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Open - Body - Close
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MASTERING YOUR STATE



A U D I E N C E - P U R P O S E - O U T C O M E

Who  are  they?

What ’s  important  to  them?

Why  did  they  come?

What  keeps  them  awake  at  night?

How  can  you  help  them?

How  might  they  res is t?

Where  do  we  agree?

What  misconcept ions  do  they  have?

What  do  they  need  to  know?
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AUDIENCE

By  the  end  of  my  presentat ion,  my

audience  wil l . . .

Know. . .

Think . . .

Feel . . .

Act . . .

Bel ieve . . .

Agree. . .

W . A . I . T .
Why  Am  I  Talking?

Educate ,  Emphasize ,  Prove,  

Expla in ,  Just i fy ,  Motivate ,  

Enter ta in ,  Convince,  Welcome,  etc .

 

PURPOSE

OUTCOME



The  reason  for  communicat ing  with . . .  (Audience ) . . .

i s  to . . .  (Purpose ) . . . .  so  they . . .  (Outcome ) .

W h a t  d o  t h e y  n e e d  t o  k n o w ?
 

1.

 

2.
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W h y  s h o u l d  t h e y  c a r e ?
 

1.

 

2.
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C O M M U N I C A T I O N  O U T L I N E
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W h a t  i s  y o u r  m e s s a g e  i n  o n e  s e n t e n c e ?



The  reason  for  communicat ing  with  my  customers

is  to  guide  them  thru  our  meet ing  so  they  fee l

welcomed,  engaged  and  choose  to  buy  f rom  St ine .

 

1.  The  St ine  team  that  i s  present  and  ready  to  serve .

 

2.  How  important  they  are  to  us.

 

3.  The  la test  research  on  the  best  performing  mater ia ls .

 They  want  experts  who  can  answer  thei r  quest ions .1 .

 

2.   People  l ike  to  fee l  important  and  appreciated.  

 

3.   Their  l ive l ihood  depends  on  having  mater ia ls  that  

     del iver  the  best  yie ld .

C O M M U N I C A T I O N  O U T L I N E
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W h a t  i s  y o u r  m e s s a g e  i n  o n e  s e n t e n c e ?
 

We ' re  exci ted  you ' re  with  us  today  to  learn  valuable

informat ion  that  can  help  grow  your  bottom  l ine .  

W h a t  d o  t h e y  n e e d  t o  k n o w ?

W h y  s h o u l d  t h e y  c a r e ?



  Greet ing  –  Thank  you  -  Meet ing  star t ing  in  x  minutes  

  Greet ing  -  Thank  You  –  Sel f  –  Team  -  St ine  story

  Speakers  &  topic  in t ros

  Timing  -  housekeeping  -  not i f iers

  Thank  you  -  Int ro  f i rs t  speaker

1 .

2 .

3 .

4 .

5 .

S t a r t  t h e  M e e t i n g

C l o s e  t h e  M e e t i n g

  Thank  you

  Posi t ive  rhetor ica l  quest ion  that  sol ic i ts  applause  

  Final  door  pr ize  with  picture

  Cal l  to  act ion

 

1.

2 .

3 .

4 .

T r a n s i t i o n

  Thank  Speaker  –  Br ief  key  point  comment

  Door  pr izes  with  picture  of  winner

  Int ro  next  speaker

1 .

2 .

3 .

I n t r o d u c e  S p e a k e r

  Topic

  Interest  to  audience

  Speaker 's  qual i f icat ion

  Speaker 's  t i t le  and  name

1.

2 .

3 .

4 .

M E E T I N G  H O S T
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E x e c  S u m m a r y  -   You  sa id  you ’ re  deal ing  with ,  or

looking  for ,  or  exper iencing,  or  want ing  to  f ind

out  about .   Today  I ' l l  be  present ing….

Media  re ference,  quotat ions ,  powerful  stat / fact

Humor  –  not  a  joke ,  always  sel f -deprecat ing

Story

Shocking  cla im

Make  a  confess ion  

Use  the  word  " imagine "

Rhetor ica l  quest ions

Tel l  a  histor ica l  anecdote

Image  that  sets  tone

Song -Movie -Book

Demonstrat ion  or  prop

T r a n s i t i o n  t o  S t a r t  

 

 

    "You ’ re  probably  ready  to  get  star ted " .  

    " I  t rust  your  cur ios i ty  i s  sparked. "    

    "How  many  are  ready  to  get  star ted? "

 

O P E N - B O D Y - C L O S E
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O P E N



1  to  3  points  

Ordered  for  impact

Using  Logos -Ethos -Pathos   

Numer ical

Extended  Pause  (Breathe )

Last  word  -  f i rs t  word

Rhetor ica l  Quest ion

Direct  Response  Quest ions

K e y  T o p i c s  -  T h r e e  T h i n g s  T h e y  N e e d  t o  K n o w  

 

S u p p o r t e d  b y :

 

T r a n s i t i o n  B e t w e e n  T o p i c s
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B O D Y

O P E N - B O D Y - C L O S E

Engaged  audiences  remember  more.

E x a m p l e :  O n e  T o p i c  &  T h r e e  S u p p o r t i n g  P o i n t s

       I f  you  don ' t  get  people 's  attent ion,  you  can ' t   

       expect  them  to  remember .  

       I 've  presented  in  every  state .  The  t ruth  i s ,  i t 's  

       not  what  you  say ,  i t 's  how  you  say  i t  that  st icks .

       At  one  presentat ion,  a  lady  doing  needle  point  

       to ld  me  something  I ' l l  never  forget .   

 

 



Don ’ t  end  with  quest ions  –  take  back  control

S ignal  end  i s  near

No  apologies  -  direct ,  concise ,  with  clear  CTA

Conclude  -  don ’ t  inc lude

Summar ize  key  points  –  remember  power  of  three

Reconnect  to  theme  

Leave  them  smi l ing
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C L O S E

Tel l  them  what  you ' re  going  to  te l l  them.

 

Tel l  them.

 

Tel l  them  what  you  just  to ld  them.

2 4 0 0  Y e a r  O l d  A d v i c e

Aristotle

O P E N - B O D Y - C L O S E



M A S T E R I N G  Y O U R  S T A T E

engage  your  audience,

lead  your  team,  and  

respond  to  what  i s  happening  around  you.

Your  state  i s  the  condi t ion  you  are  in  physical ly ,

emot ional ly  and  psychological ly .  I t ’s  your  overa l l

wel lbeing.   

 

Your  state  determines  your  abi l i ty  to :

 

Master ing  your  state  requi res  developing  your

inner  game.  I t  puts  you  in  the  dr iver ’s  seat  so  that

you ’ re  having  emot ions  instead  of  your  emot ions

having  you.

 

When  i t ’s  t ime  to  present  and  you ’ re  under  st ress ,

anxious  or  nervous ,  you  must  be  able  to  re -adjust

your  state .

 

 

H O W  D O  Y O U  D O  T H A T ?
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What Is Your State?



M A S T E R I N G  Y O U R  S T A T E

There  are  three  core  elements  that  consis tent ly

af fect  your  state  and  that  you  can  control  on  a

consis tent  basis .  They  are  your  Body,  your  Mind ’s

Eye  and  your  Bel ie fs .

 

B o d y
 

The  fastest  way  to  bui ld  the  emot ion  of  conf idence

is  to  change  what  your  doing  with  your  body.  

 

Speci fca l ly  the  way  you:

1 )  move,  

2 )  stand,  

3 )  breathe,  

4 )  use  your  fac ia l  muscles ,  and  

5 )  gesture  with  your  hands.
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You  have  to  manage  your  body  f i rs t  and  connect

with  the  fee l ing  you  want  to  embody.

 

Then  you  employ  what ’s  cal led  a  

P e r f o r m a n c e  P r e p a r a t i o n  P a t t e r n .



  "Why  do  I  have  to  speak  at  the  meet ing? "

  "Wil l  they  ask  me  hard  quest ions? "

  "What  i f  I  forget  what  to  say? "

  "Wil l  they  f ind  out  I 'm  not  an  expert? "

We  focus  our  minds  eye  on  the  quest ions  we  ask .  

When  we  ask  a  quest ion,  our  brains  immediate ly

star t  searching  for  an  answer .

 

T h e  C h a l l e n g e  -  When  fac ing  an  audience,  many

people  ask  quest ions  that  cause  them  to  focus  on

thei r  fear .

 

 

 

The  answers  can  only  produce  a  

negat ive ,  nervous ,  anxious  state .

 

 

 

S O  W H A T  S H O U L D  Y O U  D O ?

M A S T E R I N G  Y O U R  S T A T E
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Mind's Eye



 "How  can  I  post ive ly  in f luence  my  audience "?

 “How  can  I  use  thei r  quest ions  to  bui ld  t rust?

 "What  wil l  i t  fee l  l ike  when  I  remember  every    

 “Where  in  my  presentat ion  can  I  demonstrate  my  

Ask  a  quest ion  with  a  P R E S U P P O S I T I O N .   This  i s  a

truthful  assumpt ion  revealed  in  a  quest ion.  

 

      point? "

      expert ise? "

M A S T E R I N G  Y O U R  S T A T E
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Ask a Different Question

Turn Questions Into Positive Statements

 "Developing  my  speaking  sk i l ls  can  make  me  a  

 " I 'm  eager  to  hear  thei r  quest ions  and  learn  

 "My  point  of  view  i s  valuable . "

 " I 'm  prepared  to  del iver  my  ent i re  message. "

      better  leader . "

      what 's  important  to  my  customers . "

Your Question - Your Statement



Bel ie fs  are  based  on  your  f a c t s  and  the  s t o r i e s  you

tel l  yoursel f .  They  are  always  t rue  for  you.   Whether

or  not  anyone  else  would  agree  i s  i r re levant .

 

I f  you  open  a  meet ing  with  a  roomful  of  customers

and  prospects  and  y o u  b e l i e v e  y o u  h a t e

p r e s e n t i n g  and  wish  someone  else  was  doing  th is ,

the  audience  wil l  see  that .

 

On  the  other  hand,  i f  y o u  b e l i e v e  i n  y o u r s e l f ,

y o u r  c o m p a n y  and  w h a t  S t i n e  o f f e r s ,  and  you  see

present ing  as  an  opportuni ty  to  help  your

customers ,  they ’ l l  see  –  and  fee l  –  that  too.

 

A l w a y s  R e m e m b e r

Facts  are  the  th ings  that  happen.   Bel ie fs  are  the

stor ies  we  te l l  about  those  facts .   With  one  set  of

facts ,  you  can  te l l  many  di f ferent  stor ies .

 

 

 

B U T  Y O U  D O N ' T  K N O W  M Y  S T O R Y !

M A S T E R I N G  Y O U R  S T A T E
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Beliefs



Let 's  say. . .

 

. . .   you  got  asked  a  tough  quest ion  once  and  rea l ly             

     fumbled  the  answer .   

 

. . .   you  received  a  last  minute  request  to  speak  and   

     rushed  through  your  presentat ion.

 

. . .   you  see  yoursel f  as  an  in t rovert  and  have  di f f icul ty  

     connect ing  with  people .  

 

So  now  . . .  

 

. . .   you  can ' t  present  without  fear  of  being  asked  a     

     quest ion.

 

. . .   you  don ' t  fee l  comfortable  without  advanced  

     planning.  

 

. . .   you  won ' t  al low  yoursel f  to  loosen  up  and  have  a  

     l i t t le  fun.

 

H O W ' S  T H A T  W O R K I N G  F O R  Y O U ?

M A S T E R I N G  Y O U R  S T A T E

14

So What's Your Story?



Write  down  your  bel ie fs  that  are  holding  you  back.   

M A S T E R I N G  Y O U R  S T A T E
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Make Your Beliefs Work For You

Now  reword  the  bel ie fs  so  they  pul l  you  forward.

At  the  heart  of  your  abi l i ty  to  communicate  are  

your  bel ie fs  about  yoursel f  and  your  audience.



Prepare  your  communicat ion  out l ine

Memor ize  your  opener

Rehearse ,  rehearse ,  rehearse

Create  posi t ive  presupposi t ions

 

M A N A G I N G  Y O U R  N E R V E S
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In Advance 

Arr ive  ear ly

Stand  where  you ' l l  present

Set  up  your  equipment

Int roduce  yoursel f  to  audience  members

In the Room

In The Moment

Employ  your  Performance  Preparat ion  Pattern

Take  3 -5  deep  breaths

Stand  or  s i t  ta l l  

Smi le

State  a  posi t ive  bel ie f  



I N S I G H T S  A B O U T  M Y S E L F

M Y  W O R K S H O P  P L A N N E R

A C T I O N S  I  C A N  T A K E

P R E P  F O R  W E E K  O F  4 / 6
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