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Tips for the reader 

Please check our website www.profoundleadership.com.au for additional tools (including free 
downloads), online training, resources, educational blogs, forums, workshops and many more 
valuable products and services that we offer to our industry. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Disclaimer 

The information contained herein is provided on the understanding that it neither represents nor is intended 
to be advice and that neither the publisher nor author is engaged in rendering legal or professional advice. The 
intent is to offer you, the reader, a variety of information to provide you with a wider range of choices both 
now and in the future, recognising that we all have widely diverse circumstances and viewpoints. While all 
attempts have been made to verify information provided in this publication, neither the author nor the 
publisher nor the marketing agents assume any responsibility for errors, omissions or contrary interpretation of 
the subject matter under any condition or circumstances.  If expert assistance is required, competent 
professional advice should be obtained. 
 
PROfound Leadership, its directors and authors or any other persons involved in the preparation and 
distribution of this publication, expressly disclaim all and any contractual, tortuous or other form of liability to 
any person (purchaser of the publication or not) in respect of the publication and any consequences arising 
from its use by any person in reliance upon the whole or any part of its contents. 
 
All our materials are copyrighted. You are welcome to share the valuable information with your team, but you 
must not remove our business information. And please do not electronically share information that is being 
sold by PROfound Leadership. 
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1 Overcome your fear of public speaking 
 

Building rapport 
 

To build rapport, you need to acknowledge that we are all different and unique, and be able 
to respect other people’s model (or view) of the world. Resistance in an audience usually is a 
sign of lack of rapport, and it is up to the presenter to change this. 
 
You must understand that communication is about the response you get. Hence, should you not 
get the response you are looking for during your presentation, then you must change your 
communication. 
 

Results vs. Excuses 
 
You can either have results, or you can have excuses, but you can’t have both. People who live 
their lives ‘at effect’ constantly have excuses for everything, while people who live their lives 
‘at cause’ will take the necessary actions to get results.  
 
Excuses prevent us from getting the results we are looking for, because we are focusing on the 
problems rather than solutions and outcomes we want to achieve. Therefore, we need to own 
our results and take 100% responsibility for them.  
 
So, let’s give up the need to be right all the time, and/or to justify our actions. If we want to 
move forward, we need to learn from our experiences and improve. 
 

Feedback – The breakfast for champions 
 
There is no failure, only feedback. 
 
Honest feedback is most useful and effective when received straight after the event, so that 
the mind can relate to it and absorb the feedback most appropriately. 
 
Feedback can be best provided / received in the following sandwich format: 
 

1. What was done well? 
2. What needs to be improved? 

a. Ask them: “Now tell me what you are going to do next time” 
b. “How will you do this next time?” 

3. Overall positive summary statement. 
 
Once you’ve received feedback, it is crucial to make good decisions on what you will do with 
the feedback. Let’s face it; some feedback is good as gold whereas other feedback is not 
worth a penny. Sometimes, feedback is coming from people with a hidden, negative agenda, 
driven by their jealousy etc. Therefore, it is very important to see the feedback for what it is 
and let some of it roll off you like water off a duck’s back.  
 
Remember: People will judge you no matter what. But you need to be able to put things in 
perspective and identify which feedback will help you to improve and become an even better 
presenter, and which feedback will hold you back from doing so.  
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Adopt empowering beliefs 
 

What do you believe about: 
 

 The venue? 
 The topic you need to present on? 
 The people in the audience? 
 The size of the group? 
 Your capability as a speaker? 
 … 

 
Wherever you identify negative (or limiting) beliefs, take action to change or challenge them, 
and adopt positive beliefs that will empower you. As a successful presenter, you must have 
absolute belief and sincerity about what you are saying, sharing and selling. 
 
PS: This is a great exercise to discuss with your coach and mentor. 
 

Use expanded awareness 
 
High calibre presenters are very aware of their entire audience. They have a way of 
‘calibrating’ the entire audience while maintaining rapport with them. One of the tools they 
use is expanded awareness, which allows them to relax and to take more information in from 
the world around them, both in terms of what is observed from a rational conscious state, as 
well as from an unconscious experience. In this expanded awareness state, you can be in touch 
with every person in the room, every movement, gesture, energy etc. 
 
There is a very simple technique to learn and practice expanded awareness: 

1. Pick a single spot above your eye level. 
2. Focus on that spot and notice how your vison expands slowly and how you start to get a 

deep sense of awareness around you more and more. 
 
When you practised these simple steps a few times, you could start to feel a little spaced out. 

This is called self-hypnosis. 😉 

 

WHY are you presenting? 
 
There is a reason why you were asked to present on a topic or why people booked into one of 
your presentations. 
 
They most likely believe in you and trust that they can learn something from you. So, I 
encourage you to adopt the same beliefs which in turn creates self-confidence and increases 
trust in yourself. 
 

What are you focusing on? 
 
As you know, you get what you focus on to the exclusion of everything else. Therefore, it is 
essential that you are focused on the successful completion of your presentation and how 
empowered you feel when receiving applause and praise by all participants (as opposed to 
focusing on how you might screw up, making you nervous and doubting yourself.) 
By the way: You can relax, the presentation is not about you, it’s about the audience!  
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2 Connect and engage with the audience 
 

What is the message 
 
Before you even start to consider the presentation itself, you need to know what your message 
is, who wants to listen to that message and plan the most effective way of delivering it. 
 
 

Needs analysis 
 
A needs analysis specifies what the audience needs and the results of this analysis will 
determine the content of the presentation. 
 
Let’s identify the needs by answering the following questions: 
 

1. Who is the audience and what information do they need to be better off after the 
presentation? 

2. What knowledge does the audience already have? 
3. What are the gaps between their knowledge and what they need to know? 
4. How do I communicate the gaps to promote a strong learning outcome? 
 
 

Profile your audience 
 
Tap into their world of experiences and interest, to ensure your presentation is effective. 
Consider the audience’s: 
 

✓ Interest and attitude towards the topic 
✓ Possible misconception or negative beliefs around the topic 
✓ Mood and opinions towards the topic 
✓ Level of education and intellect 
✓ Knowledge on the topic and understanding of jargon 

 
Before delivering your presentation, make a list of the top 3 -  5 questions (depending on 
presentation time) you expect your audience to ask. Your presentation should then 
concentrate on answering those questions along with your personal view. 
 
 

What’s in it for me? (WIIFM) 
 
Every audience member is driven and motivated by an inner voice asking “What’s in it for me?” 
Therefore, it is essential for you to identify ‘WHY’ the audience is listening to your 
presentation. 
 
Here a few general audience motivations: 
 

 Saves me time 
 It’s bigger, the best, most exclusive, cheapest… 
 Entertaining 
 Make my job easier 
 Etc. 
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3 Tell the story with profound impact 
 

Stage anchoring 
 
It is very important that you have a specific spot for each emotional state that you want to 
make the audience feel and know exactly what you are going to say to get the audience to 
respond emotionally the way you want them to. 
 
Stage anchoring will help you to greatly improve your speaking and make you more persuasive 
than you ever imagined you could be. It will make it also easier to reach your goals and get the 
results you truly want. 
 
Here a few examples how you can anchor a stage (see also the diagram below): 
 
✓ Always start off with a smile and eye contact 

Begin with your anchoring on a positive note. Make it a point to start off with a smile 
and eye contact towards the audience and give them a compliment for instance: 
“Wow! What an amazing crowd, I am honoured to be here today. I am sure that this is 
going to be great event.” 

 
✓ Connect with the audience 

You can do this by staying very close to the front of the stage and 
▪ Dress accordingly to the event 
▪ Praise the audience / event 
▪ Admire the place or city of the event 
▪ Respect the audience 
▪ Tell a personal story / metaphor based on the topic 
▪ Let the audience participate (when appropriate) 
▪ Take the mickey out of yourself rather than others 

 
✓ Space for fun 

This space can be utilised for jokes and fun to break the ice and make the presentation 
more relaxed. This is a great tool for serious topics that will balance the energy. 

 
✓ Secrets and confessions 

This space can be utilised for secrets and confessions you want to share ‘in confidence’ 
to build trust. 

 
✓ Dump Spot 

If you really need to slam someone or if you say something that you want to dissociate, 
then step away onto the dump spot and say something along the lines of: “I can’t 
believe that I just said that.” 
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✓ Chain of results 
To anchor different positive states throughout the learnings, use anchors from left to 

right that symbolises Past Present  Future 
 
 

 

                                                                                                  

 
 

                 PAST                                                 PRESENT                                          FUTURE 
 Where you’ve been             Where you are right now           Where you want to be  

 

 

Sample locations 
 

 
 

 
 

 
 
 
 

  

Table with Products 

Secrets 

Dump Spot Fun Spot 

Stage 1 State 
PAST 

Stage 4 State 
 

Stage 2 State 
 

Stage 5 State 
FUTURE 

Stage 3 State 
PRESENT 

Audience 
… 
… 
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4 Deliver a powerful message without notes 
 

Learning styles 
 
People have different styles of learning. To best support your audience, training styles need to 
fit these differences. 
 
The following system has been adapted from the work of David Kolb, a researcher from the 
University of Cleveland. He proposed in 1971 that learning styles were based on two polarities: 
 

 

 
 
 
Bernice McCarthy then synthesised the results of these various learning styles into a cohesive 
model of learning called… 
 

  

WHY (and WHY not)? 

Need reason and 
relevance 

- Motivation - 

WHAT IF...? 

Let them teach 
themselves & others 

- Evaluate and predict - 

HOW does it work? 

Need reason and 
relevance 

- Reacting - 

WHAT about it? 

Give them more 
information 

- Listening, taking notes -  
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4-Mat System 
 
The 4-Mat System simplifies the learning styles into a practical system that is easy to 
understand and to present for hours without notes. 

This is how it works 
 
Let’s assume the topic is: “I am here to talk about 4-mat Presentation Frame” 
 

4 What if? ( 1 minute) 
Any questions? 
What do you need to know? 
What would you like to share? 
What else would you like to learn? 
 
Fill gaps (Bonus Moment/Utilisation – answering 
anything that has not been covered yet, or that 
you might have inadvertently left out during the 
presentation) 
 
Future Pace Your Audience: 
I know you have a structure that you are aiming 
for over the next 7 days. 
I want you to imagine yourself at an upcoming 
presentation where you can remember instantly 
where you are and what the next step will be. 
 
Note: If your HOW is long and specific the WHAT 
IF will be short. 
If your HOW is too short, you will spend more 
time in WHAT IF. 
 

1 WHY? ( 3 minutes) 
Statistics (only 5 in 100 people use this 
system) 
Quote (It’s been said: The greatest 
speakers have a secret weapon, I 
belief this is it.) 
Benefit (Why do you want to follow 
this system) 
Contrast frame (Speakers who don’t 
do it don’t succeed, speakers who use 
it, do.) 
Story (When I was…) 
Questions (x3 why: Have you ever 
gone blank during a presentation? Did 
you ever wish you would have a simple 
format to follow? Have you ever 
wondered why some people can 
present with ease and what their 
secret is?) 

3 How? ( 10 minutes) 
(Each step has a mini 4 step 4-Mat frame, and 
can be guided with demonstrations.) 
 
Step 1: 
Why: The first step is to simply visualise a map 
that you can easily remember and relate to at 
any given time throughout your presentation. 
What: This map is a structure for success. 
How: [explain the process to achieve the why] 
Simply draw a big cross on your page.  
What else: Any questions about this cross? 
 
Step 2: 
Why: So that you can easily follow the process… 
What: … we follow the map/cross like you would 
read the time, clockwise. 
How: Name each quarter of your map with 
WHY/WHAT/HOW and WHAT ELSE. 
What else: Any questions about this step? 
 
Repeat with each following step… 
 

2 What ( 1 minute) 
Definition: What is the topic all about 
(So, what we are going to look at 
today is the 4-step process on getting 
through any presentation you want, 
without notes.) 
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Be in control 
 
As a presenter and persuader, you must be in control. Therefore, decide in advance that you 
will take your audience to where they need to go. Of course, make sure you find out first what 
they want, what they really need and then take them there. 
 
Set the stage and control the situation up front by “accessing” the most appropriate archetype 
based on the audience, content and outcome. This is like slipping into a role for the duration 
of the presentation, whilst of course always staying true to yourself. You can compare it to you 
behaving differently in your role as a close friend, sports buddy, parent, son or daughter etc., 
all the while still being you. 
 

Access archetypes 
 
The term "archetype" has its origins in ancient Greek. The root words are archein, which 
means "original"; and typos, which means "type". The combined meaning is an "original type" 
of which all other similar persons, objects, or concepts are copied or modelled. 
 
Modelling Excellence is one of the criteria for success. This process allows you to put 
yourself into somebody else’s identity, similar to acting. It enables you to access and 
install their physiology and resources using intuitive modelling and asking questions from 
the archetype required to achieve a successful outcome in a specific area of your life, i.e. 
presentation skills. 

Archetypes to model could be: 

✓ The Hero or Warrior – Ego type 
Motto: Where there is a will, there is a way. 
Message: Improving the world and demonstrating one’s worth through courageous 
acts and mastery in a particular skill. 
 

✓ The Explorer – Soul type 
Motto: Don’t fence me in, let me discover. 
Message: Exploring the freedom to find out who you are by experiencing a better, 
more authentic and fulfilling life. 
 

✓ The Rebel – Soul type 
Motto: Rules are made to be broken 
Message: Revolution and challenging the Status Quo to overturning what is working 
or not. 
 

✓ The Creator or Artist – Soul type 
Motto: If you can imagine it, it can be done. 
Message: Creating things of enduring value through artistic control. 
 

✓ The Jester or Joker – Self type 
Motto: You only live once. 
Message: Living in the moment with full enjoyment and having a great time by 
lightening up the world. 
 

✓ The Magician – Self type 
Motto: I make things happen. 
Message: Understanding the fundamental laws of the universe and making dreams 
come through.  
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✓ The Ruler – Self type 
Motto: Power isn’t everything, it’s the only thing. 
Message: Creating a prosperous, successful family or community through exercising 
power and control. 
 

Process to access the physiology and resources of an archetype 
 

Do the following exercise with your NLP coach and mentor! 

1. “Close your eyes. Imagine in front of you, right now, is (your chosen Archetype 
Model). Stand or sit just like him/her. Assume the person’s physiology as if you 
were looking in the mirror.” 
 

2. “Now, have them stand beside you. Are they on your left or your right?” 
 

3. “Now, have (Archetype Model) merge into you with all of this awareness and 
insight now. Become aware of your physiology and feel the (Archetype Model) 
in you now.” 
 

4. “Notice what they are looking at and focus on and maintain their physiology.” 
 

5. “Let’s ask them some questions (out loud, as the Archetype Model): 
a.  “In the context of __________, what is important to you?” 
b. “How do you know when you’ve achieved your goal / your outcome?” 
c. “What are your criteria for success in regards to _______?” 

“What are your top 5 values in this area?” 

Value 1: _________________________________________________ 

Value 2: _________________________________________________ 

Value 3: _________________________________________________ 

Value 4: _________________________________________________ 

Value 5: _________________________________________________ 
 

d. “If you were starting out on this journey, what would be the first steps you 

would take to ensure success?” 

_____________________________________________________________ 

 
e. “What is your attitude?” 

_____________________________________________________________ 

 
f.  “How did you educate yourself in this area?” 

_____________________________________________________________ 

 
g.  “How did you overcome any obstacles?” 

_____________________________________________________________ 
 

h. “Is there something else you would like to share which you think is important 

to know regarding _________________?” 

_____________________________________________________________ 

6. “Now, step out of (Archetype Model) and come back into the room and open 
your eyes” 
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7. Now test that you have been able to access and feel the positive emotions and 
attributes of the Archetype. You can do this by asking yourself the following 
questions: 

a. “How do you feel about presenting in front of an audience right now?” 
b. “What has changed in relation to your emotional state if you think about 

presenting?” 
 

8. Future Pace:  
a. “Go out into the future 3 weeks from now and notice the new life with all the 

new resources that you can access by having truly made that change right now. 
Notice what is going on in your life. Notice how things have changed.” 

b. “Now I want you to step out a whole 3 months from now. Notice the snowball 
effect that has been created as a result of your change you have made right 
now in your life. Notice what’s going on for you. Notice how sure you are of 
yourself, that confidence within, that level of certainty. Knowing that you 
deserve it and that you can have it all now. And notice how it even had a ripple 
effect on other areas of your life and how good that feels inside.” 

c. “And now, go a whole year into the future taking all of these changes with you. 
And notice what it has created in your life for you. Notice what is going on a 
whole year in the future. Perhaps you start to notice even changes that you 
never thought possible as a result of the changes you made right now. Notice 
how good it feels and what you’re telling yourself in your own mind and the 
conversations you you’re having with people around you. Think of all of that 
and the power you have in your life and the new momentum. The sense of 
direction, the certainty that you now chose and taking all of that with you right 
now and coming back to now.”   

 

Be one step ahead 
 
Your presentation must have continuity. Therefore, make sure you are always one step 
ahead of your audience. This can be achieved by: 

 
✓ Knowing your content by heart 

Do your preparation and always present your content with the main message in 
mind. 
 

✓ Be flexible with the delivery 
But never deviate from your message and the objective of the presentation. 
 

✓ Follow the 4-Mat 
Use the 4-Mat system from the previous chapter, because it is simple and will easily 
provide you insights into where you are and what the next step is. 
 

✓ Store milestones 
Especially if you are a visual person, store a picture in your head for each of the 
milestones / stages of your presentation that will assist you like a compass. 

  

tel:1300936313
mailto:info@profoundleadership.com.au
https://www.profoundleadership.com.au/


Present like a Pro 

 

 
 

© PROfound Leadership 
1300 936 313 | info@profoundleadership.com.au | profoundleadership.com.au | ABN: 47 883 112 985 

14 

Get commitments 
… along the way 

 

The power of Yes’s 
The more yes’s you get along the way, the less they can say no at the end. Therefore, 
get the audience involved by asking questions along the way to ensure you create 
commitment. However, never ask them questions where they can say no. So, structure 
your questions wisely. For example: 
 
“If you could do a, b, c and d, would that be of great value to you?” 

 

Exercises and engagement 
Race track studies reveal that less than 60% believe they will win a bet. However, once 
they placed some money, 95% believed that they will win! Which means after we have 
committed and taken an action, we change our beliefs to support our action. 
 
Therefore, make sure the participants are involved in exercises throughout the 
presentation that will get them engaged, and thus change some of the resistance they 
may have had. Even the smallest commitment can change an entire value structure. 
 
 

The art of coaching  
 
As a presenter, there are times when you need to be a coach to assist the participants to think 
and learn for themselves. 
 
✓ Reinvoke the behaviour you want 

Give your participants a great reputation to live up to. Compliment behaviours that you 
desire. If you tell a person that s/he is great at something, they will be. 
 

✓ Make participants think 
If you ask questions, feel comfortable to pause, rather than answering your own questions. 
If you don’t get an answer, guide them in their thinking and let them deal with their own 
best answer. 
 

✓ Only intervene when necessary 
Participants learn by trial and error. Feedback after the fact is usually more effective than 
intervening. 
And should you need to intervene, ask for permission first. 
 

✓ Guide participants 
Make sure participants are in the right head space to ensure they can apply critical 
thinking and make good decisions to move forward. 
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PowerPoint vs. Flip chart 
 

PowerPoint presentation 
 

…can be a great tool to large audiences where the flip chart cannot easily be seen by 
individuals at the back of the room. 
 
However, make sure you don’t create ‘Death by PowerPoint’ and remember the main rule 
for using a PowerPoint presentation: 
 

 The less the presenter knows about the topic, the more information is on the 
PowerPoint. 

✓ The more the presenter knows about a topic, the less information is on the 
PowerPoint. 

 
Here a few major points to remember when using a PowerPoint: 
 

✓ PowerPoint needs planning 
…even on the day, and can create stress if it is not working due to 

▪ Incompatible software and hardware 
▪ Broken or missing equipment, such as data projector, clicker, extension 

cord, faulty USB memory stick etc. 
Therefore, make sure you do a trial run the day before (if possible) 
 

✓ Only display major concepts and short phrases or bullet points 
Keep it simple and to the point to avoid confusion and distraction from the main 
message. Also, font size should never be smaller than 28. So when you create your 
slides, please remember what David JP Phillips said: 
 
“Every time you open your eyes for the rest of your life you will focus on four things: 

• Moving objects 

• Signalling colours (like red, orange and yellow) 

• Contrast rich objects and 

• Big objects” 

 
✓ Screen a powerful picture to anchor a visual 

Pictures are great to visually link to a particular topic and learning. This is the most 
powerful use of PowerPoint.  

 

Flip chart 
 

…is a great tool to be flexible with the content, engage with a smaller audience (up to 20), 
and cover strategies, ideas and models based on their needs and expectations. 
 
Here a few points to consider when using a flip chart: 

 
✓ Each sheet of paper should contain one idea only 
✓ Write in neat and large enough size to be seen by everybody in the room 
✓ Use capital block lettering, since it is easiest to read. Keep sentences short 
✓ Use appropriate colours and be consistent. For example: use black as base colour, 

then green for ‘Do’s’ and red for ‘Don’t’s’ 
✓ Write, then turn back to audience to engage 
✓ Only put on the chart what you want the audience to remember 
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5 Influence with passion and confidence 
 

Milton Model 
 
The question is: how do you lead the hearts and minds of people in your audience? The answer 
is: by introducing trance. Choosing words that connect with the audience on a deeper level. 
 
Milton Model patterns relate to persuasive language, and the Milton Model language patterns 
allow you to be a truly outstanding presenter who is understood and gets the message across. 
 
Here are the patterns: 
 

✓ Mind Read: Claiming to know another’s thoughts or feelings without specifying how you 
came to that knowledge. 
 

“I know that you believe …” or “I know you’re thinking …” 
 

✓ Lost Performative: Expressing value judgments without identifying the one doing the 
judging. 
 

“Taking a few deep breaths is a good thing.” 
 

✓ Cause & Effect: Implies one thing leads to or causes another; that there is sequence of 
cause/effect and a flow in time. Includes phrases such as: “If …, then…; As you …., 
then you …; Because … then …” 
 

 “If you give many presentations, then you can improve your skills.” 
 

✓ Complex Equivalence: Where two things are equated, implying that one thing means 
another or equivalent. 
 

  “As I am standing on stage, I feel energised.” 
 

✓ Presupposition: The linguistic equivalent of assumptions. 
It is assumed the person will change their attitude, the only unknown is when. 
 

“Will you be changing your attitude now or later today?” 
 

✓ Universal Quantifier: Universal generalisations without referential index. 
 

“This strategy works for all of us, every single time.” 
 

✓ Modal Operator: Words that refer to possibility (should, want to, can…) or necessity 
(must, have to…) or that reflect internal states of intensity tied to our rules in life. 

 

“You can be anything you want to be.” or “You must resolve this issue.” 
 

✓ Nominalisation: Process words which are formed as nouns. 
 

“People can come to new understandings.” 
Here ‘understandings’ is used as a noun and is shorthand to describe the on-going 
experience of ‘understanding’ or ‘making sense of something’. 

 
✓ Unspecified Verb: Implies action without describing how the action has/will take 

place. 
 

“He caused the problem.” 
 

tel:1300936313
mailto:info@profoundleadership.com.au
https://www.profoundleadership.com.au/


Present like a Pro 

 

 
 

© PROfound Leadership 
1300 936 313 | info@profoundleadership.com.au | profoundleadership.com.au | ABN: 47 883 112 985 

17 

✓ Tag Question: A question added at the end of a statement/question, designed to 
soften resistance. It is used to ratify to the listener that he has or will actually 
manifest the action. It has the structure of a question and often the tonality of a 
statement. 
 

“Your perception of life is changing right now, isn’t it?” 
 

✓ Lack of Referential Index: An expression without specific reference to any portion of 
the speakers/listeners experience. 
 

“People can change.” or “It’s good to know you can.” 
 

✓ Comparative Deletion (Unspecified Comparison): A comparison is made without 
specific reference to what or to whom it is being compared. 
 

“You will enjoy it more.” or “That one is better.” 
 

✓ Pace Current Experience: Describing a person’s experience in a way that is 
undeniable. 
 

“You are listening to me and taking notes.” 
 

✓ Double Bind: Invites choice within a larger context of ‘no choice’ (illusion of choice). 
 

“Do you want to begin now or later?” or “Do you want to present now, or in 15 
minutes?” 

 
✓ Embedded Commands: This is a command that forms part of a larger sentence that is 

marked by using subtle change in voice, tonality and/or body language and is picked up 
by the reader or listener unconsciously. 
 

“I will not suggest to you that change is easy.” or “You can learn this skills easily and 
effortlessly.“ 

 
✓ Conversational Postulate: Are questions that operate at multiple levels. Although they 

require only a simple yes or no answer, they invite you to engage in an activity in some 
way. Often, they contain an embedded command. 
 

“Can you open the door?” or “Can you choose to change?” 
 

✓ Extended Quote: Is a rambling context for the delivery of information that may be in 
the format of a command. 
 

“Many years ago, I remember meeting a wise old man who taught me many useful 
things. I cherished all of his advice……. I remember one particular day when he said to 
me……… Change is easy and can be fun“.” 

 
✓ Selectional Restriction Violation: Attributing intelligence or animation to inanimate 

objects. 
 

“You can listen to the cheerful trees and sit on this proud couch while your 
hands decide which of them will lift up first,” or “Your chair can support you as you 
make these changes.” or “Your diary tells interesting tales.” 
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✓ Ambiguity: Lack of specificity 
a. Phonological: Two words that sound the same, but have different meaning. Such as 

hear and here. 
b. Syntactic: More than one possible meaning. 

 

"They are visiting relatives." 
 

✓ Utilisation: Takes advantage of everything in the listener’s experience (both internal 
and external environments) to support the intention of the speaker. 
 

Audience member says: “I don’t understand.” Response: “That’s right…you don’t 
understand, yet, because you’ve not taken that one deep breath that will allow the 
information to fall easily and comfortably into place.” 
 

Or perhaps while presenting, somebody mistakenly walks into the room. Instead of 
getting frustrated and annoyed with them, you could say to the audience: “You may 
have heard a door opening and let this be an opportunity to invite new ideas and 
thoughts.” 
 

✓ Future pace: At the end of a presentation, take the audience out to a time when they 
can see, hear and feel themselves using the new learnings and getting those results… 
 

 
The most powerful way to drive all content home, is using the following words during your 
presentation, in any order you like… 
 
Must - necessity based modal operators, have, got to, can, will 
If, then – bring your steps of How back to Why 
Because – most powerful, compliance increases when this word is used. Will take audience to 
another level 
Makes – that’s what makes it… 
Means – which means… 
Nominalisation - Freedom, Peace, Love, Trust, Fulfilment, Respect etc. 
 
For example: 
IF you want to present like a pro, THEN you MUST use the 4-mat system every single time. 
BECAUSE this is the MOST POWERFUL tool to get the message across without notes. THAT’S 
WHAT MAKES IT the best kept secret of successful presenters. WHICH MEANS you will have an 
advantage, and can TRUST this system to deliver any presentation without notes.  
 

Control your energy level 
 
Have awareness of where your energy is and base it on the content you want to communicate. 
 
You can be too over the top or too low with your energy that can create a mismatch where the 
audience can’t relate to your message anymore, no matter how good it is. 
 

Be enthusiastic 
 

Whilst you control your energy, you must be enthusiastic about what you are presenting. Be 
fully present and associated during your presentation that will create a connection on a 
kinaesthetic / emotional level, which is absolutely essential to people that are “feelers”. 
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Use metaphors 
 
Metaphors can inspire action, and increase recall and understanding when communicating a 
complex message. It can help to tap into prior knowledge to make a connection between what 
people already understand through experience and what they have yet to discover. It connects 
people’s minds to a concept and gets your audience to think about an idea in a different way. 
A metaphor can symbolise some new learnings that you want to teach your audience. 
 
Martin Luther King Jr. didn’t just have a vision, instead he became a master of creating 
intense imagery through metaphors. Take this paragraph, for example, from what I believe is 
one of the most powerful speeches he ever made. 
 
“In a sense, we’ve come to our nation’s capital to cash a check. When the architects of our 
republic wrote the magnificent words of the Constitution and the Declaration of 
Independence, they were signing a promissory note to which every American was to fall heir. 
Instead of honouring this sacred obligation, America has given the Negro people a bad check, 
a check which has come back marked “insufficient funds.” But we refuse to believe that the 
bank of justice is bankrupt. We refuse to believe that there are insufficient funds in the great 
vaults of opportunity of this nation. And so, we’ve come to cash this check, a check that will 
give us upon demand the riches of freedom and the security of justice.” 
 
Martin Luther King Jr. caused listeners to visualise an actual check, a bank, the riches of 
freedom and much more, which engages all our five senses and significantly strengthens the 
impact of the words. 
 

Advanced communication strategies 
 
For details, please check our book ‘MASTER YOUR MIND’ (page 243- 266) which includes: 

✓ Representational systems 
✓ Building rapport 
✓ Chunk and GROW 
✓ Inferential vs. Literal communication 
✓ Asking the right questions 

 

 

Questions from the audience 
 
At the start of your presentation, you should make it clear whether and when you would prefer 
to deal with questions - as you go along or at the end of the presentation. 
 
The main rule of question time is to treat your audience with the respect you would like to 
have shown to you, and answer their questions directly and honestly. If they ask a question, it 
is because they want to know the answer. Although this does happen occasionally, it is more 
likely that nobody will ask a question solely to trip you up. 
 
If a question is provocative, answer it directly. Never be rude to the questioner or show you 
are upset. Do not compromise yourself but maintain your point of view and never lose your 
temper. This tactic can be difficult to maintain but the key is to be assertive. 
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Managing questions 
 

✓ Listen carefully to the entire question 
…and make sure everybody in the audience heard the question by using a microphone 
or repeating the question, especially in a large audience. This is very important as 
you will otherwise lose part of your audience and create distractions. 

 

✓ Pause and clarify (if required) 
…and allow yourself to value the question and ask for clarification if you haven’t 
understood the question. 

 

✓ Credit the person 
You can say something like: 

• “I am glad you ask that question, thank you.”  
• “You raise an interesting point.” 
• “I wonder how many others in the room have the same question?” 
• “I was hoping someone would ask that question.” 
• “Your question gives me a chance to clarify…” 

 

Make sure you are consistent with crediting people, otherwise some people may feel that 
their question was not as important. 
 
✓ Respond to the question 

…as honestly and to the best of your ability by identifying what is missing. What are 
they thinking that makes the question possible? Do this from a point of: 
 Content and 
 Context, process and structure 

 
When we ask a question, we usually use an interrogative pronoun, which can be the tip-off 
for the underlying question, missing puzzle piece. 
 

WHAT 

Asking for more information 
Means there is a gap 
May not know how to proceed 
May need to do more why 

WHERE 
Want more content 
The big picture might be missing 
Lack of locational reference 

WHEN 
More temporal context needed 
Big picture or schedule missing 

HOW 
Not sure how to proceed 
Process or structure missing 

WHY 

Not sure of motivation 
What’s in it for them? 
What are the benefits? 
Needs to know it’s value 
How does it relate to them personally? 
May also need more how 

WHO 
Not sure on who to apply it or work with 
May need more content 
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✓ What if you don’t know the answer? 
…then be honest and offer to follow up or get the audience involved, especially if you 
speak to a well-informed audience. This is a great opportunity to create involvement 
and to make the participants feel important by giving them significance and the 
opportunity to contribute. 

 

✓ Ensure the question is answered 
Make sure your answer is sufficient by checking in with the person who asked the 
question. You can simply do this by asking: 
“Is that the kind of information you were looking for?” or “Does that answer your 
question?” 
Once they respond with a “YES”, you have permission to go on to the next question. 

 

 

Close your presentation 
 
All good things must come to an end, including your presentation. The way you close your 
presentation will affect how your audience will remember you. In other words, a weak ending 
will leave an uninspired message, whereas a strong ending will encourage, motivate and even 
empower the audience to take action about your delivered content. 
 
Here a few points on how you can end it on a high: 
 
✓ Future pace 

At the end of a presentation, take the audience out to a time when they can see, hear and 
feel themselves using the new learnings and getting those results. For example: 
 

• “I want you to go out into the future 3 weeks from now and notice the new resources 
that you can access by having truly embraced these changes right now. I want you to 
notice what is going on around you. Notice how things have changed.” 

 
• “Now I want you to step out a whole 3 months from now. Notice the snowball effect 

that has been created as a result of the change you have made right now. Notice 
what’s going on for you. Notice how easy life has become for you, that level of 
certainty. And notice how it even had a ripple effect on other areas and how good that 
feels.” 

 
• “And now, go a whole year into the future taking all of these changes with you. And 

notice what it has created for you. Notice what is going on a whole year in the future. 
Perhaps you start to notice even changes that you never thought possible as a result of 
the changes you made right now. Notice how good it feels and what you’re telling 
yourself in your own mind and the conversations you you’re having with people around 
you. Think of all of that and the power you have and the new momentum. The sense of 
direction, the certainty that you now chose and taking all of that with you right now 
and coming back to now. 

 

✓ Call your audience to action with a big WHY 
Brainstorm with the group at the end of your presentation on: 

• What they have learned 
• What they will implement and WHY 
• What difference it will make, and  
• How it will impact the lives of those around them 

 
Or at least tell them the specific action(s) you want them to take next (call-to-action). 
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✓ Close the circle to the opening message 
Referring back to the opening message and tying it together with the conclusion is a very 
popular technique, and is a neat way to round off and strengthen your message. 
For example, finish with the title of the presentation, or relate back and finish a metaphor 
you’ve started throughout the presentation to bring home the key message. 
 

✓ Practice the rule of three 
The rule of three is a simple yet powerful strategy of communication, because the brain 
loves the number three. 
 
Here a few excellent examples: 

• “Life, liberty, and the pursuit of happiness” 
• “Government of the people, by the people, for the people” 
• “Blood, sweat, and tears” 
• “Location, location, location” 
• “Father, Son and Holy Spirit” 
• “Faith, Hope, and Charity” 
• “Mind, body, spirit” 
• “Stop, Look, and Listen” 

 
✓ Make it clear that you are finished 

Nothing is more uncomfortable than the deafening silence of an audience trying to work 
out whether you are done. 
 
Your closing words should make it very clear that it’s the end of the presentation. The 
audience should be able to read this immediately, and respond with applause. 

 
 
 
 
THE END! 
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Space for notes 
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About PROfound Leadership 

CONFIDENCE | ACHIEVEMENT | FULFILMENT 

PROfound Leadership is a dynamic Melbourne based business that operates throughout 
Australia and internationally. We help successful but unsatisfied managers to not only 
accomplish tangible achievements, but to also increase their confidence and fulfilment. 

Our elite and proven strategies empower self-driven and competent managers to stay in 
control 100% of the time, so they can positively impact the people around them through their 
actions and authentic leadership style. Even if their short fuse has often caused regrettable 
situations before. 

Three key factors make us unique: 

1. All our professional development content (including online training courses, in-
house workshops, books, videos, webinars, live Q&A sessions, and one-on-one 
coaching and mentoring sessions) is developed and delivered by our director and 
CEO (Chief Education Officer) Martin Probst. We are confident that our training is 
the only one of its kind where the creator is not afraid to share all his knowledge.   

2. We are famous for instant and profound results. We proudly follow our own 
PROfound Leadership Methodology, the blueprint for successful and confident 
leaders. This ground-breaking method is your compass to overcome the toughest 
challenges in today’s busy and ever-changing environment, and has been 
specifically designed to elevate you to a whole new level of success. 

3. We know that one approach won’t suit everyone, so it’s part of our philosophy to 
find ways to make our training accessible to as many people as possible. We offer 
you flexibility by designing and presenting our user-friendly courses online, as well 
as delivering tailored in-house workshops for your team or organisation. However, 
we appreciate that applying newly acquired leadership skills and methods can pose 
a challenge, which is why we also offer one-on-one coaching services to 
successfully implement your strategies. 

Find out about our services and products at www.profoundleadership.com.au 

 

 

PS: If you are struggling with staying calm and collected during challenging situations, and are 
often frustrated with your staff, head to our website www.profoundleadership.com.au and sign 
up for the free training video series “The Shocking Truth About Losing Your Cool – 4 crucial 
questions that must be answered to calmly and confidently deal with conflict” (valued at 

$144). 
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