
  [image: image]


  The Most Creative,

  Escape the Ordinary, Excel at Public Speaking Book Ever

  All the help you will ever need in giving a speech

  Philip R. Theibert

  Author of How to Give a Damn Good Speech

  [image: ]

  Winchester, UK

  Washington, USA


  
    First published by Business Books, 2012

    Business Books is an imprint of John Hunt Publishing Ltd., Laurel House, Station Approach, Alresford, Hants, SO24 9JH, UK

    office1@jhpbooks.net

    www.johnhuntpublishing.com

    For distributor details and how to order please visit the ‘Ordering’ section on our website.

    Text copyright: Philip R. Theibert 2012

    ISBN: 978 1 78099 672 1

    All rights reserved. Except for brief quotations in critical articles or reviews, no part of this book may be reproduced in any manner without prior written permission from the publishers.

    The rights of Philip R. Theibert as author have been asserted in accordance with the Copyright, Designs and Patents Act 1988.

    A CIP catalogue record for this book is available from the British Library.

    Design: Stuart Davies

    Printed and bound by CPI Group (UK) Ltd, Croydon, CR0 4YY

    We operate a distinctive and ethical publishing philosophy in all areas of our business, from our global network of authors to production and worldwide distribution.

  


  Warning: Contains material that may

  overstimulate your creative side and make you the most astonishing, cleaver, spellbinding speaker they ever heard!!!!


  To Peggy - for always being there.


  Introduction

  Have to give a speech? Don’t worry. You now have your own speechwriter, your own idea man, your own creative team to make your speech stand above the rest. This book makes you a speech giving genius and guarantees your next speech will zoom past intriguing, insightful, intelligent and interesting.

  This book will make your next speech the most original speech your audience has ever heard.

  Use these ideas and you will never be in danger of boring your audience. They won’t need their chairs; they will only need the edge!

  This is the ultimate speech idea book. It contains over 200 original, never seen in print before, ideas, tips, complete speeches, lists. Peruse over 300 pages packed with material designed to get those gears spinning, designed to give you that creative spark, designed to ensure that you stand out as a speaker with original ideas, a great sense of humor and a unique take on life.

  Plus this original material will get you thinking, “Hey, if that specific list works as an opening, why don’t I try a list of _____”

  And every tip, every idea in this book comes with extensive directions on how to fit it into a speech.

  Plus, this book contains over 200 quotes! Not to mention, numerous speeches that you can lift right out of this book and give without changing a word.

  Here is just a peek at what this book can offer you. A complete list would be too long for this short introduction. But consider just some of the original material this book will provide for your next speech.

  Lessons of baseball that can be applied to business (complete speech)

  Key signs that you may be fired

  Extensive (over 25) Communication Tips (complete speech)

  Shakespeare’s Business Advice (complete speech)

  Strange terms

  Business slogans

  Driving humor

  Personal relationship advice

  Humorous landscaping tips

  Reasons to smoke

  Graduation speech (complete speech)

  Volunteer speech (complete speech)

  Coffee facts

  True cost of hiring employees (complete speech)

  Words that you never want to see in the same sentence

  Over 50 things NOT to say

  Career advice

  Humorous job interview questions

  Things you never want to hear

  Making a good impression

  The importance of details

  Real rules

  Tying education into the real world (complete speech)

  Funny T-shirts

  Safety tips with humor

  Sales speech (complete speech)

  Overcoming denial (complete speech)

  Country song titles

  Finding a sense of purpose (complete speech)

  Ten steps to a great speech (complete speech)

  15 tips for a great PowerPoint (complete speech)

  Oddservations

  The key to creativity (complete speech)

  Braking news

  Things you discover too late

  The PowerPoint presentation from hell (complete speech)

  What not to say to teachers

  Creating your own opportunities (complete speech)

  Scary phrases

  Things that never turn out well

  Things that should be banned

  Things that never mix well

  Halloween material

  Valentine material

  New rules for football (complete speech)

  What coaches really think

  Wedding speech material

  Material for July 4 th and other patriotic holidays

  Check this out – checks to avoid

  The Church can teach marketing (complete speech)

  Great material for holidays – Thanksgiving, Christmas, New Year ’s – including complete short speeches

  Humorous winter survival tips

  Surviving a Road Trip

  How to flunk any class (complete speech)

  Great innovations in sports

  Get some attitude (complete speech)

  Nicknames

  Fat facts

  Complete analysis of several speeches – learn from the pros

  Warning labels

  Key signs of growing old

  The changing face of America (complete speech)

  List of insecurities

  Going to work tired humor (complete speech)

  Short speech on acceptance

  100 annoying things

  Things you never want your doctor to say

  St. Patrick’s Day material

  Diet myths

  Business headlines…

  Imagine! That is less than one third of what this book offers as you plan your next speech! You would have to brainstorm with a profes- sional speechwriter to create this many ideas for your speech.

  How powerful is this book? Just spend five minutes flipping through the pages and you will see new ways of approaching a speech, new ways you never even thought of.

  Plus, you will never give another boring speech in your life.

  And yes, remember, while most speakers recycled the same old jokes and stories, you have in your hand original, creative material that will light up your brain cells and inspire you to create even more great material.

  Go get them! Your audience is waiting!
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  Here is a list of what we can learn from playing a sport, in this case, baseball. But the lessons apply to many sports that kids play. This can be a complete speech that you can give to a youth group. Or you can choose specific lessons and apply them to almost any business speech. For example you could say, “I want to cover several important lessons we can learn from baseball. The first one is “Take chances: You can’t steal second with a foot on first.” Take a big lead every now and then. Nothing is guaranteed. You may get thrown out. But you may not. How does that apply to our business? Are we too set in our ways, are we not exploring new opportunities, new ways of doing things. Do we need to take more chances for this company to grow?”

  Quote: A baseball game is simply a nervous breakdown divided into nine innings.

  ~Earl Wilson

  Lessons of Baseball

  
    • Attitude matters: Tuck in your shirt, run to your position. Don’t goof off on the bench, don’t throw your helmet. The person with a good attitude makes a good employee.

    • Bounce Back: You will strike out, you will make an error and you will get thrown out stealing. Use these setbacks as a learning experience. Watch the ball into your glove, lay off high pitches, make yourself a better player. A bad player dwells on the mistakes and it affects his whole game. Too many people in life are so upset by the past that it ruins their future. Don’t be one of them.

    • Collect Yourself: A pick-off attempt is made. You dive back into first. Call time, brush yourself off, straighten your hat, then lead off again. Learn to take small moments in life to collect yourself.

    • Don’t be intimidated: It’s the pitcher ’s job to intimidate you. He will throw curve balls at your head. Who owns that plate – you or the pitcher? If the pitcher takes control, you lose. Same lesson in life. Who controls your life? You do. Don’t get intimidated, stand close to the plate and get your swings in.

    • Consequences: If you throw a helmet, you sit out two innings. You use a cuss word, you sit out a whole game. There are consequences for your actions. Again – it’s the same thing in life, except the consequences can be a lot tougher.

    • Find your strength: People have weaknesses and strengths. If you’re not a power hitter, ‘hit them where they ain’t’. I had a player this year with cerebral palsy on the right side. He was the best left-handed pitcher I had. People who find their strengths in life usually succeed.

    • Take chances: You can’t steal second with a foot on first. Take a big lead every now and then. Nothing is guaranteed. You may get thrown out. But you may not.

    • Pick your battles: Don’t fight every bad call. You can fight one every now and then. But remember the umpire is always right. There is a lesson in fighting authority here. Learn it.

    • Take responsibility: Don’t blame your bat, your glove, the sun, your teammates. They did not make an error, they did not strikeout. You did. Take responsibility, blame no one else and move on. The person who can take responsibility and move on to the next task is the person people hire.

    • Focus: When you’re batting – focus. Ignore the fans, the other coaches, the dugout chatter, the catcher’s mouthing off. Learn to focus. You will be in a busy office, a loud classroom, a busy airport – you will be surrounded by distractions in life. Focus on the task at hand.

    • Perspective: People blow things out of proportion. Often it is the parents in the stands. It is a game. If you lose, the sun will come up tomorrow. There will be other situations in life when bosses, co-workers, in-laws, spouses, your teenagers will lose a sense of perspective. Keep yours.

    • Laugh at yourself: You will do something stupid – trip over first base, get hit on the head with a fly ball, throw the ball into the dugout, run into another player. Every player eventually does something stupid. Laugh it off and do your best the next time.

    • Be honest: If you’re catching and the coach asks how the pitcher is throwing be honest; the coach must make a decision that will affect the whole team .You may want to protect the pitcher, but if his curve ball is hanging – tell the coach. People deserve honest feedback throughout life. Give it to them.

    • Support your teammates: People make mistakes in baseball and life. Do not rub their faces in the mistakes they make. If you must say something, say something positive, encourage your teammates.

    • Master the basics: Learn the basics. Know how to bunt. Every job in life has basic skills. The person that masters the basics is the one people have confidence in.

    • Be confident: Always go to bat thinking you WILL get a hit. Be anxious to get into the batter box, so you can show them your stuff. When you give a speech later in life, remember, you will be a hit and this is the chance to ‘strut your stuff ’.

    • Adjust: Adjust to the pitcher ’s off-speed pitches, adjust to the umpire’s strike zone, shift your position in the field according to who is batting. Life and baseball are a series of small and big adjustments. If the umpire calls you out on a low strike, don’t complain. You now know the umpire has a low strike zone. Use that knowledge next time you are up. If you get called out again on the same pitch, it is because you failed to adjust.

    • Analyze the situation: There are ways out of a jam. Should you intentionally walk someone, throw the ball low for a double play, move in to make the play at home, guard the line to take away the extra base hit? Challenges have solutions – look for solutions on the baseball field and in life.

    • Think small: Getting nine runs seems like a lot. But if you break that task down, that is only a run an inning. That can be accomplished by bunting, stealing, hit-and–run, sacrifice flies – think of all the ways to get the job done – one inning at a time.

    • Practice: You want to hit a baseball. Hit lots of baseball. You want to be good in math – do lots of problems – whatever you choose – practice.

    • Clean up after yourself: Your mother is not in the dugout. After the game throw away all the water bottles, gum wrappers, put away the helmets and the catcher ’s gear. Later, your spouse will like you more if you don’t leave messes.

    • Anticipate: Where will a left-handed batter hit the ball? Where will he hit it off a fast pitcher or slow pitcher? Anticipate where the ball is going! Those in life, who know where the ball is going, end up in the right place.

    • Be alert: There will be long innings. But keep your head in the game. That’s why catchers yell the outs, there’s infield chatter, you throw the ball around the horn, you watch how the catcher is shifting for an outside or inside pitch, you keep saying, “What do I do if I get the ball?” Baseball trains you to be constantly vigilant – a useful skill in life.

    • Learn the culture: When you get hit, don’t rub. Never talk about a no-hitter. Don’t step on the foul lines when running off the field. Are these things logical? No. But many cultural traditions are not logical, yet people expect you to behave in a certain way. Learn the culture you are dealing with.

    • Pay attention to details. If you are on first base, check the pitcher ’s heel. A right-handed pitcher has to lift his back heel before he throws over. If you know that, there is no reason you should be picked off. What signs are you missing from competitors, management, peers?

    • Be organized: If you are playing first base, when you come off the field, put a ball in your glove. That way, you won’t waste time next inning looking for a ball.

    • Be prepared: If you are a catcher and the odds are that the runner will take off, don’t call for a curve. Call for a fastball on the outside corner. That works like a pitchout – you have a chance of getting a strike and gunning down the runner. Think ahead of your competition and be prepared for their next move.

    • Teams win or lose together: If a teammate drops a ball and the winning run scores, don’t blame him. A lot of factors go into winning and losing a ballgame, and you just can’t blame one incident. People could have hit the ball better, make a few more double plays, eliminated walks, avoided pass balls. Remember, it is never one player ’s fault; failure is always a combination of factors. So is winning.

    • Look for the unique edge: Pulling your pants legs down to your ankles may look cool, but what does it accomplish? Wear your socks high. When your socks show, it is harder for the umpire to call a low strike. The high socks give him a visual clue of where the strike zone really is. Plus, you have to admire the hitter who leans over the plate, wearing a baggy shirt. The baggy shirt has increased his chances of being hit by a ball and getting a free trip to first base. This gives you an edge. What do you need to do in business to gain and maintain an advantage?

    • Have a game plan: If you are facing a pitcher who throws heat, don’t swing at anything above the waist. Chances are you won’t catch up with it. You can catch up with a fastball waist high or lower. What is your game plan when you are going to a meeting, seeing a client, your plan for that job interview?

    • Be aggressive: Go up to bat thinking you will get a hit. When you’re older, walk into an office thinking you will make a sale. If you think you will strikeout in baseball or life, you have dug yourself a hole.

    • Recognize the spin: A curveball has a different spin than a fastball. It has a different speed. The pitcher may have a different release point for each pitch, a different arm motion for each pitch; perhaps you can see him adjusting the ball in his glove. But what is the pitcher throwing you? What spin does it have on it? People will throw you ideas your whole life. But watch for the ‘spin’ they deliver the ideas with.

    • Know where the wall is: If you are playing outfield, as you get close to the wall, put your arm out. Know when you will crash into the wall and not be able to make a play. Same theory in life. We all have limits. Know where your wall is and don’t crash through it. Take time off to relax.

    • Enjoy: The baseball season, like life, is short. Enjoy the sun, spitting sunflower seeds, chewing gum, bending your hat brim, playing catch, the smell of glove oil, sliding into second, rounding third at full speed – learn to enjoy moments in life.
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  Here is a funny list about the key signs that you might be fired. In your opening, you can read selections from the list, then say, “But we all know that being fired is no laughing matter. We all have responsibilities we must pay for. But what is the best way to guaranteed that a year from now, we all have jobs. We must work together to ensure that this company and all of us succeed. Let me cover some ways we can all work together, work smarter and ensure a bright future for all of us.”

  Quote: Getting fired is nature’s way of telling you that you had the wrong job in the first place.

  ~Hal Lancaster

  Key Signs You May be Fired

  
    If you think you may be fired, canned or even ‘right-sized’ it might be time to turn off those computer games, quit downloading those hard-metal websites, turn off the streaming video soap operas and look around. Here are 10 clues your job may be in peril:

    • You’re out of the loop: You drive to work and your parking space is occupied. By your desk.

    • You never go to special training: They stopped sending you to sensitivity training, after you wore an “I hate everyone” T-shirt to a diversity meeting.

    • You get the silent treatment: You can clear a room faster that the Asian flu. You walk in and all your co-workers leave for ‘lunch’. Yet it is only 9 a.m. A mime talks to more people a day than you do.

    • You receive a bad review: Your last review was so toxic, you had to wear gloves to pick it up. Being described as a “pathetic loser whose height of achievement is making coffee” can’t be good. Your review sounds more like a police report and your IQ is compared to Shamu the Whale.

    • You tend to make the same mistake over and over.

    • You are perceived as the company clown: Sure it got a few laughs, but using the boss’ toupee to dust your cubicle was not the brightest move.

    • Your superior is leaving paper trails: You receive memos, written in toilet paper, confirming every time the boss chewed you out. The memos are also posted on the office bulletin board, right next to the copier photo of your butt and the police photo of you after that bar fight ‘got out of hand’.

    • You and your boss are not getting along: Performance is a ‘subjective’ judgment and managers get rid of people they don’t like. In other words, dating the boss’ daughter, driving her home when you were drunk, and vomiting on his doorstep was not a ‘career-enhancing’ move.

    • You have trouble making lists and organizing data.

    • Your mentor is gone: The executive who always championed your career was last seen boarding a plane for Bolivia with a suitcase full of cash.

    • You publicly messed up: You showed the wrong PowerPoint.

    Instead of the sales chart, the video of the last ‘trade show’ gets shown and it is hard to explain how topless dancers ‘wandered’ into your sales booth. Whoops, what happens here, doesn’t always stay here.

    • You are not good with numbers: You have trouble counting to 10.

    • New blood takes over: When a new manager takes over, he has to take charge. The best way to do this is ‘shake things up’. In other words, fire you and bring in his brother-in-law.

    • You’re assigned special projects: You’ve been relieved of your core duties so that you can work on ‘special projects’. This would involve a bucket, a mop and the men’s room.

    • You receive outdated equipment: The whole office gets new computers. You get an abacus, a wooden pencil and a can with a string (for local calls only).

    • Your bonus is reduced: Everyone in the office gets an all-expense paid trip to Hawaii. You get a free pizza and tokens at Chuck E. Cheese.

    • You deny reality: So there are the top ten reasons that your job might be in jeopardy. You might want to turn off that rerun of The Real World you’re watching on your computer and look around. Looks like your friend’s job is in jeopardy. Couldn’t be yours.
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  Following is an extensive list of communication tips. Communicating is an essential part of any business. Miscommunication, for instance the wrong specs for the product, can cost millions of dollars. Miscommunication with customers, as we all know, can also be costly. This is a great speech to give to employees, emphasizing, “What steps we should all take to ensure that we all communicate and don’t screw up customer orders, products, future plans…”

  You can also choose selected items from this list. For instance, you can start your speech with Item 11 on the list. Note how it is a ready-made opening for any speech on communication. Here it is:

  “Communication makes your reputation. Beware of how you approach each communication opportunity. Every time we communicate, we are either improving or destroying our reputation as a person of integrity, manners and professionalism. Even a quick bit of gossip in the hallways sends a message to other people what you ‘are about’. Every e-mail you send, again, however minor that e-mail is, gives everyone a chance to judge you. Because when you think about it, your professional reputation hangs upon two threads. The first one is what you do. People can and will judge you by your actions. The second thread is your communication skills. You judge someone by what they say, how they phrase it and the intent behind their words. So communication is not just a casual activity where you toss off an e-mail or a sound bite in the hallway to friends. Every word you say and write determines how people judge you now and how they will react to your ideas in the future. Never say anything, even a casual opinion, in the workplace, unless you have done the research to show that you know what you are talking about.”

  After that opening, you can say, “And because communication is so important to your reputation, and our reputation as a company, we must ask ourselves, are we sending our customers, vendors, shareholders the right messages? Is it time to sit back and analyze what we are doing wrong and right?”

  Take your time, highlight the material you like in this list, and you will have plenty of material for any speech on communication.

  Quote: The most important thing in communication is to hear what isn’t being said.

  ~Peter Drucker

  26 Essential Business Communication Tips

   

  
    • People judge you by the way you write: Once, when I was finished interviewing a CEO for a speech, he walked to his desk and pulled out a file. Then he said, “I have over 5,000 employees and I can’t keep track of all of them. But I can tell a person’s thought process, by what they write and how they write it.” He showed me a file filled with e-mails, letters and reports from employees The CEO said, “When I see a well-written document that reflects a good thought process and the ability to put ideas into action, I put that document in the folder and tell my managers to watch that person.” The point is obvious. People judge our thought process by how we put words on paper, on how we logically develop our ideas, how we back up our ideas.
    • Tailor your communication: One size does not fit all. You communicate with individuals and every individual is different, ranging from your boss to your spouse to your best friend. And there is no way that you talk to all three the same way. You tailor your communication to fit the listener ’s needs. This also applies when dealing with different cultures – you must tailor your communication to meet the cultural traditions and in addition to meet the listener ’s individual personality. And of course, you also must tailor the communication depending on the customer.

    • Always research your audience: Ask questions, then ask more questions. What type of data is your audience expecting? Why are they expecting it? What are they going to do with it? How do they want it presented? Ask these key questions in advance, perhaps by an e-mail, followed by a phone call, and you have a good chance of hitting the target.

    • Sell a lifestyle: We buy things because we want to create a script, for example the script of a loving family sitting around the fire. Or we buy a sports car because we want to create the myth of being young and free (which is why many middle-aged men buy sports cars). Think about any catalog, like the LL Bean catalog. They aren’t selling clothes; the catalog is about creating a lifestyle, long walks in the woods, front porches, fireplaces that the customer wants as his or her lifestyle. This has nothing to do with logic, everything to do with emotion and selling your customer a lifestyle script they want to write themselves into. That is why I can buy a golf shirt for $8 at Wal-Mart, but will pay $50 for the same shirt with a Polo logo. On a certain level, I have thrown logic out the window, to sell myself a concept of being a ‘Polo’ type person. Think about the last product you bought. What lifestyle script were you buying into? What script were you writing for yourself? What scripts are you writing for your customers or audience?

    • Selling ideas: Communication is the business of selling ideas. We sell ideas all day long, to our friends, to our boss, to our kids... Remember, you can only sell one idea at a time. So focus on the idea you want to sell, package it from your audience’s perspective and don’t try to sell multiple ideas. Sell one main idea at a time.

    • Have confidence: It is a lot like the old joke, if you can’t be sincere, at least fake it. Imagine a doctor who walks into your hospital room and she gives you no sense of confidence. The best way to develop confidence as a speaker is to KNOW your subject, know your audience and practice, practice, practice.

    • Audiences are kind: Audiences tend to be sympathetic. They respect anyone who has the courage to face an audience. So if someone ‘messes up’ a word or a slide and has to correct themselves, this actually could be a plus. The audience roots for the underdog, sees you as a human, not as some smooth talking speaker, and actually may identify with you more and actually listen more closely. There is such a thing as being too ‘slick’. A good speaker has to maintain that ‘Aw Shucks’ attitude too.

    • Handouts are crucial: Handouts are the important part of the presentation. After you show a slide, it’s gone. But people take the handouts back to their desk and this helps them remember your key points. A simple handout at the end, that lists your key points and what you would like your audience to do, what action steps you want them to take, is always a valuable tool in getting your ideas across.

    • Presentations get you in front of the right people: Why don’t you just e-mail the information to people? A presentation gets you face-to-face with the people who can make a difference, they can implement your ideas, and they can act upon your suggestions. So don’t lecture to them, study their reactions, ask questions to see if you are all on the same page. When they walk out of a room, you should know their depth of understanding of your presentation. You should know what follow-up steps you need to take, so your audience completely understands what you were discussing, why it was important and what steps they are expected to take.

    • Be specific: When asking or receiving information avoid vague words. Avoid saying I need it “soon”. What is “soon”? An hour, a day, a week? Also avoid the word ‘almost’. As in, “The report is almost completed”. Is it 90% complete? 80% complete?

    • Communication makes your reputation: Beware of how you approach each communication opportunity. Evert time we communicate, we are either improving or destroying our reputation as a person of integrity, manners and professionalism. Even a quick bit of gossip in the hallways sends a message to other people what you ‘are about’. Every e-mail you send, again, however minor that e-mail is, gives everyone a chance to judge you. Because when you think about it, your professional reputation hangs upon two threads. The first one is what you do. People can and will judge you by your actions. The second thread is your communication skills. You judge someone by what they say, how they phrase it and the intent behind their words. So communication is not just a casual activity where you toss off an e-mail or a sound bite in the hallway to friends. Every word you say and write determines how people judge you now and how they will react to your ideas in the future. Never say anything, even a casual opinion, in the workplace, unless you have done the research to show that you know what you are talking about.

    • Get feedback: How do you know that people are receiving the message you’re sending? What steps can you take to double- check? Every person brings their own set of perceptions to every meeting, every phone call, e-mail, in short, any type of communication. A good communicator looks for feedback, verbal, body language, all types of feedback. You can only be sure your message ‘got through’ if you check the feedback. Was the project completed; was it completed the way you requested? Did you just give directions and not check to see if your message was received? Hmm, perhaps there is a reason the project was not completed the way you envisioned?

    • What does your audience need to know: We are often tempted to tell everything we know about a subject. But every communicator must ask, “What does my audience already know and what do they need to know?” Remember you are not showing off your knowledge, you are trying to provide the audience with information they need and can use.

    • Be human: You build a relationship by sharing confidential experiences with another person. And if they accept you and they share experiences with you, a friendship has been born. And isn’t that what a good communicator does, reaches out, shows he or she is human, shares a painful experience with you?

    • Communicators ask critical questions: Managers know the basics of finance and accounting and all that ‘business stuff ’, but businesses which are successful year after year, have critical thinkers who ask hard questions such as, “Why do we do things that way?” “Where are our new markets and why?” “What new products must we develop?” If no one in the organization is a ‘pain’, always asking questions and doing research on the markets, the competition, the future… the company will not grow and prosper.

    • It’s not about you: In publishing, the first question you ask when you read a manuscript is, “Who will buy this book?” What readers’ needs does it meet? Publishers are in business to market books to readers, otherwise there is no revenue. And too many manuscripts are writer-based and not reader-based, no specific audience is in mind and, even though it may be well-written, there is no perceived market, no target audience, or the book is aimed at a market the publisher does not serve, e.g. a mystery book is sent to a publisher who publishes how-to books, and the manuscript is rejected. In other words, sell ideas based on the client’s needs, not yours.

    • Keep it Simple: Too often, the speaker gets too clever with slides and special effects and the audience is dazzled and distracted by the slides, which don’t back up the speaker ’s main points. PowerPoints need to be simple and direct 90% bullet points that highlight your main ideas. Don’t put these long, long paragraphs on slides. The audience will read through the paragraph, ignore the main idea and the speaker.

    • Remember WIFM: Every audience is tuned into Radio Station WIFM: What’s In It For Me. Also remember every audience member has an invisible sign around their neck that reads: Make Me Feel Important.

    • Communication skills get you promoted: Having lived in the corporate world a long time and having worked with CEOs, I quickly figured out that to them an accountant was an accountant, an engineer was an engineer, and so forth. But an accountant who could communicate ideas, he was always promoted to the next level. In other words, in many occupations everyone has the same job skills, so the criteria for the next promotion are leadership and communication, the so-called ‘soft skills’.

    • A proposal markets your personal skills: A proposal markets the skills of the author. Quite simply, the quality and content of the proposal indicates to the client the quality of work that you and your company can do. If important segments are left out, if key issues are ignored, if the proposal is packed with grammar and spelling errors, what does this say about the quality of work? It makes the client realize you don’t pay attention to detail, so why should you win the project?

    • Keep a Journal: Many people know what they want to say, but they have trouble getting the ideas from their heads onto the paper. And a journal does exactly that. It gives you practice in articulating your ideas, getting the ideas from your head onto paper, so that you and others can understand them better. Here is another way of looking at it. Let’s say you want to hit a baseball. The only way to practice is to hit lots of baseballs, have hitting practice and more hitting practice. You become a good hitter by hitting. That is what a journal is – it is writing practice, so when you have that big game, that big report due, you are comfortable with putting your ideas on paper.

    • Read extensively: A good way to learn to write is read. Imagine if you are a painter and you never look at any other paintings, you never see how other artists use color, shading, composition? The same analogy applies to writing. How does a writer learn, if he or she doesn’t read, see how other writers use words, develop their ideas, support their ideas? In other words, a good writer should read something every day and analyze it, see how it is put together, what makes it flow, what makes it ‘work’ for the reader. Read an editorial in the newspaper, then go back and outline it, see what the writer used for an opening statement, see how he developed his argument, see what support he used. In short, good writing means you need to be a comprehensive reader and really focus and analyze on writers’ techniques to win the audience over.

    • Be credible: What is your main criteria for choosing a mechanic, a doctor, dentist, accountant? Yes, you know you can trust them. All good relationships start with trust. It is the same with a writer and a reader. Before a reader will trust you, you must convince them ‘you know your stuff ’. And this convincing depends on sound research, credible sources and good citations, so the reader can double-check if they want to.

    • Solve the right problem: I met a friend the other day at a Mexican restaurant and we were served by a waitress who kept swishing her ponytail over our food. I ordered a bourbon and water, she didn’t know the difference between scotch and bourbon; our chip dish was never refilled, although we asked three times; the salsa was literally frozen. What does this have to do with communications? Let’s say we give the restaurant a marketing proposal. We throw in ads and promote a Mexican ambience in the restaurant and urge they offer drink specials. We can give them a great proposal and it can be a fantastic marketing plan to drive people to the restaurant. But we are addressing the wrong problem. What is the problem? People don’t return. Why don’t people return? Now there is the gist of the proposal. You need to train management to oversee employees (I didn’t see any manager walking around), you have to put employees through an extensive customer service program, you have set service goals, e.g. a chip dish never sits empty. So when you do a proposal: 1. Make sure you are addressing the correct problem; 2. Include follow-up measures to ensure the steps proposed are actually implemented. For example, propose that all employees go through extensive customer service training. Then put a measurement in place, a customer service test they have to pass, before they can start serving customers.

    • Learn sales techniques: People tend to deny reality. For instance, how many people still smoke despite the high risk of cancer, how many people are way overweight, despite the risks of heart disease? How do you overcome this ‘denial’ mechanism people have? Is it best to keep hitting them over the head with the bad consequences of their decisions, or is there a better way? What does this have to do with how people receive your communications? People tend to be protective of their habits, be they good or bad, and they will defend them and be closed to positive suggestions. You may trying to help, suggesting how a process at work may be changed, but remember, people don’t like change, so don’t be surprised at negative reactions and forge ahead. In fact, one of the biggest obstacles that salespeople face is this resistance to change. Study a good book on effective sales techniques and you are also learning how to overcome negative reactions from customers.

    Let’s say you are going for a job interview but your shirt or blouse is wrinkled and your shoes aren’t shined, or there is a small coffee stain on your pants. What does this tell the interviewer? It tells him or her that you don’t care about paying attention to details. You don’t think that it is important to iron your shirt, polish your shoes, in short you don’t care enough to look professional. Now extend that analogy to writing, even a simple e-mail. You don’t care enough to put in a clearly defined subject so the reader knows what you’re writing about. You use their instead of there, it’s instead of its, your instead of you’re. You use a period where there should be a question mark and your thoughts seem to go all over the place. Hmm – what does that say about your attention to details? Isn’t it sending the same message as a coffee stain on your blouse, a wrinkled shirt…?
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  Business, as you know, is much more complicated than selling a product and making money. The good business person knows how to deal with customers, employees, stress, ups and downs.

  And perhaps the best bits of business advice were written over

  500 years ago by Shakespeare. Shakespeare was the Dale Carnegie of his time and he knew what made people tick. And has human nature changed that much over 500 years?

  Of course, you may not want to stand up in front of an audience and read this entire list. I don’t blame you, neither would I. But this list offers a wealth of ideas and quotes that you can use in any business speech. You can weave an entire speech around these tips. Pick just five and you have a good, concise, five minute speech.

  Here is a quick example. Using tip number 2, you can say, “Shakespeare once said, ‘We know what we are, but know not what we many be.’ Think of how that applies to our company. We know what we are, a good reliable company that makes a good product. But have we been too content? Is it time for change? What may we be? What steps do we need to expand our business and enhance job security for us all? Well I would like to share a few ideas with you…”

  So remember take your time going through the list below and highlight five quotes and you will be amazed at how the speech writes itself. Note that next to each quote is a specific tip on how you can use that quote in a speech.

  Quote: The remarkable thing about Shakespeare is that he really is very good, in spite of all the people who say he is very good.

  ~Robert Graves

  Business Tips from Shakespeare

  
    • Every cloud engenders not a storm: You need to know your business. Know how to forecast the future. Don’t panic and make rash decisions. Read the “clouds” carefully

    • We know what we are, but know not what we may be: What can your business grow to be? Always look to the future.

    • Hell is empty and all the devils are here: It is business and your competition does not exist to be your friend. They will take away your customers in a heartbeat. What can you do to prevent that?

    • Nothing can come of nothing: You have to have a solid foundation for the future. Know your strengths and your company’s strengths and build upon them.

    • Sweet are the uses of adversity, Which, like the toad, ugly and venomous, wears yet a precious jewel: Don’t get discouraged. Adversity can be good; it can help you discard the habits that are hurting you and help you discard the employees and practices that are hurting your company.

    • Let every man be master of his time: Always ask, “Is this the most profitable use of my time. How is it helping me or my company grow?”

    • ‘Tis an ill cook that cannot lick his own fingers: Be proud of your product or service, if you aren’t, why should a customer be?

    • There is nothing either good or bad, but thinking makes it so: Attitude is everything and you set your attitude, no one else does. You can be positive or negative. Negative never wins customers.

    • Action is eloquence: Action is the only way to get results.

    • Have more than thou showest, speak less than thou knowest: Under promise and over deliver. You will keep your customers happy. You will surprise and delight your boss.

    • If you can look into the seeds of time and say, which grain will grow, and which will not, speak then to me: Know the market and know which products or services (seeds) will most likely grow in the business climate you are facing.

    • Such as we are made of, such we be: Quality in, quality out.

    • One man in his time plays many parts: Remember as a manager you must wear many hats. You must be a wise money manager, a motivator, a seer, a philosopher…

    • Modest doubt is call’d the beacon of the wise: If a deal sounds too good to be true, it probably is. Be skeptical; use your ‘abilities of doubt’ before committing yourself or your company’s resources to anything.

    • The fault, dear Brutus, is not in our stars, but in ourselves, that we are underlings: Don’t complain if you don’t like your job, if you can’t make enough sales, if you don’t get promoted. Find out what is holding you back and get more education, call on more clients – be in charge of your fate.

    • What’s gone and what’s past help should be past grief: Don’t waste time worrying about the past. That won’t help you, your employees or your business. Learn from past mistakes and move on.

    • I must be cruel only to be kind: Sometimes you have to be tough. Letting that employee go might benefit you both in the long run. He or she might find a better job they like and you might find a better employee.

    • Brevity is the soul of wit: A good business communicator gets to the point and his client and audience appreciates that.

    • Let me embrace thee, sour adversity, for wise men say it is the wisest course: Don’t ignore bad news. Embrace it. Are sales down? Did you get rejected for that job? You can’t ignore these facts. Instead find out what happened and correct it. Avoiding bad news never helps anyone.

    • He is well paid that is well satisfied: Remember employees and you work for more than a paycheck. How can you make the workplace more pleasant and productive for everyone?

    • Our doubts are traitors, and make us lose the good we oft might win, by fearing to attempt: You lose the sale you don’t call on.

    • Make use of time, let not advantage slip: Introduce that new product now. Call on that potential customer now. If you don’t your competition will.

    • This, too, shall pass: A good business person has a sense of perspective. Things will change – will you be ready for changes?

    • Wisely and slow. They stumble that run fast: Don’t just call on customers. Don’t barge into their offices without an appointment. Plan your sales call.

    • Many strokes, though with a little axe, hew down and fell the hardest-timber ’d oak: People do not change their beliefs or attitudes or habits overnight. Every good public relations person knows that you must keep ‘getting the word’ out in gentle effective ways. Do not beat people over the head.

    • Self-love, my liege, is not so vile a sin as self-neglecting: Take care of yourself, balance your life. A tired, stressed-out, burned- out employee is no good to anyone.

    • The course of true love never did run smooth: Just like love, business has ups and downs. Don’t panic, adjust.

    • There’s small choice in rotten apples: Offer your clients good services and good products!

    • He hath eaten me out of house and home: Watch your overhead. Every dime you spend on rent, utilities, employees, office supplies, travel is a dime taken away from profits. Don’t let overhead ‘eat you out of house and home’.

    • The fool doth think he is wise, but the wise man knows he be a fool: You do not know everything. Surround yourself with people who are wiser, have more experience and can give you good advice. These can be mentors in your personal life.

    • There is a tide in the affairs of men which, taken at the flood, leads on to fortune: Timing is everything. What moves should you be making now?

    • I am wealthy in my friends: The best way to get a job or customers is through networking. Wherever two or more are gathered, go make friends and network.

    • Some are born great, some achieve greatness, and some have greatness thrust upon ‘em: Chances are that you will have to achieve greatness. What is your game plan to do so?

    • How use doth breed a habit in a man!: It is easier to keep customers, than to find customers. It is easier to keep existing business than to find new business. Make sure your products or services become a “habit” with your customers and they will keep coming back.

    • Though this be madness, yet there is method in ‘t: Check out every idea. Think outside the box. Sometimes the great idea that can make your money, sounds silly or “mad” at first.

    • What a piece of work is a man! How noble in reason! How infinite in faculty! In form and moving how express and admirable! In action how like an angel! In apprehension how like a god! The beauty of the world! The paragon of animals!: The lesson is simple. Man has amazing capacities. Remember your employees are your company’s best resource.

    • ‘Tis but a base, ignoble mind that mounts no higher than a bird can soar: Set high expectations for you and your employees. Set high expectations for yourself. Always challenge yourself and your employees. That is the only way you get better, improve your product, and improve your sales.

    • The man that hath no music in himself, nor is no moved with concord of sweet sounds, is fit for treasons, stratagems and spoils: You must be a good judge of character. Watch out for those whose sole ambition is to get ahead; you may be their stepping stone.

    • But he that filches from me my good name robs me of that which not enriches him, and makes me poor indeed: Remember that reputation is everything. You choose a doctor, lawyer, mechanic, insurance agent because you trust them.

    • The insolence of office: Don’t be impressed by your title, no one else is. Be human.

    • Give me that man that is not passion’s slave: Don’t be shocked when the CEO is taken down by having an affair with the secretary. Passion is powerful and has taken down many a man and woman. Hire people based on character and ability.

    • There are more things in heaven and earth, Horatio, than are dreamt of in your philosophy: Twenty years ago, could you dream that iPODS, cell phones, laptops would exist? What product can you produce that no one has thought of yet?

    • Uneasy lies the head that wears a crown: If you wear a “crown”, you should be uneasy. So what if you have the highest selling product in the market? Someone is always trying to overthrow the king. Who is trying to take your market, overthrow you and what must you do to stay “King”?

    • To climb steep hills requires slow pace at first: Always start with a good product, a good service, and start with a few customers. Satisfy them and the “hill” your business must climb will be much easier.

    • How sharper than a serpent’s tooth it is to have a thankless child: Don’t be a “thankless child”. If a boss or customer or teacher does something nice for you, thank them.
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  Why would you share “terms from diners” with your audience? Well, audiences are attuned to strange words and phrases. People want to learn new things and unique phrases capture their attention. You can transition into your speech by saying, “And here are some terms from our industry I would like to share with you…” Or you can say, “Many of you were not familiar with the terms I just tossed out. And you might have been momentarily confused. Imagine now that you are a customer and we keep throwing strange terms at you? How would you feel?”

  Note that in the second transition, I used a series of questions. For instance, “How would you feel?” Questions are a god way of keeping your audience involved and interested.

  Now here are some strange terms from diners. Should I be bold enough to say a ‘hash’ of strange terms?

  Quote: Food is an important part of a balanced diet.

  ~Fran Lebowitz

  
    • Axle grease / cow paste – Butter

    • Birdseed – Breakfast cereal

    • Blonde with Sand – Coffee with cream and sugar

    • Blowout patches – Pancakes

    • Bowl o’ red – Chili con carne

    • Bow-wow / bun pup – A hot dog

    • Bucket of mud – A bowl of chocolate ice cream

    • Bullets – Baked beans

    • Burn the Brits – Toasted English muffin

    • Chickens on a raft – Eggs on toast

    • Cow feed – Salad

    • Cowboy – A western omelet

    • Draw one in the dark – A cup of black coffee

    • Fifty-five – A glass of root beer

    • Fish eyes – Tapioca pudding

    • Flop two – Two fried eggs over easy

    • High and dry – A sandwich without butter or mayonnaise

    • Hockey puck – A well-done hamburger

    • Houseboat – A banana split

    • In the alley / out back – Served as a side dish

    • Java / Joe – Coffee

    • Keep off the grass – No lettuce

    • Life preservers – Doughnuts

    • Mike and Ike – Salt and pepper shakers

    • Murphy – Potatoes

    • On the hoof – Any kind of rare meat

    • On wheels – An order to go, a takeaway

    • Paint it red – Put ketchup on an item

    • Put out the lights and cry – Liver and onions

    • Sand – Sugar

    • Sea dust – Salt

    • Sinkers and suds – Doughnuts and coffee

    • Squeeze one – A glass of orange juice

    • Two cows, make ‘em cry – Two hamburgers with onions

    • Vermont – Maple syrup

    • Whiskey down – Toasted rye bread

    • Wreck ‘em – Scramble the eggs
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  Slogans are always fun to entertain an audience with. Plus it is a good chance for audience participation. You can engage your audience by saying, “I am going to give you some popular slogans. You can write down the answers on the tablet in front of you. Let’s see how well you do.”

  By the way, “Let’s see how well you do” is an important phrase to use. It gives your audience a challenge and a reason to listen to you. And audiences will rise to a challenge.

  After reading a few slogans, you can transition into your speech by talking about your company’s slogan or saying, “Sure advertising is important, it gets the customer into the door. But once there we have to deliver a good product and customer service.”

  Quote: You can tell the ideals of a nation by its advertisements.

  ~Norman Douglas

  
    • Where do you want to go today? – Microsoft

    • Snap, Crackle, Pop – Rice Krispies

    • The Real Thing – Coca-Cola

    • Where’s the beef? – Wendy’s

    • Plop, plop; fizz, fizz; oh, what a relief it is. – Alka Seltzer

    • Sharp Minds, Sharp Products – Sharp

    • Finger lickin’ good. – Kentucky Fried Chicken

    • He keeps going and going and going. – Energizer Batteries

    • It’s everywhere you want to be. – VISA

    • We make money the old-fashioned way… We earn it. – Smith Barney

    • The ultimate driving machine. – BMW

    • Live in your world, play in ours. – Sony PlayStation and PlayStation 2 gaming consoles

    • When it absolutely, positively has to be there overnight. – Federal Express

    • Once you pop, you can’t stop. – Pringles

    • How do you spell relief? – Rolaids

    • We’re number two; we try harder. – Avis Rental Cars

    • The World’s Online Market Place – eBay

    • Nothin’ says lovin’ like something from the oven. – Pillsbury

    • Don’t leave home without it – American Express

    • Think Different – Apple

    • We try harder – Avis

    • Takes a licking and keeps on ticking. – Timex

    • What happens here stays here. – Las Vegas

    • You’ve come a long way, baby. – Virginia Slims Cigarettes

    • Does she or doesn’t she? – Clairol

    • Tastes great, less filling – Miller Lite

    • The mind is a terrible thing to waste. – United Negro College Fund

    • Hey, Mikey… he likes it! – Life Cereal

    • They’re gr-r-r-r-eat! – Kellogg’s Frosted Flakes

    • A silly millimeter longer – Chesterfield Cigarettes
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  Everyone drives. And everyone has been frustrated when they are behind a senior citizen driver whose right turn blinker has been flashing for the last hour. This list is a good way to connect with your audience. Especially if they are baby boomers. As baby boomers, we can hear old age knocking on the door and can laugh at things that we are beginning to do, just like our parents. After reading some items from the list, you can say, “That list is humorous, but over 75 million baby boomers are approaching old age and many of them are our customers. What can we do to offer them better service?”

  Quote: If you drink don’t drive. Don’t even putt.

  ~Dean Martin

  Signs It’s Time to Quit Driving

  When should you retire your car keys? When are you too old to drive? A clue would be going the wrong way on a freeway ramp, parking on your neighbor ’s cat or confusing that darn brake with the other pedal, whatever they call it. But here are 30 signs it’s time to get out of the driver ’s seat.

  
    • Your turn signal blinks and blinks and blinks and blinks and ...

    • Your Depends leak and form that silly puddle on the seat.

    • You get lost a lot. You go to the grocery store and end up in a lake.

    • A 30 looks like an 80 on your speedometer.

    • Your daily schedule is one doctor appointment after another.

    • If the cat was a bit quicker, you wouldn’t have hit it.

    • You come home and there are always strange dents and pieces of hair on your car.

    • Reverse and Drive? Heck, anyone can confuse those two.

    • Your neighbors no longer park their cars on the street.

    • You keep searching for a radio station that plays Lawrence Welk.

    • You remember when radios only had two buttons to twist.

    • People keep waving at you with their middle finger.

    • Henry Ford sat behind you in the third grade.

    • You can’t turn your neck to check the next lane.

    • Driving at night is the impossible dream.

    • You go from zero to 60 in an hour.

    • Your GPS is a 20 year old atlas.

    • You first stop at Circle K is the bathroom.

    • Why are you in the car and WHERE are you going?

    • Who needs depth perception?

    • You remember when spare tires were real tires, not donuts.

    • You look for the crank on the front of the car to start it up.

    • You keep a bottle of Geritol in your cup holder.

    • You lock yourself out of your car on a daily basis.

    • Those fire engines really need louder sirens.

    • You spend an hour thinking, “The wiper button is here somewhere.”

    • You pull the car over on the parkway, so you can take your daily nap.

    • You wonder why nobody plays the Beatles anymore.

    • You can’t find eight-track tapes anywhere.

    • You think the Highway 40 sign means the speed limit.
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  A quick funny speech on dating. It is not easy to talk to school groups, youth groups or church groups. But here is a quick funny speech you can use to get some important points across about relationships.

  Plus, you can use this as an opening and then transition into, “You will notice two themes running through that list. First people, like our customers, want to feel special. Second there are some people, after you do some investigation, are not people you want to be associated with. And I agree, we don’t want to go after every customer because…”

  Quote: I’m dating a woman now who, evidently, is unaware of it.

  ~Gary Shandling

  Five Funny Dating Tips

  It is a jungle out there and it is not easy meeting the right person. But it can be done if you follow these dating tips:

  
    • Use the phone first: Before you go on a date with someone, chat with them over the phone. There are certain red flags you should look for. If a recording says the call is being monitored, this could mean your potential date is in prison and just getting out next week. If you hear three or four kids crying in the background, two or three dogs barking in the background, or someone hollering, “Bubba, shut your trap, I’m on the telephone,” these might be good reasons to rethink the date. Of course, if you call and the number has been disconnected, hmmm, need we say more? Also watch how the person answers the phone. If they say, “Joe’s morgue, you stab them, we slab them,” this is an indicator that it could be a bad date punctuated by bad jokes. If the person answers the phone with a lisp, then says, “Wait a minute, let me get my teeth,” you might want to think twice about a good night kiss on that first date. And watch out if directions to your date’s house include, “When you leave the paved road…”

    • Pay attention to your date: It is always a good idea to pay attention to your date, or as the old saying goes, if you can’t be sincere, fake it. Even though he is reliving his high school football days when he was 100 pounds thinner, or she is telling you about how romantic her third wedding was, act like you care. If he keeps adjusting his toupee or she keeps readjusting her dentures, do not despair. Your blind date is human and just needs attention and love and you can make it work. Of course, having said that, if your date shows up wearing overalls, no shirt, and a tobacco-stained moustache, still pay attention. Pay close attention to where the nearest exit is and plan your escape route.

    • Go someplace special: Where he or she meets you on the first date says a lot about your expectations in a relationship. Good places not to meet are:

    McDonald’s – who wants fries with their relationship? A cheap bar – who wants a mate who likes cheap liquor and lots of it?

    The Thrift Store – who wants a mate who has a collection of clothes from the 70s?

    A Starbucks – who wants a date who thinks it is financially sound to spend five bucks on coffee?

    His friend’s house – where they sit around playing computer games.

    Motel 6

    Pre-school – where he has to pick up his three kids.

    Adult bookstore. Strip club.

    Hell’s Angels meeting .

    • What do you really know about him? Before you go out with them, ask his friends some questions? Does he go to the library or strip bars? Does he go home and watch TV or stumble out of a different watering hole every night? Is every Friday reserved for his mother or his probation officer? Of course, you have to very careful about this. I don’t recommend stalking him to find out the answers. For some reason this tends to upset people. So don’t pop out of the bushes and scare him or her. Stay in the bushes until they go to bed, then sneak home.

    • Check out the family: This is very important. Always ask to meet her or his parents on the first date. If his family includes a wife – not a good sign. In fact, it is good if you can double-date with the parents. You can see how his parents interact, how they get along, how they treat each other. Does the father drink five martinis in an hour, does the mother go to the ladies room depressed and come out looking very, very happy? Does his father keep saying, “Why is divorce so expense? Because it’s worth it.” Now most experts don’t think that inviting his or her parents out on the first date is a good idea, but you do marry into the family. And it is always good to see just how crazy they can be, before you get any further involved with your potential mate.
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  It is always good to tie the speech into the time of year. Here is a good speech to give around springtime when many people are thinking of ways to improve their landscaping. You can give this speech to a local civic club or a gardening club. Or you can incorporate it into a regular speech by just using one or two of the tips and saying, “Now those were bad ideas for landscaping. But let me share some good ideas with you about…”

  Quote: Beauty is in the eye of the beholder and it may be necessary from time to time to give a stupid or misinformed beholder a black eye.

  ~Miss Piggy

  Five Funny Landscaping Tips

  
    It’s spring. And that means it’s time for some key landscaping tips. Let’s look at the five key landscaping mistakes everyone should avoid.

    • Mistake Number One: Having a pet cemetery in your front yard: One, it’s very tough to mow around all those crosses. And once you start burying pets in your front yard, you have to make decisions. Do you bury every pet? Or do you just flush the goldfish down the toilet and put the hamster in a plastic bag and dump it in the garbage. The basic dilemma here is which pet is important enough to bury, which one is a throw-away? And of course, I think there may be a zoning ordinance against using your front yard for a pet burying ground.

    • Mistake Number Two: Hanging onto old campaign signs: This falls under the ‘get over it’ syndrome. So Gore did not win. But let’s face it, the Gore campaign sign is looking a bit ragged, it makes you look like a sore loser, so it is time to toss it.

    • Mistake Number Three: Old cars: Sooner or later, you have to let go of things. And that old Pinto sedan you drove in high school may inspire memories of what a nerd you really were, but there is no need to have it still parked in the front yard. Move it around to the back and use it for a barbecue as Pintos do well with fire. The rule of thumb here, according to landscaping experts, is that it is acceptable to have only one car on blocks in your front yard, and it has to be a classic car, like a ‘57 Chevy. A rusted ‘57 Chevy still manages to look cool. A rusted Pinto, well, just looks pathetic.

    • Mistake Number Four: Mowing your grass: Many people buy into the theory that it is important to have a well-kept lawn. This means a lot of money as you have to buy a lawnmower, fertilizer, weed-killer, weed-eater, edger, hose, sprinkler and the sad truth is, your lawn will always look pathetic next to your neighbor ’s, who is retired and has nothing better to do but work all day on his lawn. You have better things to do. Attend your kids’ baseball games, drink beer, attend your kids’ softball games, drink beer – did I mention drinking beer? Oh, I digress. Anyway, do not fall into the trap of mowing your lawn. Go the ‘environmental route’. Tell your neighbors you are worried about global warming and thus have thrown away your lawnmower. You have decided to go with a natural prairie look. This basically involves letting your grass grow and throwing in some wild flowers. Your front lawn will look like a prairie in bloom, long grass and wild flowers blowing in the wind. At least, this is the story you tell your wife and your neighbors.

    • Mistake Number Five: Following Tip Number Four. What are you crazy? If you don’t mow your grass and buy lots of stuff to keep it green, when the economy goes to hell, who can we blame? We can blame YOU for not going to your local hardware store and buying lots of grass related stuff! Flowers blowing in the wind? Are you kidding? You thought I was serious. Next thing you know, you will be burying pets in your front yard.
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  This can be used a short humorous speech for a youth group or it can be incorporated into a larger speech about the importance of asking the right questions. You might say, “Here are some key questions that a father wants his daughter to ask about any date.” Then transition into your speech by saying, “And we need to ask some important questions ourselves…”

  Quote: A man can sleep around, no questions asked, but if a woman makes nineteen or twenty mistakes, she’s a tramp.

  ~Joan Rivers

  Dad’s Rules for Dating

  
    26 Questions You Need to Ask Your Date

    • Does he have a job?

    • Can he pay for the dates? Why are you paying for him?

    • Does he show up on time? This is a sign of respect.

    • Does he always want to go to bars for your dates? This is a sign of future drinking problems.

    • Does he always want you to ‘chill’ with him and his friends? This is a way to avoid actually talking about important issues, like does he have a job.

    • Does he say, “I will apply for the job tomorrow?” Why not today?

    • Have you met his family? Why not?

    • Have I met him? Why not?

    • Does he have a skill? Is he going to trade school, college to get a skill? If he has no skill, you will support him and the kids. Is this worth it?

    • Does he have a parole officer?

    • Does he do ‘recreational drugs’. There is nothing recreational about drugs.

    • How does he treat his parents?

    • Does he spend more money on his car than on you?

    • Can you see him supporting a family? Check it out – does he have a job!

    • Does he get a lot of calls from bill collectors?

    • Does he get a lot of calls from other girls?

    • Does he pay for everything with a credit card?

    • Do his parents pay all his bills?

    • Can he name the last five Presidents?

    • Does he pay alimony or child support and he is only 20?

    • How many speeding tickets does he have?

    • What church does he attend?

    • Does he have a dog or cat? How does he treat it?

    • Is he always busy on Friday night? See number 16.

    • Would I treat your mother the way he treats you?

    • Why did I spend all that money on braces for you to ride on the back of a motorcycle?
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  It is best not to lecture to people. All that does is turn them off. And when you have to give a speech on a tired subject, like the dangers of smoking, there is little new you can say about the subject that your audience has not heard. So how do you get a new twist on an old subject? Make a list that tells them the benefits of smoking. This technique can be used in many situations. For example, why give them the same old speech on the danger of violating safety rules. You can use the below list as an example and make up your own list for “Benefits of Violating Safety Rules”.

  Quote: Smoking is one of the leading causes of statistics.

  ~Fletcher Knebel

  30 Reasons to Smoke

  
    • You don’t have to worry about nursing home expenses.

    • Playing Russian roulette with your lungs adds excitement to life.

    • The kids can pay their own college tuition.

    • Taste buds are overrated.

    • Early wrinkles make you look more mature.

    • Smoking in bed adds excitement to falling asleep.

    • One less person for the social security system to worry about.

    • Some woman like kissing an ashtray.

    • Too many people have white teeth. You will stick out with yellow.

    • Only real men can smoke outside when it is minus ten degrees.

    • Cancer is big business; you keep a lot of people employed.

    • By paying extra taxes on cigarettes, you help the economic stimulus program.

    • Tobacco farmers have to work too.

    • You support “Made in America”. The US makes close to 500 billion cigarettes a year.

    • Remember you are a victim. One day you can sue tobacco companies. Could be worth big money. And makes lawyers rich.

    • You keep those people employed at Circle K. Cigarettes account for 34% of convenience store sales.

    • We have too many role models already.

    • Your dry cleaner is always happy to get the smoke out of your clothes.

    • Money spent on cigarettes means no vacation with the spouse’s relatives.

    • You give non-smokers a reason to feel superior.

    • You keep anti-smoking campaigns in business.

    • Those coughing spells limit conversations with your mother-in- law.

    • Gives you reasons to take extra breaks at work.

    • Get a chance to see if those smoke alarms in airliner bathrooms really do work.

    • No one smokes, then no one buys lighters. An entire industry is destroyed.

    • It is always fun to see people panic when you light up by the gas tanks.

    • Keeps you from doing sweaty things like jogging. Which doesn’t look like that much fun anyway.

    • Dead men don’t have to pay alimony any more.

    • Smoking is the gift that keeps giving undertakers business.

    • It is fun keeping people standing in line while the clerk looks and looks for your brand of smokes.
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  Graduation Speeches are hard to give. What can you say that has not already been said? Here is a complete graduation speech that you can add to, put in some of your own personal stories. And this is a multi-use speech. As you read it, you will note that with a few subtle changes, it can also be used for a speech on volunteering, or it can be changed into an inspirational speech for a youth or church group.

  Quote: With regards to volunteer organizations, 10 percent of the people do 90 percent of the work.

  ~Don Mashak

  Quit Searching for the Meaning of Life

  Do not ask, “What is the meaning of life?”, rather give meaning to life.

  I am over 50 and have been brought back from death two times – as a result of two terrible car crashes. I have been in comas and I have had 11 concussions, all plunging me into a darkness that I struggled to escape. (Put in your own story here.)

  I mention all of this to show, that after being dead, and brought back to life, I have a simple request.

  Please NEVER tell me you are searching for the meaning of life. Finding the meaning of life is irrelevant. What is important, what is crucial is that you give meaning to your life and you give meaning to the lives around you.

  Be a beacon. Be a role model. Help others. Okay, you can shoot me for saying three clichés in a role, but it is so true.

  Don’t waste your time, searching for the meaning of life. Instead give meaning to life. Volunteer. Help a child learn to read. Give blood, coach a children’s team, build houses for the homeless.

  You find a good man or woman, stick with them. You couldn’t send a better message to those around you, a better message to your kids. By sticking with a good woman or man, you define the meaning of life and love for those around you.

  Heck, I don’t care what you do, but in the doing you define your values, you pass your values onto others, your spouse, your kids, the people you help. By volunteering you become a role model, you define the meaning of life and pass that onto generation after generation after generation.
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