CommunicationSkillsTips.com. 

2. Share the link on Facebook by clicking 

“Like” 

3. Share the link on Twitter by clicking the 

“Tweet” button 

4. Send this file to a friend via email. Or send 

them a link to 

www.CommunicationSkillsTips.com so that 

they can download it themselves 

5. Print out as many copies as you like. 

6. Subscribe to receive FREE Email updates 

for more awesome ebook, videos and 

communication skills tips 
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14: Don’t Write the 

Perfect Speech 
 

Nothing is perfect. Okay, maybe 

her. But not much else. So why 

should you expect your speech to 

be? 

Don’t write the perfect 

speech. Please. The moment you 

believe that you’ve written the 

perfect speech, it means that you have no more to learn. You 

have no new insights that you can gain. And that’s a little sad, 

don’t you think? 

Also, don’t aim for trying to write the perfect speech. 

Why? Because aiming for the perfect will always result in 

disappointment. You can never gain perfect. Perfect is 

elusive. Perfect results in “paralysis-by-analysis”. 

This doesn’t mean that you should do a sloppy job 

with your speech. Or with anything for that matter. Do the 

best that you can, but realize that it will never be perfect. 
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This simple realization will set you free from the pressures of 

perfection. And, ironically, this freedom will allow you to 

create your best work. 

So, go ahead, deliver an imperfect speech. Sing an 

imperfect song. Post an imperfect blog post. But do it. 

 

 

P.S. You can also subscribe for free email updates. Join 

2,736 people and receive free Communication Skills Tips 

delivered straight to your email inbox. Click here to subscribe 
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15: 2 Ways to Quickly 

Improve Your Public 
Speaking Skills 

 
Improve with Practice and Feedback 

Practice.  

Get feedback. 

Improve. 

Practice. 

Get feedback. 

Improve 
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Record Your Presentations and Speeches 

Do you video tape your presentations? No?  

Why not?  

If other people have to sit there and listen to you, why 

should you be spared?  

 

Reviewing your performance is a great way to improve 

your public speaking. It's painful to watch yourself. Very 

painful. But it's a great way to gain some feedback.  

Critique yourself. But be nice to yourself.  

Write down at least one point of improvement.  

Make a commitment improve on your next 

performance.  

Repeat, repeat, repeat.  

www.CommunicationSkillsTips.com 

Sign Up Free  
for more free Communication 
ebooks, tips & vidoes 
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16: Body Language 

Basics 

 
1. Smile. A genuine smile shows that you are open to the other 

person. Don’t try and fake a smile. According to scientific 

research on body language, fake smiles are picked up and 

negatively interpreted by the unconscious mind. Instead, 

find something to be genuinely pleased about and smile.  

2. Eye Contact. Eye contact shows builds a personal 

connection with the audience. Whether you are talking to 

making a presentation to a room, make eye contact with each 

person in the room for about two or three seconds before 
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moving onto the next person.  

 

3. Consistency between Verbal and Non-Verbal 

Communication. Your words and your body language 

need to be consistent. For example, if you’re telling a sad 

story, a smile will be inconsistent and will be interpreted 

negatively. Also, when there is an inconsistency between 

your verbal and non-verbal communication, people will 

always believe the non-verbal.  

 

4. Open Gestures. Open gestures are interpreted as friendly 

and welcoming. Closed gestures are interpreted as defensive. 

An example of a closed gesture is folded arms.  

 

5. Hands. So, what should you do with your hands if you’re 

not crossing them? Don’t put them in your pockets. Instead, 

use your hands to gesture naturally.  

 

6. Feet. According to the book, “The Definitive Guide to Body 

Language”, the feet are the most honest part of a person’s 

body. If someone is standing with their feet very widely 

apart, then it shows that they are very aggressive [they are 

taking up more space, a sign of dominance]. Someone who is 

standing with both feet almost tied together gives off the 
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signal that they are submissive because they are afraid of 

taking up space. When standing, you should stand with your 

feet shoulder-width apart to show confidence. 

 

7. Posture. Want to show the world that you are a confident 

person? Stand straight with your shoulders back. Easier said 

than done. Find a “posture buddy” who will remind you to 

this body language basic every time he/she catches you 

slouching 

 

P.S. You can subscribe for free email updates. Join 

2,736 people and receive free Communication Skills 

Tips delivered straight to your email inbox. Click here 

to subscribe 
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17: Using Your Voice 

 
1. Volume: Giving a persuasive speech or presentation? Make 

sure people can hear you. From my coaching, I’ve found that 

most people need to increase their volume. If I can’t hear 

you, I can’t be persuaded.  

 

2. Pitch: Record your voice. Play it back to yourself. Do you 

speak at a pitch that is too low or too high? Get feedback 

from your friends. Seek out a voice coach.  

 

3. Speed: If you speak too quickly, your audience might not be 

able to digest all your main points. If you speak too slowly, 

you could be perceived as unsure. Record yourself. Get 

feedback.  

 

4. Vary your voice when you speak: Speakers who deliver 

their presentation in a monotone cause the audience to fall 

asleep. Emphasize key words. Increase your volume slightly 

http://communicationskillstips.com/public-speaking-coach/
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when delivering a very important idea.  

 

5. Let your voice reflect the emotions: Want your 

audience to feel excited? Make sure you sound excited! Your 

voice should carry the emotions you want your audience 

members to feel  

 

6. Get rid of the filler words! “Um, err, uh…” Filler words 

are crutches that ruin your credibility as an expert. Attend a 

Toastmasters meeting. They’ll kick you into shape.  

 

7. Pause! Allow your main points to be digested. Click here for 

“When to Pause” 
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18: When to Pause 

 
Pause before delivering an important idea. 

This acts as an unsubconscious signal to listeners that an 

important idea is about to be delivered.  

Pause after delivering an important idea. This 

allows time for the important idea to sink in.  

Pause after sharing complex detail. Again, this 

allows enough time for your listeners to digest the 

information.  
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Pause after you ask a question. This is especially 

important in public speaking. If you ask a question, allow 

enough time for your audience to think about the answers.  
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19: How to Be A Great 

Speaker, 30 Tips 
 

 
1. Craft an interesting title to your presentation/speech 

2. Open with a Bang. Use a question/anecdote/quote. 

3. Smile when you get up on stage. It’ll boost your 

confidence and build rapport with the audience. 

4. Make eye-contact with your audience to build a 

connection. 

http://public-speaking-hong-kong.blogspot.com/2011/03/presentation-mastery-6-steps-to.html
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5. Keep it simple. Narrow down your message into one 

simple idea that everyone in the audience will understand. 

6. Limit the number of points you talk about 

7. Keep it conversational. Sound human. Don’t use 

jargon and vocabulary that you wouldn’t use in daily 

conversations. 

8. Use stories to illustrate your points 

9. Use analogies to make your point clear 

10. Use acronyms to make your points memorable 

11. Use metaphors and similes to create visual images 

12. Make strategic use of pauses. Use pauses to allow your 

audience to digest particularly difficult bits of information. 

Use pauses after questions to allow the audience to reflect. 

13. Involve the audience with an activity 

14. Ask questions. Get them to discuss the answers between 

themselves in pairs to get their creative juices flowing. And 

then ask them to report their answers back to you. 

15. Use the 12 Power Words to engage your listeners 

http://public-speaking-hong-kong.blogspot.com/2011/03/presentation-mastery-6-steps-to.html
http://public-speaking-hong-kong.blogspot.com/2011/02/sticky-messages-through-storytelling.html
http://public-speaking-hong-kong.blogspot.com/2011/02/foolproof-formula-for-powerful.html
http://public-speaking-hong-kong.blogspot.com/2010/10/3-creating-high-impact-memorable.html
http://public-speaking-hong-kong.blogspot.com/2011/01/top-3-speaking-tips.html
http://public-speaking-hong-kong.blogspot.com/2011/03/biggest-mistake-in-presentations-and.html
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16. Keep your presentation/speech You-focused. Keep the 

focus on the audience. 

17. Sell the benefits, not the features. 

18. Tease your audience into wanting to know more. Don’t 

tell, tease. 

19. Give the audience a Next Step that you want them to 

take. 

20. Repeat catch-phrases often and your point will be 

remembered. 

21. Keep your talk positive. Avoid talking about depressing 

topics. Your audience will be more receptive if your talk gives 

them hope. 

22. Use handouts to increase retention rates. 

23. DO NOT read from your PowerPoint Presentation. 

Add value to the slides by elaborating on the points and 

sharing your opinions and stories. 

24. Limit the number of bullet points per slide to no 

more than 3 

http://public-speaking-hong-kong.blogspot.com/2011/01/top-3-speaking-tips.html
http://public-speaking-hong-kong.blogspot.com/2010/10/sell-benefitsresults-not-features.html
http://public-speaking-hong-kong.blogspot.com/2011/03/how-to-tease-and-flirt-with-your.html
http://public-speaking-hong-kong.blogspot.com/2011/03/how-to-tease-and-flirt-with-your.html
http://public-speaking-hong-kong.blogspot.com/2011/03/10-habits-of-highly-successful.html
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25. No paragraphs on slides! Avoid a large bunch of text 

on the slide. 

26. Use vocal variety. Avoid speaking in a monotone or 

you’ll bore your audience. Add emphasis to certain words, 

change your pitch and tone to reflect different emotions 

(surprise, fear, love). Use a voice-recorder and record your 

presentation, and then ask a friend to review the recording 

and to help you add vocal variety. 

27. Use open body-language (i.e. no crossed arms, no 

hands in pockets). 

28. Keep your gestures natural. No over-exaggeration. 

Record yourself using a video-camera and ask a friend to 

review your body language. 

29. Practice, practice, practice! Rehearse your speech at 

least twice before you step up on stage. Rehearse mentally 

(visualize yourself giving an engaging speech) right before 

you step up on stage. 

30. Join a Toastmasters club. You gain plenty of stage 

time, build your confidence and receive valuable tips from 

experienced speakers. 

http://public-speaking-hong-kong.blogspot.com/2011/03/worst-presentation-skills-mistakes-why.html
http://www.toastmasters.org/
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20: Wrap Up 

I created this Communication Skills Tips ebook to help you 

become a better speaker. My aim with this book and my blog 

has been to give you the knowledge you need to present with 

power and persuade with ease. 

 This book is a work in progress. It contains some of 

the best public speaking advice that I’ve come across, but it is 

by no means an exhaustive account. I will continue updating 

this book with more tips and tricks. I would love to hear your 

comments and receive your suggestions so that I can make 

this a better resource for you. Feel free to send me your 

suggestions and ideas on akash.speaker@gmail.com  

 If you’re a blogger, then feel free to give this book 

away on your blog for free. You can edit the book and 

add your own tips, although I would appreciate it if you 

could give me credit for my work.  

 Also, I hope that you will take time to share this 

ebook with your friends. You can email it to them; 

share it on Facebook or Twitter. Also, feel free to print out 

a copy and pass it to your friends and colleagues.  

http://www.communicationskillstips.com/
mailto:akash.speaker@gmail.com
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Furthermore, I will be releasing several more free 

ebooks (which can also be purchased for $12.99 from 

Amazon) on my blog, www.CommunicationSkillsTips.com, 

so if you would like to receive more free resources like this, 

then be sure to sign up for free email updates here. 

BONUS Tip 

Realize that becoming a better speaker and a more powerful 

persuader a process. It takes practice. You won’t see drastic 

improvements overnight, but you’ll get better and better with 

each presentation. Relax, have fun, and make a 

commitment to being a better speaker than you 

were the yesterday. 

 

Akash Karia 
www.CommunicationSkillsTips.com  

“One of the best Communication Skills blogs…” 

 “…the best, actionable information” 

www.CommunicationSkillsTips.com  
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 “Yours is the only 
newsletter I actually 

read!” 

Just like 2,736+ people, sign up 

FREE to receive new Communication 

Skills Tips, free public speaking & 

persuasion skills e-books and videos on: 

www.CommunicationSkillsTips.com 

If you appreciate my efforts to give this book 

away for FREE, then please retweet and 

share this link on Facebook 

www.CommunicationSkillsTips.com 

because I’d appreciate it.  
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for more free 
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