
BE PRESENT… The first thing they want 
from you is you.
1. Ground yourself—sense your feet on the floor.
2. Be fully in your body.
3. Feel the energy in your lower belly—your center  

of gravity.
4. Let the energy move you and move through you.

BE YOU… If they don’t buy you, they  
don’t buy.
5. Instead of speech, presentation or performance—

think conversation.
6. Use natural language. Stay away from stiff or formal.
7. Let them see you as you really are.
8. Forget about having to speak like anyone else. This is 

your show.
9. Make your voice, gestures and facial expression 

match your content. Audiences sniff out phoniness 
and when they find it, they tune out. 

BE WITH THEM… So they like you enough 
to say “yes.”
10.  Make full-frontal eye contact with the individuals in 

your audience.
11.  Talk to the people, not to your slides.
12.  Remember to smile once in awhile.
13.  No lectern, no table—no barrier between you  

and them.
14.  Use “we”—make yourself part of the group.
15.  Use names if you know them. Each person you 

mention becomes a proxy for everyone else; they all 
feel the connection.

16. If you don’t know names, learn some.
17.  Get out of your head and into theirs. Drop  

self-consciousness.
18.  Know when—and how—to use audience interaction.
19.  Refer to shared experiences.
20.  If there’s an elephant in the room, pet it. When 

weird things happen, acknowledge them. They 
become part of the shared experience.
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BE IN COMMAND… So they respect you, 
believe you and buy from you.
21. When you take your place at the front of the room, 

own it.
22.  Plant yourself, pause, then start to speak.
23.  Take up space. Use open, expansive postures  

and gestures.
24.  Take your time. Don’t rush. Make them hang on 

every word.
25.  Imagine yourself as the captain of this ship.

BE INTENTIONAL… States are contagious; 
use your energy to shape theirs.
26.  Move with purpose. As if you own the stage.  

(You do.)
27.  No swaying or shuffling.
28.  Sometimes stillness is very powerful.
29.  Use gestures that convey meaning.
30.  Avoid the aimless energy spillers (fiddling with 

jewelry or a clicker, tapping, touching your face  
or hair).

BE HEARD… So they say, “Wow, I want 
that!” instead of “Oh, that’s nice.”
31.  Speak from your core; breathe fully to support  

the sound.
32.  Pause to give your words weight. The pause is the 

“white space” that lets your meaning sink in.
33.  Those moments of silence convey confidence, 

comfort and command.
34.  You know those people? Who say everything as if it’s 

a question? They  never put a period on a sentence? 
And they sound like they don’t know what they’re 
talking about? Don’t be one of those.

BE THE EXPERT… People want to do 
business with the expert.
35. You do know what you’re talking about. Don’t be 

shy about sharing that.
36.  Give them solid information; it will make them  

want more.
37.  Talk about the results you’ve created and make 

those stories vivid.

BE A LEADER… So they follow up with you. 
Hire you. Refer you.
38. Full-frontal eye contact conveys command as well  

as connection.
39. Tell your audience what you want them to do. They 

can’t follow if you don’t lead.
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