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Happy New Year to you all!

“Out with the old and in with the new.” A reflection of our ‘throwaway society’ or a positive approach to ‘what’s possible’ as we look forward?
There’s always a new way of looking at things. There’s also a lot to be learnt from experience.

This is our 20th newsletter so we thought we’d recall some of the favourite stories, articles and quotes from previous issues. 

And in looking over the last 5 years, we’ve seen in reality that the things that matter rarely change! 

We’ve certainly got a little bit older, and hopefully a little bit wiser! And importantly we’ve had the pleasure of working with a lot of great people in 16 different countries.

We’ve an even clearer idea of what our strengths are and we understand what we need to improve so we can be certain to go on providing first class training that meets the market’s needs.

Our hopes for the coming year?  

To help our clients ‘deliver their best’ – a goal we feel worth aiming for in every avenue of life. 

Do let us know how we can help you.

Barry Graham and Sally Clare

Now for a look back over 5 years of Speakers’ Corner newsletters. You’ll find them in full on our website: speakersco.co.uk
Story of the Month [Jan 02]

Sometimes we are influenced by the expectations of others in a way that undermines our own judgement. This story may help throw light on the problem and offer a solution.


Many years ago, the Great Zumbrati had just completed a perilous tightrope walk over the Niagara Falls. It was a blustery day and he was very glad when he stepped safely onto the side. He was met by a crowd of well-wishers.  

One man holding a wheelbarrow said: ‘That was wonderful! You are a master!’

The Great Zumbrati thanked him and said that the weather had made the crossing very difficult.  ‘Nonsense’ said the man. ‘I bet you could walk back across pushing this wheelbarrow.’

‘Conditions are too bad,’ said Zumbrati

But the man wouldn't stop pestering.

‘I am certain you can do it,’ he insisted

‘OK,’ said Zumbrati at last. ‘Get in the wheelbarrow.’

	‘Don’t wait for the light at the end of the tunnel. Stride down there and light the bloody thing yourself.’

 Sara Henderson


Messenger [July 03]
‘Don’t give a speech. Put on a show.’

Paul Arden formerly creative chief of Saatchi’s  - [one of his lines was: 

‘the car in front is a Toyota’] - has a book out called -  ‘It’s not how good you are, it’s how good you want to be’ – a bargain at £4.95. 

It’s full of lots of amusing and telling stories and sound advice on getting on in life and in particular the ad business.  One example from many is ‘Your vision of where you want to be is the greatest asset you have. Without having a goal it’s difficult to score.’

We like his chapter on ‘Don’t give a speech – put on a show’. He emphasises – “words aren’t the priority. In a song, we remember first the melody and then we learn the words.”

We can only help people to remember by ‘painting them a picture’ with our stories and message. The more strikingly visual your presentation is, the more people will remember it. And more importantly they will remember you.

As the messenger, it’s your responsibility to leave the audience ‘humming your tune’.

	‘To be successful, keep looking tanned, live in an elegant building (even if you’re in the cellar), be seen in smart restaurants (even if you only nurse one drink) and if you borrow, borrow big.’  Aristotle


	‘If you want a hamster, start out by asking for a pony.’ Jenny - aged 6 

                                 [from the Internet]               


Medium  [April 05]

The Internet – 9 secs & counting! 

We recently trained a group of internet media people and got a better understanding of the power of this medium to reach key target groups, to be accountable, to complement other media, not to mention its cost effectiveness and time responsiveness. No wonder it has already overtaken both cinema and radio advertising in the UK billings table.

It was also highlighted, that people don’t stay on websites if they don’t quickly find the benefit. In fact a time of 3-9 seconds was mentioned as the limit before they click off. 

It’s like any other communication, the receiver is more important than the sender – they’re in control – so if you want your audience to receive your message, show them the benefit up front of listening to you.

	‘Success is overcoming the fear of being unsuccessful’   Paul Sweeney




Messenger [April 2005]

Pitching

In our October 2004 newsletter we mentioned Patrick, a TV animation film producer who wanted to learn how to sell to Hollywood in 3 minutes [they switch off after that].

This ‘pitch’ time is getting even shorter. John Travolta in his latest movie ‘Be Cool’, said you have 25 words [or you’re dead!]

Now the subject is so big there’s a website dedicated to it. [www.moviepitch.com]

Here are some of their pitching tips which we think are appropriate for anyone selling an idea or proposal.

1. Be clear, be brief, be enthusiastic.

2. Go into detail only if prompted.

3. Make sure your idea is fresh and different, but not too different.

4. Have a back-up idea just in case.

5. If your audience falls asleep mid-pitch, just leave quietly!

	‘To be number 1 you must train like you’re number two.’

                              Maurice Greene


Medium [Jan 03]

‘Short speeches. No politicians. 

No Powerpoint’ was the tempting offer contained in a business conference flyer we received last week. Intrigued, we called the organisers to find out if it was true. 

No speeches over 20 minutes, [they were even working to reduce that] and definitely no powerpoint.

At last year’s conference, the futurist, Charles Handy, had used a graffiti spray can to put across his ideas.

 What a great start to the 2003 business conference season – organisers who want their speakers to engage with their audience and encourage interaction, because you can’t have a discussion with a slide.

Powerpoint isn’t going to fade away - it’s on 250 million computers worldwide. But we must stop hiding behind a powerpoint presentation. 

It needs to be used intelligently, imaginatively and as little as

possible.

	‘The only space worth buying is inside someone’s head.’ 

                           John Hegarty, BBH 


Story of the Month [April 03]

‘The Music is Within Us’ 

In the 1800's Paganini was an emerging violinist and composer. His dream was to play to a packed opera house in which the audience would jump to its feet with an ovation.

Then that evening came. It was time for his solo. But as the musician began to draw his bow, he felt this terror and sickness in his stomach because he realised that he had grabbed the wrong violin, a far inferior one.

And then deep inside himself he heard: "Play with what you've got."

So he drew back his bow and he began to play. And he asked that even in this instrument, something might happen that would make a difference for the gift of music.

As Paganini maximised what he had, the audience rose to ovation after ovation after ovation. He later said:
"Before tonight, I always thought the music came from my violin. Tonight I realised the music comes from me." 

To succeed we need to maximise the strengths that we have. 

Remember - the music is within us.
	‘Don't be afraid to go out on the limb, that's where the best fruit is.’
Anon


Message

‘We all live by selling’.

We tell our delegates this early on in all our workshops. And the response we always receive is: ‘But how do you sell something you don’t believe in?’

Most of you will know our love of quotes. So with no further ado, let us quote from three very different personalities.

1. Leo Burnett, Agency Founder said: ‘If you have the facts on your side and honest conviction in your heart, you rarely lose by fighting for your idea all the way.’

2. Cavett Roberts, Founder of the American National Speakers’ Association said: ‘The most persuasive person in the world, is the man or woman who has total belief in an idea, product or service ‘ 

3. George Foreman, Ex -World Heavyweight Boxing Champion said: ‘Everybody should know how to sell. The trick is to learn to love what you’re selling.’ 

Need we say more!

	‘Never, ever make a presentation that doesn’t matter’   Tony Carlisle


Messenger [Oct 03]
Building credibility

Like others who frequently travel, the issues are all the same – across continent, across country. Wherever we are, the same question is asked: ‘How can we build our credibility?’ 

Credibility is based on four key elements.

Caring  - Showing care for your audience is more important than anything else. If you show you care for them they will start to believe you.

Enthusiasm - Audience studies show we view enthusiastic speakers as much more believable than less enthusiastic but more knowledgeable people.

Staying Focused - We believe people more who deliver a single message. You are more credible when you deliver less material so aim to deliver ‘depth’ not ‘breadth’.

Knowledge – Audiences rely on two factors to determine what they think about our knowledge. The first is your personality and how you communicate. The second is your perceived ‘status’ or ‘authority. 

Are you seen as an expert? Do you project the necessary authority to make people believe you?
	‘There’s a road from the eye to the heart that does not go through the intellect.’       Gilbert K Chesterton


Messenger [Apr 01]

Voice

Your greatest tool as a speaker is your voice.  Every time you address an audience your mind, your body and your voice act as partners in your effort to communicate with your listeners.

One of your goals as a speaker should be to develop a voice that is:

· pleasant, conveying a sense of warmth;

· natural, reflecting your true personality and sincerity;

· dynamic, giving the impression of force and strength – even when it isn’t especially loud;

· expressive, portraying various shades of meaning and never sounding monotonous or without emotion; and  
· easily heard, thanks to proper volume and clear articulation.
	‘It’s the things that push you the most that help you the most.’  

Jim Loehr, performance coach


The Medium [April 01]

A presentation is like a poster beside  a busy road.  It has to communicate one clear, bold message, and it has to do it first time.

1) Less is better. Use a few, well conceived visuals that are memorable rather than many ordinary boring charts or slides.

2) Keep the number of words per visual to a minimum. Use headlines only.  

3) Use colour to highlight key points

 [max of 3 per slide].

4) Explain exactly what each visual means so the audience doesn’t have to guess.  

5) When possible use your hand to point to visuals.  Most speakers misuse pointers, especially the retractable types. (Have you seen a speaker with a retractable pointer who didn’t play with it at least once?).
	‘We are not won by arguments that we can analyse but by tone and temper, by the manner which is man himself.’  Samuel Butler


Message [April 03]

‘How to get your message across’

‘Losing a war of words’ was the headline in a recent Times article.

It contrasted the various speaking styles of Bush, Blair, Saddam and General Tommy Franks.

It gave us all some solid advice on getting our message over:

1. Make specific references to your audience as individuals – and also yourself.

2. Make your speech highly focused, with just one message.

3. Rehearse and don’t read notes.

4. Deliver your speech as if you were talking to a friend.

5. Forget any advice you were ever given about body language – be yourself and act naturally. 

6. Say only what you believe in and speak from the heart.

	 ‘In the small matters trust your mind, in the large ones, the heart.’                                                                                                                                                                                                       Sigmund Freud            


On a lighter note

Twenty mental patients being transported to a hospital in Zimbabwe, escaped when their bus driver stopped off for a drink. Unable to round up the patients, the driver offered free rides to 20 sane people. 

He drove them to the hospital and passed them off as the original patients. When the passengers protested, he told hospital officials they were ‘excitable’ and prone to bizarre fantasies. 

They finally convinced doctors they were telling the truth three days later.

	Presidential Sayings

When written in Chinese, the word ‘crisis’ is composed of two characters. One represents danger, and the other represents opportunity.’   John F. Kennedy


Story of the month [July 01]

The following story is attributed to Ronald Reagan who used it in a speech to illustrate that people are not always grateful for their blessings. It certainly passes the test of being funny, entertaining and memorable.

A travelling salesman was once staying overnight with a farm family. When the family sat down to eat, there was a pig in a chair at the table. The pig had three medals hanging around its neck and a wooden leg. The salesman said “Um, I see the pig is having dinner with you,”

“Yep” said the farmer, “that’s because he’s a very special pig.”

“You see those medals around his neck? We’ll, the first medal is from when our baby son fell in the pond and was drowning and the pig dived in and saved his life. The second medal, that’s from when our little daughter was trapped in a burning barn, and that pig ran inside, carried her out and saved her life. And the third medal, that’s from when our oldest boy was cornered in the stockyard by a mean bull, and that pig ran under the fence, bit the bull’s tail and saved the boy’s life.”

“Yes” said the salesman, “I can see why you let the pig sit right at the table and have dinner with you. And I can see why you awarded him the medals. But how did he get the wooden leg?”

“ Well”, said the farmer, “ a pig like that – you don’t eat him all at once.”

Message  [Jan 02]

Advice on writing a presentation

The key to writing engaging speeches is to express old ideas in new ways. Say you wanted to compose a speech expressing how important it is to adopt change with good grace.  How can you make the idea immediate and palatable?  

Well take this quotation from Tim Melville Ross, a former DG of the Institute of Directors. He said: ‘Over the years I learnt there are two types of people – the ‘radiators’ and ‘drains’. Radiators give themselves with enthusiasm to any project, whereas drains consume energy with negativity and moaning. Surround yourself with the former and you will succeed.’

By using a colourful analogy like this, you give substance to your thoughts.  The image of a drain reflects how dealing with difficult people can drag a company down. The radiator is a persuasive example of something that invigorates everything around it. Suddenly the importance of a good attitude in the workplace becomes clear.

Whenever you sit down to write a speech search for striking images to bring your text to life. Complex ideas are more easily understood and remembered when related to something we have experience of.
	Whistler, the C19th artist and wit, was asked, ‘For two day’s labour you ask 200 guineas?’ Whistler retorted: ‘No, I ask it for the knowledge of a lifetime.’ 


Message [Apr 04]
Helping Business Win Business

We often work with companies who need to sharpen their focus and content for a particular new business presentation.

Our overall advice is always the same. If they’re offering you an hour slot, talk for no longer than 30 minutes and leave the remaining time for questions and discussion.

Good ideas are frequently not sold well because they become drowned in a sea of information overload.

We were pleased to receive an 

e-mail from one client who had just made a new business presentation which we had worked on together.

“The meeting went well. They loved the fact that the presentation didn’t drag on.”

Remember KISS – keep it short and simple – it never fails. 
	 ‘If you don’t like change, you’re going to like irrelevance even less.’

General Eric Shineski –

Chief of Staff US Army


Messenger [Apr 04] 

Two eyes, two ears, one mouth

No we haven’t moved into the health business, but would like to remind you of this anatomical truth!

The human being was designed this way for a very good reason – just spending twice as much of your time and energy on listening and looking will show your audience that you have your priorities in the right order. 

Showing that you respect their input, that their response is important to you and that you have the flexibility to fine tune your message.

It doesn’t matter who’s communicating with whom – those who remember they have only one mouth but two ears and two eyes, tend to be the better communicator.

So keep your ears and eyes open and think before you open your mouth!

	John Wesley, the C18th Methodist Preacher was asked how he got people to come and listen to him. 

’I light myself on fire and people come to watch me burn.’


Message [Oct 04]

“The phrase that pays”.

Doug Stevenson, an American speaker and author of “Never be boring again’, says all presentations should aim to leave their audience with a single message which sums up the essence of their argument. He calls it: ‘the phrase that pays’.

He alludes to the great advertising campaigns like Avis, ‘We try harder’ as an example of the ‘phrase that pays’. We know that most audiences at best will remember only one or two points of your presentation so why not make it easy for them by using a catchy phrase. 

We have never forgotten a charity delegate who was making a plea for more inner city parks for children to play in, who powerfully finished her presentation by saying: “What would you rather have, a battery-fed kid or a free-range kid?”

That was 6 years ago – we’ve never forgotten it. That’s the power of a ‘phrase that pays.’

	‘There are three kinds of people in the world; those who make things happen; those who watch things happen; and those who wonder what happened.’

                                        Jack Welch 

                   ex-CEO General Electric


Medium [Jan 05]

“Don’t give your audience an excuse to ignore your message.”

Brendan Barnes, CEO of the London Business Forum, has strong views on ‘Powerpoint’ and ‘being different’.

Banish Powerpoint – avoid it like the plague. It’s like watching bad TV.  Powerpoint stops presenters speaking directly to their audience and in so doing, their message is lost.

Be different by giving your audience a new experience. Recently, the Forum seated their audience among an orchestra - an extraordinary experience that gave an added dimension to the message.

You may not be able to do this, but you can make your presentations different and more compelling.

	‘Never let the 5% that’s wrong, outweigh the 95% that’s right.’

                        Michael Ashby-Arnold


Messenger [Oct 05]

Sell your work with vigour!

Steve Harrison, Creative Director of Harrison, Troughton, Wunderman, created some controversy in his recent article in Campaign [19.8.05] ‘Why clients buy so much bad work’. 

His main point was that “clients have a natural tendency toward the mediocre. It’s up to agencies to help them choose outstanding work.” 

Whether you agree with this or not, most agencies want to be able to sell their clients their best creative ideas.

All our delegates who have been on our ‘Selling Creative Work’ workshop will remember our old agency adage: ‘Good work doesn’t sell itself.’ 

Steve Harrison re-inforced this. He suggested 10 Golden Rules to convince your clients to buy good work from No 1. Stop selling bad work to No 10. Be honest.

We particularly liked his No 6. Give them all the help they need to sell it on through their organisation. As he added, if you don’t, expect to fail.

	‘Anyone can make the simple complicated. Creativity is making the complicated simple.’ 

                                Charles Mingus


10 Startling Facts [Jan 05]

Startling facts are another great way of grabbing your audience’s attention 

1. 30,000 people die every day from poverty. 

2. Brazil has more Avon ladies than members of its armed services.

3. More people can identify the golden arches of McDonalds than the Christian cross.

4. Nearly 26 million voted in the 2001 British General Election. More than 32 million voted for the first series of Pop Idol.

5. Ten languages die every year.

6. 70% of the world’s population have never made a phone call.

7. 93% of EU companies employ less than 20 people.

8.In 1990 the average age of video gamers was 18; now it is 29. 

9. Every cow in the European Union is subsidised by 2 euros a day. That’s more than what 75% of Africans have to live on.

10. In China, more houses now have DVD players than hot and cold running water: the electricity is easier to install. 

	‘A positive attitude may not solve all your problems, but it will annoy enough people to make it worth the effort.’                       Herm Albright


Messenger [Oct 05]

Staying tuned or not

It’s a biological fact that we speak and listen at totally different speeds.

We speak at about 120 -150 words a minute but the brain can easily process 500 words a minute leaving plenty of time for mental fidgeting – what an opportunity to switch off!

So if a speaker is the least bit complex and confusing, boring or worse still patronising, it takes a heroic effort on the part of the audience to stay tuned in.

We’re not suggesting you speed up your delivery, [we know that this switches off your audience], but do make sure you’re ‘telling a good tale’ and not ‘delivering dull detail’.
Story of the Month [Apr 02]

There is the story of two men who were out chopping wood. One man worked hard all day, took no breaks and only had a brief lunch. The other chopper took several breaks in the day and a short nap at lunch. 

At the end of the day the woodsman who had taken no breaks was quite disturbed to see that the other chopper had cut more wood than he had. 

He said ‘I don’t understand. Every time I looked around, you were sitting down, yet you cut more wood than I did.’

His companion asked, ‘Did you also notice that while I was sitting down, I was sharpening my axe?’

Comedy – a funny way of being serious [Oct 02]

The ability to raise a laugh in a business presentation can enhance your reputation and make your content far more digestible. You don’t actually need to be very ambitious to produce good results. An appropriate quotation will amuse and, as someone once said, ‘Laughter is the jam on the toast of life.  It adds flavour, keeps it from being too dry, and makes it easier to swallow.’

If you’re nervous and you need to settle your palpitating kneecaps, remind the audience of what Sir George Jessell said, ‘The human brain starts working the moment you are born and never stops until you stand up to speak in public.’ Or take a line from Dorothy Parker, ‘I always have a quotation for everything. It saves original thinking’. 

Bob Monkhouse has observed that people laugh much harder if the joke is made by an important person, or by someone who the audience is familiar with. 

You could attribute the Dorothy Parker quotation to a sharp businesswoman in the audience, or the George Jessell joke to your MD. 

A laugh generates goodwill and bear in mind what Walt Disney once said: ‘People spend money when and where they feel good.’

	Actionable Quotes

‘Laughter is the shortest distance between 2 people.”  Anon

As a media director friend of ours always says: “Put a smile on your audience’s face in the first minute.’



Barry Graham and Sally Clare
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One-to-one Training
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Imagine – a story  [Jul 03]
Imagine there is a bank that credits your account each morning with £86,400 or 129.600 euros.

It carries over no balance from day to day. 

Every evening it deletes whatever part of the balance you failed to use during the day. 

What would you do? 

Draw out every penny, of course!

Each of us has such a bank account - its name is TIME. 

Every morning it credits you with 86,400 seconds. 

Every night it writes off as lost, whatever you failed to invest to good purpose.

It carries no balance. It allows no overdraft. 

Each day it opens a new account for you. 

Each night it burns the remains of the day. 

If you fail to use the day’s deposits, the loss is yours. There is no going back – no drawing against tomorrow. 

You live in the present on today’s deposits. Invest it so as to get from it the upmost in health, happiness and success. 

The clock is running. Make the most of today.

To realise the value of ONE YEAR, ask a student who failed an exam.

To realise the value of ONE MONTH, ask a mother who gave birth to a premature baby.

To realise the value of ONE DAY, ask a daily wage labourer with a family to feed.

To realise the value of ONE HOUR, ask the lovers who are waiting to meet.

To realise the value of ONE MINUTE, ask a person who missed the train.

To realise the value of ONE SECOND, ask a person who 

just avoided an accident.

To realise the value of ONE MILLISECOND, ask the person who won the silver medal at the Olympics.

Treasure every moment you have.

Treasure it more because you shared it with someone – someone special enough to spend your TIME with.

Remember, TIME waits for no one.

Yesterday is History.

Tomorrow is Mystery.

Today is a gift – 

that’s why it’s called the Present!

HAVE A GREAT DAY! 

