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“A week. Aware.”

The first weekend in July saw the Live8 concerts. They helped create a new level of awareness in the issues that the G8 meeting would be discussing and in particular the state of Africa with the plea to ‘Make Poverty History’.  The concerts spearheaded a massive campaign to highlight the impact of climate change, world health and education on the world economy. The media helped to make the case. We got a result .The G8 members took action and made significant pledges.

Midweek, London won the bid for the 2012 Olympics. Very much the number 2 choice, London put the best case forward on the day for a games that would focus on providing a future legacy for the world’s youth.

On Thursday July 7, there were a series of bomb explosions in London. No one has yet claimed responsibility, but whoever was, has not made their case. Awareness has certainly been raised, but an awareness that violence will not win.

The week ended with a celebration to mark the end of World War II. Thousands of people filled the streets of London. People were aware of the debt they owed the wartime generation that had won the war and wanted to say: “Thank you.” 
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	 "Success is not final, failure is not fatal: it is the courage to continue that counts."          Winston Churchill


Message 

“If”

This year was the 119th Wimbledon Tennis Championships and we were reminded of Rudyard Kipling’s famous poem ‘If’. Two of its lines are inscribed over the player’s entrance:

“If you can meet with Triumph and Disaster And treat those two impostors just the same;”

We saw the power of passion, conviction, character and attitude helping lower ranked players beat the seeded ones. 

It reminded us of a Russian delegate in June who said: “you’ve got to be brave in making presentations and show your passion and belief.”

The poem first appeared in1909, but is a remarkable blueprint for personal integrity, behaviour and self-development today. [ see p 4]

Message 

“Favourite Quotes.” 

One of our favourite quotes is from John Hegarty, founder of BBH who said: “ the only space worth buying is the space inside someone’s head.” 

It’s pithy, graphic and sums up how we feel about what a good presenter needs to do.

A new website: www.coolquotes.com is a good source for original quotes.

Messenger

Selling on the telephone

There’s a definite increase in the number of ideas and proposals sent to clients via email with a phone call or conference call to follow-up.

It’s quite normal not to know what’s going on in the client’s mind, but usually you’re facing them and if you’re lucky, their body language will be giving you some clues as to what they’re thinking! 

But what do you do when you can’t see them? Here’s our advice:

1. Stand up – you come over more authoritatively and it keeps you on your toes!

2. Positively make your voice sound interested and committed.  

3. Think of how you can engage the client before you start the real business of selling.

4. Work out your strategy. They may have seen the proposal but they don’t know your detailed thinking. 

5. Think of ways to get inside their heads. Create word pictures to bring your recommendations alive. 

6. You need them to be involved in your idea – they need to be feeling it and taking ownership.

7. Get a colleague to close their eyes while you rehearse to them.

Like any other negotiation, the time you spend working out your best tactics will pay dividends.

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


	“Working on the train rather than in the office improved creativity & strategic thinking significantly.” 

           Cranfield School of Management


Message

The Big Issue

On the way to a London workshop we bought a copy of ‘The Big Issue’. This is a weekly magazine that helps the homeless and unemployed become self-sufficient through selling the magazine.

The vendors are trained to be pleasant, think of their audience. They’re also told to take pride in what they sell - to believe in it. 

In selling the magazine they’re helped to build their self-esteem and their self-confidence. Our vendor thanked us for buying a copy and wished us ‘a good day’.

We used ‘The Big Issue’ as an ideal prop to open our workshop and to focus our delegates’ attention on the ‘big issue’ of their presentation.

The Big Issue magazine is totally focused on its purpose and editorial. Are you with your presentations?

The sellers of the magazine are totally focused on their purpose and the future. Are you as the presenter?

	“Twenty years from now you will be more disappointed by the things you didn’t do than by the ones you did. So sail away from the safe harbour and catch the winds. Explore. Dream. Discover.”              Mark Twain                                         


	STOP PRESS: Business Grants of up to £1,000 available for UK training & development. If you’d like to know more call us on: 020 7240 2155


Messenger

Language: it’s not just words 
Don’t just use words to deliver your message. What about the vocal, physical and emotional aspects?  

Vocal is the sound of your presentation – the rhythm, tempo, volume, inflection, and silence. A silence isn’t just a chance for you to catch breath and your audience to catch up. It’s a chance for them to ‘experience’ the moment

Physical is what your audience sees – your behaviour and non-verbal clues - your energy. The actor Michael Caine said: “You must show what you feel before you speak.”

Emotional language is your feelings and reactions. When we communicate an idea that really means something to us, we communicate how we ‘feel’ about it. 

When we can communicate all of this to our audience, we are more likely to convince and persuade.  

That’s why we encourage our delegates to remember how they ‘felt’ when came up with the idea. To communicate the excitement of their ‘eureka moment’!

	“Believe your beliefs and doubt your doubts” F.F. Bosworth




Thought of the Month

Why should they listen?
Tony Benn, considered one of the best political orators of the 20th century, described what in his opinion makes a good speaker.

He said: “Does the person have knowledge? Do they show belief? Do they have passion? Are they consistent, because consistency leads to trust?”  He said: “There’s a time and a place when the most surprising people can become great speakers especially if they claim personal experience”. 

He went on: “We don’t need to agree with everything a speaker is saying, but if they use signposts to give clear direction, we will listen more.” 

He added: ”Don’t listen to people who use weathercocks to direct their speeches, because they have no opinions of their own until the weather has changed!”
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'if' by rudyard kipling

1. 

If you can keep your head when all about you
Are losing theirs and blaming it on you,
If you can trust yourself when all men doubt you,
But make allowance for their doubting too;
If you can wait and not be tired by waiting,
Or being lied about, don't deal in lies,
Or being hated, don't give way to hating,
And yet don't look too good, nor talk too wise:

3. 

If you can make one heap of all your winnings
And risk it all on one turn of pitch-and-toss,
And lose, and start again at your beginnings
And never breathe a word about your loss;
If you can force your heart and nerve and sinew
To serve your turn long after they are gone,
And so hold on when there is nothing in you
Except the Will which says to them: "Hold on!"

2.

If you can dream - and not make dreams your master,
If you can think - and not make thoughts your aim;
If you can meet with Triumph and Disaster
And treat those two impostors just the same;
If you can bear to hear the truth you've spoken
Twisted by knaves to make a trap for fools,
Or watch the things you gave your life to, broken,
And stoop and build 'em up with worn-out tools:

4.

If you can talk with crowds and keep your virtue,
Or walk with kings - nor lose the common touch,
If neither foes nor loving friends can hurt you,
If all men count with you, but none too much;
If you can fill the unforgiving minute
With sixty seconds' worth of distance run,
Yours is the Earth and everything that's in it,
And - which is more - you'll be a Man, my son!

