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Meet The Three Authors

Darren LaCroix heard Hall of Fame keynote speaker,

Patricia Fripp, describe the Fripp Speech Model, and he
thought it was brilliant. Two days later, he beat out 25,000
other speakers to become the 2001 World Champion of
Public Speaking. Mark Brown, the 1995 World Champion,
was his coach. Since then, these three have collaborated
on many public speaking related ventures. This book is an
example of how they help their clients and audiences of
ambitious professionals like you become unforgettable to
their audiences. In their own way, they are legends in the
speaking industry.

IN 2001, AT the Toastmasters International convention,






Really? Why Speaking Is Critical To Your Business, Career, And Reputation

T NEVER CEASES to amaze us three authors that intelligent,

well-educated, and ambitious professionals frequently

overlook developing the number-one skill guaranteed
to position them ahead of the crowd. Namely, developing
the ability to stand up and speak eloquently in public, or at
least stagger to their feet and say anything at all.

What is it about public speaking that terrifies so many? Most
likely, it is because we do not want to look, feel, or sound
stupid in front of others.

Co-author Patricia Fripp says, “I frequently hear, ‘1 am a
terrible public speaker.” To which she replies, “No. You are
an untrained speaker.” Her second comment is always, “Stop
telling yourself what you do not want. This is reinforcing what
you are going to change.”

You improve what you focus on. Fripp tells her coaching
clients, “You have invested your entire career training to be
a competent CPA, engineer, nurse, dentist, financial advisor,
or content expert.”

For decades, we have focused on how to get your message
across in a more clear, concise, and interesting way that brings
more buy-in for your ideas and makes you unforgettable.

Anyone can stand in front of an audience or behind a webcam
and deliver a presentation. Each presentation you deliver
enhances or lowers your reputation. We encourage you to
develop the knowledge and skills to become unforgettable
every time you present.



DELIVERUNFORGETTABLE PRESENTATIONS

We assure you, becoming a great public speaker and presenter
who delivers unforgettable presentations is not rocket science.
However, it is more complex than most professionals realize.

What you will learn from this book are timeless techniques
and proven principles that, when adopted, will increase the
likelihood of becoming unforgettable. You may find them
surprisingly simple. However, they are often little-known and
frequently overlooked.

No matter your career or personal goals, mastering public
speaking skills is an important part of your personal
development.

When co-author Mark Brown worked at Reader’s Digest
in the 1990s, job openings were posted on a notice board
outside the cafeteria. Positions included chief information
officer, staff accountant, mailroom assistant, and everything
in between. Every job description, without exception, had a
single common denominator: “Excellent verbal and written
communication skills required.”

If your goal is to be a full-time paid professional speaker,
great. If you're a business professional who wants to advance
your career, these skills will give you a competitive advantage.
If youre an ambitious entrepreneur, you probably realized
that the least expensive way to promote your business is to
showcase your expertise by delivering interesting, compelling
talks to audiences filled with potential clients. If you are a
leader, you will learn to inspire action and commitment from
your associates, partners, and customers.

10
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You are smart enough to realize improving communication
skills is helpful in almost every area of your life. The higher
up the corporate ladder you go, the more critical your
presentation skills become.

Early in your career, you will get promoted faster when you
act, dress, and speak for the position you want, not have.

We know you're busy. Therefore, we designed this step-by-step
book to make it easier for you to create your unforgettable
presentation, whether your goal is to speak professionally,
advance your career, or promote your business.

Consider a few of the benefits of mastering public speaking,
which will encourage you to get out of your comfort zone
and take action.

DEVELOPING GOOD PUBLIC SPEAKING SKILLS
WILL IMPROVE YOUR POTENTIAL FOR
PROFESSIONAL GROWTH AND OPPORTUNITIES.

Patricia’s good friend Steve Gerardi has always loved rock
music. At age fifteen, at his first rock show, he watched the
promoter’s team walking around the arena, and Steve said
to his friend, “This is what | am going to do,” even though he
did not know exactly what it entailed.

In Indianapolis, the local production company was
Sunshine Promotions. He began as a part-time showrunner
with the goal of being a concert production manager and
talent buyer.

1
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After two years, the call came. Gerardi was offered a full-
time job so he dropped everything else and moved back to
Indianapolis.

Lucky for Steve, his last boss had encouraged and helped
finance all employees who wanted to attend the Dale
Carnegie Public Speaking Course.

Steve took advantage of the opportunity and excelled.
Afterward, he told his friends, “It was amazing how fast being
able to stand up and talk to strangers built my confidence,
and my skills increased very quickly.”

After Steve had been working for Sunshine for eighteen
months, his boss asked Steve to come to his office. He
handed him two pages of handwritten notes and said,
“Please read this. Do you understand it? Tell me what you
think it says.”

Steve confidently replied, “You say it is imperative for
success in our industry to re-negotiate and create deals with
concert venues. Especially when tickets are not selling as we
expected. Even with a signed contract, there are times we
have to be flexible and renegotiate.”

Steve’s boss and his partner were shy, and neither liked the
spotlight. Even though Steve was the newest and youngest
employee, he was the only one the boss trusted to speak on
behalf of Sunshine Promotions.

That night, Steve was on a plane and flew to another state to
attend and speak at a regional meeting of venue managers.

12
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Steve recalled, “Even though | was the youngest person
in the room, once | finished speaking, everyone there
treated me as an industry expert. This built my confidence
and credibility, and the relationships were very good for
Sunshine.”

Eleven years later, when the boss and his partner sold the
company for $65 million, Steve was ready to open his own
company.

As the president of SG Entertainment, Steve helps
companies book entertainment for their corporate events
and celebrations.

DEVELOPING GOOD PUBLIC SPEAKING SKILLS
WILL BOOST YOUR CONFIDENCE IN FRONT OF
YOUR SENIOR MANAGEMENT.

Will Strickland is a staff performance engineer at Nutanix. Like
many brilliant technical experts, they invest years developing
their skills and suddenly find themselves pushed more into
the spotlight. Strickland sent Patricia an email saying, “Four
months ago, | attended your presentation skills class. | felt
compelled to let you know how insanely helpful that course
has been for me. For as long as | can remember, I've been
a very anxious public speaker. After your class, my anxiety
seems to have magically melted away. Recently, | delivered an
hour-long talk to my twenty-five-person team. The audience
included management, a director, and our technical director.

“Thanks to your presentation skills class, | felt at ease the
entire time. It was a technical subject, so it could have been

3
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dry and boring. The techniques you taught kept coming
back to my mind. There is no way to tell you how wonderful
it was to receive many kudos, including from the technical
director who wrote, ‘Congratulations. Great stories and
analysis. You really do have to speak more often.’ Thank you
very much for the class; it was an amazing experience!”

DEVELOPING GOOD PUBLIC SPEAKING SKILLS
HELPS YOU MAKE MORE SALES, MORE OFTEN.

To sell, you need technical skills, product knowledge, a sound
relationship management system, to understand how you
compare to your competition, discipline, persistence, and
good organization skills. However, these alone will not make
you successful in sales. Once your work pays off, and you have
an initial conversation or more formal presentation with a
prospect, you need to know what to say and why what you say
will be persuasive and compelling. Often, the best presentation
wins the business.

Powerful, persuasive presentation skills give you a
competitive advantage over your competition.

Earlier in her career, when Patricia was primarily a keynote
speaker, a large food service company invited her to keynote
their yearly sales conference. After her speech, Jennifer, the
national sales manager, pulled her aside and said, “I liked your
speech. However, | really loved how you delivered it. Can you
teach our salespeople to speak that way? We sell quality food
and uniforms to hospitals and healthcare systems. It takes us
a year of work and relationship development for us to be
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in a position to deliver an hour presentation to a hospital
board. It is worth $9 million a year if we win the business. We
are losing sales, and it has nothing to do with our offering or
price. When | follow up, | keep hearing the presentation skills
of our competitors are better than ours.”

As Fripp put together the program for them, little did she
know Jennifer had just given her the secret to always being
in demand, no matter how good or bad the economy is.

Lucky for them and Fripp, Jennifer realized that she could
improve the presentation skills of her sales team for a
relatively small investment.

Why do so many companies assume their seasoned content
experts and sales teams can naturally deliver any message
well? Many well-educated professionals have never received
any training or coaching in presentation skills and don’t take
the initiative themselves. Often, it is because they had a bad
experience.

Shelly Seeger read Patricia’s special report on Eleven Mistakes
Sales Professionals Make in Their Presentations and called.
She said, “Help! | work with a large software company, and
we only hire seasoned sales professionals. They must have
at least ten years of experience selling technology. Naturally,
we assumed they could successfully tell our company story.
Until we had a meeting and all the sales professionals had
to deliver in front of our leadership team. The leaders were
horrified! They have charged me to search the globe for the
best sales presentation skills team. Lucky for us, you are only
thirty-eight miles from headquarters.”

15
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DEVELOPING GOOD PUBLIC SPEAKING SKILLS HELPS
YOU SOUND CLEAR, CONCISE, AND CREDIBLE.

Its dedication drives the American Payroll Association to the
education and elevation of its members. Every year the APA
delivers hundreds of training courses, online presentations,
and in-person and virtual conferences. Their visionary
Executive Director Dan Maddux hires celebrities, hall-of-
fame keynote speakers, bestselling authors, and government
experts to deliver main stage presentations. Dan realized
his elected association leaders, APA award winners, and the
dozens of payroll-related breakout session speakers must
follow or share the stage with these luminaries. Naturally,
they felt the pressure. For two decades, Dan and the APA
have invested in presentation skills training and coaching for
his leaders and all APA speakers.

The feedback the APA receives from each evaluation confirms
presentation skills training is a wise investment for the APA.

Many members never dreamed they would look out at an
audience one day with over two thousand people sitting
looking up at them. The APA members feel inspired when
they see their peers and friends doing so well. The APA
speakers find the presentation training elevates them in
their own companies and careers. No wonder while other
associations may be losing members, the APA is always
exceptionally healthy.

At a recent international payroll conference, Dan was asked,
“How come your APA speakers are always the best in our
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industry?” Dan replied, “We have a commitment to, and a
budget for, presentation skills training and coaching for all
our speakers. They consider this training a non-taxable fringe
benefit that helps them excel in their own careers.”

DEVELOPING GOOD PUBLIC SPEAKING
SKILLS IS THE BEST WAY TO PROMOTE
YOUR PRODUCT, SERVICE, OR COMPANY.

Before Patricia became a professional speaker and executive
speech coach, she was San Francisco’s number-one men’s
hairstylist with a swanky salon in the Financial District. Her
clients were ambitious professionals and movers and shakers
in business. She found it exhilarating to develop relationships
with titans of business. It was a great education in business,
and many of the relationships she developed helped launch
her speaking career.

On weekends, she travelled around the country,
demonstrating the latest men’s hairstyling techniques and
delivering management, motivation, and sales seminars to
hairstylists for a hair product company.

Her clients in the salon began to say, “Come and speak to
my Golden Gate Breakfast Club,” or, “My Rotary Club would
enjoy hearing your message about good customer service,”
and then, “Would you like to speak at our team meeting?”

After two talks, she realized this was the least expensive and
a fun way to advertise her salon and drive more business for
her stylists. Before long, she delivered at least two talks a
week, and it paid dividends.

17
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One of her clients was Peter Butler. He was in the financial
services business, in his fifties, and trained for the Ironman
Triathlon. Peter found it such a life-changing experience that he
continued to get involved with various interesting marathons
in wonderful and often exotic places. Patricia asked him if he
would like to speak to her professional women’s organization.
He accepted and began his presentation this way.

“Training for a triathlon is very much like planning your
financial future.”

For the next twenty-five minutes, he regaled his audience of
eighty professional women with his funny and challenging
experiences. In the last four minutes, he reviewed the
lessons he had learned from his adventures and tied his
message back to planning for a sound financial future.

He said, “These are the four questions you need to answer
and discuss with your financial advisor,” then closed with
an inspiring thought. The audience leaped to their feet,
applauding. As the meeting closed, dozens were in line
asking for his card.

From this first successful experience, Peter, like Patricia, let it
be known he was open to speaking to any interested group.
Neither delivered a sales presentation about their services.
Both gave interesting, entertaining, and thought-provoking
talks that gave them visibility, the opportunity to become
objects of interest to their audiences, and they drove business.

Developing a talk to deliver in your community builds new
relationships. People do business with those they know, like,
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and find interesting. With so many organizations meeting
virtually, you can expand your vision of local. This is the best
way to promote your product, service, or company.

MEMORABLE PRESENTATIONS

Memorable presentations can help you:

e Increase your influence in helping others make
decisions.

e Inspire action and commitment in your team.

» Get buy-in for your ideas and
recommendations.

 Gain the trust and respect of others.

» Prove you are sincere, authentic, and reliable.

* Build new relationships.

 Expand your professional network.

Overall, speaking at events and conferences is a good way
to build credibility. The more well-known the event, the
better, as you can add these speaking achievements to your
resume.

PUBLIC SPEAKING CAN ALSO HELP YOU STAND
OUT AT WORK.

When you learn to speak up in meetings, promote your ideas,
and present yourself as a professional, your opportunities
for advancement increase. Effective speaking skills can also
help you excel in job interviews.



DELIVERUNFORGETTABLE PRESENTATIONS

PUBLIC SPEAKING CAN SIGNIFICANTLY BOOST
YOUR CONFIDENCE.

Overcoming the fears and insecurities that accompany
public speaking is empowering. Furthermore, connecting
with audiences can be a strong reminder that you have
valuable insights and opinions to share with the world.

YOUR CONFIDENCE LEVELS WILL GROW AS YOU
GO FROM SPEAKING TO SMALL GROUPS TO
LARGE AUDIENCES.

This skill will benefit you not just on stage but also in
everyday life, whether in a meeting or a social gathering.

Another benefit of public speaking is that you will suddenly
find that everyone wants to talk with you when you speak
at a company meeting or an event. This is a valuable
opportunity to make friends, build business contacts, and
generate business.

Sean, the brilliant lead counsel of a large biotech company,
received an award for leadership given by a powerful women'’s
organization in his industry. He was the first man to receive
this award in their twenty-five-year history. He had always
been a champion for diversity and inclusion for decades
before it was a popular topic of conversation. Sean is a shy,
modest man, with hundreds of lawyers reporting to him.

When he first met with Patricia, he said, “I warn you, | am
a reluctant client. | only accept speeches to talk about the
law, and how on earth can [ fill twenty-five minutes talking
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about diversity and inclusion?” Before he left his coaching
session, he asked, “How soon can we meet again?” Patricia
watched his presentation, and he was truly magnificent.
Later, he reported to a mutual friend, “I could not believe it;
thirty people came up afterward and wanted to have lunch
and get to know me.”

These benefits are more easily obtained when you deliver
unforgettable presentations. This book is designed to show you
how.

We are going to take you through our proven seven-step
process. It has been honed over decades at our workshops
and with one-on-one coaching. This process will help you
create better presentations more quickly. You may find it
takes some effort; becoming world-class at any endeavor
usually does. We have simplified the process to save
you time. Once you master the process, it will become
instinctive and help you deliver remembered and repeated
presentations. Are you ready? Let’s get started.
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