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DEDICATION

To all the brave souls who dare open their mouths on stage or in front of a web camera





Read this book to learn how to imagine, create, and deliver captivating presentations in person or virtually by using the same proven techniques practiced by renowned actors, persuasive leaders, and popular TED speakers.
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PUBLISHER’S NOTE Is This Guide for You?

If you picked up this book, you are not a dummy.

Many business guides treat you like an idiot. Some even say so on the cover. This is not one of those books.

All Non-Obvious Guides focus on sharing advice that you haven’t heard before. Lots of advice on speaking is either obvious (just breathe!) or cliché (imagine your audience naked!). In this valuable guide, Jacqueline uses her years of experience as a trained actor to break down exactly how to be more persuasive from the stage or over a webcam.

Using the same encouraging style that makes her such a popular speaking coach, Jacqueline breaks down the sometimes intimidating task of crafting and delivering a great talk into actionable steps with immediately useful advice along the way. You will be a more compelling speaker after reading this book.

ROHIT BHARGAVA

Founder, Non-Obvious Guides

2x TEDx Speaker + Keynote Speaker at 300+ Events





How to Read This Book

Throughout this book, you will find links to helpful guides and resources online.


FOR ONLINE RESOURCES, VISIT:

www.nonobvious.com/guides/betterpresentations


Referenced in the book, you will also see these symbols that refer to content that will further your learning.


FOLLOW THE ICONS


	[image: ] TEMPLATES One-page templates to help explain concepts

	[image: ] DOWNLOADS Excerpts or useful further reading

	[image: ] TUTORIALS Detailed lessons on how to do a task

	[image: ] VIDEOS Videos to watch online

	[image: ] CHAPTER SUMMARY Key takeaways and important points









In this book, you will learn how to …


	[image: ] Start with strategic presence.

	[image: ] Align your content, body language, and voice.

	[image: ] Build inclusion with your audience.

	[image: ] Rehearse with and without the equipment.

	[image: ] Effortlessly present with other speakers.

	[image: ] Make grooming, wardrobe, and background choices.

	[image: ] Break away from expected presentation formulas.

	[image: ] Handle the situation when everything goes wrong.

	[image: ] Manage challenging, surprising, or annoying questions with finesse.

	[image: ] Use expression in your voice to make your content come alive.

	[image: ] Use improvisation to think on your feet.








Introduction

Public speaking can feel like a one-way form of communication, a simple transfer of information from the presenter to the audience. But speaking is actually a two-way interaction—and because the stakes are higher than just sitting around your dining room table after dinner with a glass of wine, it’s an elevated form of conversation. It’s a performance.

It requires engagement: inspiring a team to buy into a major organizational change, convincing potential funders to back your new business idea, shifting a company’s diversity and inclusion efforts.

Whether a talk is delivered in person or in a virtual setting, the audience wants to be captivated, moved, inspired, persuaded, educated, and sometimes even challenged. And the best talks—such as Martin Luther King Jr.’s “I Have a Dream” speech or Franklin Roosevelt’s fireside chats—spark emotion within us. That emotion imprints memories and ideas in our brains—and it changes our behavior, inspires us to action, and can even change the world. I learned this at a young age from a family story I heard many times growing up.



THE POWER OF ONE PERSON SPEAKING

My great-uncle Johnny was one of the 15 million Americans who were unemployed during the Great Depression. For years, he couldn’t find a job, so he wrote a letter to then President Franklin Roosevelt asking for one.

FDR’s fireside chats made Americans feel like they knew the president and he knew them. After each address, he’d receive millions of letters from people who felt personally connected to him. (Coincidentally, soon after sending the letter, my uncle had a job offer.)

Such superb speeches don’t come easily. While Roosevelt’s fireside chats felt informal, he prepared intensely. After spending weeks writing, trying out his content on staff and family members, he took one to three days to practice his radio delivery. Great presentations take work … and that’s even more true today in a digital time.

Some people believe presenting virtually takes less work than delivering a live experience, so they prepare less seriously or maybe try to wing it. But presenting virtually or in a hybrid setting takes just as much, if not more, work, including many hours of experimenting with your words and aligning your tone and body language with your message, all to engage your audience and reach the goals of your talk. And whether you are in person or virtual, being persuasive enough to capture anyone’s attention seems to get harder every day. In other words, learning to present better has become an even more critical business skill to have.




A BIG SHIFT SPARKED BY A TINY VIRUS

When Covid-19 hit, I was grounded at home, working remotely. In the first several months of the pandemic, I witnessed virtual presentations that were disjointed, boring, headache-inducing, and exhausting. Two years into the pandemic, most weren’t much better.

Presenting well is not a short-term challenge. Those who understand how technology can support or erode their ability to communicate will be the most successful. Technology can enhance communications or make our jobs as communicators even harder. To succeed in the new world of remote, hybrid, or in-person work, leaders must fully embrace not just tools and technology, but also the techniques that make it work. We cannot forget that many of the skills required to present effectively online also are critical when trying to be persuasive in front of an audience. And they are exactly the skills that actors have been taught for decades.



WHY YOU NEED TO THINK LIKE AN ACTOR

Over the past 20 years, I’ve helped hundreds of speakers prepare for and deliver more engaging performances. I’ve trained actors for the rigorous demands of performing on stage and film, but I’ve also worked with a scientist speaking to an FDA advisory board meeting, a Big Tech CEO presenting to an audience of 20,000, a bank CRO discussing the economic implications of the pandemic with the International Monetary Fund, and many others.

My background in acting allows me to leverage acting techniques to help clients create presentational performances that are more dynamic, engaging, human, and authentic. Whether you’re playing King Lear or addressing the United Nations, you are delivering a performance. And a performance requires an elevated commitment of body, voice, mind, and emotions. A strong performance demands the speaker to be fully present and ready to adapt and respond to anything that happens in the moment.

In this book, you’ll get a clear road map to effectively presenting with a performance mindset—no matter your industry, skill level, or audience. You’ll save time, errors, and headaches, and learn how to meet the challenges of virtual presentations.



HOW GIVING BIRTH IN A DINER WILL HELP YOU, TOO

When I graduated as a classically trained actress with my MFA and started my life as a professional actress in New York City, one of my first auditions was for a TV soap opera. My MFA was focused on theater acting; in fact, I had taken zero camera acting classes. After the audition, the casting director, Betty, called my agent and asked me to come back in the next day, but to plan on staying for a couple of hours.

At the meeting, Betty said, “I think you’re MAH-vuh-les. You have talent but you clearly have never acted for a camera before.” She then spent the next two hours teaching me how to act for a television camera instead of a live audience. I went on to get the part. It was my first professional acting role, and my first scene was giving birth on the floor of a diner.

My hope is that this book will do for you what Betty did for me: help you deliver a more compelling performance no matter whether you are on a stage, in a boardroom, or in your home office in front of a web camera.






PART ONE Preparation






CHAPTER 1 Presence

In the 2002 Winter Olympics, 16-year-old figure skater Sarah Hughes was in fourth place, and most experts expected her to stay there. “She should feel proud,” said newscaster and former gold medalist Dorothy Hamill. “She can come back in another four years and be in a good position to win the gold.” Favored to win that year was the reigning queen of women’s figure skating, Michelle Kwan.

Hughes was the first to skate. She was perfect. As she ended her program, the audience was over the top—thunderous applause, cheering, shouting, a standing ovation. She won almost perfect scores from all the judges.

As Kwan took the ice, she was still favored to win the gold. But she stumbled and then fell. Then, came the contender favored for silver. She also stumbled. No other skater could match Hughes’ performance.

Hughes became the youngest gold medalist in figure-skating history. In a memorable post-event interview, she shared what went through her mind before she took the ice: “Tonight I just said, ‘I have nothing to lose.’ I wanted to go out there and have a good time and skate for pure enjoyment.”

Before she skated her performance of a lifetime, she wasn’t thinking, “Be perfect.” She was perfect because she focused on what she wanted to create and not on what she did not want to create. This allowed her to be fully present in her performance.

There are many definitions of presence, but while presence is about being noticed, it






	
	









FOUNDATION 1 CONFIDENCE




FOUNDATION 2 CONVICTION




FOUNDATION 3 CONNECTION






THE VALUE OF POSITIVE SELF-TALK







	
	







	Thoughts: We have thoughts and beliefs about the situation.

	Feelings: The thoughts and beliefs trigger emotions in our brains.

	Actions: Those emotions move us to act.

	Results: Our actions impact the outcome of the situation.



[image: A diagram shows a cycle in which thoughts lead to feelings, feelings lead to actions, actions lead to results, and results lead back to thoughts.]





THE PERFORMANCE ANXIETY THOUGHT CYCLE




	
	
	





	
	
		Shaky, breathy, or high-pitched voice

	Overtalking, rambling without pauses





	
	
		Hesitant speaking

	Using lots of filler words like um, uh, y’know





	
	
		Pushing too hard to “make people get” the content

	Not asking enough questions about the audience’s needs





	
	
		Talking over people, interrupting them

	Using abrupt speech





	
	
		Reading solely from a script

	Not engaging with the audience or adapting to their needs

	Sounding like a robot











THE PEAK PERFORMANCE THOUGHT CYCLE




	
	
	





	
	
		Remaining calm and focused





	
	
		Asking clarifying questions

	Remaining succinct, kind, and respectful when challenged

	Smiling when someone challenges me, using open body language





	
	
		Keeping a sense of humor if things go wrong

	Remembering to breathe

	Staying calm under pressure

	Perhaps building a connection with the audience and their challenges at being virtual





	
	
		Being present, in the moment

	Being able to check and adapt to the audience

	Channeling the adrenaline into making your performance pop with focused energy





	
	
		Being in charge, able to direct the audience’s attention to important content

	Being able to handle rough questions without getting flustered

	Being able to admit “I don’t know but I’ll find out and get back to you” without appearing flustered





	
	
		Breathing and finding a solution when a mistake happens











ACTING “AS IF”



	➜ Think of a time when you felt wildly or solidly confident. Get specific. How many details can you remember? What did you say? How did you act? What was your body language like? How did you stand? Walk? How did your voice feel and sound? How did you interact with other people? They with you?

	➜ Now, do your presentation as if you are back in that time. Keep your content the same—don’t change the words—but do it as if you are that wildly confident. Do it as the you from the past.

	➜ Another way to use this tool: Choose an extremely confident speaker. It can be Barack Obama, your boss, or your mom. It doesn’t matter. Do the presentation as if you are that person.
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TIP 1 ALIGN WITH YOUR VALUES




TIP 2 AIM FOR HELPFUL, NOT GOOD




TIP 3 CONNECT WITH A BIGGER PURPOSE






TIP 4 REMEMBER THE GIFT



[image: ]


	Pushing too much out: Being so focused on transmitting an idea to the audience that you overact and build a relationship that’s pushing ideas on the audience. It creates the feeling of “You NEED to get this!”

	Focusing too much in: Being laser-focused on yourself and how you are performing. This sounds like a voice in your head saying, “I’m so nervous. I’m going to look stupid.”

	Forcing things to go exactly as you planned: Being unable to adjust in the moment to new information from the environment or audience. The voice in your head says, “I must get through this content today, come hell or high water.”









	
	








TIP 1 PRACTICE LISTENING




TIP 2 GET TO KNOW THE AUDIENCE




TIP 3 PRACTICE AWARENESS





TIP 4 READ LITERARY NOVELS




TIP 5 PLAY WITH IMPROV








	
	









	
	
	





	
	
		The Introvert

	Asking questions, waiting for answers

	Pausing, allowing silence

	Sitting with the team or even in the back of the room





	
	
		The Connector

	Withholding evaluations and offering ideas

	Letting others talk first

	Not being the primary speaker





	
	
		The Visionary

	Using vision, big-picture inspirational language

	Delivering with emotion

	Moving the audience from one emotional state to another





	
	
		The Visionary Driver

	Laying out your vision for the plan

	Sharing your research and advising next steps
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	Presence is created through confidence, conviction, and connection.

	Our mindset is a powerful tool or detractor when it comes to building and maintaining presence.

	Strategic presence is making intentional choices about how you show up for your audience, the situation, and your content.
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