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IT'S EASIER THAN YOU
THINK!

Welcome to The 5 Steps to Fearless
Presentations.
I’m so glad you have taken the first step to
creating and delivering confident and
captivating presentations, whether they will
be in front of 10 people, 100 or more.
It doesn’t matter whether you are planning a
wedding speech, a department report, a
business pitch or a networking talk, the
foundational skills of presenting fearlessly
are the same.
I hope you enjoy, use and benefit from this
guide and wish you all success on your
presentations journey.
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INTRO

INTRODUCTION
YOU MIGHT BE WONDERING:
IS THIS REALLY POSSIBLE?

You may have noticed the pictures on the

While others debated topics, I felt so sick, I couldn’t

cover and first page with a speaker in front

speak, move, eat or function. Looking back, it was

of a large audience. They are not stock

probably as close to a panic attack as I have ever

photos. That’s me. And the reason I put

come. To say I was terrified and overflowing with

those in is to show you that ANYONE can
become a confident, clear captivating
speaker. You see, I was not always
confident and I certainly was far from clear.
So captivating was not even an option. I was

dread is an understatement. When it was eventually
my turn, my hands were shaking so hard my eyes
could not follow the words on my sweaty
disintegrating notes.
So how is it possible to go from that level of

chronically shy and selfconscious, and my

inadequacy, to confidently speaking in front of

confidence was non existent.

hundreds if not thousands of people? I’ll tell you.

At seven years old, after a humiliating recital I was
pushed in to doing, in front of 200 people, I vowed I
would NEVER get up in front of people EVER again.
Over a decade later, when I was 18, I was
nominated to attend a Rotary group leadership
residential workshop. On the last day they
announced we would be doing public speaking. We
needed to speak for 23 minutes and could choose
any topic from the list provided of over 100 or we
choose our own topic.

There are five foundational elements you must
master. That’s what I did. I attended every top
presentation skills workshop I could, I studies top
presenters for years. I practiced. I stuffed up. Then I
started teaching others what I was learning. And
over a period of 25 years I distilled what I learned
and taught into the five elements in this guide.
Today’s presenter
The landscape of speaking in front of groups is
changing. People are less likely to fall for
‘techniques’, arrogance, bignoting and fakeness.
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Audiences respond to people they relate to, trust,

I don’t know where you are currently at in your

admire and connect with. People who are willing and

personal or professional life. But whatever you do

able to be authentic, even transparent about their

and whatever you wish to speak about, please know

foibles, their mistakes, their lessons. And believe it

this. If you apply these five elements, you will be

or not, mistakes can be your friend. Again, it’s a skill

speaking more confidently, clearly and captivatingly

to be learned – how to manage mistakes. Not hard,

to others. And when you’ve finished, you will feel

but we didn’t learn it at school.

happy and proud. And maybe you will have even
touched or inspired or educated someone. Imagine

Who will this guide assist?

how good you will feel.

• Corporate and government professionals,
especially those in IT, Finance, Law and HR who

A word of honesty. I do not consider myself to be a

need to present reports, figures, updates and

presentations expert in any sense. I do not consider

requests to teams, bosses, agencies and other

I know everything or even most things about this

personnel.

amazing field and I still make mistakes all the time.
There are WAY, WAY better presenters than me and

• Small business owners, and entrepreneurs who

I learn from them all the time. I’m not here as an

attend networking events, pitch meetings,

expert. I’m here to share with you some things I’ve

gatherings, joint venture partnership meetings and

learned over the past 25 years that may help you,

other professional events. They may be presenting

wherever you are at in your journey. Maybe you

or giving lectures, information sessions at related

won’t make the same mistakes I did. Or maybe you’ll

expos, universities or other venues.

make them a lot better than I did and therefore you’ll
learn a lot more! Either way, let’s begin!

• Sales and marketing professionals who provide
pitches and updates to clients, and present to
audiences educating them about their products or
services.
• Anyone giving a speech of any sort, personal or
professional.
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STEP 1

STEP 1.
BEFRIEND YOUR FEAR

We all know that when we were living in different times, fear could keep us alive – it could keep us
from being killed by a lion, from running into a fire. It’s job is an important one – it’s trying to keep you
safe. But nowadays our fear often prevents us from doing things that are not life threatening at all.
And we live with a generalised anxiety about being hurt, upset, embarrassed – and this prevents us
from experiencing all of who we can be (and it prevents others from benefitting from who we are too).
Understand it
It’s not fear of the event – it’s fear of the emotion.
Most people think that because they are nervous or fearful about presenting that they shouldn’t do it.
In fact, the opposite is true. Think about this. When you were a baby, you learnt to walk, even though
you continually fell over. That didn’t stop you. You didn’t say to yourself “I fell over so I’m !never doing
that again” (ignore the fact that you couldn’t speak anyway)! Why is it different with presenting or
speaking in front of others? For many of us, we have had an unpleasant experience and that had led
us to feel an unpleasant emotion – humiliation, embarrassment, uncertainty, rejection, failure – and
who would choose to feel those, right? But here’s the thing – They will not kill us. We will survive
those feelings if they happen. There are ways of managing them and there are also ways of
preventing feeling them at all. But we have to be willing to start. When you understand how your fear
is trying to protect you from a feeling you had a long time ago, you can begin to move on.
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Embrace it
Be grateful for having your fear. It has done a great job of protecting you from all sorts of harm and it
has also helped you avoid feelings you couldn’t manage as a child. It‘s also telling you something now
about the emotions you are trying to avoid in relation to presenting. For example, embarrassment,
humiliation, fear of failure, rejection, loneliness etc.
What is it for you? Fill in the blanks.
Fear about/avoiding presenting is preventing me from:
stuffing up and feeling….
forgetting my lines and having people laugh at me and feeling……
losing business, income, respect and feeling . . .
Add in any more that you think of.
Now you know what feeling is a worry for you. You can learn ways of dealing with these feelings if they
occur. You are in charge of your emotions; you just have to learn how to be in control of your thoughts.
I include this in my workshops, but there are many great books, courses and trainings on this.
Dissolve it
This is a mental exercise after you have done the first two above. There are many great ways to do this.
Here are just two.
Go one thought better
Think of the one pervasive negative thought you have about presenting or speaking in front of a group.
Now go ‘one thought better’ than the one you are having. For example, if you are thinking ‘I’m hopeless
at speaking. Noone will ever take me seriously’. One thought better may be – ‘I’ll do my best. No
famous speaker ever got everything right the first time they spoke; It took them years and I don’t have
to be perfect’.
It's not about you
Many friends and colleagues come up to me shaking before they present, worried they will stuff
something up. I say to them lovingly, 'It's not about you  it's about them. Just touch ONE person. Only
think of how you can serve those in the room. Think of them not yourself.' I designed something I call
'The Oprah Process', to help with this, but you can find what works for you in moving your attention
from yourself to your audience.
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STEP 2.
START AT THE END

This may sound like a contradiction, but I never begin writing a speech or presentation at the first line I
say. I always begin at the end. Here are some questions to ask yourself:
 What should the audience think, feel, know or do as a result of my presentation?
 What do they need to see, hear, know, understand or experience in order to get there?
 What will help get my message across?
What should the audience think, feel, know or do as a result of your presentation?
Most people think that the purpose of their presentation is to give information. That is not the case.
Even if you are required to give reports on numbers, sales figures or even something like behaviour
guidelines, information alone is not enough. What is the point of the information? There is always a
point. Is it to keep track of the sales figures so new targets can be set if needed or problems
addressed? Is it to have people understand safety rules so they can help others in the case of an
emergency and save lives? The more you can understand the purpose of your information, the better
your presentation will be.
If you don’t know the answer to this question, how will you get them there? That’s like getting in your
car and driving without knowing your destination. All very well if it’s a Sunday and you have a whole
day to sight see, but not so good if you have a meeting that starts at a particular time. You have to
know the destination before you get in the car. You have to know the desired outcome of your
presentation before you start to design it.
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What do they need to see, hear, know, understand or experience in order to get there?
INFORMATION
Here is where you put down all the info, data, processes and experiences they need to have to
reach their (and your) goals. Most people don't know how or where to start. Try these steps.
Brainstorm
A brainstorm is always a great way to start this process. Write down everything you can think of
that your audience needs to know – don’t worry if it’s right or wrong just get it out of your brain
and onto your paper or computer (I always find my thoughts are clearer and better when I write
with a pen in a brainstorm) Maybe you also need to do some research on google or get copies
of reports, or pull together your data. This is where it all goes..
Sort
Next, you sort your info – what would they need to hear first? What order will make sense to
them?
Decide
Decide what is the most important information and take out anything that is not going to
support your message or achieve your goal. The major mistake most presenters make
(including me) is to leave too much in. Less is often more.
STRUCTURE
There are many approaches to structuring a presentation. The simplest is:
• Intro (tell the audience what you are going to say)
• Info (say it)
• Conclusion (tell them what you told them)
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Within that broad structure, you can do this:
• Intro
• Major Point 1
o Introduce it
o Explain it
o Conclude it
o Lead in to . . .
• Major Point 2
o Introduce it
o Explain it
o Conclude it
o Lead in to . . .
• Major point 3
o Introduce it
o Explain it
o Conclude it
o Lead in to . . .
• Conclusion.
Generally, don’t have more than three major points per presentation. All of them must support your
overall message.

STEP 2
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Get your message across  add texture
Texture is what adds life to a presentation – stories, anecdotes, slides, images, video clips, jokes
and quotes. Often the most powerful is where you share your own story that’s RELEVANT to your
info. There is an art to this and there are templates for how to do it, but suffice to say, if you share
something relevant that supports your info, your presentation will be all the more captivating.
For every new bit of information, think about a story, quote, image or anecdote you could use. You
won’t use all of them, but it will give you some great material to choose from. Your introduction or
opening and conclusion or closing should really pop – you may choose to ask powerful engaging
questions, use a quote or end on a powerful message or call to action.
Words of warning.
Slides
Most of us know that a reliance on slides does not work, and yet almost every presenter I see uses
far too many and then says, ‘I’m not going to read this’, and then reads it. If people needed to read
every slide and that was enough, they would not need you to present it. You could just give them a
handout and be done with it. Slide should SUPPORT your talk or presentation not run it. I often see
slides with twelve plus dot point listed – noone will ever remember them. Noone wants to read them
all and they don’t want to hear you read them out either. Find a way to make sense of your info in
bitesized chunks that are meaningful and digestible by your audience. Many presenters think they
do this, but they know their own info and don’t take into account that their audience doesn’t have the
same background and knowledge they do.
A slide should create interest, curiosity, gain attention or make sense of info, rather than just present
it in writing. Of course there are times when points are needed, but the more creative you can be, the
more enjoyable and impactful for your audience. Sometimes a picture or image can be so powerful
that the information that follows is much more meaningful.
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Words of warning continued. . .
Jokes
Great jokes can create rapport and a warm, enjoyable vibe and boost energy but they can also divide
or alienate an audience in a heartbeat. If your joke contains a putdown or dig at any group – be it
women, other races or religions for example – you risk alienating all those people instantly. I’ve seen
brilliant presenters that have had the audience eating out of their hands, only to lose instant rapport,
credibility and therefore results on a bad joke that they thought was hilarious. In my opinion, the best
jokes for presentations are those that do not denigrate or make fun of anyone.

STEP 2
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STEP 3.
CONNECT WITH
YOUR AUDIENCE
You might be thinking to yourself, ‘why should I connect with an audience? What does that even mean?
Shouldn’t I just be giving them the info they need? Imagine this: You are wanting to buy a new car.
You walk into a showroom and a sales person comes up to you and starts telling you all about the
features of the car you’re looking at. He talks at you for what seems like ages about every aspect of the
car – it’s mileage, tyres, suspension, extras. And it’s only $20,000, he says to you, smiling. Do you buy
it? Maybe you love the car and you do.
But what about this scenario: The salesman approaches you and asks how your day has been so far.
When you answer that it’s been stressful, he looks at you and you see he gets it. He doesn’t try to
change the subject or interrogate you. He says, I noticed you looking at the ,,,, are you wanting
something at the moment, or just checking things out? When you say you are looking but in no rush to
buy, he nods again and asks what you drive now and if you’ve been happy with it. Do you continue
talking to him? Maybe you do. In this highly artificial example, it could show that the second guy is
more connected with you. He is not rushing in with his own agenda, even though of course he would
love a sale.
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Presenting can be similar. You may not be selling a product. It may be a service, an idea, a new
perspective or an action you’d like the audience to take. You can rush right in and barrel over the top
o where people are at or you can take some time to connect with them, build some rapport and
connection. And this is what not only keeps people in their seats but open to your ideas, opinions and
requests. Even if you do barrel in with your info and they buy whatever it is, it is unlikely to be a long
term relationship.
Last year I went to an event where one of the world’s leading financial experts was speaking. Before
he came on, there were five presentations by other financial whizzes, all selling some sort of service
or training program. The first one came out. He whooped and clapped and asked the audience a
question. Before they had time to respond, he demanded at full speed, ‘Yes or Yes? Yes or yes?’ He
spoke for another 15 minutes and before he got off the stage, there were 200 people at the back of
the room signing up for his offering. The same thing happened with the next guy. And the same
phrase ‘Yes or Yes? Yes or Yes?’ It started to drive me crazy. It was like they were all cardboard
cutouts on speed. Somehow before the day ended one of them convinced me I needed his oferring,
and I too, was at the back of the room, signing on the dotted line. But within a week, I knew I would
not be continuing with his program. And I found out the refund rate was extremely high. The sad thing
about this is that it means not only losing customers but trust, credibility and a potential tribe of long
term loyal clients. Don’t sacrifice relationship and connection for a shortterm gain.
I’ve seen an eleven year old girl speak on stage in front of five thousand people and raise over $200,
000 in less than 15 minutes. How did she do it? Connection. Everyone in that room felt they knew
that little girl, her family, her struggles and her mission to help others. There was no ego, no pretence,
no force, no convincing. Just open, honest sharing. This is what’s possible when you can truly
connect.
So how do you create connection with an audience?
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Connect with you first
You can only really connect with an audience to the degree you can connect with yourself.
Know yourself
Why have you been asked to present or give this talk? Why are you doing it? What is your goal for
yourself in doing this? What is the benefit to you? What expertise or experience do you have that is
of value? What is your presentation style? The better you know yourself, the more you can choose
which areas to improve, what to highlight and focus on.
Value yourself
What do you value about yourself most? Your expertise, your personal qualities? Patience, kindness,
being direct, persistence, honesty, hardworking ethic, perceptiveness, positivity, optimism? For some
of you this will be the hardest component of this whole guide. You haven’t done this before. You feel
silly. You’ll just skip it and not worry about it. YOU MUST KNOW WHAT YOUR VALUE IS IF YOU
ARE TO OFFER IT TO OTHERS IN THE MOST IMPACTFUL WAY.
Be honest with yourself
This might sound obvious, but most people don't want to be genuinely them, because they are
always feeling that someone else is better. Be genuinely you  don’t pretend and don’t evade.
What are your weaknesses? What are you embarrassed about? Shameful of? Just be honest with
yourself. We all have them. Many people nervous about presenting have a notion of perfection they
are aiming for. What is that? Can it be defined? Usually not. Because it’s some ideal in their head
that keeps them from starting. Be effective not perfect and you will impact far more people. Who
would you rather learn from – someone who stands up on stage and acts perfect and has never
made a mistake, or someone who shares the mistakes they have made and are still making and what
they have learned that has helped them. Who do you trust more? We are all learning. There is no
such thing as perfection. So STOP CHASING IT.
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IBe vulnerable
Don’t feel you have to share how great you are, all your successes, that you know everything. That
becomes dull and unrealistic. And fake. If you have stuffed up and it’s relevant, share it. If you felt sad
about something and it’s relevant, share it. If you lost everything and it’s relevant, share it. Then you can
share the lessons that came out of those things. People will relate better to you.
One of the most powerful presntations I’ve ever witnessed was by a 27 year old male bricklayer, with a
betterthanmodel body and rugged good looks. We could see he was tough. We could see he was good
at what he did. But when he shared his darkest, saddest moments and allowed tears to come, that
changed people’s lives. That is the potential of being vulnerable. It gives others permission to feel how
they feel without judgement. And that is predominantly rare.
It’s also good to be able to say ‘I don’t know’. What a relief to not have to know everything. Some people
are terrified that in a presentation they will be asked a question they don’t know the answer to. How about
replying, ‘I don’t know the answer to that, but I’m sure I can find that out. . . ’
Be Transparent
I think this is one of the most powerful gifts a presenter can give. Being willing to be seen for all of who
they are – the great, the good the bad and the ugly.
Don’t aim to be right, to know the most, to be control of everyone. Just aim to serve the people in the
room the best way you can. Sometimes it will mean saying you don’t know that but you’ll find out for
them. Or that they may know more than you so you can ask them to share. Sometimes it will mean
admitting to doing something wrong. One of the presenters I admire most openly shares (only when it is
relevant) about robbing people, being in jail, living on the streets, being on drugs. H doesn’t hide it, evade
it or pretend it didn’t happen. He shares what it took to shift his life to a different place and this is what’s
powerful and transformative.
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Many of the top presenters in the world bypass this and yes they are confident on stage, yes they get
great results, yes they achieve sales and recognition, but they reach a ceiling. They present one side of
themselves. It’s one dimensional. They don’t want the audience to see their vulnerability, their ‘dark
emotions, their failure in an area of their life. And that’s because they are not being authentic AND THE
AUDIENCE KNOWS IT.
INot everyone reading this will be giving presentations where this is relevant at all. But the message is
clear. Don’t ever pretend to be something you’re not. Don’t evade. And don’t lie. If you don’t want to
answer something publicly, say I’m happy to discuss that in private, o “I’m not comfortable talking about
that yet. Or, I’m going to stick to the topic of xyz for now. Be open about not answering if you have to.
Again, this will not relate to many of you, but don’t forget this. It is going to make all the difference as
people come to expect a new level of real.
'"Who you are off stage is who you are on stage.” David TS Wood.
Don’t try to be someone on stage that is not authentically you. Noone will deeply benefit from that. It’s
disempowering to you. And it’s hard work. Just try to be the best person you can be warts and all in
your life and be that person on stage. If you are really uncomfortable with aspects of yourself or your life,
you can choose to work with a counsellor, therapist, life coach, or mentor. You can go online and search
Amazon.com or any large online bookstore and find books to read about your issue or embracing all of
who you are.
Who is in the room?
When I was in my early 20’s, I was invited to give a series of workshops to police officers in regional
NSW. They were going to high schools and giving road safety education to students but they were
traumatising the students. My role was to educate them on how to engage and educate the kids
constructively. I was working in Bathurst, Parkes, Orange, Dubbo and other rural areas. My style at the
time was very warm and consultative – I wanted everyone to like me and I was softly spoken and
friendly. I also wasn’t that confident. But I was excited about helping the police officers relate better
with and develop better relationships with the school students and schools.
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On the day of the workshop, I walked into the small room, to find twelve massive police officers sitting
slunken down in their seats with their arms crossed tight across their chests, staring at the floor, gun
holsters facing me. They were hostile, aggressive and hugely disrespectful. By morning tea time I was
in tears calling a friend for advice. Thank goodness she was there and reminded me of some of the
skills and qualities we had learned in a recent training program that I could bring into the situation and
that series of worships ended up being some of the best I’ve ever run.
The degree to which you understand your audience is the degree to which you can impact them.
Are they there because a boss ordered them to be? Are they likely to be confronted by or resistant to
your message? Are they scared? Aggressive? Do they have you on a pedestal and kook at you as a
perfect human being who does everything right (there’s only one way to go from here and that’s not up).

IIf you know your audience is highly resistant before you walk in, you can address it in your introduction.
Here’s a rather extreme example. “I know many of you are wondering why you’re here and you are
possibly thinking you would rather shave your head with a grater than sit and listen to me talk about ….
And I completely understand. So ….. (And then you can list some options or how you’ll try and make it
less painful, more beneficial for them).
If you know there are a mix of highly experienced people and beginners, you will need to find a way to
tailor your material to appeal to all of them, or again, to acknowledge it. People are more forgiving when
they know that you know what they are going through. There is a limit to how much of this I can put in a
short guide like this, but hopefully you get the gist.
Why are they there?
You must have an idea of what they are wanting to achieve AND you must meet their needs. Or if you
know you will not be meeting their needs, you must tell them.
You may also have your own agenda. I always have my own agenda, no matter who I’m presenting to
or what I’m presenting on and it’s this: I want to leave people in a better place when they leave than
when they walked in. Maybe one or more of: More inspired. More skilled up. More fired up. More
content.
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But if I only meet my own agenda and not theirs, I’ve done them and myself a disservice. We can do
both. For example, a team may think they just want to know about the latest figures. But what do those
figures mean for the company and more importantly for their lives? What is the impact? How could they
feel more inspired to contribute more and feel more fulfilled? Maybe a brainstorm session is needed.
Perhaps, they need to share their experiences. We must be always willing to go where necessary to
meet their needs.
f we know we are not going to be able to meet their needs, we must be upfront about it.
Once I said to a group of IT professionals, at the beginning of a training day, ‘What do you want to get
out of this workshop?’ I got a full range or responses to write up, including: more confident, able to
speak in plain English so everyone understands me, keep to time better, structure my talks better. And
then one guy said, ‘I want to be able to tell the best jokes in the company.’ He was serious. I didn’t
want him to walk out thinking he didn’t get what he was there for, so I said. ‘We will be covering the first
12 items. As far as telling the best jokes in the world, I can’t promise I’ll be covering what’s needed to
achieve that, but I will cover off some tips for joke telling and if you come and see me at the end, I’ll give
you some resources that can help you get closer to that goal…And then you can come and test them
out on us!’
Handle them well
You are not the dictator at the front of the room but you do need to be the leader. If someone puts their
hand up to ask a question and talks for 20 minutes, you need to know how to manage it. If someone is
openly hostile and aggressive and you cannot get them to cease their behaviour you need to know what
you will do and what your options are.
If everyone is talking, you need to bring them back in a way that doesn’t make them feel like school kids
being shushed.
This is where skills and practice come in handy. More on this shortly too.
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GO WITH THE FLOW
“If it can go wrong, it will go wrong.”
Murphy’s Law
Don’t ever aim to do a perfect presentation; try to do an effective one, an inspiring one, an
imapctful one. An informative one. But never a perfect one. That is a setup for failure or disaster.
Much better to know how to handle the unexpected and decide how you will react from a choice of
options. Which include:
• Ignore
• Acknowledge
• Teach
Acknowledge
Sometimes it’s important to acknowledge what’s happening. Let’s say everyone starts arguing
about a point you are making. You could say. I realise you don’t all agree with that statement, but
for the purposes of this exercise, I’m asking you to try it on so you can….
OR, ‘There you go; I have just demonstrated the perfect way NOT to do something!’
OR ‘Wow, I just made a really big mistake – and that just goes to show, you can make really big
mistakes in this business/life/ and STILL be successful!’

STEP 4
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Another great way to handle something going wrong is to be honest about your reaction and even
follow it with a question. For example, ‘That jackhammering outside really gave me a bit of a jolt and
I’ve lost my place. I was already nervous before I started talking today and this has ramped it up a
few notches. How many of you have also ever felt nervous talking in front of a group?’ And that can
buy you a bit of time to get yourself together.
Of course what you say will depend on your style and the content of your presentation and I go into a
lot more detail about this in my twoday workshops.
Teach
One of the best ways to use a mistake is to teach from it. This requires flexibility and quick thinking,
both of which can be developed by training and practice.
In a personal development seminar, my slide projector practically blew up and stopped working. I was
shocked for a second, but I said, ‘Wow, isn’t this just like life? We go along with everything planned
and something goes wrong. How many of you have ever had something happen that you didn’t expect
and it threw your plans out the window? How did you react? Turn to your partner and discuss all the
types of reactions you have had to things going wrong.’
And we had a wonderful conversation about all the ways we let one event or moment derail us. And
then we created a strategy so they had some options the next time something went wrong.
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I could have reacted by freaking out and saying I can’t continue, we will have to postpone. I could have
spent time trying to get another projector. I could have apologised and told them that they will now
miss out on the best slides in the history of the world. Or I could have did what I did and USE it.
People can learn from you no matter what you are doing. I’ve often been grateful for a mistake as it
helped me help the group in ways I never anticipated.
Expect the unexpected. Don’t freak out. Just take a breath and decide how you will respond. You will
never need to be nervous about making a mistake again! How liberating. Then you can feel more
comfortable. And enjoy yourself more. And the audience will enjoy you more too!
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STEP 5.
RECEIVE AND GIVE
YOURSELF FEEDBACK

Feedback is the best way to learn. But most people just give themselves a litany of failures when
they get off stage or when they sit back down.
• I’m such an idiot
• I forgot to say…
• That was so boring
• I’m really hopeless at speaking to groups
• I didn’t do……
• I didn’t know how to handle . . . .
• That was really bad
• I’m sure they hated it
• They’ll think I’m hopeless
• I’ll never get that client/promotion/business/recognition now.
Any of this sound familiar? It’s not helpful to you AT ALL (notice caps). It will make you feel bad,
unempowered and it will not help you improve.

STEP 4
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Here are the ONLY TWO bits of feedback you should be after when you finish your presentation.
1. What one thing did I do well?
2. What one thing could I improve for next time?
And STOP there. Do not go into a litany of everything you did wrong. Just aim to improve one thing at
a time. That is empowering. And practical.
IIf you have a friend you admire and trust in the audience, ask them to give you those two bits of
feedback in that format and no other way. Otherwise they end up saying things like, ‘You were great!
I loved it!’ Which is great but not specific enough. OR they think they are doing you a service by
telling you every tiny thing you did wrong.
‘You went over time and people were bored. That joke fell flat. You could have told more stories and
you had too many slides. Also, you looked too serious and when your papers all fell on the floor you
really lost the plot.’
(I’ve been guilty of giving everyone including myself way too much feedback. It’s overwhelming).
Really take in what you did well. Allow yourself to feel proud of it. It’s key to improving. And do that
again next time. And then choose the one thing you’ll focus on doing differently and do that.
You may choose to form a mastermind group and practice together, you may find a mentor or coach,
or do a training program where you can practice these skills in a safe and enjoyable environment.
There are many great courses around these days. Whatever you do, appreciate that like any skill, it
takes time and practice. And it gets more comfortable and more fun as you go.

5 STEPS TO FEARLESS
PRESENTATIONS

REPEAT

REPEAT AD INFINITUM!

Did you ever see the movie, 'The King’s Speech’ with Colin Firth?
He played King George the Sixth, whose worst fear was to give a speech in public. Can you
imagine if he had not been able to overcome his speech impediment? He never would have
become a great leader and ‘speak for the people’ as he put it.
What if you decide not to overcome your limitations and fears? Who will be impacted? Not just you,
but others whose lives you have the potential to impact. This is a learning process. Embrace it. As
you develop yourself as a person, you develop yourself as a speaker and presenter.
I hope this brief guide has been a help to you. Feel free to sit with it to help you plan your next
presentation and then use it to review once you’ve written it out.
At various times in the year, I run halfday and twoday workshops. To find out if there are any on in
your area, please go to www.fearlessspeaking.com.au.
Enjoy your journey and good luck!
Warmly,
Justine Armstrong.

