A Pilot International Program
“HOW TO SURVIVE AN INTERVIEW OR A SPEECH”
How often have you been put on the spot to give an interview or a speech and you suddenly became speechless? Or, did you masterfully weave your audience into your story. If you are a master storyteller, please bear with us. In the next fifteen minutes, I’ll spin you a tale that will magically leave you with the ability to survive and perhaps thrive in your next speech or interview.

It begins... Once upon a time, there was a miller who was poor … but, he had a beautiful daughter!  Wouldn’t you know... the miller had to go to speak to the king and in order to make himself appear important, he said, “Your Highness, I have a daughter who can spin straw into gold.” 
The king said, “Now, that is an art which pleases me greatly.  If your daughter is as clever as you say, bring her to the palace in the morning, and I will put her to the test.”
The next day, the poor girl was brought to the king, and led into a room stacked with bales of straw.  He sat her at a spinning wheel and said, “Now … set to work.  If by early tomorrow morning you have not spun this straw into gold … you must die.”
He left the room, and locked the door. The poor miller’s daughter had no idea how straw could be spun into gold and she began to weep.

Suddenly … the door opened.  In strolled a little man, who said, “Good evening, Mistress Miller.  Why are you crying?”  
“Alas!” sobbed the girl, “I have to spin this straw into gold, and I do not know how!”
The dwarf smiled slyly and asked, “Will you give me what I ask, if I do it for you?”
(Long pause …
 look around
 the audience)
When you’re chosen … or drafted
                          … to write or to deliver a speech,  
                         do you wish you had a “little man”     


to do it for you?  Well, here I am ---(put an “elf”
your Rumpelstilskin with magic
 hat on your 
words to help you weave your
 head) 
story into a tapestry of golden 

threads. 
(throw 
“magic” 
[gold] dust
 into the air)


Remember … before I approached that terrified girl with my offer of assistance, I needed to ask myself three questions. Who was she?  What did she need to know from me that would help save her life?   And,  how long should I talk? --- briefly? … jump right in there and say it, or? … play up to her and sneak in my offer before she caught on.  
Those are the same three questions you need to jot down on paper before you write the first word of your speech … Who is your audience? … What do they need to learn from you? … and How long should you talk?
Let’s start with an acrostic which is designed to help you remember these points.
A,   U,   D,   I,   E,   N,   C,   E
Who will be your audience?  
A” - “Age … consider their Age.”

“U” - “Use a vocabulary they will understand.  Avoid ‘technical babble.”
“D” – Be direct- remember their time is important.
“I” - “What are their Interests?”  The three greatest motivating factors to appeal to are: (1) the desire for gain, (2) fear of loss and (3) the desire to love or be loved.
“E”- “Energy.” Don’t play to the GRUMPS in the group.  Emotions are contagious.  Your choice will either replenish or deplete you!

“N” -“Newsworthy.” Think of your story as headlines of news.
“C” for “Creative.” Be creative in getting the attention of the left brains and the right brains in the audience.  Some of your audience can visualize, while others must listen or feel your words and meanings.
And finally, an “E” for “Enthusiasm.”  Your speech will gain only 15% success from knowledge, but a whopping 85% from enthusiasm!  According to well-known speaker, Patricia Fripp, “Words represent your intellect.  Sound, gesture, and movement represent your feeling.”
“AUDIENCE” … A, age; U, understand; D, direct; I, interests; E, Energy; N, newsworthy, C, creative; and E, enthusiasm! AUDIENCE!!!
Next, what does this audience need to know from you?  You probably remember these familiar words to Rudyard Kipling’s secret of speech writing:
WHO, WHAT, WHERE, WHEN, HOW and WHY

We’ve already covered the “WHO” … your audience. Now we’ll concentrate on the “WHAT” … your major topic or theme. What is your mission?  What do you want your listeners to remember and to do differently after they hear you? What is the dominant idea you want your listeners to take home.  You may want to make up an easily-remembered catch-phrase or simply a word, like we did with “AUDIENCE.”  That will aid your listeners in remembering the steps or the facts.
Deliver your topic with passion for your subject, and compassion for your audience.  Approach each with a definite purpose.

Memorize a dynamic opening “word-for-word.”  This is called the “hook” and is intended to get the audience’s undivided attention.

There are 3 different types of “hooks”:
1. A Personal reference – referring to someone who means something to your audience or even a celebrity who shares your beliefs

2. Make a strong statement about your position.
3. Use a specific question – one that causes each person to think. This is the strongest type of “hook.” Suppose I started this presentation with the following question, “Are there ten things about your appearance you’d like to change?  If so, what are they?
For communication to be really effective, it should be three-dimensional:

1. Appeal to the mind,
2. appeal to the emotions, and
3. persuade the will of your audience

Remember, your listener’s mind is always somewhere else before you begin to communicate!  Your job is to gain and to hold their undivided attention. Use your hooks and lines... and reel them into your story.

Use emotional “word pictures.” The mind thinks in images and pictures.  While you’re speaking approximately 150 words per minute, your audience is thinking and visualizing at super-sonic speed --- 600 to 700 words per minute!

There are 4 inexhaustible sources which you can use to captivate the interest of your audience:
1. Their interests, hobbies, and passions
2. Memorable events, either past or present, in which the

persons were involved --- mention 9-11 and everyone
immediately forms a mental picture of what they saw.

3. Everyday objects with which we’re all familiar and

4. Imaginary stories --- like, Rumplestilskin.

Next, is Kipling’s word,“Where.” To avoid the problems and pitfalls of the platform … plan ahead.  If possible, check out the setup, the lighting, and the sound in the room where you are to make your presentation.  Will you have a lectern on which to place your script? If you’re short, do you need a podium to stand on? Do you need facilities for visual aids?
Speaking of visual aids … according to Edgar Dale, people remember only 20% of what they hear.  They can recall 30% of what they see.  When you combine both hearing and seeing, you’re up to 50%.  To, get a whopping 80% retention level, utilize hearing, seeing, and DOING.  Involve your audience!
Prior to speaking, AVOID the following:

· coffee, tea, and alcohol

· smokers

· and dairy products

If you’re inclined toward “stage fright,” remember, nervousness causes you to forget to breathe normally.  It also causes “dry mouth.” You’re not really thirsty, you’re nervous.  If you drink a lot of water to counteract this, twenty minutes into your presentation, “bladder control” will be the problem you’re worrying about!  

If you feel your mouth getting dry … pause, take a deep breath and concentrate on biting into a lemon.  It works!! There’s nothing wrong with employing a little silence. Use it effectively and you’ll feel much better.

Were you aware that “Speaking in Public” is the #1 fear in the world today?  Dying is actually much farther down the list!
Think of your presentation as a “play”.  The audience is captivated by the “here and now,” not the “behind-the-scenes” activity.
The next word is “WHEN.”  When is it time to stop?  To answer that question... you must start before you even begin. Program your mind with positive affirmations and thoughts of success.  The following story will help make the point.
On his way to the 1912 Olympic Games in Stockholm, Sweden, Jim Thorpe’s coach noticed the Native American from Oklahoma, relaxed in a lounge chair on the deck of the huge ocean liner they were taking across the Atlantic.  The coach was infuriated because Jim wasn’t running around the decks, practicing.  He angrily asked what he was doing!  
Jim’s reply was simple, positive, and to the point... “I’m seeing myself participating in each Olympic athletic contest … and winning!  I start from the first crack of the gun and visualize every part of it.”
Thorpe won, not only the 5-event pentathlon, but all ten events in the decathlon.
It’s unlikely that Jim Thorpe was familiar with one of Albert Einstein’s more famous quotations: “Imagination is more important than knowledge,” but Thorpe certainly knew how to put it in practice! It’s no wonder he was chosen as the “Athlete of the 20th Century.”
As you’re preparing for your speech or interview, think positively.  Visualize success.  

Keep on schedule… the classic mark of a beginner is running overtime.  Therefore, prepare twice as much as you think you need to deliver.  
Practice --- time yourself … out loud!  Then allow an extra 25% more time. Nervousness speeds your talking. And remember … no one ever complains about a speech being too short!

Our next-to-last word is “HOW.”  How do you organize your material for greatest impact?  Organization consists of taking your two most important points and putting one at the beginning and one at the end of your talk. Then, build a bridge from one to the other. 
The first and last minutes of your presentation are the most important … the first 30 seconds and the last 30 seconds having the most impact.  
To keep yourself on track and organized you may want to use 3 x 5 cards, slides, overheads, color-coded outlines (which are perfect for extemporaneous speeches), or a mnemonic (ni-‘ma-nik), such as an Acronym (‘a-kre-nim) or an Acrostic (a-‘kros-tik). 
Either of these, an acronym or an acrostic, can be called a “mnemonic aid,” from the Greek word “to “remember.”  They are short-cuts to help you recall long lists or groups of ideas.  

An acronym is a word formed from the initial letter or letters of a compound term.  For instance, RADAR stands for “Radio Detecting And Ranging.”
An acrostic is a group of letters, taken in order, to form a word or phrase.  That’s what we did in the beginning with the eight-letter word “audience.”  

Now that you are organized and ready to tackle your audience... how do you hold your audience’s attention?  “Salting” --- yes, “salting,” not with a shaker, but with ideas and words.  Old prospectors and miners used to “salt” their mines.  They would enrich the mine by secretly placing valuable minerals in some of the working places. This would immediately arouse the interest of anyone visiting the mine or thinking of purchasing it.  

You will want to “salt” your speech with words, or questions that create curiosity.  Use them before you say something important.
Think back to the beginning of this presentation when I asked Mistress Miller what she would give me if I’d spin the gold for her.  Have I told you her answer yet?  No --- that’s called “salting!”

Finally, “WHY.”  Why are you giving your speech or making a particular presentation?  Is it because you’ve been asked (or forced) to do it, or are you truly passionate about sharing your subject?  A lack of sincerity will show.  Therefore, you must decide to decline or “dig in” and develop your topic, if you want to be successful.
Has this program helped you learn, “How to Survive an Interview or a Speech”?

Have I answered, to your satisfaction, the three important questions?
a. WHO is your audience?
b. WHAT do they need to learn from you, and

c. HOW LONG should you talk?


When you are giving your next interview or speech think of yourself as weaving a fascinating story, sprinkled with salt, giving your audience those pictures, emotions and your own brand of creative drama. It doesn’t cost any more for you to give your audience the fun and satisfaction of learning your fact-filled story... a story they will remember. 
By the way, the miller’s daughter... what did I request from her?  Obviously, because of her apparent talent and beauty, the King would make her his Queen.  All I asked for was her first-born.

Well... sometimes the price is too high to get someone else to do your work for you! However...now you have the magic words to help you weave your story into a golden tapestry. What is the price? Why... for Pilots... it’s priceless!
One last note, if you do have many points for your audience to remember... always have a hand out. We do have a handout for you to pick up at the end of this meeting.
We hope this Pilot International program has given you information you can and will use at work, at home, and with your friends. Thank you for your time and attention.
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