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Introduction



Welcome to Stand and Deliver! You’re about to begin the most complete, powerful, and practical book ever created on the art and science of speaking in public. Dale Carnegie Training® is the world leader in training programs for public speaking mastery, and the Nightingale-Conant Corporation is the world’s leading producer of audio learning technology. In Stand and Deliver, Dale Carnegie and Nightingale-Conant give you the tools you need to become an outstanding public speaker in the shortest possible time. You’ll learn how to prepare and organize a talk, whether it’s five minutes in front of a small group or half an hour before a packed auditorium. You’ll discover the real keys not just for entertaining your listeners, but for informing them, persuading them, and inspiring them to action based on your message. Perhaps most important, Stand and Deliver will show you how to take the fear out of oral presentation once and for all.


Before you begin, a quick overview of the book’s organization will be helpful. Stand and Deliver comprises twelve chapters, each focused on a different and important principle of public speaking. The only exceptions to this are chapters 8 and 9, both of which are devoted to the concept of persuasion.


Interposed among the chapters are a number of insightful quotes dealing with public speaking. Some of these are from ancient times, while others are much more recent. But they all pertain to the material covered in the book, and they all shed light on fundamental issues that every public speaker faces.


In addition, you will also find “case studies,” focusing on acknowledged masters of the public speaker’s art. These subchapters include selections from the most effective presentations of each speaker. Since you aspire to be a master speaker yourself, it’s a good idea to read these selections carefully. Notice how some of them seem formal and dignified, while others are more relaxed and contemporary. But all of them convey the sense of confidence and control that is the hallmark of a master speaker. There are many paths to this goal, but each path leads to a profound connection with the audience. That connection leads listeners not only to thought and feeling, but to action as well.


Finally, in creating this book we faced a unique challenge. Many aspects of life in the twenty-first century are more highly developed than ever before. Our athletes are better, our computers are faster, and our life expectancy has increased. But let’s be honest: with a few exceptions, great public speakers—or even competent ones—are now few and far between. Partly for that reason, and also to prevent the book from becoming dated by personalities who will not stand the test of time, Stand and Deliver frequently draws on incidents and personalities from the not-too-recent past. True, events such as the first Kennedy-Nixon debate have been discussed before. But it would be a mistake to turn away from one of the all-time best examples of public speaking issues just for the sake of the calendar.


Right now, you may see public speaking as a danger to be avoided or a challenge to be overcome. But make no mistake: when you reach the end of this program, you’ll know that speaking in public is an opportunity to be fully and joyfully embraced. You’ll look forward to speaking whenever the occasion arises, and your ability to express yourself sincerely and forcefully will be a major asset in your career. All that and more awaits you in Stand and Deliver.





CHAPTER 1



Keys to High Impact Delivery


The Dale Carnegie organization is the world’s leading resource for public speaking mastery, and this has been true for almost a century. Just as certainly, the Nightingale-Conant Corporation is the world leader in audio learning technology. Now, Dale Carnegie and Nightingale-Conant are proud to bring you this definitive book on speaking in public. So whether you’re just starting out, or if you already have extensive experience with oral presentations, Stand and Deliver will take you to the next level of mastery.


Literally since the dawn of civilization, speaking well in front of others has been an ongoing human challenge. This was especially true for the classical civilizations of Greece and Rome, but public speaking ability was also highly esteemed in biblical times, and by Native American tribes, and by the cultures of India and China. Fascinating as it might be, however, our purpose here is not a history lesson. So right at the outset, we’re going to introduce three key tools for creating a high impact presentation. These are timeless principles upon which all great speakers have relied—though each has done so in his or her own way. By blending your unique identity with the universal principles we’re about to discuss, you can transform yourself into an effective public speaker almost instantly. So please read carefully. What you’re about to learn will have a dramatic effect not only on how you communicate to others, but on how you see yourself as well.


Human beings are talking beings. We start talking when we wake up in the morning and we keep at it until we go to sleep—and some people don’t even stop then. Good conversation is one of the great joys of human commerce. Good conversation should be like the game of tennis, in which the ball is struck back and forth, with each player participating equally. Bores are like golfers who just keep hitting their own ball, over and over and over.


Good conversationalists make good speakers. They’re sensitive to the presence of others. Their antennae are forever alert, picking up signals from their audience and responding to those signals in the presentation. Good speakers achieve a marvelous give-and-take with listeners, just as good conversationalists do in a social setting.


More specifically, both speakers and conversationalists recognize that people desire recognition more than any other factor. They frequently ask questions such as “Do you agree with that?” Then they’ll pause and read the response that’s forthcoming. It might be silence, rapt attention, nods, laughter, or concern. If listeners are bored, they will always find ways of showing that, despite their polite efforts to hide their feelings. If they’re interested, they’ll show that too. As speakers, we have a duty to be interesting or we shouldn’t stand before an audience in the first place. Creating interest is the task of the speaker, whether we’re the manager of the sales force in a car dealership, an insurance agency, a real estate office, or a large international organization. When interest leaves, the sell goes out of our message.


Our responsibility is not only to create a speech that will lead an audience to a believable conclusion. We must also make the building blocks of that conclusion as fascinating as we can. In this way we can hold the attention of our audience until we get to that all-important final point. In addition, if we can develop techniques that make our audience feel that we are conversing with them, we will convey that we care what they are thinking, and that will create the emotional climate for them to accept us as favorably as possible.


Along with understanding the similarities between speaking in conversation and speaking in public, you should also understand certain important differences. You need to master certain key skills that create the illusion that your presentation is as personal as a one-on-one conversation—but that illusion is only possible when you’ve professionalized yourself as a speaker. David Letterman has the ability to speak with virtually anybody while 10 million viewers are looking in. Yet he’s able to make this seem as casual as a break at the office watercooler. Now, you many not think of David Letterman as a great public speaker, but he draws on the same principles that virtually every accomplished speaker has used since ancient times.


What are these principles? The first is actually quite obvious, and maybe that’s why so many speakers seem to forget it. It can be stated in a single, short sentence: know what you’re talking about. Learn the material so well that you own it. Don’t just have some expertise in your topic—master it. Be able to fill every second of your presentation with solid content. Once you’re able to do that, 90 percent of your work will be done before you even get up in front of the audience.


To make this point, Dale Carnegie liked to invoke the example of Luther Burbank, a great scientist by any measure and probably the greatest botanist of all time. Burbank once said, “I have often produced a million plants in order to find one or two really good ones—and then I destroyed all the inferior specimens.” A presentation ought to be prepared in that same lavish and discriminating spirit. Assemble a hundred thoughts and discard ninety—or even ninety-nine. Collect more material, more information, than there is any possibility of employing. Gather it for the additional confidence it will give you, and for the sureness of touch. Gather it for the effect it will have on your mind and heart and whole manner of speaking. This is a basic factor in preparation. Yet speakers constantly ignore it. Mr. Carnegie actually believed that speakers should know forty times more about their topic than they share in a presentation!


Knowing one topic supremely well is obviously much more practical than trying to master a larger number. Professional salespeople, marketing experts, and leaders in the advertising profession know the importance of selling one thing at a time. Only catalogs can successfully handle a multitude of items. In a five-minute speech or even a long speech, it’s important to have a single theme, and like a good salesperson, you pose the problem and then give your solution. At the end, the problem is restated and the solution quickly summarized.


Your opening statement should be an attention getter. For example, you might say, “Scientists all over the world are agreed that the world’s oceans are dying.” A sobering thought indeed. It captures immediate interest, and everyone is thinking, “Why, that would presage the end of the world. What are we doing about it?”


By invoking an internationally recognized authority as your reference—someone such as the late Jacques Cousteau, for instance—you provide supporting evidence that your opening remark is true, then you outline the possible ways that the disaster might be averted. At the end, you might say, “Yes, the oceans of the world are dying today, but if we can marshal the combined efforts of the world’s peoples, if we can influence every maritime country to pass laws governing the pollution of the seas by oil tankers…” So you end on a note of hope and at the same time enlist the sympathy of every one of your listeners in your cause.


Not all talks are about social problems, of course. You might be talking about a recent fishing trip, in which case you find something of special interest in the story and open with that. You might say, “Ounce for ounce, the rainbow trout is one of the gamest fish on earth.” It’s a much better attention getter and interest stimulator than saying, “I want to tell you about my recent fishing trip.” After a few words about the fish you were after, you can work in the rest. “Two weeks ago, John Cooper and I decided to try our luck on the White River near Carter, Arkansas. It’s one of the most naturally beautiful spots in the country…” Stay with the trip and that rainbow trout, the hero of your story, and how good it tasted cooked over an open fire on the bank of the river. Then at the close, to more closely link your listeners to the subject, you might say, “If you’ve never been trout fishing, let me recommend it as one of the world’s best ways to forget your problems, clear your brain, and gain a new perspective. And when you hook a rainbow trout, you’re in for one of the greatest thrills of a lifetime.”


Watch your personal pronouns. Keep yourself out of your conversation as much as possible. In the fishing story, talk about the fish, the beautiful scenery, your companions, other people you met, a humorous incident or two perhaps, but don’t keep saying, “I did this” and “I did that.” The purpose of the speech is not to talk about you but rather the subject matter.


An old saying is that small minds talk about things, average minds talk about people, and great minds talk about ideas. What you’re selling is almost always an idea, even if it’s painting the house. The idea is the good appearance or the protection of the house. The fishing-trip story is about the idea of getting away and going after exciting game fish. One idea, well developed, is the key.


A beautiful painting is put together by a thousand brushstrokes, each stroke making a contribution to the main theme, the overall picture. It’s the same with a good speech.


When speakers—especially inexperienced speakers—prepare a talk, their biggest fear is not having enough to say to fill the allotted time. Most people worry that they’ll run out of material in the middle of their talk, but they respond to this fear in a misguided way. They “puff” their presentation. They wind up trying to cram the story of their lives into their fifteen minutes at the podium. The presentation gets bigger, but instead of really growing, it just swells. This is an especially dangerous pitfall for new speakers since it’s usually unconscious. The principle of knowing what you’re talking about doesn’t mean you have to say it all. You say just enough to fill your time effectively. You leave your audience wanting more, and if you’ve truly mastered your subject, they’ll know that there is more. You’ll project knowledge to them that’s above and beyond your actual spoken words.


To reach this level of mastery, you should begin preparing ten days to two weeks before your event. Start your preparation by sitting down with a pencil and paper for twenty minutes—no less and no more—and writing at least fifty questions about your topic. Fifty is the minimum, but you should definitely try for as many as possible. Write your questions as quickly as you can. Don’t give them a lot of thought. That’s why the twenty-minute time limit is important. This stage of preparation is a sprint, not a leisurely stroll through your mental library.


During this twenty-minute session, you’re creating an outline for your talk—and we want to stress the importance of putting this in the form of questions. Research shows that this is much more stimulating to the brain than a conventional outline, and since you’re not supplying answers at this point, it can also be done much faster. The answers will come later in other sessions leading up to your talk.


Let me repeat, your first session should be limited to twenty minutes, and it should be done the old-fashioned way, with an actual pencil and paper.


In your second session, you’ll start supplying answers to your questions and providing evidence for your ideas. This is when the computer becomes an essential tool. Begin by creating a document file of your questions—there should be at least fifty—and quickly writing an answer for each one based on your own knowledge. Write this just as you would say it if you were sitting in Starbucks with a good friend. Unlike your first session, you don’t have to limit yourself to twenty minutes, but don’t feel as if you have to answer all of your questions either. Just keep at it until you feel your energy start to fade. Resist the temptation to use the Internet to gather information. That will come later. Right now your job is to access everything you know about your topic, which is probably a lot more than you think you know.


It may take you several sessions to answer all the questions you wrote down, but that’s no problem as long as you begin at least ten days in advance. Just make sure that you complete your answers with three or four days left before your talk. In those final sessions, you can surf the Internet for facts and figures to enhance what you’ve already written. Remember, you don’t have to report everything there is to know about your topic. Ideally, you have total mastery of your subject, but that’s for your benefit as much as for the audience’s. Mastery allows you to feel completely confident in your role as an authority. It’s not something you have to demonstrate in the actual words that come out of your mouth. So pick and choose the pertinent and hard-hitting information that you want to include. Think of your talk as a special meal you’re preparing in your home for some honored guests. Don’t think of it as a full service restaurant.


For some presentations you have little or no prior information. Other times the opposite will be true. For example, if you’re talking about your own life or career, you’ll have a wealth of material on the subject. Your problem is to select and arrange the information. Don’t try to tell your audience everything because it can’t be done. Your talk will come off as sketchy and fragmented. On the other hand, if you’re talking about something that’s less familiar to you, avoid trying to cover this up with excessive research. Be frank with yourself and your audience about your relationship to the topic. You don’t have to say you feel ignorant about it, but you don’t have to pretend you’re a total expert either. You might want to take only one aspect of your topic and expand upon it. Don’t make your talk an abstraction. Make liberal use of illustrations, personal observations, and self-revelations. Think of specific situations you’ve observed, and let those situations reveal any general principles. Your goal should always be to share your authentic point of view with the audience. That may be the view of an excited and highly motivated learner, or of an experienced and completely genuine, reliable, and empathetic teacher. By showing this is who you really are, you’ll capture the goodwill of your listeners.


So far we’ve learned about creating the content for your talk. Now you’re probably wondering how you should organize it to fit the time you’ve been allotted. You’re wondering how to configure all that information into a coherent presentation. If you’re like most people, you’re especially concerned about making sure you don’t suddenly freeze up when you stand behind the microphone. Shouldn’t you memorize all or part of what you’re going to say? Shouldn’t you at least write it out?


No, you should definitely not memorize all or part of your talk, and, no, you should not even write it out. If you do, your presentation will probably sound as if you’re reading rather than speaking. Later in the book we discuss organizational templates for talks of various lengths. Those will be valuable tools, but the technique we’re going to look at now is something very different. It’s the technique of rehearsal.


Rehearsing your presentation should happen in two ways, and the first one takes place entirely inside your head. As your written preparation is continuing, you should constantly be revisiting, revising, and rehearsing your talk in your mind. That means you’re going to be thinking and rethinking your topic for at least ten days. Think of it when you first wake up in the morning. Think of it some more just before bed. Go over it in your mind while you’re eating breakfast. Go over it again if you have a commute to work. See what new ideas you can come up with, or what old ideas don’t seem to be working anymore.


Think about your listeners and their expectations. Think also about your expectations of yourself. What are your goals in this presentation? Do you want to inform, inspire, entertain, persuade—or all of these? Think about the physical setting in which your talk will take place. How big will the room be? How many people will it hold, and how many will actually be present? How much influence can you have on these practical details? For example, it’s best not to have a small group of people in a large room. Focusing on these issues beforehand will help ensure that your presentation achieves its purpose.


Clearly identify your subject and your purpose to yourself, then let the creative process take over. As it does, you can begin speaking your presentation aloud. The car is an ideal place to do this, but you can also try it at home while looking in a mirror. Get a feel for the timing of your words and sentences. Amend them and refine them, both for their content and for the time that they take. If you’re an inexperienced speaker, estimating the time of a presentation can be deceptive. Despite the common fear of running out of things to say, most people actually have more material than they think. This is better than having too little, but it can throw off your timing. Presentations almost always take longer to deliver than you think the material will last.


But all of this is only one kind of rehearsal—rehearsing by yourself. You should also be practicing your talk with your friends. You can ask a friend to listen to an actual run-through of your presentation, or you can just brainstorm about your topic. But make your presentation your main topic of conversation as often as you can. Pay close attention to how people react to different phrases and ideas.


As you do these live rehearsals, you’ll see that a structure begins to evolve. Ideally, this will be organic, but you’ll also want to consciously organize your talk in line with the templates you’ll be learning later in this book. Keep in mind what experienced speakers call the rule of three. A simple application of this would mean giving your talk in three main sections. Then each section has three subsections. Depending on your time limits, each of these could then have three sections, and so on. Something about the three-part formula creates a natural flow, and you’ll want to take full advantage of that.


Your rehearsals will show how important it is to have a strong opening and a strong close. As you’ll learn later in this book, there are many tools for getting off to a fast start, but as a general rule you must tell people what you’re going to speak about and what your purpose is. They need to feel that the talk is important to you, and they certainly need to feel it’s important to them. That’s your first order of business. At the close, a stirring quotation or an amazing statistic is always a good choice. Give your listeners some last thing to think and talk about. Try out different closes in your rehearsals, and ask for honest feedback about the effects.


This famous quote holds true: “Tell ’em what you’re gonna tell ’em. Tell ’em. And then tell ’em what you told ’em.” A presentation structured along those lines will have an opening, a middle, and a close. But you’re not finished yet. Far from it. We’ve talked about creating content and we’ve begun to explore ways of structuring your presentation. Now we’re going to look at delivery. Content and organization are important, but as Dale Carnegie liked to say, “Depth of conviction counts more than height of logic, and enthusiasm is worth more than knowledge.”


If you’ve ever attended a college debate competition or listened to an argument between two teenagers, you’ve probably noticed one key point. By no means does the person with the facts and figures always emerge as the winner. Rather, it’s the person who sounds the best. It’s the person who presents an argument so well that it seems to be correct, even if not.


So let’s give this aspect, delivery, some serious attention. If you’ve never spoken in public before, you’re likely to have one particular strong feeling when you try it for the first time. If you’re already an experienced speaker, still pay close attention, because you’ll see the truth of it. You see, the first time you make a public presentation, you’ll be using the English language just as you always do. You’ll be using the same words and phrases—but you’ll be talking rather than speaking in a professional sense. You’ll be communicating information, but you won’t be delivering it in a meaningful and powerful way.


Dale Carnegie once described a clear example of this. He was staying at a hotel in England that brought in weekly speakers for the entertainment and education of the guests. One of these speakers was a well-known British writer, and her topic was “The Future of the Novel.” While she was an excellent writer, it quickly became clear that speaking was not her strong suit. She admitted right off that she had not selected the topic herself and had nothing she really cared to say about it. She’d made some rambling notes. With the notes in her hand, she stood in front of her audience ignoring them—not even looking at them, sometimes staring over their heads, sometimes at her notes, sometimes at the floor. She spoke her words into some primeval void with a faraway look in her eyes and a faraway ring in her voice.


As Dale Carnegie quickly saw, that wasn’t a presentation at all, but a monologue. There was no sense of connection with the listeners, and connection is the essence of effective public speaking. The audience must feel that a message is being delivered straight from the mind and heart of the speaker to their own minds and hearts. So how exactly does that happen?


The whole art known as oratory or rhetoric is mostly useless for our purposes today. Old-fashioned oratory, in which the speaker sets off all kinds of verbal fireworks, just won’t work in a contemporary setting. The modern audience—whether it’s fifteen people in a conference room or a thousand people in an arena or millions watching their televisions—wants speakers to talk directly and personally. People want a public presentation to have the same intimacy as a private chat. But that’s not all they want. Paradoxically, they also expect this intimate exchange to be delivered with considerable force—and that’s a tall order. Somehow you have to do something that’s quite unnatural and yet make it seem like the most natural thing in the world.


Some books will tell you that this is all a matter of getting in touch with your deepest emotions and your strongest feelings. While it’s certainly important to care for what you’re talking about, the secret to outstanding delivery is more about the mind than the heart. Creating a connection with your listeners is a rational rather than an emotional process. It may seem emotional, and definitely should be. But as with any form of magic, what you see is only a fraction of what’s really going on.


This has always been true of any art form. Masterpieces such as Leonardo da Vinci’s Mona Lisa or Michelangelo’s David appear to be living beings, but they are actually based on a mathematical understanding of human form and proportion. Even stand-up comedy depends on setting up certain rhythms that are as predictable as the chiming of a clock. You can learn a great deal about effective public speaking by adopting a scientifically analytical view. Once you are confidently in control of this perspective, you’ll find that the emotions will take care of themselves.


A first principle of high impact delivery is your conscious choice of which words to emphasize. The meaning of any English sentence is based on the stress placed on the words, much more so than on their dictionary definitions. It’s easy to prove this. Just pick any sentence and repeat it several times, each time emphasizing different words. As you can see, the meaning changes entirely. What’s more, some versions of the sentence are much more compelling and interesting than others.


You can put this rule to work in a presentation. Read this sentence aloud without giving any of the words extra stress:


“I have succeeded in whatever I have started because I have willed it. I never hesitated, which has given me an advantage over the rest of mankind.”


That was uniform stress. Because none of the words were emphasized, the passions and viewpoint of the speaker weren’t really communicated.


Now read it again, this time emphasizing key words.


“I have succeeded in whatever I have started because I have willed it. I never hesitated, which has given me an advantage over the rest of mankind.”


Notice, for example, how stressing the word never brings drama to the sentence. The emphasis on never hesitating suggests that there has been a struggle against hesitation. It even implies that the struggle is still going on; if it weren’t, why would there be such energy placed on the word never? The stress you give to certain words is where the meaning of the sentence comes from. If you stress every word the same, the meaning can diminish or even disappear. So as you rehearse your presentation, try different variations of emphasis to get exactly the effect you want.


In addition to changing the stress you give to words, you should also vary the pitch of your voice. Stress is a matter of loudness or softness, but pitch is a quality of tone. In conversation, the pitch of our voices naturally flows up and down the scale from high to low and back again. This is perfectly natural, and the effect is pleasing. Why, then, once people get in front of an audience, do their voices become so dull and monotonous? The answer is twofold. First, they’re tense, or even frightened, which tends to flatten delivery. And second, they’re not aware of or not in control of this happening. Once again, the solution is to make your tone a conscious choice rather than an unconscious process.


When you find yourself talking with a monotonous pitch—and it will usually be high—pause for a second and say to yourself, “I’m not speaking like I normally speak. I’ve lapsed into the constricted tone of an inexperienced presenter. Verbally, I need to get back to who I really am.”


In addition to stress and pitch, the speed with which you talk is a hugely important. To make this point, Dale Carnegie quoted this passage from a biography of Abraham Lincoln:


“Lincoln would speak several words with great rapidity, come to the word or phrase he wished to emphasize, and let his voice linger and bear hard on that phrase. Then he would rush to the end of his sentence like lightning. He would devote as much time to the word or two he wished to emphasize as he did to half a dozen less important words following it.”


So many effects can be achieved by varying the speed of your words. Suppose, for example, you were to say “thirty million dollars” fast, as if that were a trivial sum of money. It may actually be a trivial amount in some corporate boardrooms or congressional hearings. “Thirty millions dollars” is dashed off as if it were nothing. But now say, “Thirrrrttttyyyy millllionnnn dollllarrrsss,” extending every syllable to the maximum. Now it seems like a lot of money. By increasing the time you took to say it, it’s almost as if you’ve increased the amount itself. Yet the actual words you’ve spoken are just the same.


By now, I’m sure you’re beginning to see that high impact speaking is within the reach of everyone, as long as you’re aware of both the obstacles and the tools for removing them. Getting you started on that awareness has been the purpose of this first chapter, and we’ve covered a lot of ground. We’ve introduced the basics of preparation, emphasizing the power of a questions-and-answers outline to create mastery. We’ve mentioned the usefulness of computers and Internet research, and also the need to think independently of those technologies. We’ve spoken about rehearsing your presentation out loud, both with your friends and with yourself as the only listener. Finally, we’ve seen how technical variables such as emphasis, pitch, and speed can enhance the power and meaning of a presentation.


These are all important concepts. If you really master them all and put them to work, you can become an extremely effective public speaker even if you read no further in this book. Yet we’ve only scratched the surface. There’s so much more to learn about public speaking—and the benefits of learning it are so great—that you’ll want to move ahead as soon as possible. Remember, no one knew more about public speaking than Dale Carnegie, and nowhere will you find more of that knowledge than in the book you’re reading right now.


In chapter 2, you’ll see why being a high impact speaker is first and foremost about just being yourself.




 


There are always three speeches for every one you actually give. The one you practiced, the one you gave, and the one you wish you gave.


—Dale Carnegie


It usually takes me more than three weeks to prepare a good impromptu speech.


—Mark Twain


Be sincere; be brief; be seated.


—Franklin D. Roosevelt







CHAPTER 2



What Every Listener Really Wants. What Every Speaker Needs to Know


A surprisingly small number of basic concepts make up the foundation of all effective speaking. One of these concepts may be the foundation of personal effectiveness in any form, and it can be expressed in just two words. They’re the same two words that were engraved above the entrance to the school of philosophy in ancient Greece, and they’ve been the basis of all wisdom ever since. These two magic words are know thyself. Because, until you understand who you really are, you can’t really understand the world around you. And you certainly can’t be an effective public speaker.

OEBPS/styles/page-template.xpgt
 

   

     
	 
    

     
	 
    

     
	 
	 
    

     
	 
    

     
	 
	 
    

     
         
            
             
        
    

  

   
     
  





OEBPS/images/f000i-01.jpg





OEBPS/images/promo.jpg
Sign Up Here











OEBPS/images/9781439188309_cover.jpg
STAND AND
DELIVER

HOW TO BECOME A
MASTERFUL COMMUNICATOR

AND PUBLIC SPEAKER







OEBPS/images/copy.jpg





OEBPS/images/title.jpg
STAND AND
DELIVER

How to Become a Masterful
Communicator and Public Speaker

DALE CARNEGIE
TRAINING

A TOUCHSTONE BOOK
Published by Simon & Schuster
New York London Toronto Sydney






