







[image: cover] 













[image: ]




[image: ]Marty Wilson is a pharmacist turned award-winning advertising copywriter turned stand-up comic turned bestselling author and speaker. He has spoken to over 500,000 people since he first leapt up on stage in 1997. Within 12 months Marty appeared on The Footy Show, and travelled to the UK to become a full-time stand-up. He returned home in 2008 and now helps people and businesses use humour and levity to lead behaviour change in the areas of health and innovation. He lives in Noosa.
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To Mum and Dad,
How many other 13-year-olds got to watch Richard
Pryor videos and see Billy Connolly, Rowan
Atkinson, and Spike Milligan live? We giggled so
hard our ribs were sore, and it opened my eyes to
the immense power of shared laughter.
Thank you thank you thank you!
– Martin









PRAISE FOR MORE FUNNY, MORE MONEY


‘As someone who doesn’t mind wading into the odd topic of tumult, I know that sometimes lacing your views with humour can be a powerful way to open people up to new ideas. Marty Wilson has been using humour professionally for over 20 years, and with More Funny, More Money he gives great tips on how to do it!’


Peter FitzSimons AM


Bestselling Author and Journalist


‘Everyone knows that laughter makes people listen. Marty Wilson has always been the master of blending the right amount of funny with right amount business. Even I’m buying a copy to learn how it’s done.’


Julia Morris 


Award-winning Comedian


‘I worked in a lot of very “serious” places before starting my own business so I knew I had to create somewhere I wanted to work in so that others would too. Having a few laughs was the cornerstone to one of RedBalloon’s original business values: “a sense of humour and fun”. No matter what happened in the day, we knew if we were having fun then so too would our customers. Fun and creativity go hand in hand.


Thank you Marty for writing this guidebook to a successful, fun business. For too many people the workplace is desperately beige and they need some inspiration to put colour in the everyday – not just the weekends. You will have fun exploring these pages … I did. Marty always makes me laugh. The question is am I laughing at him or with him. You be the judge.’


Naomi Simson


Entrepreneur, Founder of RedBalloon, Star of Shark Tank


‘More Funny, More Money is a professional godsend. By explaining how anyone, even the unfunniest among us, can use humour to become far more effective communicators, Marty Wilson shows us a possible world where boring meetings, soporific speeches and forgettable sales pitches do not exist. Every aspiring entrepreneur, creative visionary and future world leader should read this book.’


Bradley Trevor Greive AM


International Bestselling Author of 
The Blue Day Book and Penguin Bloom


‘In business, the ability to use humour to instantly connect with others is absolutely essential for anyone who wants to engage, influence or sell. And Marty Wilson shows you how to do it authentically, and with total confidence. He’ll show you how to make humour your secret weapon.’


Allan Pease


International Speaker, Author of 11 International #1 Bestsellers


‘Many of us have no idea why our material works. We haven’t a clue why sometimes we’re funny and sometimes we’re not, and we just muddle along and do it. Marty on the other hand is an absolute expert in the how, what and why of comedy. More importantly, he’s got the gift of giving easily understandable and easily actionable advice on how to add humour and engagement to your content. His insights were gained from 10 successful years on the comedy circuit, and I don’t believe there’s anybody who wants to improve their public speaking who wouldn’t benefit from reading this book.’


Nigel Marsh


TED Speaker, Bestselling Author of Fat, Forty and Fired


‘As a behavioural scientist I’m always looking for ways to help people be open to adopting new ideas and, more importantly, behaviours. Humour has always been a vital part of this, because it is one of the fastest tools to overcome cynicism and skepticism which tend to naturally show up in the early days of behaviour change journey. I’ve used Marty and his knowledge of humour to unpack the patterns of what makes things funny. It turns out that being funny – like most things in life – requires certain rules and structures; and if you follow these, you can produce humour as an incredibly effective tool to help people make a shift. I’d recommend time with Marty (and his deep understanding of the art of funny) as a very smart lifelong investment towards helping you achieve better results.’


Darren Hill


Executive Director & Founder, Pragmatic Thinking,
Financial Review Fast 100 Company


‘More Funny, More Money is fascinating and useful. Marty clearly and concisely explains how we can all be funnier, and why we should try to be.’


James O’Loghlin


Speaker and Author


‘Having booked over 250 speakers, there’s one thing I know for sure. The speakers who score the highest on feedback forms are the ones who entertain their audience. It’s for this reason I think every speaker, teacher, salesperson or business leader must own and read this book. And given how boring this testimonial is, clearly I need it too.’


Dale Beaumont


CEO of Business Blueprint









‘Communication makes the world go round. It facilitates human connections, and allows us to learn, grow and progress. Master the art of communication and you’ll experience great success in all aspects of life.’


RICHARD BRANSON


‘The shortest distance between two people is laughter.’


VICTOR BORGE
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How to Claim Your Free Online Humour Course


To say thank you for buying this book, I’m giving you free membership to my online course – More Funny, More Followers – that lets you start ‘funnying up’ your material right now. It normally costs $297 and contains over 20 videos explaining joke formats you can use straight away.


Please head over to martinwilson.com/freecourse to claim your free membership.


To help you try out new material on a friendly audience, you also get access to the More Funny, More Money Facebook group: facebook.com/groups/morefunnymoremoney/


Lastly, in the book I refer to comics, funny videos, books, etc. To make it easier for you to find them I’ve created a page where all these references are in one place: morefunnymoremoney.com/p/bookresources









Introduction:
How Going Broke Taught
Me to Use Humour


In 2009 I did my first ever keynote – to a room full of other speakers – and got a standing ovation. I had worked very hard with an excellent speaking mentor, Matt Church, and he’d helped me get the balance right between thoughtful content and lots of humour. It all went incredibly well.


Three years later I was more than $150,000 in debt. I couldn’t get any speaking work. This was frustrating, to say the least, and a massive blow to my ego after the world of comedy. There, if you’re funny enough, word spreads and you get all the work you can handle. So after I received a standing ovation I thought, ‘Here we go, I’m a professional speaker now.’


However, on that day I was given the worst piece of advice anyone could possibly have passed on. Someone from one of the speaking bureaus was in the audience. She took me aside after the presentations and said, ‘Don’t tell people you’re funny. These days people only book serious business speakers with serious content and serious marketing.’ 


So for three years, based on that massive bum steer, I was out there trying to convince people that a former award-winning comedian was now a ‘serious change speaker’. This, of course, put me up against CEOs and other business leaders who had led large companies through huge mergers, acquisitions and corporate change management programs.


To cut a long story short, I went broke. Soon I was up to my eyeballs in debt. For three years I averaged four speaking gigs a year – after spending eight years doing stand-up in the UK averaging four gigs a week! I had come back from overseas with a couple of hundred thousand dollars in the bank, and four years later I was almost that much in debt and at my absolute wits’ end. In four short years I’d gone from feeling like an all-conquering hero, returning triumphantly from battle, to an absolute loser, driving his family and their future down a road to nowhere. 


I can’t tell you the number of times I fought back tears of frustration while I desperately racked my brain for ways to sell this awesome keynote I’d created. I checked my phone a hundred times a day, desperately willing there to be an enquiry. 


My wife, Allie, was incredibly supportive – she’d been at the back of the room for that first keynote and knew my speech was great – but the strain was starting to show. One day, when I hadn’t had any work for about six months, she burst into tears and shouted to God, the universe or anyone who would listen, ‘We just need one paid gig, please! Let us have one paid gig so I can keep the faith.’ About 10 seconds later the phone rang with a speaking engagement for the Queensland Health Department; that kept us going for another couple of months.


It was around this time that other speakers started contacting me, asking for help to ‘funny up’ their speaking so they would get more work. I helped out presentation-skills coach Michelle Bowden, did some funny for resilience speaker Graeme Cowan, and worked with Matt Church, Dr Adam Fraser, Gihan Perera, and many other wonderful speakers (comedians who all got me to sign a confidentiality clause). They all came to me saying things like ‘I want to stand out from my competition; I want to be funnier’. So I’d help them get more work by using humour, and then go back to pretending I was ‘a totally serious speaker with totally serious content’ and slide further into debt. You’re probably reading this thinking, ‘Why didn’t he put two and two together?’ In hindsight, I was a total idiot. But when you’re living in constant fear of bankruptcy, you don’t see the obvious right in front of you. 


Then, one day, I got a call from a different bureau consultant, telling me that a very well-known speaker had asked for my phone number. He had a speaking showcase coming up and wanted my help to ‘funny up  his presentation so he would stand out from the other speakers’. (That phrase again! D’oh!) 


She then said to me, ‘Do you mind if I ask why this person is asking for your help?’ 


I replied, ‘Well, I was a full-time stand-up in the UK for eight years and I’m a former Australian Comic of the Year.’ 


The line went totally silent for about 15 seconds, then this wonderful woman said to me, ‘Marty, are those facts on every single page of your website in huge red letters?’ I sheepishly replied that someone had told me not to mention in my marketing that I was funny. She shouted at me, ‘Hang up the phone right now, go and fill your website with quotes and testimonials for how funny you are, then call me back. Let’s arrange a coffee next week to talk about how we can spread the word about your use of humour.’


This was in June, and I’d done one gig that year. In the next six months I bombarded people with testimonials about how funny my speaking was, and I did 36 speaking gigs. The following year I did 72, and since then I’ve done between 90 and 100 speaking engagements every year, and I’ve raised my prices every year.


Since I started spreading the word about how I use humour, and plastering my website with testimonials like ‘the funniest speaker I’ve ever seen’, the work has been rolling in. 


So ask yourself: 






	–


	When you’re presenting to a group, do their eyes sparkle or gently glaze over?







	–


	If you’re giving a speech, are they nodding in agreement or just nodding off?







	–


	At the end of your new business pitch, do people write you a cheque? Or check their pulse?








We Remember Funny


In uncertain times like these, when change and disruption are the norm, if you want to get your business known, your message heard and your products and services sold, you can’t afford to be forgettable. You have to stand out, be known and round up a tribe. For your message and your brand to survive – and thrive – in today’s marketplace, you must be memorable. 


And funny makes ideas stick.


What are the television ads you remember? The funny ones. How many childhood conversations can you remember word for word? Close to none? And how many jokes can you remember? Probably plenty. Funny implants in our brains far more easily and securely than facts. So if you can weave humour in with your speaking, it’s like coating your message, your brand and your business with superglue for the brain. 


Entertaining New Ideas Is Easier with a Smile


Laughter has the ability to break down resistance to new ideas and, just as importantly, to challenge old beliefs. 


Whether you’re evaluating current, possibly outdated, beliefs or raising possibilities with ‘Imagine if’ statements, humour helps the mind stay open. It’s even in our language: when we are asking someone to hold back on objections and open their mind to a new possibility for a moment, we often say ‘humour me’. 


So use this in your speaking. When a room bursts out laughing at one of your points, they have instantly agreed that your idea is true. They can’t take that laughter of agreement back. This is a much gentler way to make points that are difficult or uncomfortable, then we can all laugh together at our shared foibles. An understanding has been reached. An unspoken truth has been revealed or a common experience has been acknowledged.


In Shakespeare’s plays isn’t it always The Fool who said the awkward, dangerous truths no one else could? Many a true word is spoken in jest.


Make Learning from Mistakes More Enjoyable


Mel Brooks once said, ‘Tragedy is when I cut my finger. Comedy is when you fall down a sewer and die.’ So if you can let the audience laugh at you and your mistakes, it creates an easy way for them to learn about their own humanity. Being able to greet mistakes and missteps with lightness and humour frees up the lessons within those mistakes.


Humour can create context for information, making it more pertinent and memorable. Something as simple as falling might be an error we’d repeat over and over again; laughing at ourselves, or others, and thinking, ‘Well, I won’t do that again,’ makes it less likely.


Stand Up, Stand Out


We buy from people we know, like and trust, and humour is the most socially acceptable and scientifically proven way to build rapport in seconds. Psychologists agree that shared laughter creates an almost instant connection that transcends the intellect and occurs on a subliminal, emotional level. And who doesn’t want a deeper connection – and the persuasiveness that it brings – with people we are trying to influence in business?


Humour is a learnable skill. And I’m going to teach you how to get it. 









PART ONE:


STAND UP,
STAND OUT


Why Communicating with Humour Is Good for Your Business


You may have the greatest product or service in the world, but if no one hears about it, you and your business will go belly up. (Not good, unless your business is belly dancing.)


In the age of the internet, social media and instant word of mouth – or ‘word of mouse’ as marketing guru Seth Godin says – if you want to get noticed, you have to get up on stage.


For me, this ‘getting up on stage’ is literal. I’m a TED Speaker who travels the world on the conference circuit teaching people how to be more resilient through times of change. Your stage might be the boardroom, print media articles, phone sales calls, in one-on-one pitching or even in online videos on YouTube, Facebook Live or LinkedIn Video. 


Whatever ‘stage’ you use to spread your message, to create awareness and generate demand for your products or services, you have to get your opinion out there and have it noticed. 


I’m not the only one saying this. 


Business guru Brian Tracy says, ‘Your ability to communicate with others will account for fully 85 per cent of your success in your business and in your life.’


Warren Buffett once told a grad student, ‘Without good communication skills, you won’t be able to convince people to follow you even though you see over the mountain and they don’t.’


These days, however, everyone else knows this too and they are also getting up on stage to promote their business, so whatever your stage is, it’s getting pretty crowded. 


You need to stand up to stand out. You need to grab and hold attention, and the quickest acceptable way to do that is through humour. (You can, in theory, get attention more quickly using nudity and firearms, but that rarely ends in the kind of publicity your business needs.) Seventy-three per cent of all Super Bowl ads use humour, and for good reason. Ad man Arnie DiGeorge says, ‘In a world of clutter, you must entertain before you educate.’ 


So if you want to get your business, your services, even just ‘Brand You’ noticed, you have to get up on stage. And because everybody else is doing that these days, you need to stand out by using humour. 




A Quick Caveat


There is one small caution I should give when you’re reading a book like this: dissecting humour is like dissecting a frog – it kills it. While the examples I use to illustrate the principles might be funny, and the clips I’ll send you to are often hilarious, please don’t be disappointed if I’m not cracking gags all the way through. Because this is a book to help your business, I’m going to take funny seriously. 


A tiny thing, I know, but I thought it worth mentioning so you’re not thinking, ‘Geez, this supposed “Australian Comic of the Year” isn’t funny at all.’ 


Having said that, when you come over to the More Funny, More Money Facebook page, I promise we have a great time over there – sharing gags, memes, funny stories and occasionally bits of frog …









CHAPTER 1


More Funny, More Engagement


Why anyone wanting to market anything – including themselves – should take funny seriously


Funny Gets People to Listen and, More Importantly, to Pay Attention


These days we are all so busy we often spend half our day stumbling around on autopilot; we are a bunch of zombies doing things without noticing exciting new opportunities for human connection. That’s why I’m always asking audiences to tell me stories about businesses using humour to snap us out of our semiconscious brains so we pay attention to their message. 


Because I’m travelling on planes a lot, I particularly love hearing how the pilots and flight attendants use humour to get us to listen to that boring in-flight announcement we’ve all heard hundreds of times.


Some of the best I’ve heard over the years are:


Should we lose cabin pressure, oxygen masks will drop down in front of you. Please place the bag over your own mouth and nose before assisting any children, or adults acting like children. If you are travelling with two or more children, quickly decide which one is your favourite, assist that one first, and then work your way down the list to the obnoxious one. Don’t worry, we’ve all got one.


As you disembark today, please make one last check to ensure you have taken all your belongings. Anything left behind will be shared out evenly among the flight attendants, so take special care not to leave small children.


As one plane was taxiing to the gate for passengers to disembark, the pilot announced, ‘We are now calling for helpers to clean the aircraft. If you wish to volunteer, please stand before the aeroplane has come to a full stop.’ 


And, lastly, from a US airline known for its humorous announcements: ‘Southwest Airlines would like to congratulate a first-time flyer on board today who is celebrating his eighty-ninth birthday. Ladies and gentlemen, how about a big round of applause for our pilot.’ 


The last one was obviously just for a bit of fun, but it works to soften passengers up, telling them, ‘Pay attention, the announcement that follows is worth listening to – because it’s funny.’ You can see how the flight crew in the first three announcements got their passengers to pay attention to the following pieces of information:






	1.


	Put on your own mask before helping others.







	2.


	Make sure you check thoroughly for your belongings before getting off the plane.







	3.


	Remain seated until the plane comes to a complete stop.








On almost every other flight I’ve been on, people are usually reading magazines or checking phones through the announcement. On these flights, though, the whole plane would have listened and, crucially, heard these important instructions.


So, by using humour, the airline crew make it safer, and better, for us. But one point we shouldn’t forget is that they must certainly be improving their own experience too. Can you imagine the mind-numbing boredom of giving that same safety announcement to obnoxiously indifferent passengers over and over and over? And over and over? Up to a dozen flights per day? How much better it must be to add some levity. 


If you’ve ever listened to one of the humorous announcements, you can feel the energy on the plane lift. And it lasts for the duration of the flight, not just the announcement. The whole flight seems to be just that little bit happier.  Imagine how good the cabin crew must feel.


I use this concept in the more boring bits of my business communications too – for instance, in the booking agreements for my speaking work. These are usually very dry documents that no one reads, but there are a couple of things I offer that a lot of speakers don’t and I want to make sure people are aware – so I wrap them up in humour.


For example, some speakers are really against being videoed. I personally don’t mind it – it works as marketing for my live performances, which is where I really make a difference – as long as they give me a copy of the recording. So in my booking agreement it says:


Recordings of the Speaker
Marty Wilson’s appearance may not be recorded, broadcast, reproduced or duplicated in any way without advance written notice – so he can get a super-cool haircut at one of those trendy new ‘man cave’ barbers where you pay $220 to have your hair ‘styled’ by some self-obsessed 20-something hipster with a Ned Kelly beard and leather apron. Then he’ll almost certainly say yes if you give him a copy of the raw footage on the day. 


I’ve had many clients tell me over the years that it was seeing humour in the usually boring booking contract that confirmed their choice and made them even more excited about my appearance. Plus, it made them read the whole agreement word for word, looking to see if there were any more jokes in there.


Job done.


Funny Increases Long-term Retention of Your Message


How many conversations can you remember word for word from 20 or 30 years ago? Chances are, the answer is none. But if I asked you to tell a joke you heard in your uni days, or to recite funny lines from your favourite Hollywood comedy, you could almost certainly do it. 


It’s believed that this is because understanding and appreciating humour involves many different functional centres in our brain – language, social intelligence, emotional understanding, imagination and so on – and humour is usually shared with others, so this combines to create long-lasting memories. Wrapping your message up in humour, therefore, makes it more memorable. It gets the brain to make connections it had never before considered.


This is something the best teachers at school seem to know instinctively. If I think of my three favourite teachers through school – Paul Walsh, my Year 7 maths teacher, and Peter Blackford and Brother Mark, who both taught me English – they all regularly made the class crack up. Both English teachers were always encouraging us to read comic texts, and regularly set assignments that were designed to get us creating our own funny stories. 


In a delightful twist, my fond memories have now been backed up by hard scientific research. In a paper released in 2014 called ‘Teaching and Learning with Humour’, Avner Ziv describes the results of two separate but identical experiments. The first split more than 160 statistics students into two random groups, and one teacher taught the same content to both groups, but only used humour as part of their teaching for one group. The second experiment replicated this methodology, using more than 130 students in an ‘Introduction to Psychology’ course. In both experiments, the students who were taught using humour did significantly better in their final exams. 


It’s important to mention, particularly as this is a book about using humour in business, that the lecturers didn’t overdo the humour. Before taking part in the experiment they attended a ‘Humour in Teaching’ course. To ensure they weren’t perceived simply as clowns, they explained the concept to the students, showed a relevant cartoon or told a story illustrating the idea in a humorous way, and then explained the concept again.


You can use humour yourself to remember key points too. For example, I meet a lot of people on the corporate speaking circuit and I have a terrible memory for names, which can be incredibly embarrassing. I once spoke at an event where I had to remember two main people, Luke and Mary. So to make them more memorable I decided to use humour. I tried to think of a couple who would be totally incongruous: two people who would make me laugh if I saw them together. I settled on Luke Skywalker and Mary Poppins. Luke Skywalker is, of course, the hero from the Star Wars movies, and if you don’t know who Mary Poppins is you need to put this book down and go get a childhood. Holding the image in my mind of Luke Skywalker in his Jedi outfit floating down out of the sky arm in arm with Mary Poppins holding up her umbrella gave me enough of a chuckle that I remembered the two names. I would otherwise have forgotten them at some stage over the event, I’m sure. 


So when you’re giving a speech or a presentation, wrap your key points up in some humour, or at least give humorous examples to point out why they’re important, and people will be much more likely to remember them later on.


Funny Works on Everyone, Even Those Who Don’t Laugh


One of the biggest reasons people are reluctant to attempt humour is they’re afraid that not everyone will laugh. The great news is even if only a quarter of the room giggles, everyone gets just a little bit happier. Just hearing other audience members laughing makes everyone want to join in.


A fantastic American comedian, Tommy Dean, gave me some wonderful advice when I was just starting out (imagine a deep, Midwestern American drawl): ‘Sometimes, Marty, you have to hear the smiles.’ My immediate thought was that Tommy was making a joke about the size of American teeth, but what he meant was that sometimes you’re never going to get a whole room to burst out laughing. The group dynamic, the atmosphere, the person who spoke immediately before you – sometimes just the vibe in the room – squashes the energy and won’t allow a really good belly laugh. So sometimes you have to learn to be content with a few smiles, and appreciate that your humour is having an effect nonetheless.


Researchers have found evidence to back this up. A paper in the Journal of Neuroscience called ‘Positive Emotions Preferentially Engage an Auditory–Motor “Mirror” System’ (admittedly not as catchy a title as the latest John Grisham novel), reports  that if you crack a joke and only a third of the audience laughs, the rest of the crowd will feel like smiling and laughing  even if they don’t actually let it out. This is  thanks to our in-built desire to mirror those around us and be part of a group.


The same effect happens when you walk past a crowd who are all laughing uproariously. Once you’ve checked to make sure your fly isn’t undone or your skirt tucked into your underwear, you can feel yourself smiling and wanting to laugh and join in.


Because we are primates who evolved in groups, there are still pathways buried in our brain that make us want to fit in, to belong; we want to be a part of any positive emotional experience happening around us. So you don’t have to make the whole room dissolve in a fit of giggles for humour to work its magic.


(Cue a collected sigh of relief!)


Appropriate Humour Increases the Likeability of the Speaker


Anyone who has done basic sales training knows that if you want to sell, it’s important to get buyers to like you. And one of the quickest and most reliable ways to do that is with humour. 


In his 2014 paper, called ‘Putting the Ha! In Aha!: Humor as a Tool for Effective Communication’, Brandy Reece states that ‘The use of affiliative and self-deprecating humor can increase a communicator’s likeability, and therefore, their ability to inform and persuade audiences.’


It’s important to note, especially in a book about using humour in business, that it is only appropriate humour that increases your likeability and facilitates a connection between two people. 


Let me briefly explain what I mean by appropriate humour. There are three types of humour that involve laughing at someone – that is, pointing a finger at humans and our frailties – and the easiest way to remember which ones to use in business is to ask yourself, Who is the dickhead?


Aggressive, abusive humour always points the finger outward, at other people or institutions. It’s the humour of You’re a dickhead, or They’re all dickheads. 


Self-deprecating humour is where you make a joke at your own expense. This is the humour of I’m a dickhead.


Then there’s affiliative humour, which embraces the room and says, Aren’t we ALL dickheads.


The two types that work in a business sense are the last two. Always make fun of yourself, or human nature in general. Not any human specifically. You never know who in the room might belong to the group you’re making fun of. Or be married to someone who does.


One quick caveat to this is that while it’s okay to use self-deprecating humour about things you might have in common with the rest of humanity, never make fun of your expertise, your knowledge, your organisational skills or anything that might give the impression you aren’t up to the job. By all means make fun of dumb things we all do, just don’t single yourself out as an idiot at your work. This will lower the audience’s trust in you and won’t help you influence or sell to anyone.


Humour Helps People Mentally Reboot


I’m not really going out on a limb by saying that one of the greatest movie makers and storytellers in history is Steven Spielberg. Have you noticed that all his thrillers and adventure stories – no matter how scary – have moments of comic relief?


Jurassic Park is full of laugh-out-loud quotes to break the tension – most of Jeff Goldblum’s lines for example – and there’s even some lovely physical comedy, like when Sam Neill’s character, Dr Alan Grant, pranks the kids and pretends to be shocked by an electrified fence.


When the Nazi henchman in Raiders of the Lost Ark enters the tent, he pulls out a device that looks like an instrument of torture but ends up being a coathanger for his trench coat. 


Even in the ridiculously tense masterpiece, Jaws, there are humorous breaks in the action. For instance, the scene when the gnarled shark hunter, Quint, tries some manly one-upmanship by downing his beer in one gulp and crushing the can. Richard Dreyfuss returns Quint’s steely-eyed stare, chugs his coffee down in one swallow and crushes the styrofoam cup. 


Spielberg knows that maintaining concentration for too long is just impossible; every so often our brains need a break. When you are speaking or presenting, you have to understand that listening for a solid hour takes conscious effort, no matter how good the content. The more insightful and thoughtful your content, the more your audience will churn through their prefrontal cortex energy concentrating, absorbing, taking notes, and trying to remember what you’re telling them. 


Give your audience a break every now and then so they can have a chance to refresh and refocus. And the best way to give their noggins a quick splash of cold water is with some humour. 
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