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Five Persuasive Presentation Techniques 
 
"Every speech or presentation is persuasive to some degree," says Dr. Gary Genard, president of 
Public Speaking International, who offers training on presentation and speaking skills 
worldwide. As a trained actor, Genard blends his acting skills with his teaching skills to help his 
clients master public speaking. Here, Genard identifies five key skills that presenters need in 
order to persuade their audiences.  


1. Understand purpose versus topic so that you can engage and move your listeners. 
What is the one thing that the speaker focuses on when they prepare a presentation? It's 
content, says Genard. "Content is our expertise and our comfort zone," he says. 
"However, unless we know what turns on our listeners, we can't speak to them where 
they live. What are their needs and expectations? What are their preferences and is the 
action that we are asking of them easy or difficult? Look at the audience's personalities 
and learning styles. Examine the purpose of the presentation and not just the content. The 
topic is not what you are there to do; the purpose is why you are there, so understand it 
clearly. Think, 'what's in it for them?'" 


 
2. Develop confidence, focus, and credibility. "You need to be focused on your execution, 


your audience, and their purpose.  If you are, your credibility will follow," says Genard. 
 


3. Exhibit honesty, trust, and a conversational style. "When we prepare for a 
presentation, we typically take notes, writing down everything and then polishing it," 
explains Genard. "Only after that do we try to move to the world of speaking."  
 
If you polish the written word and it sounds bad or too stilted or formal, it won't do you 
any good. That's why Genard says you need to listen to tone and sound while beginning 
your presentation. "Isn't it much better to think in oral terms right away?" he asks. 
"Instead of just writing everything down, say your words out loud to hear if they sound 
good to you. By the time you finish the process, you'll be 50 percent finished with your 
presentation.  
 
"You also need to talk with them, not at them," adds Genard. "Be conversational. The 
best sales presenters don't sound any different when they are doing a sales presentation or 
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sitting across from us at Starbucks. Conversation is part of what builds trust and lets us 
feel that this salesperson is being open and honest." 
 


4. Use principles of persuasion. Genard teaches the C.U.R.E. Method of Persuasion, which 
stands for credibility, using evidence, reasoning, and emotional appeals. In establishing 
credibility, Genard says to use evidence by providing examples, stories, statistics, 
testimonials, case studies, visuals, and expert opinions. "The audience must be able to 
follow your reasoning," he says. "It needs to be a reasonable proposition; be organized." 
 
To make an emotional appeal, Genard says that presenters must bring emotional language 
into their presentations.  
 


5. Maximize your non-verbal communications. "Critical research done at UCLA by 
Albert Mehrabian and his colleagues on the impact of non-verbal communication shows 
us just how much we are affected by it," says Genard. "Mehrabian's study showed that an 
audience's perception of a message was 55 percent visual, 38 percent vocal, and only 7 
percent verbal or content related. This means audiences respond consciously or 
subconsciously to facial expressions, movements, gestures, and visual aids, more than 
your words." 
 
"Know your audience, say something important that will matter to them, and just be 
yourself," summarizes Genard. "If you do these things, you will succeed." 


 


 


GARY GENARD, Ph.D., is founder and president of Public Speaking International, a training 
firm specializing in public speaking and presentation skills.  You can reach PSI at (866) 643-
2095, www.publicspeakinginternational.com, or at gary@pubspeak.com  
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Dr. Gary Genard’s groundbreaking book. 


This is the fastest and easiest guide to 


better speaking skills you’ll ever find. 


World-renowned speech expert Dr. Gary Genard reveals the 
secrets of a great performance every time in this easy-
to-read, powerful book. Inside are 75 “quick-tips” to help 
you dramatically improve your skills and confidence... fast! 


From presentations to meetings to sales to high-stakes 
appearances, speak for success—starting today! 


Learn the approach that has helped thousands of people 
worldwide. Join speakers from Fortune 500 companies, the 
United Nations, leading nonprofits, and other professionals. 
“A tour de force! Everything you need to become a powerful 
communicator.” 


Trade softcover. 158 pages. $14.95 


 
 


 
“These techniques work! From speeches to meetings to 
conference calls, “How to Give a Speech” is a book that has 
helped improve my communication skills and reduced my 
frustrations.” 


– Xiaowen Heurteux 
VP/Senior Financial Analyst, Citigroup 


» more testimonials 
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Great Speaking? – It’s About Performance over Content 
 


By Gary Genard 


 


Are you married to your content instead of your true love, your audience?  
Too many public speakers are guilty of this crime of passion.  To be in love 
with your information instead of your listeners is to ruin the marriage of 
content and influence that makes any presentation a success.  


Like many hopeless lovers, speakers can be too easily dazzled by the obvious and the pretty:  the 
selling points and bullet points that they’ve tenderly selected for their presentation.  “But this is a 
labor of love,” we can hear them saying.  – “This proposal is exactly the way I want it to come out!” 


But audiences don’t want perfect information delivery.  They want a meaningful relationship with 
the speaker, and ideally, a positive outcome from the encounter.  Regurgitating information in the 
face of this need is simply an embarrassment.  We need to move listeners when we speak.  Yes, our 
content is part of that equation.  But there’s infinitely more needed in terms of rapport and 
emotional connections than can be supplied by our PowerPoint slides. 


Think of it this way (and this distinction is critically important if you speak in public):  A speech or 
presentation is a shared experience, a small example of community, in which you and your listeners 
make an interesting journey together.  


You need to prepare for that journey by thinking about how to project such a relationship.  When 
you spend all your time sharpening your information recital, you’re leaving that relationship up to 
chance.  Doesn’t this sound like a recipe for disaster?  After a certain point, in other words, you 
must forget about gathering and shaping content, and begin to rehearse your performance. 


Here’s a simple formula to keep in mind:  Rather than spend 100% of your time amassing content 
and 0% time (or close to that) practicing, make the ratio something like this: 


40% creating content, 60% practicing 







This sounds radical to you, doesn’t it?  But remember this:  You are already extremely strong on 
your content.  It’s the reason you were hired for this position; that you spend every business day 
working on these issues; that you’ve been selected to make this presentation, in fact.  Whether you’re 
aware of it, you already have content coming out of your ears! 


What you don’t have if you’re a typical speaker is a maximum level of comfort on your feet, and a 
knack for conversing with audiences as if that’s the most natural thing in the world.  You’re up there 
to give an oral performance, for goodness sake, not to recite facts and figures like a recorded voice 
on a GPS! 


Strengthen the area where you’re probably weakest.  Your strengths won’t disappear in the process. 


Spend quality practice time—and a quantity of it as well—learning to be comfortable with 
audiences.  Stand and move in space.  Try out gestures.  Solidify your eye contact.  Use stories and 
illustrations to give your concepts a human dimension.  Sometimes those stories will come to you on 
the spur of the moment.  Use them!  Develop your ear to the point where the casual conversational 
you (the interesting-sounding one) sounds no different from your presentation persona. 


The more comfortable you are talking to people, the more you’ll feel like yourself saying the things 
you’re passionate about.  In no time at all, you’ll find yourself loving your audience instead of your 
content. 


Guess how your audience will respond.  


 


 


GARY GENARD is an internationally known speech coach and corporate trainer. A former 
professional actor, he is the founder of Boston-based Public Speaking International, one of the 
world's premiere presentation skills and media training companies. PSI offers communication skills 
improvement including public speaking training, executive speech coaching, speech improvement 
training, presentation skills and using PowerPoint, sales presentation training, and media appearance 
training. Public Speaking International can be found online at 
http://PublicSpeakingInternational.com.  
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Featured in Business 
 


Making The Most Of Your Message 
By KAREN KAPLAN 
Day Staff Columnist, Copy Desk 
Published on 4/11/2004 


There's a great deal more to what you say than what you're actually saying. 


How you say it — tone of voice, inflection, the rate and volume of your speech, facial 
expressions, body language — in short, nonverbal communication — conveys just as much as 
the words you speak. So whether you're giving a major presentation or just discussing an issue at 
a staff meeting, you should remember this: 


“It's useful to think of giving a presentation in terms of physical performance, because, like an 
actor, a speaker communicates with far more than words,” says Gary Genard, a Boston-based 
consultant and trainer in public speaking and communications skills. “The key question for 
businesspeople is this: How can you ensure that the messages you broadcast physically increase 
your credibility, authority and persuasiveness in the minds of listeners?” 


Here are a few key points to keep in mind. 


• Voice, or what Genard calls vocal dynamics. This involves emphasis, pitch, pacing and 
rhythm. Your nonverbal message should match your words, he says — if you're speaking about 
something you consider very important, but you're almost whispering, people won't listen as 
carefully as if you were speaking somewhat more loudly.  


On the other hand, you also have to remember the size of the room and of your audience. If 
you're in an auditorium addressing several hundred people, you should speak loudly, even 
stridently, but you don't have to yell if you're in a conference room or meeting with 10 or 12 
other people. 


Still, if you're feeling very strongly about what you're saying, Genard says it's only natural that 
you might speak with more volume. 


“Volume of speech is really tied to the space you're speaking in,” he says. “That (vocal) energy 
should be adjusted so that you're expending enough to reach your listeners, and also in terms of 
the message and the fullness of the communication, the fullness of who you are.  
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“As listeners, we respond to that level of that energy and passion — it's a clue to tell us whether 
we should pay a lot of attention, and give back that same level of energy. That's one of the things 
that nonverbal communication does — it allows the level of commitment in your speech to come 
back from your listeners. It's like Newton's law — for every action there is an equal reaction. 
You're giving more, so more should be coming back to you,” he says. 


•Visuals, or what Genard calls visual thinking. If you're in a small room, try not to wave your 
hands wildly about – he says it could turn people off and away from your message and they'll 
focus more on your gestures than on what you're actually saying. They might even lean away 
from you. Similarly, even if you're in an auditorium, but you're constantly fidgeting with your tie 
or your hair while you're speaking, your listeners will pay attention to what you're doing, not to 
what you're saying.  


“If we have a subtractive gesture like fixing our hair or our clothing, people concentrate on the 
gesture. They're not even listening to what we're saying,” Genard says. “We live in an 
increasingly visual society. We are trained to focus on visual stimuli. That's why getting a handle 
on leveraging our visual communication is so important. People respond to us in visual ways, 
and it's very important for us to have a handle on what we're doing while we're speaking.” 


Genard also says fluid, relaxed movements, not jerky or abrupt gestures, impart the message that 
the speaker is in control and knows what she or he is talking about. 


He also says that if you're giving a presentation, or even speaking in a small meeting, try to avoid 
nodding quickly when someone asks a question, especially if they haven't finished their query. 
Rapid nods partway through a question send a message that you're impatient to get back to what 
you're saying. If you want to reflect interest in the question, nod slowly, but only towards the end 
or after the speaker is finished, Genard says. 


•Facial expressions and eye contact. Even today, in a business environment that's edging 
toward egalitarianism, women are told more often than men to smile. Genard says you don't have 
to walk around like a doll with a grin pasted on your face at all times, and, in fact, a smile may 
be inappropriate if it doesn't match your verbal message. On the other hand, he points out, people 
do respond positively to a smile, and that's the whole point of speaking – you want to win people 
over to your side.  


“The important aspect of professional situations is, is this person confident, a leader, can we be 
persuaded by her or him,” Genard says. “It's simply a fact that people are persuaded more by 
people they like by people they don't like. But that doesn't mean we should walk around with a 
silly smile on our face just for the sake of smiling.” 


What's equally as important is looking at your audience as you speak, Genard says, no matter its 
size. “You need to establish a communication bond between you and your listeners with eye 
contact,” he says. “Don't look down at the table or your notes. Look at the people. People (who 
are speaking) get so wrapped up in the content of their talk. They're looking at their notes before 
they even start, and they don't have to when they're just introducing themselves. Establish eye 
contact with your audience and maintain it.”  
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Why is it so important? Because the audience needs to feel as if a dialogue is taking place, even 
if you're speaking to a group of thousands. “Eye contact tells the audience you are talking to 
them as individuals so they can feel free to respond,” Genard says. “That means they can give 
you feedback and they can feel free to ask questions if they don't understand. If you're not 
looking at them, then they don't feel like there's any kind of communication, that there's no bond, 
no conversation. And then they're less apt to respond to you, even in Q&A sessions.” 


•Stay relaxed. How do you do this? By breathing slowly and deeply. Genard, who has a 
background in theater, says it's extremely important to supply your brain with enough oxygen, 
both so that you can think properly and so that you won't sound out of breath – which tells your 
listeners you're nervous and uncomfortable and probably not worth listening to.  


“You have to remember to breathe,” Genard says. “In situations that make us nervous or self-
conscious, we forget to breathe a lot, or we breathe shallowly, and the brain and heart aren't 
getting enough oxygen. Your voice isn't supported, and your listeners will pick up that clue, and 
you yourself will feel that you aren't nourished enough with air. The process of breathing deeply 
will slow down your heart and oxygenate your brain so that you'll feel calm.”  


And once you're calm, he says, you can adopt a conversational tone – which will help you to win 
over your listeners. 


“A conversational tone makes you sound like yourself,” Genard says. “We sound like ourselves 
and we communicate the fullness of who we are and our message by talking to people. You can't 
sound like something you're not.” 


Also, he says, when you're calm, you tend to speak more slowly, which again conveys the 
message that you're in control and that what you're saying is important – and people will listen. 


“It's about not losing control,” Genard says. “From the world of theater, the really exciting 
performers don't give you everything. There's a sense that there's more power there you're not yet 
seeing. That really gives (listeners) the impression of power, because if you already feel the 
speaker is powerful but there's more that isn't being released, that there's an even deeper 
reservoir, it's even more impressive.”  


•Don't sweat the small stuff. You may have heard that crossing your arms or legs signals 
defensiveness and will turn your audience or listeners off or away from you. Nonsense, Genard 
says. It's all about physical comfort. And, once again, if you're comfortable, if you're at ease, it's 
a much simpler thing to bring your audience onto your side.  ■  
  


© The Day Publishing Co., 2004 
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When Your Presentation Encounters Hostility 
 
If an audience appears to be hostile or agitated, you need to act fast, says Dr. Gary Genard, 
president of Public Speaking International, who offers training on presentation and speaking 
skills worldwide.  
 
"First, you should have seen this coming," he says. "Don't be like a deer in the headlights. 
Prepare yourself by knowing the political climate, how much to share, who will be in the room, 
and how they like to receive information. Know your audience's need and expectations, 
otherwise you'll be flying blind."  
 
If you understand your industry, your clients, their cultural biases, and their needs, you should be 
able to deal with anger, resistance, or hostility with confidence, he says.  Genard provides these 
seven tips for overcoming resistance:  
 


1. Understand the type of resistance you're facing. "The more information we have at our 
fingertips to counter the resistance, the more accurate we'll be in the action we take. Is the 
resistance institutional? Fact-driven or cultural? Is it a flaw in your logic or an ego-trip for 
the questioner? In other words, you should be alert to what's coming your way and respond 
honestly. Look below the surface; look for subtext – the real action beyond the scene. Does 
the audience need an emotion validated? If they do, show them you understand." 


 
2. Listen for emotions. "Even in an emotional storm, there may be subtle differences as to 


what you are hearing and what you can respond to," says Genard. "Emotions, not your 
message, may be making your audience hostile toward you. You may represent a point of 
view or a company to them; therefore, you provide a convenient target for the audience to 
attempt to redress a recent problem or vent after decades of resentment and anger. You 
don't have to change your message; instead, deal with the audience's emotional response."  


 
3. Recast erroneous assumptions. "The more serious the assumption, the faster it must be 


countered," says Genard, saying that you may even interrupt (politely, of course) the 
erroneous statement. Why? Because the more time that goes by before the error is 
countered or corrected, it starts to set like cement."  
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4. Welcome unclear or fuzzy arguments. "If an argument is unclear or fuzzy enough, it's a 
gift to you," says Genard. "You can go anywhere you want with it. It's your golden 
opportunity to express your critical messages all over again in a different way."  


 
5. Go low-key and conversational. "The more someone rants and raves at you, the quieter 


you should become," says Genard. Why? Because everyone else in the room will quickly 
realize that the person ranting is out of line. They will see the contrast immediately 
between the raving person and the considerate, soft-spoken, and reasonable person (you).  


 
6. Be aware of your tone. "Watch how are you saying what you are saying," says Genard. 


"The best arguments in the world will fail if they sound defensive or angry. Audiences will 
remember a presentation’s tone far longer than they will recall the facts and statistics."  


 
7. Disagree neutrally. "There will be many opportunities for you to demonstrate your rapier 


wit and responses when you are faced with skepticism and hostility. Resist every one of 
them, for the reasons given above," says Genard.  


 
In summary, Genard says to think in terms of shaping the issue. "In other words, frame your 
message in ways that work to your advantage," he says. 
 
More information on these tips can also be found in Genard's book, How to Give a Speech: Easy 
to Learn Skills For More Successful & Profitable Presentations, Speeches, Meetings, Sales, and 
More! (Cedar & Maitland Press, 2007). 
 


 


Gary Genard, Ph.D., is founder and president of Public Speaking International, a training firm 
specializing in public speaking and presentation skills.  You can reach PSI at (866) 643-2095, 
www.publicspeakinginternational.com, or at gary@pubspeak.com  





