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    Book Abstract


    MAIN IDEA


    To "steal the show" in your life or career means to perform well in all the important spotlight moments which arise in your life and career – when giving a public speech, making a business or sales presentation, having a job interview, negotiating a business deal and so on. To shine in those moments, you've got to know what to do in high-pressure situations.


    The fact is great performances are always developed and then won from the inside out. Professional actors know this and they use three techniques which you should pick up and apply yourself:


    The Actor's Toolkit
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      	They have a performer's mindset – actors know how to find their voice and authentically play the right role in any situation. By doing that, they crush their roles.


      	Actors excel in applying powerful performance principles – they have an "operating system" which they use for each performance and which enables them to perform well and steal the show.


      	Actors have very solid delivery strategies and techniques – they master the technical and practical aspects of performing in a public setting exceptionally well so they can take center stage and stay there.

    


    The surest way to steal the show is to apply the Actor's Toolkit. The best actors, marketers, business managers and entrepreneurs all know their success is powered by their mindset, the principles they apply and their delivery strategies. To step out of the wings and steal the show, follow their example.


    About the Author


    MICHAEL PORT is a successful actor and professional speaking coach. He has written six books including Book Yourself Solid, The Contrarian Effect and The New York Times bestseller The Think Big Manifesto. He is a top ranked public speaker and provides public speaking workshops to many CEOs and other business professionals. Michael Port has blogged for the Huffington Post, featured as a guest speaker on network television several times and written monthly columns for Entrepreneur Magazine and American Express Open Forum. He is a graduate of New York University and Tulane University.


    The Web site for this book is at www.stealtheshow.com.


    Important Note About This Ebook


    This is a summary and not a critique or a review of the book. It does not offer judgment or opinion on the content of the book. This summary may not be organized chapter-wise but is an overview of the main ideas, view points and arguments from the book as a whole. This means that the organization of this summary is not a representation of the book.


    Summary of Steal The Show (Michael Port)


    1. Performer's Mindset


    Actors know they can't just walk in off the street and expect to star without doing their homework first. Specifically, they have the mindset great performances are built on three essential mental building blocks:


    
      	Find your voice


      	Play the right role


      	Silence the critics

    


    1. Find your voice


    The first step in standing out as a presenter is to find your voice. The most common missing element in bland presentations and performances is the speaker's true voice and a sense of authenticity about what they are saying.


    Finding your voice means to let go of your inner critic and to express what you truly believe and value. You play the right role in the right situation and present material you believe in rather than something you do not.


    Finding your voice and being authentic really comes down to one question: Do you have the courage to talk about who you really are, not just who you want others to think you are?


    To give a great presentation and find your voice, look at all the roles you currently play and identify which you want to keep playing and which you want to retire. Then focus on excelling at the roles you choose. Be open about your weaknesses – that will make you more approachable and more credible.


    When it comes to presentations, authenticity matters. Finding your true and natural voice and using that will generate and radiate authenticity.


    2. Play the right role


    The second requirement for giving a great presentation or performance is to clarify in your mind right at the outset what kind of role you aspire to play in making a presentation.


    Ask yourself:


    
      	Am I here as a "cheerleader" or a "hands-on dictator" who specifies what has to be done?


      	Do I want listeners to view me as a "nice guy/gal" or as a "drill sergeant"?


      	Am I going to come across as a "psychiatrist" or as more of an "analyst"?

    


    Once you know what specific role you're aspiring to play, you can then figure out which parts of your personality and life story to emphasize and which parts to leave in the background. You can also decide whether you need to play a leading role or a supporting role.


    In addition, knowing the role you want to play means you know in advance the kind of performance which be required to fill that role. You can start gathering what will be required to pull that off and prepare more effectively. This is a case where a private victory always precedes a public victory.


    "When you're playing the right roles, you are persuasive in those roles because they are authentic to you. And amplifying the most positive, powerful, and compelling parts of your personality really is quite fun."


    – Michael Port


    3. Silence the critics


    The two fears which are ever present in public speaking are:
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    To crush those fears and silence all the critics, your approach should be:


    
      	Realize you can't be a critic and a performer so make a conscious decision to stop being critical


      	Avoid absolutes in your presentation and instead leave room for alternatives


      	Focus on generating tangible outcomes rather than worrying about what people think


      	Rise above the noise and inspire people to move forward in the direction they choose

    


    Ultimately, you have to decide whether you're going for results or approval with your presentation or performance. Don't pay attention to the critics, not even your inner voice. Instead, aspire to do your best and care more about the quality of your work and the positive outcomes you generate and less about applause or the accolades of others. You'll be happier and give better presentations if you do that.


    "According to most studies, people’s number one fear is public speaking. Number two is death . . . Does that sound right? This means ... if you go to a funeral, you’re better off in the casket than doing the eulogy."


    – Jerry Seinfeld, actor


    2. Power Principles


    There are six principles which high performers in every field – entrepreneurs, managers, athletes and others – use to win the day every day. Learn to do these six things well and you have a working "operating system" for delivering performances which steal the show.


    1. Have a clear objective


    Job #1 in giving a great presentation is to know what you're trying to accomplish with your performance. If you clarify this, then you can get busy choosing the right components to include and the best path to take.


    The best way to clarify your true intention is to ask some probing questions. As you work your way through these questions, you'll just naturally find your motivation levels increase. Once you know where you genuinely want to head, you can then get busy finding the various components which will take you there.


    The kinds of questions you need to ask to clarify your objective might include:


    
      	What do I want?


      	Why do I want that?


      	What will happen if I don't get that?


      	What will happen if I do get it?


      	What do I need to be doing to get that?


      	What will I need to overcome to get there?

    


    2. Act "As if ... "


    More than likely, as you give your presentation you will worry about fitting in or whether you are in fact ready for the spotlight. That's natural but a good technique to overcome these fears is to give yourself permission to act "as if" you are ready to shine and excel.


    "You cannot depend on your eyes if your imagination is out of focus."


    – Mark Twain


    When you start acting as if you are ready to take a step up and perform on a bigger stage, your mind will be in a more positive state which is ideal for learning, changing and experiencing new things. Acting as if you're already there is a form of visualization which is extremely helpful. Your brain gets to work making what you're visualizing become reality.


    High performance athletes have for generations visualized success in their minds first before achieving that on the sports field. Positive visualization lets them rehearse what lies ahead so they are primed for maximum performance. You should do the same as a speaker.


    Acting as if gives you the opportunity to become what you are imagining. Visualize giving an outstanding presentation and then work to bring that to fruition. Ideally, by the time your presentation arrives, you will have already given that speech so many times before in your mind it will be very straightforward.


    "The mind, once stretched by a new idea, never returns to its original dimensions."


    – Ralph Waldo Emerson


    3. Raise the stakes


    One good way to give a good presentation is to take some risks. The discomfort will make you prepare well and pay attention to the details. You just have to figure out what kind of risks will benefit you and what kind of risks are too extreme and should be avoided.


    Politicians have used this technique for decades. When John F. Kennedy stood before a joint session of Congress, he boldly stated: “I believe that this nation should commit itself to achieving the goal, before this decade is out, of landing a man on the moon and returning him safely to the earth.” That made everyone sit up and pay attention. He then went on to outline his strategic plan for achieving that goal and the rest is history.


    In a similar vein, if you start your presentation with a bold declaration or a vivid dramatization of some problem you face, you raise the stakes that you then have to deliver a solution. That very sense of discomfort and risk can inject an interesting edge into your presentation that would not be there otherwise. You just have to make certain the risk relates to a big idea that makes sense and that you're not taking risks just for the sake of taking risks.


    When you combine pushing beyond your comfort zone with acting "as if" and visualizing success, you have the makings of an outstanding performance.


    "To create memorable presentations and performances, sometimes you must find ways to surprise, delight, provoke, and push the boundaries of your audience to build and create new things."


    – Michael Port


    "Most people, especially an audience, don’t want you to fall. They want you to take risks so that it feels to them like you’re balancing on a high wire, but all the while, they’re rooting for you to make it to the other side successfully. If you can do it with some flair and a bit of panache, they’ll stand up and cheer for a job well done. When you complete the high-wire, high-risk act with grace, you’ve won the room and the crowd."


    – Michael Port


    4. Say "Yes, and ..."


    Saying "No" to any creative idea always stops it dead in its tracks. The same applies to presentations. The minute you say "No" to any audience participation or feedback, you deflate the energy in the room and discourage any more input.


    To avoid that, you should get into the habit of saying "Yes" as much as possible. If someone injects a bad idea, say "Yes, and ..." By adding a good thought to their initial bad idea, you signal that you're open to their input and willing to work with them.


    Always saying "Yes, and ... " is smart because:


    
      	It allows you to take a potential negative situation and turn it into something positive.


      	You signal you're willing to collaborate and build on the ideas of other people.


      	You keep a positive vibe going rather than killing creativity and shutting down dialogue.


      	You can build on the momentum which is there and learn something new.

        "Even if it is a bit edgy, a bit out of your comfort zone, saying yes means that you will do something new, meet someone new, and make


        

        

        
      

    


    5. Be in the moment


    

    

    

    
      	Prepare thoroughly – so you know the material you want to use in your presentation so well you're free to be in the moment and concentrating when someone else speaks. If you're worried about trying to remember what you will say next, you won't notice anyone or anything else. Be prepared.


      	Be present – listen both to what people are saying and the emotional undercurrents involved. Hear what's being said even if there is confusion in the thought process.


      	Pay attention with all your senses – listen with your ears, your heart and your entire body. Notice all the visual clues which will be there. Take a little time to reflect and let fresh information sink in before moving to the next point.


      	
        See yourself through your audience's eyes – have aesthetic awareness of how you're being perceived. This will help you deliver and interact better.

        

        
      

    


    6. Exceed expectations


    

    

    

    

    

    

    

    

    

    

    

    

    

    1. Craft to captivate


    

    

    
      	
        Clarify your objective – have clear in your mind what you're trying to achieve. Ask yourself:

        
          	What type of performance is needed?


          	Who will be in the audience?


          	How will they benefit by being there?


          	What will be my call to action?


          	How can I leverage my performance?

        

      


      	
        Organize around one big idea – the central promise of your presentation that you want people to takeaway. Your big idea might be provocative (Martin Luther King: "I Have a Dream") or less world changing ("We want to serve one customer at a time and wow them.")

        

        
          	The problem / solution framework.


          	The numerical framework. (The Seven Habits...)


          	The chronological framework.


          	A modular framework which can be changed.


          	The compare-and-contrast framework.


          	Three-acts – Situation-Conflict—Resolution.

        

      


      	
        Create your compelling content – which will encapsulate your big idea succinctly. To bring your audience to an "aha" moment where they take your preferred action, you'll need to incorporate contrast into your content and delivery. Contrast comes in three varieties:

        
          	Structural contrast – where your presentation moves from statistics or facts to personal stories and then to life's lessons to quotations, etc. This injects variety which keeps things interesting.


          	Emotional contrast – where you share an experience that takes the audience on an emotional roller coaster ride with you.


          	Delivery contrast – where you use props, vary your voice and move around the presentation area to add emphasis.

        


        
      

    


    2. Tell engaging stories


    

    

    

    
      	Choose the right story to tell – tell one which demonstrates and brings to life the big idea you're talking about and its practical application.


      	Deliver your story with passion and urgency – don't draw it out needlessly but get to the point.


      	Raise the stakes – when refining your story before telling it, take advantage of all available opportunities to increase and enhance its emotional impact.


      	Sculpt the story – cull out irrelevant facts and retain only what dramatizes your big idea.


      	
        Use the classical three act structure – to organize your thinking and your delivery of the story:

        
          	Act I: The circumstances and the setting.


          	Act II: A great conflict or struggle arises.


          	Act III: The resolution and transformation.

        

      

    


    

    

    
      	Try and structure your joke in three acts – you set everything up, describe some kind of conflict and then have a funny or quirky resolution. Don't forget to include some suspense.


      	Use unexpected lines – many jokes set up an audience to think one thing and then come out with something entirely different. Try and employ this tactic in your humorous stories.


      	Shared social context is important – it does away with the need for lengthy explanations. Shared context also generates immediate laughs so make full use of it.


      	Try your punch line out in advance – on family and friends. See if they laugh. Fine-tune and improve.


      	
        Use the rule of three – which for jokes is:

        
          	Same / same / different


          	Expected / expected / unexpected

        

      


      	Remember the best jokes are where you laugh at yourself – and then you invite the audience to join in.


      	Never ever tell the audience you have a funny story for them – instead let your stories sneak up on them and surprise them.


      	Once you start, don't get sidetracked – tell your humorous story with no detours.


      	Be great at getting your timing right – deliver your punchline at the perfect moment.


      	
        Inject some tension – so people will laugh when things turn out well.

        

        
      

    


    3. Rehearse and stage


    

    

    
      	Table read – you get everyone involved in the presentation together sitting around a table and read through the script out loud. You use this to get your timing, volume and general timbre set out.


      	
        Content mapping – you start marking up your written material with elements that will create vocal contrast and emphasis on key points. You add in:

        
          	Pauses for emphasis of key points.


          	Key words to emphasize.


          	Repetition elements and rhythm devices.

        

      


      	You figure out your blocking (how you move on stage) and your props – and start choreographing how you will move about on stage, use props and other multi-media items. Stage movement and the use of props or other elements can be more powerful than what you're saying so you need to control these items to create an unforgettable experience.


      	Improvisation – as you go through your presentation you keep revising and incorporating what your intuition is telling you to do. You figure out how to use what you're learning as you rehearse to better connect with the audience, inject some humor and bring a spontaneous feel into what you're presenting.


      	Invited rehearsal -you bring together a select group who you're confident will offer worthwhile feedback and present to them. Get them to take notes as they see issues and then discuss afterwards. You also check if they got your big idea.


      	Open rehearsal – is where you get a small sampling of the group you will be presenting to together and have them experience your presentation. Again, ask them to take notes and discuss their feedback with them afterwards.


      	Dress rehearsal and tech rehearsals – are the final steps before your live presentation. Performed again in front of a selected audience of people who have got your back, you go through your entire presentation exactly as you plan on delivering it. You make sure your clothing choices work and that you're fully able to handle all the technical aspects.

    


    

    

    
      	Never use slides as cue cards – memorize your talk.


      	Use images to reinforce what you say.


      	Talk to your audience, not to your slides.


      	Avoid stock images – they are too impersonal.


      	Use images which add humor and contrast.


      	Use images to make a point succinctly.


      	Never point the remote at the screen.


      	Make the remote an extension of your hand.


      	Don't use slides to repeat what you're saying.


      	Only use images which are the best available.


      	Use materials which will surprise and delight.

    


    4. Open well, close well


    

    

    

    
      	
        Powerful opening – the best presentations start with your bio where you set the tone for how people perceive and react to you. You need a bio which is credible, relevant to the audience, interesting and impressive. Keep it short and punchy. Prep your bio presenter to deliver your bio the right way. Your bio and introduction is an integral part of your brand and the overall experience.

        

        
      


      	
        Audience interaction – is vital because it brings your presentation to life. The amount of interaction you get will be directly proportional to the amount of trust you've earned. To make your presentation richer and more memorable, get the audience actively involved. The devices you can use include:

        
          	Break the ice by meeting with people from the audience beforehand and then talking about them as part of your introduction.


          	Invite the audience to stand and stretch.


          	Direct questions to the audience and respond to their answers. This works well if different aspects of the answer to the same question emerge over the course of your presentation.


          	Ask individuals or groups from the audience to come on stage for role plays.


          	Have the audience vote on something and then ask people to explain how they voted.


          	Have some fun – get people from the audience to take on mini-roles in your presentation.


          	Have a brief question-and-answer session in the middle of your presentation. Be polite as you keep everyone on topic.

        

      


      	
        Commanding closing – where you provide a concise review of your key points and then issue an engaging call-to-action. The best closes are clean and memorable. Have the mindset it's vital that you leave the stage before the audience is ready for you to leave and that your closing thought is left hanging in the air for people to ponder.

        

        

        

        
      

    


    5. Improvise to add zing


    

    

    

    

    

    

    

    

    
      	Get your group seated in a circle and give everyone a theme. One person begins and says a sentence or two and then the next person in the circle continues building the story. This exercise teaches you how to listen and expand what others are saying.


      	Have one person give Act I of the story – describing the present circumstances. Then the next person narrates Act II – the conflict. A different person delivers Act II – the resolution.


      	Pair people up. Have one person act as an alien who can only speak gibberish and act things out. The second person plays the translator. You give the alien a message to get across and see how the translator does.


      	You again pair people up and explain each person can only tell a secret (which is true of themselves) or a complete fabrication. Let the pairs then talk backwards and forwards and see what comes out as they open up and express themselves.


      	Take a whiteboard and write your goal at the left-hand side. You then ask people to write down their suggestions for how to achieve that goal with the express provision each speaker has to build on the idea of the person who spoke before them. Everyone has to use "yes and ..." to connect to the idea which preceded them. Keep going until you get some actionable ideas.

    


    

    

    

    6. Connect and deliver


    

    
      	Pre-show ritual – you have to thoroughly prep the organizers and learn how to work with your tech crew without alienating them. You also have to double-check your equipment and do a solid dress rehearsal and tech check. On the day of your presentation, eat so you're full of energy and arrive in plenty of time so you can warm up your vocal chords.


      	Develop stage awareness – know the space where you will be presenting and adapt your performance so everything works in your favor. Be fully aware of the audience placement and plan beforehand how you will deal with distractions. Have a good feel for your presentation stage.


      	Own the room – in a physical and energy sense. Reassure the audience of the worth of your presentation and then have a strong physical presence when presenting. Use your voice to persuade and convince. Provoke your audience to buy-in to what you're saying.


      	Create some intimate moments with the audience – pause when you hit your emotional touch points and let the audience take stock. Stay calm and in control throughout but time your delivery adroitly. Form a strong and vibrant emotional connection with everyone in the audience.


      	
        Manage the post-show cycle effectively – by exiting gracefully and following-up thoughtfully. Thank everyone involved, especially your tech team. Mingle with your audience and then go out with peers or friends and decompress a little. Then send handwritten thank-you notes to the organizers and those who helped you. Over the following few days to a week, you can start following up with people by email. Don't forget to do an analysis of what went right and the take-aways for your next presentation.
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