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			Foreword 

			by Howard Mann

			‘You cannot turn on warm-blooded people with cold words.’ 
Rich Mulholland taught me this valuable lesson over a decade ago. He must have done it through hypnosis as it pops into my head so often it concerns me. It is triggered every time I see a poorly written piece of marketing copy, an uninspired sales pitch or endure an endless procession of boring presentations.

			You see, we each have an obligation when we speak or write in the effort of moving people to act or to create change. If you are holding this book, you likely agree that we rarely live up to the highest standard of this obligation. You want this to change.

			Within you is the ability to energise people about the ideas you have and the change you hope to make in this world. Introvert or extrovert, you have something to say that you are passionate about. As a leader of a business, massive success will be fuelled by everyone being inspired by the mission, understanding what it will mean to their lives and what you need them to do so that everyone succeeds. If you are a thought leader or an author, then you have ideas that will help people improve their lives. If you do not learn how to spread these ideas, then you are letting down a whole lot of people. But most of all, you will be letting yourself down. 

			If you have ever backed away from giving the talk you really wanted to give or struggled to convey your thoughts in a presentation you have given, then you know exactly this feeling that I am speaking of. 

			No more. NO MORE!

			In this book, Rich will give you the tools and inspiration so you NEVER have to deliver a message that falls flat again. You can decide, right here, that you never want to feel nervous or, worse, filled with regret after pitching an idea or delivering a critical presentation to an audience of any size. 

			When I released my first book over a decade ago, it created opportunities to speak to business leaders and entrepreneurs around the world. I immediately reached out to Rich and his team at Missing Link. I know that most people are scared of public speaking. (You have probably heard about the studies that show most people fear it more than death. Yes, THAT death.) But when I dug down a little deeper, the fear I had was not about standing up in front of an audience, it was about giving a bad keynote. It was the fear of disappointing a room of a few hundred people who were promised a talk that would help their business and, as the starkly visual expression goes, shitting the bed. What if I failed them? To have ideas that I knew in my heart would profoundly help them and their business miss the mark and leave them with nothing but a wasted hour. For me, this was the source of my fear.

			If you think about what scares you about communicating to an audience of 1 or 1 000 I bet there is a lot of this same fear in you as well. (If not, why are you up there speaking to begin with?)

			Rich and Missing Link took my thinking and put together a presentation that would not let me fail. In it, they instilled their formula for moving my audience to care, believe, know and do. They sprinkled it with doses of humour and helped me be me. Armed with it, and some practice, I knew I would give the best talk of my life and I could not wait to share it with anyone who would listen. Sure, I was still afraid but excitement was now in my mind as well and it was kicking fear in the ass.

			If you have never moved someone to action with a presentation, you are missing out on one of the most rewarding experiences in business. The immediate audience feedback from that very first talk makes me smile to this day. As Rich would tell me right after it, ‘These are those rare moments in business where you get to be a Rock Star!’ 

			This is where this book will take you, if you let it. 

			Rich is going to inspire you to be a better leader because that is where you must begin before you even think about your talk or presentation. This inspiration will drive you to want to never miss a chance to move the people you must communicate with to the action that you need them to take to improve their career and/or their lives. 

			Once you have finished this gift of a book you will not be able to look at how you communicate the same way again. Like he did to me so many years ago, Rich will hypnotise you to not allow yourself to bore your audience again. You will possess the lessons, tactics and tools that will fuel the desire to make every chance to present and speak a rock star moment for you and a rock concert moment for your audience.

			Your days of disappointing your audiences, and yourself, are now over. Through his hot-blooded words, Rich is going to turn you into a slayer of boredom.

			I envy the journey you are beginning. I only wish I could see the faces of your future audiences, the impact you will have on them and the way both will make you feel. 

			Cue the lights, hear the buzzing of the crowd, take a deep breath and … Get slaying!

			Howard Mann

		


		
			It’s not you, it’s me

			For years I’ve put off writing a presentation book. I’ve written heaps of articles and blog posts, I just never wanted to write a long-form piece on the topic.

			The reason for this was simple. 

			I didn’t think I had anything really new to add to the equation. 

			The presentation space is flooded with ‘how-to’ books all saying pretty much the same old thing; know your audience, use only x words per slide, use only x slides, tell stories etc. (most of which I disagree with by the way, as you’ll soon find out).

			There were also seminal works on the subject, books I often recommend and quote: How To Win Friends and Influence People by Dale Carnegie, You Are The Message by (the now unpopular) Roger Ailes, Made to Stick by Chip and Dan Heath, and Confessions of a Public Speaker by Scott Berkun.

			These are all great reads that will help you master the art, although I’m not sure you have to read them all. You see, it turns out presenting just isn’t all that complicated. So I’ve decided to write a book after all – not to add to the noise, mind you, but rather to subtract from it. 

			I also wanted the chance to tell a bit of my entrepreneurial story, and what it has taught me about leadership. I started a professional presentation firm in 1997 at the age of 22. I had not delivered a speech since my high school final exam, and had no real idea how to work PowerPoint; I just figured that presentations were typically so shit that I couldn’t make things any worse.

			Many years later I decided to become a ‘Heavy Chef’ (thanks Fred) and taste my own cooking, so I started to dabble in public speaking – this book is dedicated to Eric Brown, the client and later friend who gave me my first speaking gig. 

			From designing presentations for other people to delivering them myself, I’ve picked up a good few stories and learnings that I’d like to share with you. This certainly isn’t a ‘how-to’ book for business, as I’m certainly not the richest business person you’ll ever meet. That said, I’m having a bloody great time making this all up as I go along. 

			I’m hoping that that will become obvious as you read on ...

		


		
			To speak is to lead

			Last night I was talking at an event on scaling a business. The event was hosted by a mate of mine, Matt Brown (you should listen to his podcast), and it was called Secrets of Scale. Let me tell you the secret right now. 

			There 
is 
no
secret!

			It’s not a lack of knowledge that stops us, it’s all out there. It’s a lack of commitment to the strategies that actually scale business.

			The same can be said for leadership. 

			People keep reading articles, buying books, and listening to podcasts that teach them to lead, and the truth is, it’s pretty easy ... you just decide to do it, and then do.

			Do you remember that film Apollo 13 with Tom Hanks? There was a scene where he was at home with his family and friends watching the moon landing. He was clearly moved and he got up for a second and went outside to just stare at the moon. When his wife joined him later, he had the distant moon between his opening and closing fingers. He didn’t take his eyes off the moon, he just said to her:

			‘We now live in a world where man has walked on the moon.’

			He then paused and turned to her before continuing:

			‘... and it’s not a miracle ... we just decided to go.’

			We just decided to go.

			Those are the three most powerful words in the English language. 

			Christopher Columbus decided to go.

			Elon Musk decided to go.

			Nelson Mandela decided to go.

			Napoleon Bonaparte decided to go.

			And Rosa Parks decided to go (albeit by deciding not to go).

			And that is the problem facing every single aspiring leader. 

			They haven’t decided to go. 

			They haven’t decided to lead.

			You see, leadership is the easiest thing in the world to do. You just lead.

			Most of us don’t, though. I’ve had my business for over two decades. When it started, I came to work every day, the fearless leader. I took control, I drove a vision, I rallied the troops. I led our staff, and I led our clients on a journey to presentation glory. I was unstoppable! I was the teacher, and I was the tyrant. I was relentless in my vision to grow the business and save the world, one bored audience at a time.

			The business started to grow, the vision started to become a reality, and then one morning I woke up, went to work and discovered that I’d become a manager. Now, when I stood up to speak to the team, it was to run a Monday morning status huddle. Gone was the teacher, gone was the tyrant. I’d become the number-crunching, productivity-promoting, sales-pushing manager that I thought the business needed. And it did. It just didn’t need me to do it.

			In Felix Dennis’ fantastic book How to Get Rich, he said the following:

			You may have to masquerade as a manager for a short while on the way to becoming rich. And you should strive to be a good manager while the role is forced on you. But even if you discover you truly have a talent for the minutiae the management requires, it’s best you abandon the role just as soon as you can afford to hire the appropriate personnel.

			I masqueraded as a manager for far too long and, as such, I ceased to be a leader. Are they mutually exclusive? No. You can do both. However, much like a heart surgeon who can also snowboard, they’re often skills that you put to use at different times.

			So what did I do to start changing that? It was simple, I started speaking again. I asked, I listened, I learned, and I shared. I stood up in front of my team and I spoke to them. I spoke to them about the mistakes I made. I spoke to them about the problems I wanted to solve. 

			I spoke to them about the ideas I had for solving them – both for the company, and the world. I started to speak, and I started to lead again. 

			Sheryl Sandberg, the COO of Facebook famously said, ‘Leadership is about making others better as a result of your presence and making sure that impact lasts in your absence.’ 

			Speaking does this – and that’s why I’ve kicked off a book about presenting with a discussion on leadership – because that’s the endgame. At Missing Link we have nine ‘things’ that we do as part of our DNA. One of them is to solve the problem – and what we know, despite the fact that we run a presentation company, is that being a better presenter is not the problem. Being a better leader is. Either a thought leader, or a team leader. Presenting is simply the means to an end. So I do want you to become a better presenter, but only because it will help you become a better leader, and not just a more effective manager.

			Do me a favour. Jump onto Google quick and do an image search for the words ‘greatest managers’. What do you find? I’ll bet it’s row after row of vomit-inducing stock imagery of managers sitting around a table smiling at one another, or shaking hands. If you aspire to be those people, put this book down, sunshine, it’s not for you. Scroll down a bit further ... and if you’re lucky, you’ll find people who manage soccer teams.

			Now do me another favour ... search for the term ‘leaders’ and what do you find?

			Right, the same vomit-inducing stock images (you have to hand it to the stock photography guys, those mofos know their way around SEO!). But scroll down a bit and you’ll find people who have changed the world.

			There’s JFK and MLK. There’s Hitler and Roosevelt. There’s Jobs and Gates. What did they all have in common? When they spoke, the world listened – and Gates is still doing just that – check out his work on malaria.

			
				
					
				
				
					
							
							The difference between a leader and a manager is the ability to communicate.

						
					

				
			



			You’ll notice, by the way, that I left the word ‘well’ off the end of that sentence. Was Gates a great communicator? He’s much better now, but that wasn’t always the case. However he did stand up and speak. You just have to look at Elon Musk to see that you don’t have to be good at speaking to lead – that guy is no Cicero – but I’d never want to stand between him and an angry mob of his followers.

			To lead is to speak, and to speak is to lead.

			That’s the job. The skill bit will come and, like most things in life, the more you do it properly, the better you’ll become.

			The key word there is properly. 

			I wrote this page to get you to speak. I wrote this book to get you to do it properly. 

			So, before you go any further, draft a mail to your entire team (you don’t have to be in charge, you just have to aspire to be at some point) and invite them all to a talk you’re going to give in two weeks’ time. Call it ‘thought leadership’.

			Two weeks might seem short but, to quote the late great Duke Ellington: ‘I don’t need time, what I need is a deadline.’

			So, give yourself a deadline.

			I’ll give you the rest.

			The three most powerful words in the English language …

			DECIDED
TO
GO

		

		
			
			

		


		
			Wait, isn’t leading about listening?

			Robin: Listening is the key to leadersh ...

			[image: ]

			Look, I get it. We live in a namby-pamby time where we have to pander to the idea that everyone has a voice, and all voices are equal, and that if you’re not completely holacratic in your thinking, you’re just a bad human being. Kumbaya and all that crap.

			That’s just not leadership.

			It’s frustrating. I did a search the other day looking for leaders who speak, and all that came back was a heap of blog posts that spoke about the importance of listening over speaking.

			‘Speak less, listen more,’ they say.

			And I have to say I agree with the core essence of the statement. We do need to listen more than we speak, but these articles are throwing the baby out with the bathwater. Listening is important – all great leaders are both learners and teachers – however listening is not enough!

			In July 2016 I took over as the president of EO (Entrepreneurs’ Organisation) Johannesburg. It was a large, respected chapter worldwide with many of South Africa’s top entrepreneurs holding membership. It was an opportunity for me to lead leaders. To lead without authority. I realised going in that I needed a new style. This wasn’t like running a company; this was about listening and giving everyone a voice. I was determined to go into this a better person, a better leader.

			I failed dismally.

			In fact, as I write this at 43 years of age, I still consider my year as president of EO as the biggest failure of my career. So what did I do wrong?

			I sat down. 

			Going in, I knew that everyone knew that I was a public speaker and I was determined not to be that guy. So I arrived, I sat down at the table. I raised issues, I listened to resolutions, I put things out to vote. And what did it get us? Mediocrity. We didn’t break the organisation, but we certainly didn’t change it enough. I’m perhaps being unfair; I actually believe that we achieved a fair amount, just not when measured against our potential.

			On reflection, I was reminded of that great line ... 

			‘A camel is a horse designed 
by a committee’.

			Here’s what I would do differently if I was to do it again.

			I’d be the first person in the room every board meeting. I’d stay on my feet and greet people as they entered. Once everyone was in, I’d ask them to sit down; I’d pause and look at them. Then, while standing, I’d remind them of our victory condition, the goals we set out to achieve. I’d talk about the achievements of the board over the last month. I’d talk about the stumbling blocks we were facing, and I’d talk about my expectations for the next month, and the rest of the meeting. Then I would sit down. Then I would listen.

			And I would keep asking, and listening, for the rest of the month. I’d learn from the board who worked with me. I’d learn what was working, and what wasn’t. Then a month later, at the next board meeting, I’d stand up again!

			That’s the job. Listening is just the tool that will help you get the job done.

			So, by all means listen to your team. Learn from them. Every monologue should kick off a dialogue – that dialogue is fundamentally important – it just won’t make you a leader.

			The world is full of people who listen, it’s just not moved by those who do that alone.

			We get moved to change by TED speakers, not TED ticket holders.

			We watch speeches that changed the world, not because we admire the skill of the audience, but because we aspire to the skill of the orator.

			To speak is to lead.

		


		
			The happy accident

			So, maybe you deserve a little background to understand what brought a tattooed punk-rocker into the world of corporate presentation strategy. I think it goes without saying that becoming a ‘presentation guy’ was certainly not my childhood dream. There were three things I wanted to become (in chronological order):

			1. 	A stuntman (I was scared of heights)

			2. 	An actor (my first drama teacher died and my second got fired for drug abuse)

			3. 	A salesman

			Yup, a sales guy. It started when I sent away for a mail-order stationery catalogue from the National Sales Association. I was 13 and paid R28 for a kit and then walked door-to-door selling custom stationery to my neighbours.

			At around 15 years old, after a brief stint at the local supermarket packing bags and shelves, I sent away for a second mail-order kit, this time fake perfume. The samples came packaged in a fancy attaché style briefcase complete with a moulded faux-velvet insert. I felt like the real deal as I sold it to all my teachers. I used to get my mates to walk up to them the day after delivery and drop a line like, ‘You smell great today, ma’am, is that a new scent you’re wearing?’ It worked a charm and that wee business did well for a while.

			After school was another story. 

			I never for a single second considered studying further. I found school to be mostly boring (history being the most noticeable exception) and there were no university or even college level courses that taught sales – strangely enough, that’s still the case. There’s almost no business problem I’ve found that couldn’t be helped somewhat by better sales (not necessarily more ... better), yet we still don’t give the profession the credit or accreditation it deserves. That, in my opinion, is capitalism’s biggest mistake.

			So I started selling, and waitering, which is basically selling anyway.

			This all lasted until just after my 19th birthday when it was announced that Depeche Mode was coming to South Africa to promote their new album Songs of Faith and Devotion. I wanted to see them. Bad.

			Luckily my dad was involved in the industry. He had recently quit as the General Manager of PA Sound, a sound company owned by South Africa’s biggest concert promoter at the time, Big Concerts. I’ll never forget it – I begged my dad to get me work as a stagehand from his old contacts. The line I used was, ‘I’ll lick the stage clean with my tongue if I have to.’ 

			I got the job as a lighting stagehand (I chose this as both my dad and my sister were involved in sound and I wanted to try something different). I ended up becoming full crew and worked as a lighting operator/designer for two years. I had wanted to get into the sales side of staging, but my boss, a crazy awesome Israeli named Ofer Lapid, said to me, ‘Habibi, nobody in my company can get a job in the office until they understand what it’s like to work on the road. Give me two years and then we’ll talk.’ This is a conversation for which I’m eternally grateful; nothing teaches a work ethic like being part of a touring crew.

			In that time I was lucky enough to tour with the likes of Joe Cocker, Def Leppard, Midnight Oil and Iron Maiden, to name a few. The lessons I learned at that time could fill a book on their own. True to his word, when two years to the day I went to Ofer and said that I’d served my time, he simply said, ‘Okay, what do you want to do?’ I answered that in truth I wasn’t 100% sure but if he gave me a month I’d figure out where I could add the most value. He said that was fine, and the next day I became a squatter in the boardroom. 

			The first problem I identified was that at Gearhouse we had a seasonal problem. Rock ’n’ roll is, for South Africans anyway, a summer pastime. Every winter we’d be sent to fend for ourselves doing whatever we could to earn cash – personally, I worked as scaffolder and a sound engineer those cold days.

			We needed an evergreen opportunity and I spotted two. The first was the budding rave scene – it turns out if you’re off your face on drugs, going out in winter just doesn’t feel like as much of a burden. Within six months we were working at just about every rave in the country.

			The second opportunity was the corporate market. Conferences happen all year, and with the constant peer-to-peer one-upmanship, people had money to spend on creating something memorable – and this was money we were more than happy to take.

			But it didn’t take long to realise that convincing these CEOs and marketing directors to turn their conferences into extravagant shows was helping us a lot more than it was helping them. Think about it, you don’t fix a bad steak by adding pretty garnish, but that’s exactly what we were doing, we were putting lipstick on a pig (this is why you’re not going to fix bad PowerPoint by switching to Prezi, but more on that in a bit).

			No, the real problems with conferences were the terrible, never-ending onslaught of sleep-inducing presentations. I realised fast that I was curing the wrong disease. It didn’t matter how good the lighting, sound, and AV were, if the speakers were bad, the event was bad.

			Luckily, every now and then there was a rose among the thorns, a speaker who would stand up and captivate the audience for an hour without any fancy lights and special effects – it was just them, their well-prepared material, and a screen. The audience was engaged, the crew was engaged, and I was engaged (still to this day, my acid test as a speaker is to see if the crew is listening, these are smart people who have heard it all a hundred times – if you can keep them listening, you’re doing well).

			It’s my entrepreneurial belief that all meaningful opportunity is born out of areas of friction and frustration, and both were very present in the presentation space. An entrepreneur always looks to either fix a problem or fill a gap, I saw both here so I quit my job and started Missing Link. I didn’t know much about what I was supposed to do, just that it was worth doing in the first place; it turns out that’s usually enough.

			When I started out I realised that I was no longer the rock ’n’ roll guy, I was the business guy, so I traded my jeans and T-shirts for a suit and a tie (three, to be precise). Every day I dressed for success and hit up corporate South Africa trying to convince them that the problem existed, was costing them money, and was solvable.

			The suits only lasted a year, for two reasons.

			1.	When a 22-year-old is sitting in front of a corporate CEO in a suit and a tie, they knew exactly how to treat him – like an intern. If I was a ‘suit’ I was one of them, just younger and less experienced. When I swapped the suit for shorts (I did not wear long pants to a meeting until after my 30th birthday) it threw them. Now I was a different animal altogether, something different and creative from another planet. Strangely they were then able to treat me as a peer of sorts. I was just a different kind of person, running a different kind of business.

			2.	They didn’t have a presentation problem. They really didn’t. They all had assistants or teams that could create five presentations a month for a salary that was less than we were charging for one. What they had was a [image: ] [image: ]. They wanted a solution to being boring. It wasn’t about the slides, it was about them, they wanted to be different, to do that they needed someone who could do that. And that person wasn’t the 22-year-old suit/intern, it was the creative punk-rock entrepreneur in the skate shoes and shorts. So I lost the suits, ripped up my boring business cards, and made a new set of business cards, with my new title:

			[image: ]

		


		
			Enough history, pal, 
I bought a presentation book

			Fair enough. I’m nearly done. Let’s just manage some expectations here. This is not a presentation textbook, it’s not a how-to on presenting, although I do hope you’ll be a lot better off in this space when I’m done with you. What I want to do is give you a new lens on presenting. 
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