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Discover your power of speech

For many, giving a
presentation is a terrifying
prospect, but talking

to groups is becoming

a necessity in today’s

working world, writes
Gareth Naughton

ome people thrive
on it, bul for most
of us, a trip 1o the
dentist  would  be
preferable o stand-
ing up in front of
a group of peaple 1o deliver a
speech or presenlation,
However, in this  high-
Iy competitive work environ-
ment, more and more of ug
who might once have scttled
happily into the shadows, are
being forced into the light by
managers who want to maxim-
ise their team s potential,
Standing up o speak in
front of a group — whether it
i5 a small group of three peo-
ple at an interview, or 300 at a
conference — can ke incredibly
daunting and, in some cases,
fear holds people back.

Fear of failure

Mo one knows this bel-
ter than Dermot Goode, As
the founder of publicspeaking
traiming.ie, Goode makes reg-
ular appearances on the asr-
waves as o health insurance ex-
pert for Cornmarket, bul spent
years wrming down opportuni-
ties because they would mean
having to speak in front of peo-
ple.

“l had a bad experience in
front of a group when | was
younger and | had nobody 1o
explam it w0 me in terms of
what was going on. [t leads 1o
all kinds of irrational behav-
ipur, | meet people who have
let the public speaking fear
overlake them and they have
given into it. You can see the

effect it has had on them. Mo-
body should be in that situa-
tion. Everybody can do this re-
gardless,” said Goode.

Bad experiences, both in our
personal and working life, can
be sufficient to put people off
public speaking for life, but
there are also people who are
naturally shy and simply don't
want o be pushed into the
limelight.

Then there are the peopls
who were happy enough when
they were part of the tcam and
now suddenly find themselves
in the role of leader or super-
visor and having to address
groups of people.

Some are so afraid that they
are willing to let their career
stagnate rather than push them-
selves forward, according to
Goode.

“Mow as well, there is huge
competition in companies for
promotions and appointments
because there is just not that
many of them. It is based lols
of times on who is the most
presentzble - who commu-
nicates their message befter.
Sometimes, they are not the
best people, but they are just
the best guys on their feet,” he
said,

Preparation

Goode overcame his fear of
public speaking by taking part
in endless courses, and reading
countless books, only some of
which were useful. Coaching
others on how to tackle their
fear is his after-hours job now
and his approach is to get back

to basics to explain where the
fear 15 coming from  before
looking at technigues to over-
come it. The kev 15 o address
the issue as early as you can
before it becomes overbearing.,
he said.

“Most of us absolutely hate
standing up in front of people
because you cannel hide and
most people do not prepare
properly because they don't
know how,™ he said.

“There are lots of things that
people can take control of that
they don’t, they are compla-
cent and then these things hap-
pen and they just get sel back
after setback.

“The more | can get some-
one up on their feet, getting
used to those pretty awful sen-
sations, the more they get used
to the nerves and anticipation
and they don't let it overcome
them."

Tackling
nerves

Former television presenter
Emma Ledden, who now runs
Presenting To Sell and recent-
ly launched The Presentation
Book, said the fear that every-
one experiences when speak-
ing in public is natural,

“Tt is & very real feeling. 1
think it is & very real fear, based
on that fear of embarrassing
yoursell — making a fool of
yvourself, It is based on the real-
ity that we do judge each other,
all of us, all the time,” she said.

The nerves that arise from
these fears are also perfect-
ly natural. People have an ex-
pectation that they are not sup-
posed to feel nervous, but that
15 wrong, said Ledden.

“It is okay to be nervous,
The ideal is 1o get to a place
where the adrenaline doesn’t
feel like a fear, W feels bike
excitement or energy. Thal is
in your head because it is the
same feeling — people can feel
it as excitement or dread — and
S0 you want to be able 10 man-
age your inner critic,” she said,

Ledden believes in the old
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adage: “fail to prepare, prepare
1o fail™.

Preparation is everything,
she said, and that does not
just mean having your com-
teni ready, It means praclising
your presentation or speech re-
peatedly until you will be able
to cope with the odd duff mo-
ment

“It 15 just a matter of speak-
ing it out loud a number of
times 1o form a flow and then,
even when you are nervous,
because you have practised
something it will come. Wheth-
&r you present every day or yvou
present twice a year, you real-
ly have 1o prepare your content
butl then you have to practise.
That is the magic,” she said.

LUnless vou are like Bill
Clinton, you are not going to
be capable of standing up and
talking in front of a large group
of people without some level
of preparation.

“The polished, impactful
presenters that 1 see prepare
and rehearse,” said Ledden, ~1
have yel to meet one who does
it off the cuff - I am not saying
that some don’, bul 1 have yet
o meet one. They don't neces-
sarily tell evervhody that they
nave put hours of work into it,
but they have™.

Be relatable

It 15 also important 1o bear
in mind that you have an audi-
ence here and vou don't want
it be as raumatic for them as it
15 for vou. Too often, people let
their nerves dominate how they
present and the result 15 boring
and benefits nobody.

Emotional engagement is
eritical, smd executive coach
James  Sweetman of  James
Swectman & Associales

“IF someone at the top of the
roeNT 1% just regurgitating facts,
there 15 little hope that the au-
dience will feel anything apart
from bored, let alone have that
positive, feel pood factor that
they need 1o feel in order 10
be positively influenced. Emo-
tional engagement is critical.
It means you have 1o speak to
people’s hearts as well as their
heads," he said.

Many people forget tha
their job as a presenter is o be

of service to the audience - to
inform, educate and advise.

“Many presenters get too
caught up in how they are feel-
ing, rather than focusing on re-
lating well to the audience.” he
sand,

“The audience are not inter-
ested in vour nerves. They are
only interested in “what's in
this for me™?

“Rather than Ffocusing on
getting through it, a far bet-
ter objective is to ask yourself
something like “how can | wow
them?" ™

Everyone could work on
enhancing their presentation
skills, Sweetman sapd. Some
people have an mnate abality
to communicate well and in-
fluence others, but this, lixe
any skill, 15 something that can
be learned. Ultimately, a good
Presenter 15 someons giving
the best of themselves,

“They are not trying 10 he
someone they are not, Good
presenlers are authentic  and
well-prepared.  Paradoxical-
I, even spontaneity can be re-
hearsed. It is difficult for an
audience to relate well, or be
influeneed by, a presenter who
is acting a role at the top of the
room,” he said.

James Sweetman, Sweatman and Assoclates; right: Emma Ledden, Presenting to Sell




