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The following is a short preview from my 
upcoming book, which features 
speeches by 10 of the best public 
speakers on the planet. Enjoy the first 
chapter, which features a powerful 
speech by Craig Valentine [1999 World 
Champion of Public Speaking] along 
with a very detailed analysis of his 
speech.  
 
Akash  

www.CommunicationSkillsTips.com 

http://www.communicationskillstips.com/
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Speaker Profile 
Craig Valentine  
1999 World Champion of Public Speaking 

www.CraigValentine.com  

 

Craig Valentine, MBA, an award-

winning speaker and trainer, has 

traveled the world helping speakers 

keep their audiences riveted and on the 

edge of their seats. 
 
As a motivational speaker, he 
has spoken in the United States, 

Taiwan, Canada, Jamaica, Qatar (Doha), England, 
Bahamas, Hong Kong, China, Saudi Arabia, Kuwait 
and Australia, giving as many as 160 presentations 
per year. He is the 1999 World Champion of 
Public Speaking for Toastmasters International, 
winning out of more than 25,000 contestants in 14 
countries.  
 
Craig Valentine is the President of The 
Communication Factory, LLC, which is an award-
winning company that helps organizations embrace 
change. Some of Craig’s clients include the MIT 
(Massachusetts Institute of Technology) 
McDonalds Corporation, NASA and many, many 
more… 
 
You can grab Craig’s free 52 week public speaking 
course on www.52SpeakingTips.com  

 

http://www.craigvalentine.com/
http://www.52speakingtips.com/
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Speech #1:  

Your Dream is 

Not For Sale  
by Craig Valentine,  

1999 World Champion of Public Speaking 

 
Note: Video of speech available. Click here to see Craig live in 

action. 

 
hat do you think is the number one thing 

standing between most people and their 

dreams? 

 

Audience members yell out various responses: 

“Fear”, “Doubt”, “Money”, “Themselves” 

 

Craig repeats their answers: 

 

“Fear.” 

“Doubt.” 

 

What else? 

W 

The following speech is an excerpt of a much longer 

speech by Craig Valentine. As you read the speech, 

see if you can spot the techniques Craig uses to keep 

his audiences on the edge of their seats! 

http://www.craigvalentine.com/speech-coach/coaching/


 

4 

 

 

“Money.” 

“Themselves.” 

 

At this point in the presentation, most of the 

answers are coming only from one side of the 

room. So Craig turns to other side of the room and 

says: 

This is an English speaking side of the room as well, 

right? 

 

Craig’s comment does the trick and gets the other 

side of the room to start speaking up: 

 

“Confidence” 

 

What else? 

 

“Opportunity” 

 

 “Defining what they want” 

 

These are all great answers…and they’re all wrong! 

(laughter) 

 

The number one thing is not actually what you 

think. 

 

See, I used to work for an internet company and I 

wanted to go full time into professional speaking. 

That was my goal, that was my dream.  
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Raise your hand if you have a goal or a dream. 

Raise your hand if you want to do anything in life! 

(laughter) 

 

Audience members raise their hands. 

 

Me too! 

 

So I went to the Vice-President of this company. 

He was a young guy, looked kind of like a young Pat 

Riley…and I went up to him and I said, “John, I’m 

going to be leaving because it’s always been my 

dream to be a full-time professional speaker.” 

 

He said, “That’s your dream Craig? I really admire 

you for having one, but you can’t leave!” 

 

I said, “Hold on now. What do you mean I can’t 

leave?” 

 

He said, “Well, Craig, we’ve been thinking about 

it…and we’re going to raise your salary up to this!”  

 

I said, “Look, this is not a financial decision. If 

anything, this is about my dream…I call this a 

dream decision.” 

 

He said, “I understand, I really do. But how about 

we raise your salary up to this?” 

 

I said, “This is not a financial decision, this is a 

dream decision!” 

 

Do you know he raised it four times? 



 

6 

 

 

I kid you not. He kept on saying, “We’re going to 

raise your salary up to this”. I said, “This is not a 

financial decision, this is a dream decision!” He 

said, “Okay Craig, how about if we raise your salary 

to well above six figures?” 

 

I said, “Dreams…are overrated!”  

(laughter) 

 

Come on now, six figures! That was a lot of money 

back then…it’s a lot of money today! I could fill up 

my gas tank for a week on that kind of salary. 

(laughter) 

 

I said, “But John, before I say yes to you, I have to 

go home and talk to my wife about this.” 

 

So I went home to my wife and I said, “Honey, I 

don’t know what to do! What do you think I should 

do?” 

 

And my wife, looked at to me with her big brown 

eyes, and said, “Take the money fool!” (laughter)  

 

You like my wife, don’t you? (laughter) 

 

But if you had been sitting beside me and my wife 

just a few moments 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 could absolutely change your life – 

and I know because it changed mine. 
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She said, “Craig…this is all you’ve ever talked about. 

This is all you’ve ever wanted! I don’t care how 

much they try to compensate you…your dream is 

not for sale!”  

 

That’s deep, isn’t it? 

 

Anybody here sell out? 

 

See, that’s deep because most people think that the 

number one thing that stands between them and 

living their dreams is some kind of a bad 

obstacle…fear, themselves, lack of talent. 

 

That’s not it!  

 

The number thing that stands between most people 

living their dreams is not something bad…it’s 

something good that they settle for: a good job, a 

good marriage, a good this. 

 

Did you know sometimes the enemy of the best is 

the good? 

 

So let me ask you a question right now. With where 

you are in your life, are you too good to be great? 

 

I looked at my wife. I said, “See girl, that’s why I 

married you! My dream is not for sale.” 

  

And I walked back in there the next day, I looked at 

Vice President  in his eyes and I was firm, I looked 

him directly in his face and I was bold, and I said to 

him, “My wife said my dream is not for sale!”  

(laughter) 
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And I left!  

 

And that very year, I spoke over a hundred and 

sixty times in forty-four states in five countries, and 

I’m happy to say I’ve been running my mouth ever 

since! (laughter) 

 

But here’s the key. There’s absolutely nothing 

special about me. There’s something very special 

about the advice my wife gave me: You cannot let 

the good get in the way of the best. 

 

And no matter where you are in life, and no matter 

how much you’re struggling, if you are, “Your 

dream is not for sale!” 
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Lessons from Craig’s Speech 
 

 

Open with a Question to Capture Attention 

 

If you don’t grab your audience’s attention within 

the first 30 seconds, your audience will tune out of 

your presentation and leave you wondering why. 

 

Unfortunately, too many speakers start off their 

presentations with long, boring “Me-Focused” 

introductions such as: 

 

“Good morning, thank you very much for having 

me. It’s such a pleasure to be here. It’s very 

exciting for me to be able to speak on such an 

important occasion. My name is ABC and I am 

from Company XYZ. The weather’s great today, 

isn’t it?”  

 

Have you ever met a speaker like that? 

 

Have you ever been one? 

 

Whenever a speaker begins with a Me-focused 

opening, you can bet audience members are 

thinking, “Who cares about you? I care about me. 

Stop boring me with the weather report and get on 

with it already!” 

 

Instead of the standard-boring opening, do what 

Craig does…Open with a You-focused Question: 
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“What do you think is the number one thing 

standing between most people living their 

dreams?” 

 

A you-focused question is a great way to engage 

your audience because it gets them thinking about 

possible answers to your question. A ‘You-focused 

question’ immediately hooks your audience into 

your speech. 

 

 

Audience Involvement 

 

Craig involves his audience in his speech by 

accepting answers to his question. 

 

Most audience members don’t like passively listen 

to a speech. They enjoy being a part of the speech. 

Soliciting answers to your question is a brilliant tool 

for making your audience a part of your speech. 

 

In this speech, Craig uses two ways to get his 

audience involved in his speech: 

 

1. Asking for Answers: Craig accepts 

answers to his question and prompts his 

audience members to yell out more 

responses by saying “What else?” In your 

speeches and presentations, you can raise 

the energy in the room by accepting answers 

to your questions. This gets your audience 

members actively involved in your speech 

and ensures that they stay awake!  
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2. Audience Poll/ “Raise Your Hand”. 

Craig also conducts a quick audience poll by 

asking his audience members to raise their 

hands. He says,  

 

“Raise your hand if you have a goal or a 

dream. Raise your hand if you want to do 

anything in life!” 

 

This quick audience poll keeps Craig’s 

audience involved as active participants in 

his speech.  

 

Repeat Your Audiences Answers 

 

When an audience member yells out an answer, 

Craig repeats what each person says. This way, he 

ensures that everyone in the room has clearly heard 

what the audience member has said.  

 

This is especially important when you’re speaking 

to a large group of people. Often, when an audience 

member gives you an answer, he/she isn’t loud 

enough for everyone in the room to have heard 

what he/she said. In this case, you need to repeat 

(loud enough for everyone to hear) what the person 

said to make sure everyone heard what was said. 

 

In addition, when you repeat the audience’s 

responses, the audience members who answered 

your questions feels acknowledged and listened to. 
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Involve All Sides of the Room 

 

During the presentation, most of the answers are 

coming from only one side of the room. So Craig 

turns to the other side of the room and says: 

 

“This is an English speaking side of the room as 

well, right?” 

 

This comment gets a laugh from everyone and also 

encourages the other side to start speaking up.  

 

When accepting answers, make sure that you accept 

answers from all parts of the room (left, right, front, 

back) to make sure that everyone has an equal 

opportunity to express themselves.  

 

Unfortunately, in many presentations, speakers 

tend to focus on only the front-and-center part of 

the room, making audience members in the other 

parts of the room feel isolated. 

 

In your presentations and speeches, you can simply 

turn to the side you’d like to encourage comments 

from and say, “How about someone from this side?”  

 

If you’d like to encourage comments from a 

particular person, then you can simply turn to that 

person and say, “How about you? What do you 

think?” 

 

 

 

 

 



 

13 

 

Use Humor to Engage Your Audience 

 

Humor is a great tool for keeping your audience 

members engaged and interested in your 

presentation.  

 

Craig is a very humorous speaker, so his 

presentations are always very enjoyable. However, 

can someone learn to be humorous? Sure! 

 

Here’s the secret to humor: A comment is 

humorous when it sets up an expectation, and 

then breaks it.  

 

For example, when Craig says, “These are all great 

answers”, he sets up an expectation that he is going 

to let them “You’re answers are correct”.  

 

Instead, Craig breaks the expectation by saying, 

“…and they’re all wrong”. This causes people to 

laugh.  

 

If you want to make people laugh…create an 

expectation and then break it.  

 

 

Uncover Humor from Dialogue 

 

I learned the following technique from Craig’s 52 

Week Public Speaking Course 

(www.CraigValentine.com), but before I tell you 

what it is let’s look at an example of humor from 

Craig’s speech. 

http://www.craigvalentine.com/
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So I went home to my wife and I said, “Honey, I 

don’t know what to do! What do you think I should 

do?” 

 

And my wife, looked at to me with her big brown 

eyes, and said, “Take the money fool!” 

 

Again, Craig sets up an expectation. The 

expectation is that Craig’s wife is going to say 

something sweet and profound. Craig then then 

breaks the expectation with “Take the money fool!”  

 

All of Craig’s humor in this speech comes from the 

dialogue. He uncovers humor in his speech by 

looking at places where the audience has certain 

expectations of something profound being said, and 

then breaking those expectations. 

 

In your speeches and presentation, try to uncover 

the humor from the dialogue. What expectations 

can you create and break using dialogue? 

 

 

Humor Doesn’t Mean Stealing Jokes off the 

Internet 

 

Notice that Craig uses zero “jokes”.  

 

Unfortunately, too many speakers steal jokes off the 

internet.  

 

Here’s my advice: Don’t use jokes from the internet. 

Most of the funny jokes are quite popular on the 

internet, so you can bet that at least some of your 
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audience members have heard the joke before. As a 

result, your audience members may not laugh 

because they already know the twist in the joke.  

 

Even worse, these jokes may detract from your 

story because they may be completely unrelated to 

your message and your speech.  

 

 

Arouse Your Audiences Attention by 

Promising they will Learn Something New  

  

In his speech, Craig tells his audience: 

  

“The number one thing is not actually what you 

think.” 

 

This comment arouses curiosity because it 

guarantees that the audience members will learn 

something new. Audience members think, “If the 

answer is not what I think, then what is it?” 

 

Will audience members learn something new or 

unexpected from your speech? If yes, then arouse 

your audience’s curiosity by letting them know that 

they will discover some new and unconventional 

piece of wisdom in your speech. Give your audience 

members a reason to keep listening.  

 

 

Use the Tap and Transport Technique 

 

Craig taps into his audience’s lives with a 

question (“What do you think is the number one 
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thing…”). The question gets audience members 

reflecting on the possible answers. In-fact, Craig 

goes even a step further and gets his audience 

members to shout out their answers. 

 

Then, instead of answering the question right away, 

Craig transports his audience members into 

his story (“See, I used to work for an internet 

company…”)  

 

Throughout the entire story, audience members 

stay hooked onto Craig’s every word because they’re 

curious to discover the answer to Craig’s question. 

They know that the answer to Craig’s question is 

somewhere within the story, and as a result, they 

keep listening.  

 

The Tap and Transport technique is a great way to 

keep your audience’s interest. In your next 

presentation, tap into your audience’s world with a 

Question and then, instead of immediately letting 

them know the answer, transport them to into a 

story so that they can discover the answer within 

your story.  

 

 

Link Your Story to Your Audience’s Life 

 

Throughout his entire speech, Craig makes sure he 

links his story to his audience’s life. This story is 

about Craig’s dream, but instead of simply talking 

about his dream, Craig links his story to his 

audience’s lives by asking them to think about their 

dreams and goals.  

 



 

17 

 

For example, consider the following portion of 

Craig’s speech: 

 

“See, I used to work for an internet company and I 

wanted to go full time into professional speaking. 

That was my goal, that was my dream.  

 

Raise your hand if you have a goal or a dream. 

Raise your hand if you want to do anything in life.  

 

(Audience members raise their hands) 

 

Me too!” 

 

When Craig says, “Raise your hand if you have a 

goal or a dream”, his audience members start 

thinking about their own dreams and goals. Thus, 

Craig’s speech and his message stay relevant to his 

audience. In other words, Craig’s audience 

members use his story as a way to reflect on their 

own lives, and as a result they connect to his 

speech.  

 

If you want your audience members to connect with 

your speech, then make sure you link your story to 

your audience’s life.  

 

 

Give A Hint as to What Your Characters 

Look Like 

 

When Craig introduces the Vice-President of the 

company into the story, he gives a hint as to what 

the Vice-President looks like. He says: 
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“So I went to the Vice-President of this company. 

He was a young guy, looked kind of like a young 

Pat Riley…” 

In order to allow the audience members to picture 

the Vice President in their heads, Craig gives a very 

brief description by stating that the V.P. looked 

“like a young Pat Riley”. Since Craig’s audience 

members most likely know who Pat Riley is, they 

are able to create a mental picture of what the V.P. 

looks like.  

 

For an international audience, this description 

might have to be changed since not everyone may 

know who Pat Riley is.  

 

The important lesson to learn is that whenever you 

introduce a character in your story, you need to give 

your audience members a hint as to what he/she 

looks like so that your audience can mentally 

picture the character.  

 

Notice that you only need to give a hint, rather than 

a long, elaborate description. Do not go into a long, 

detailed description of the character because it will 

slow the story down and cause your audience to 

lose interest. 

 

Give a minimal description of the character and 

then allow your audience’s imagination to fill in all 

the rest of the details.  
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Use Movement on Stage to Show Your 

Story 

 

Your movement on stage should be purposeful and 

planned. For example, examine the following 

portion of Craig’s speech: 

“So I went to the Vice-President of this company. 

He was a young guy, looked kind of like a young 

Pat Riley…and I went up to him…” 

 

When Craig says, “…and I went up to him”, he 

physically walks on the stage to illustrate that he 

walked into the V.P’s office.  

 

Use the stage to show your story. For example, if 

you say, “I walked into my boss’s office” make sure 

you walk physically on stage to the place on stage 

where you will re-create the scene with your boss.  

 

Similarly, if you say, “I was so scared, I couldn’t 

move” make sure that you stay firmly rooted to the 

spot. Your movement on stage should be purposeful 

and should help show the story you’re telling.  

 

 

Divide the Stage into Different Scenes so 

that Your Audience can See Your Story 

 

When Craig talks about talking to his V.P, he sets 

up the scene of the left side of the stage.  

 

Later on, when Craig talks about talking to his wife, 

he sets up this scene on the right side of the stage.  
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As a result, when Craig walks back to the left side of 

the stage, his audience knows that he’s back in the 

office with his V.P.  

 

If your story contains several different scenes, then 

split the stage up into different scenes. This way, 

when you walk back to a certain part of the stage, 

your audience will know which scene you are in 

without you having to verbally recreate the scene 

again.  

 

 

Use Dialogue in Your Story 

 

Craig uses dialogue rather than narration when 

telling his story because dialogue is always more 

powerful than narration.  

 

For example, take a look at the two options below:  

 

(1) Mary shouted that I should look out for the 

truck 

(2) Mary shouted, “Craig, look out for the truck!” 

 

Option 1 is narration.  

 

Option 2 is dialogue.  

 

Which option do you think is going to replicate the 

excitement of the situation? 

 

That’s right, option 2.  
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Dialogue recreates the situation as it was. When 

you use dialogue in a story, your audience members 

feel as though they are actually in the scene 

listening to the characters exchanging words.  

 

Craig avoids using narration because it would 

deflate the suspense.  

 

Dialogue Narration 

 

…and I said, “John, I’m 

going to be leaving 

because it’s always been 

my dream to be a full-

time professional 

speaker.” 

 

He said, “That’s your 

dream Craig? I really 

admire you for having 

one, but you can’t 

leave!” 

 

I said, “Hold on now. 

What do you mean I 

can’t leave?” 

 

He said, “Well, Craig, 

we’ve been thinking 

about it…and we’re 

going to raise your 

salary up to this!”  

 

I told my boss that I had 

to leave because my 

dream was to be a full 

time professional 

speaker. He told me that 

I couldn’t leave and 

offered me a higher 

salary. 

 

 

 

Narration is pretty boring, isn’t it? 
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In your speeches and presentations, use dialogue to 

recreate the original mood of the situation. 

 

 

Use Your Voice to Match the Character 

 

Not only is dialogue more exciting, it also allows 

you to use vocal variety in order recreate the 

situation.  

 

In this case, when Craig delivers the line from John, 

the V.P, he slightly changes his voice to take show a 

change in character: 

 

He said, “That’s your dream Craig? I really admire 

you for having one, but you can’t leave!” 

 

Also, when Craig delivers his wife’s dialogue, he 

changes his voice slightly to adopt his wife’s voice. 

This is a subtle yet noticeable change in voice which 

signals to his audience the change in character: 

 

She said, “Craig…this is all you’ve ever talked 

about. This is all you’ve ever wanted! I don’t care 

how much they try to compensate you…your 

dream is not for sale!”  

 

In your speeches, change your voice to match the 

character’s voice. 

 

For example, if you were delivering a line by a kind 

old woman you can subtly change your volume, 

pitch, pace and accent to make it sound like an old 

lady speaking.  
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Similarly, if you were delivering dialogue by a 

grumpy old man, then the personality of the 

character should reflect in your voice.  

 

Does this mean that you need to be a master at 

emulating other people’s accents and voices?  

 

Absolutely…NOT 

 

In fact, the change in voice should be subtle. You 

don’t need to go overboard with this technique. 

Change your voice just enough to emulate the 

character’s personality so that your audience can 

hear what the character sounds like.  

 

 

Establish a Conflict 

 

The main hook of a story is the conflict. The conflict 

in the story is what keeps your listeners interested. 

When you or a character in your story faces 

adversity your listeners become interested to find 

out how the conflict is going to be solved.  

 

Furthermore, because your listeners face conflicts 

and difficulties in their own lives, they empathize 

with you and can connect with your story, 

especially if it’s a conflict which is similar to one 

they are facing in their life.  

 

Your main job in telling a story is to 

establish a conflict as soon as possible.  
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In this case, Craig’s conflict is that he wants to leave 

the company, but his boss doesn’t want him to: 

 

I said, “John, I’m going to be leaving because it’s 

always been my dream to be a full-time 

professional speaker.” 

 

He said, “That’s your dream Craig? I really admire 

you for having one, but you can’t leave!” 

 

See, you’re intrigued aren’t you? 

 

 

Use Your Gestures to Complement What 

You’re Saying 

 

Craig uses gestures very effectively to show what he 

is saying. For example, look at the following portion 

of Craig’s speech: 

 

He [the Vice-President] said, “Well, Craig, we’ve 

been thinking about it…and we’re going to raise 

your salary up to this!”  

 

When Craig says “and we’re going to raise your 

salary up to this” he raises his hand to show an 

increase. When the V.P. offers to raise his salary 

again, Craig raises his hand even higher to show the 

increase.  

 

In your speeches and presentations, use gestures to 

complement what you’re saying.  
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Most of the time, your gestures will be unconscious 

and unplanned. For example, when you’re talking 

to a friend, your hands will be moving naturally 

without you planning the specific gestures. These 

unconscious gestures help to communicate your 

message non-verbally.  

 

However, you need to watch out for any repetitive 

or distracting gestures. To find out if any of your 

gestures are repetitive or distracting, videotape one 

of your presentations.  

 

Afterwards, sit down with one of your friends and 

watch your presentation with the sound turned off. 

This will allow you to spot any distracting gestures 

and your friend can point out any other repetitive 

gestures you may have missed. Just being aware of 

these distracting gestures will help you reduce 

them.  

 

Sometimes though, you may want to add a few 

planned gestures to emphasize a key point. For 

example, Craig raising his hand to show the salary 

increase was a planned (and very effective) gesture. 

 

What planned gestures can you add to your speech 

to emphasize a key point? 

 

 

Escalate the Conflict 

 

Once you have established the main conflict, you 

need to escalate the conflict. As the conflict 

escalates, your audience members will become 



 

26 

 

more and more interested in knowing how it will be 

solved.  

 

Here’s an example of escalating the conflict from 

Craig’s speech: 

 

…I said, “Hold on now. What do you mean I can’t 

leave?” 

 

He said, “Well, Craig, we’ve been thinking about 

it…and we’re going to raise your salary up to this!”  

 

I said, “Look, this is not a financial decision. If 

anything, this is about my dream…I call this a 

dream decision.” 

 

He said, “I understand, I really do. But how about 

we raise your salary up to this?” 

 

I said, “This is not a financial decision, this is a 

dream decision!” 

 

Do you know he raised it four times? 

 

I kid you not. He kept on saying, “We’re going to 

raise your salary up to this”. I said, “This is not a 

financial decision, this is a dream decision!” He 

said, “Okay Craig, how about if we raise your 

salary to well above six figures?” 

 

 

In this case, the conflict is escalated because Craig’s 

boss keeps on tempting Craig with a higher and 

higher salary until the conflict reaches its peak with 
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“Okay Craig, how about if we raise your salary to 

well above six figures?”  

 

As an audience member, you are left wondering, 

“Wow, is he going to take the money?”  

 

In your speeches and presentations, establish a 

conflict…and then escalate it to keep your audience 

members on the edge of their seats.  

 

 

Use Volume and Pace to Reflect the Mood 

 

Craig does a superb job of using his volume and 

pace to arouse emotions in his audience.  

 

Let us have a look at how Craig uses his volume and 

pace to build up excitement and tension: 

 

I kid you not. He kept on saying, “We’re going to 

raise your salary up to this”. I said, “This is not a 

financial decision, this is a dream decision!” He 

said, “Okay Craig, how about if we raise your 

salary to well above six figures?” 

 

In this part of the speech, Craig’s volume begins to 

increase and his pace gets quicker, building up to a 

crescendo. This creates tension in the listeners, who 

by now are sitting on the edge of their seats, 

wondering how all of this is going to end.  

 

When delivering your speech or presentation, the 

pace and volume of your speech should reflect the 

mood you are trying to convey. For example, if you 
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want to establish a calm mood, then you can talk in 

a soft voice and at a slow, gentle pace. 

 

However, if you want to create the excitement and 

suspense of a high speed car chase, then you would 

gradually begin to increase your volume until you 

got to being so loud that it feels like something in 

your story has to give. At the same time, your pace 

would get quicker – you would speak faster and 

faster, reflecting the speed of the high-speed car 

chase – until your audience was sitting on the edge 

of their seats absolutely captivated by your every 

word.  

 

 

Use Humor to Release Tension 

 

I said, “This is not a financial decision, this is a 

dream decision!” He said, “Okay Craig, how about 

if we raise your salary to well above six figures?” 

 

I said, “Dreams…are overrated!” 

 

Craig’s volume and pace build up to a crescendo 

until his listeners can hardly contain themselves 

from jumping out of their seats. This tension is the 

best place to insert a humorous line because it will 

release the tension in the form of laughter.  

 

Craig’s line, “Dreams…are overrated!” is funny 

because it is unexpected. As audience members, we 

are expecting Craig to say something along the lines 

of, “Dreams are not for sale!” However, the 

unexpectedness of the line causes laughter.  
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Secondly, since this line is placed at the end of a 

very tense scene, the laughter is even greater. 

 

Whenever you have a very tense scene, you will find 

an opportunity for humor.  

 

 

Place Your Audience in the Scene 

 

What do I mean by “placing your audience in the 

scene?” Here’s an example: 

 

But if you had been sitting beside me and my wife 

just a few moments 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 could absolutely change 

your life – and I know because it changed mine. 

 

In this scene, Craig puts you – the audience – in the 

scene. Where are you in this scene? 

 

That’s right. You’re sitting next to him and his wife! 

 

This is a “you-focused” scene and it engages the 

audience because they are mentally involved in the 

scene. 

 

Audiences hate “I-focused” speeches. They don’t 

care about the speaker. However, when you make 

your speech a “you-focused” speech, your audience 

will become receptive because they become a part 

of your speech. 
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Check the VAKS 

 

This is a tip I learned from Craig Valentine. When 

giving your story, you should quickly set the scene 

so that your audience members can mentally 

picture it.  

 

The quickest way to set the scene is to appeal to the 

four senses: Visual, Auditory, Kinesthetic, Smell 

(VAKS).  

 

Here’s an example from Craig’s speech: 

 

But if you had been sitting beside me and my wife 

just a few moments 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 could absolutely change 

your life – and I know because it changed mine. 

 

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

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

appealed to the Visual Learners.  

 

If you’re a Kinaesthetic Learner, you can probably 

feel the “leather” sofa.  

 

You can “hear” Craig’s wife say something. In this 

way, Craig provided the auditory input for the 

Auditory Learners.  

 

What can you smell? That’s right; you can smell 

the chocolate chip cookies.  
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As this example from Craig’s speech shows, your 

descriptions do not need to very long or elaborate 

to appeal to the senses. In fact, short descriptions 

involving all the senses pack much more power 

than long descriptions because short descriptions 

don’t slow down the story, and thus they don’t bore 

your audience.  

 

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.  

 

 

Alliteration Makes Everything Sound Sexy 

 

Alliteration is a literary device which gives a certain 

musicality to the words. The alliterations of, “beat-

up black…baking in the background” and the 

“chocolate chip cookies” make the words sound 

very sweet and sexy! 

 

While a certain amount of alliteration is great, don’t 

go overboard with this literary technique. Use it 

whenever you can to make your words sound 

musical, but don’t overdo it!  
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Don’t be the Hero of Your Own Story. 

Introduce a Guru to Provide a Solution 

 

The hero of Craig’s story is not Craig, but his wife. 

His wife is the guru who provides the wisdom Craig 

needs: 

 

She said, “Craig…this is all you’ve ever talked 

about. This is all you’ve ever wanted! I don’t care 

how much they try to compensate you…your 

dream is not for sale!”  

 

Too often, speakers are the heroes of their own 

stories. Unfortunately, this may come off as 

arrogant. For example, if a speaker says, “I am 

going to give you three secrets to being happy in 

life”, audiences may tune out of the speech while 

thinking, “Another typical motivational speaker 

who claims to know everything!”.  

 

However, imagine if that same speaker said:  

 

“Three years ago, I was flat-broke and living in 

my car. That all changed when I came across Mr. 

Carnegie, who taught me three things that have 

absolutely changed my life. These “secrets” have 

allowed me to achieve financial freedom, and 

today you’re going to pick up Mr. Carnegie’s three 

keys to success”.   

 

In this case, the audience is going to be much more 

receptive to what you have to say.  
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First, they feel they can connect with you because 

you are not pretending that you’ve always had all 

the answers. Second, they believe that the process 

that Mr. Carnegie gave you will work for them too 

because it worked for you. 

 

Unless you’re a celebrity (in which case you could 

get away with being the hero of your own story), it’s 

best to introduce a guru who helps you solve the 

conflict. The hero can be a person, a book, an 

internet article… 

 

So, who’s the hero of your story? 

 

 

Tell a Story, Make a Point 

 

After tapping and transporting you into his story, 

establishing and escalating the conflict and 

introducing the guru with the solution, Craig comes 

back to answer the question he asked his audience 

members at the beginning: 

 

By using a story to answer the question, Craig 

ensures that his message will not be forgotten 

because people remember stories more than they 

remember facts and figures.  

 

If Craig had asked the question and then 

immediately proceeded to answer it, audience 

members would quickly forget the message within 

several days.  

 

Instead, the story acts as the anchor which will 

reinforce the message of the speech.  
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Use a story to hook your message to your listeners’ 

memories.  

 

 

Pause After You Ask a Question 

 

Craig asks You-focused questions to get his 

audience members to reflect on their lives. After 

asking a question, he pauses several seconds so that 

his audience members have time to reflect and 

answer the question in their mind.  

 

So let me ask you a question right now. With 

where you are in your life, are you too good to be 

great? (pause) 

 

When you ask a question, always give your 

audience members enough time to reflect and 

answer the question. 

 

 

Overcome the Conflict 

 

The guru’s advice should help you overcome the 

conflict that you were facing. In this case, Craig’s 

wife’s advice allowed Craig to leave his job and 

follow his dreams: 

 

“And I walked back in there the next day, I looked 

at Vice President  in his eyes and I was firm, I 

looked him directly in his face and I was bold, and 

I said to him, “My wife said my dream is not for 

sale!”  
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And I left!” 

 

When you or a character in your speech overcomes 

the conflict that was being faced your audience 

members feel inspired and motivated. In addition, 

your audience members become keen to use the 

piece of wisdom you received from your guru to 

help them overcome the conflicts in their life. 

 

 

Emphasize the Benefits of the Guru’s 

Wisdom 

 

Craig emphasizes the results he received as a result 

of listening to his wife’s advice: 

 

 

And I left 

 

And that very year, I spoke over a hundred and 

sixty times in forty-four states in five countries, 

and I’m happy to say I’ve been running my mouth 

ever since. 

 

In your speeches and presentation, emphasize the 

benefits that you received as a result of adopting 

the guru’s wisdom. When you emphasize the 

benefits that you received, your audience will want 

to try out your guru’s solution to help them 

overcome their conflicts.  
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Put the Process, Not the Person, on the 

Pedestal 

 

“But here’s the key. There’s absolutely nothing 

special about me. There’s something very special 

about the advice my wife gave me: You cannot let 

the good get in the way of the best.”  

 

Craig Valentine teaches that you should “put the 

process, not the person, on the pedestal”. Don’t 

make yourself seem special or talented by talking 

about all your remarkable talents and skills because 

you will isolate your audience members.  

 

If you make yourself seem special, your audience 

members may reject your message because they will 

think, “Obviously that advice worked for him 

because he’s special. It’s never going to work for me 

because I’m not!” 

 

Instead, emphasize the process that helped you get 

to your successful point. Talk about how the 

process allowed you to overcome your difficulties. 

When you do this, your audience members will be 

enthusiastic about trying out the process you offer 

them. 

 

 

Create a Phrase that Pays 

 

According to Doug Stevenson, the ending of the 

story should emphasize the key takeaway 

for the listeners. Doug Stevenson, author of the 

Story Theatre Method, recommends that you 
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should come up with a short, memorable phrase 

which will allow listeners to quickly grasp the main 

message of your speech.  

 

Craig Valentine’s phrase that pays is, “Your dream 

is not for sale”. Craig ends his speech with his 

“phrase that pays” because it’s the key message of 

his speech: 

 

And no matter where you are in life, and no matter 

how much you’re struggling, if you are, “Your 

dream is not for sale!” 

 

In addition, the phrase is short and memorable so it 

will be remembered long after the speech is over.  

 

For your speeches and presentations, come up with 

a Phrase that Pays. It will stick in your audience’s 

mind. 

 

 

Author’s Note: 
I owe a huge debt to Craig Valentine. Not only is 

Craig a brilliant speaker, but he’s also a wonderful 

teacher. Many of the tools and techniques I share in 

this chapter are tools I picked up from Craig 

himself.  
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Chapter 1 Speaking Toolkit: 
 
 Start off with a Question to capture Audience 

Attention 

 

 Involve Your Audience in your speech 

 

 Involve all sides of the room (front, middle, 

back, left and right) 

 

 Repeat your audience’s answers to make sure 

everyone in the room heard what was said 

 

 Humour is when you create an 

expectation…and then suddenly break that 

expectation. 

 

 Use humour to release tension 

 

 Uncover humour from the dialogue in your 

speech. Don’t use jokes from the internet to get 

laughter. 

 

 Use the Tap and Transport technique 

 

 Tell a story, Make a Point 

 

 Link your story to your audience’s life 

 

 Give a hint as to what your characters look like 

 

 Use movement on stage to show your story 
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 Divide the stage into different scenes to allow 

your audience to picture the story 

 

 Use dialogue, not narration 

 

 Use your voice to match the character/ Adopt 

your Character’s Voice 

 

 Use your gestures to complement what you’re 

saying  

 

 Establish the conflict 

 

 Escalate the conflict 

 

 Use your volume and pace to reflect the mood  

 

 Place the audience in the scene 

 

 Don’t be the Hero of Your Own Story. Introduce 

a Guru who provides the solution.  

 

 Pause after you ask a question 

 

 Emphasize the results of the guru’s wisdom 

 

 Include a Phrase that Pays 

 

 End with your Key Takeaway Message 
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Enjoyed the first chapter? 
  
Grab the full eBook which features 
speeches by 10 of the best speakers on 
the planet! Each chapter is accompanied 
by a detailed analysis of the speech so 
that you too can create a winning 
speech.  
 

 

Email me on 

akash.speaker@gmail.com with 

the Subject Line: Speaking Secrets 

eBook and I’ll put you on the mailing 

list so that you can grab a 

DISCOUNTED COPY of the eBook as 

soon as the eBook is released. 


