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Erase Bad Habits When You Give Speeches

Fight Off Distractions, Avoid ‘Ums’ And Prune Away Fluff

By Morey Stettner
Investor's Business Daily

William  Moreno could al-
ways tell when he was losing his
audience. The more he spoke,
the more he noticed them
squirming in their seats.

“Some of them were in pain for me
said Moreno, an account exccutive at
Im-ex Ing
© McLean, Va.
sorry for m
was nervous,

Moreno, who gives frequent sales
presentations, adjusted. He made his
speeches shorter and more relevant to
his listeners.

“Now [ focus specific
people are interested in
I overcome the urge to go into details
or get carried away. That way, they're
so busy getting information that's
beneficial to them that they don't get
distracted by my nervousness.

Moreno followed the lead of many
top speakers: He identified his bad
habits and fixed them. He realized his

on what
Moreno said.

babbling only called attention to his
stage [right. so he pruned his presenta-
tion to its bare essentials.

Rather than allow self-sabotage to
ruin your next speech, devise strate;
to deliver your talk with more com-
mand and confidence.

& Use a road map. If you have lots of
ground (o cover in a limited time. don't
wing it. In your eagerness to hop from
point to point. you may rush and

I focus specifically on
what people are interested
in. I overcome the urge to
20 into details or get carried

away.
— William Moreno,
account executive, Imagex Inc.
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nfuse your audience.

find it's helptul to talk off of an
outline that’s either projected as an
overhead or distributed as a handout,”
said Alex Guira, principal at E-Works,
a New York venture-capital fund. “It's
a guide so that everyone can see where
you're going and what vou re trying to
accomplish in your speec!

& Mix with the audience. If you hide
behind a lectern, you erect a barrier
between you and your listeners. They
may see you as a distant speck —
especially if you're speaking in a caver-
nous auditorium.

“I've learned to get out [rom behind
any podium that's there.” said Bob
Loiselle. president of the Maurice R,
Loiselle Agency. a Pawtucket. R.L.
insurance firm.

Loiselle would rather get closer to the
audience by roaming the aisles.

“You get better attention from folks
when you make eye contact from five to

ht feet away rather than 30 to 50 feet

away,” he said.

Loiselle, who speaks (o groups about
insurance products, used to plant him-
self on stage and not move during his
presentation.

1t felt like [ was talking at them. not
with them.” he said. “Now that [ stroll
into the audience, the questions come
more [reely. the listeners are more
attentive and we interact better.”

o Learn to love silence. One of a
speaker’s worst tics is to overdose on
filler sounds such as “um™ or “ah.” If
vou habitually insert *y’know" or other
meuningless words. you call attention to
vour sloppy diction,

“I've become better at getting rid of
nervous sounds by using pregnant
pauses,” Loiselle said. “Now I just keep
quiet for a second or two rather than
blurt out something that doesn’t make
any sense.”
alize success. If you begin a
ech thinking “I'm not ready for

. our jitters. ensur-
ing a second-rate performance.
“IF you start thinking segativ
cascades on you.” said Stephen Cam-
arro. vice president of sales and market-
ing for money management [irm
FundQuest in Boston. T used to let the
nervousness take control. but now I
turn it into a positive. I form a mental
picture of giving an effective speuh
® Strike the right pose. “Rocking
back and forth or walking too much
distracts the fistener.” said Jean Isberg
Stafford. president of Executive Coach-
or Women in Great Falls, Va. “It’s
better to see your speech on videotape
and eliminate all the wrong moves.”





