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On a lovely summer’s evening, with marvellous views of the Channel from the hotel forecourt, Ken Abram welcomed all of us to another evening’s entertainment, empowerment and education. As usual, newcomers were invited to introduce themselves in a brief speech.

First came Mei Po Morley, from Cardiff who is in property management, development and financing. She came because her friend Sylvia (more later) egged her on into coming along to build up her confidence.

Then Nadia Ansari, who is the UK’s first Mars and Venus life coach. She had stumbled across the Yes Group website (look at it on www.yesgroupcardiff.co.uk) and having also been a devotee of Tony Robbins, she just HAD to come along. 

Then Mohamed a friend of regular part-time participant Mo, who recently got married. He just finds Yes Group Cardiff an amazing place to be and as I understand it, one of his other friends in attendance is getting married soon, too!!

Finally Jeremy Morgan-Evans re-introduced himself to the larger audience (after initially introducing himself in July). He had just returned from attending the McGuire Programme in Norwich. Jeremy is (WAS!) a stutterer and the programme has helped him overcome this challenge – quite effectively, I might add. (Incidentally, our November speaker, Alan Badmington, is in the same boat as Jeremy and is now a renowned international speaker and supporter of that programme. Go to http://www.mcguireprogramme.com/ for more details.) The programme encourages participants to go outside their comfort zone – should you leave yours?

Then Ken introduced Jonathon Drew, our speaker for the night. (Please visit www.jonathandrew.co.uk) Jonathan is an energetic and energising presenter, keynote speaker and change master. He speaks with authority. He has learned, the hard way, that positive results can come from negative experiences and that we often learn best from situations which are unfamiliar and even uncomfortable.

As a trainer of NLP Jonathan knows the power of human communication and, more importantly, he knows what it takes to lead from the front. He has the ability to transform; he understands communications from the inside out and this makes him a compelling keynote speaker and a powerful professional trainer.

He conducts more than 100 motivational seminars and educational speaking engagements per year for a wide variety of companies and organisations in Britain.

Jonathan (Joe) entertains whilst educating his audiences, easily and elegantly captivating their imagination on a journey of discover and self empowerment within programs designed and delivered for maximum ‘take away’ value. Participants walk away with immediate access to unforgettable tools of transformation.” That’s what his site says – and it’s true!

Joe started by explaining that his natty black suit was accompanied by less natty white trainers because he had deposited his car at a Bristol garage for servicing and had left his shoes in that car. Having made that observation (we just thought he was being trendy), he said:-
“Let’s Make Magic Tonight”
What does magic mean? What does it mean to you? 

Yes Groups are hard to describe, he said. He’s been a friend of Ben Lowery, and has chaired the Bristol Group, but he has noticed over the years that while there have been and always will be some excellent speaking performances going on, there wasn’t enough INTERACTION happening! He enjoyed meeting the like-minded people, but there wasn’t enough communicating going on between participants. Tonight was intended to change that, and to make sure we told others about that change.

Joe said he was the original seminar junkie. He goes to seminar after seminar to improve the quality of his own performances. The two most important days of his life? Well, he asked us first what we thought they were. The first suggestion was Birth, and all agreed. Suggestions such as Birth, Death, marriage, first-born all were put forward as the ‘other day’ and commented upon as directed by people’s personal values. But there was one answer that all eventually agreed was THE answer. And that was

 The Day You Discovered WHY You Were Born!

“And people”, said Joe, are at different places on the journey to discover just that. 

For Joe it was at his first Tony Robbins seminar (ain’t that always the way? Sic) that he discovered what he was all about. 

Where are you all (he asked) on a scale of 1-10, 1 being “I will never speak in public” and 9 being “I’m having a go TONIGHT!”. (I was on a 10 so I had an excuse – DP)
“If you have a voice, it is your DUTY to speak”, said Jon. Speaking empowers other people through acceptance of our message. Our story can entertain and empower people. We OWE it to them to speak out.

What do children do when they see a puddle? Without question, they jump in and have a ball. What do adults do? They walk around, bitching about the inconvenience and the weather.

When did you lose that child-like desire to have FUN? If you think it has gone, TAKE IT BACK! It’s YOURS!

We all know that only 7% of our communication comes from the words we use. The other 93% is down to other things. (55% body language, 38% tone/volume etc of our voices.) that is why communication on the telephone is never the same as face-to-face contact. In front of crowds, however, while the 7% is important for the message, the impact of the message can be swayed positively or negatively by the 93% we so often fail to use. 

(We then did a little exercise to keep us in the mood – you missed it!)

Public Speaking

Many people would say that they will never have to give a presentation, but as Joe said, the truth is different. Examples include:

Best Man’s speech.

Bride’s Dad speech.

Interviews, and presentations at interviews.

Teaching – which now has to be as entertaining as it is educational. In fact, the best education IS entertaining.

So what tips did Jonathan have for us?

Tip One:

Think “So What?”

These days, there are groups of people that have one-word answers to any observation. Kids up to 7 years old are always asking, “Why?” Kids from 7 to 17 go for “Dunno” when asked any question requiring them to think. After 17, the responses are usually un-interpretable grunts. When it comes to communicating, our lifestyles (internet, texts, video games) are shutting us down! 

The answer is to make sure that what it is we are going to say answers the question, “So what?” there has to be a point, a salient and interesting point, to what we are saying. In other words, an answer that starts ‘Because….’. to answer that question for our listeners, we have to ask ourselves the ‘Why?’ question, first. Why are we saying what we are saying? How can we make it interesting to others? 

This results in our designing a story, building up to the point instead of just making it. Even the build up must be considered beforehand – saying, “You know so-and-so” doesn’t work if the listener DOESN’T know so-and-so, because there is no connection!

Joe said, “If you can tell a story, you can be a public speaker”. Especially, he added, if the story is unique.

Joe gave an example about a young man who was asked why he loved football. The man answered, “When I was a young child, my Dad took me to a Premiership match. When I went in, I heard thousands and thousands of people cheering, singing, shouting – all passionately involved in what was going on. I knew that this much passion had to mean that something important was happening. That’s when I fell in love with the game.” Now, that IS a story.

At this point, Joe asked for volunteers to give a talk, just to give their name, likes, dislikes and ambitions. Joe demonstrated with his story, and an intention to overcome the Twitter Generation by teaching 10,000,000 people how to speak in public.

Jeremy, the former stutterer, jumped up first (that’s what we like to see!). His ambition was originally to be a public speaker, but right now all he wants to do is be a great Dad.

Nadia was next, and spoke of how she wants to build up her Mars and Venus Coaching practice.

(Joe congratulated them, then gave us a Positive Mental Attitude story to break up the evening. Question: Does PMA always apply?

1. You get dog poo on your shoe. Does PMA make this okay?

2. You reach down to scratch your foot, and get said poo on your hand. Does PMA make this okay?

3. Without thinking, you lick your hand. You now have poo on your tongue. Does PMA make this okay?

OF COURSE NOT! It’s all dislike. PMA doesn’t work in all situations.)

Tip Two: 

Use your Voice Qualities

A well presented talk uses different voice qualities, like volume, tone, speed, and so on. Remember your parents – when they used a certain tone, you just knew exactly what they meant, and what you had done, or had to do. It was all in the tone.

Speed indicates passion and enthusiasm, but sometimes you need to slow down to connect. Enthusiasm and passion does not always need speed – sometimes it needs clarity. Pace provides clarity – slow down when you want to make an important point.

When something really important needs to be said – pause for effect. Make the audience anticipate what is coming next.

Joe spoke of the analogy of school assemblies. Where did the bad kids sit – at the back. Who couldn’t hear what was going on – the kids at the back. So who caused the trouble by filling in the gaps? The kids at the back!

SIT AT THE FRONT IF YOU WANT TO GET THE MESSAGE!

Tip Three: 

Don’t Squeak.

Jon told how he walked up to the prettiest girl at the school disco. She was gorgeous, and only he had the courage to approach her. Then, the immortal words, “Do you want to go out with me?” emerged from his mouth and he dies, inside!

He learned never to squeak again.

Then, more volunteers arose, including Gareth, who wants to make his Wealth Mastery experience work for him.

After a break, we continued with a question – how much are we missing because of what else is going on?

When speaking it is important not to let our words and gestures take people away from the message. Listen to people – they use ‘sort of’, ‘obviously’, ‘like’ ‘yeah’ and a myriad of other irrelevant words because they are talking faster than they think, and all we can hear is the rubbish. I know in my own experience I once heard a 5 minute speech from someone for whom derivatives of ‘actual’ punctuated every single phrase, so much so that I haven’t got a clue to this day what she actually said.

And watch the BBC news in the morning – how many people answer any question asked by starting, “Yeah, I mean……” by which time I have stopped listening.

Then we had some posture input, and a reminder that a Smile is a Gift, and something we ought to give freely. These gifts tend to be returned.

In a nutshell, gestures and expressions need to match the message, or the message is lost. BE CONGRUENT.

Make eye contact – failure to make eye contact in Zurich is offensive, in the UK it is the norm, but only for the unsuccessful. Make people part of the story telling experience.

Use hands expressively (but not like news reporters, who apparently MUST walk and talk to show they can, and have been told to use their hands – so move them to emphasise every word, and therefore none at all, or use them in the wrong place. Who teaches them this idiocy – DP).

Walk with purpose. Be confident – act as if you are confident, and abracadabra – you ARE confident!

Our next volunteer speaker was Sylvia, who’s ambition was to achieve financial freedom in 5 years. She spoke of how she got her name, when in her mother’s arms as a new-born, her mother saw a picture of a beautiful model draped across a Mercedes car. Hence her real name – SLK 55. No, sorry, she was named after the model.

Joe continued: once we stand up and ‘be’ ourselves we can tell our stories. If we can tell our stories we share who we are and we connect with other peoples – and that can include the interview panel for our next job!

Our words become pictures in their brains, sounds in their ear and tastes in their mouths – their senses ‘feel’ what we say. 

There are three kinds of audience – the Lookers, The Listeners and the Feelers. (NLP aficionados will recognise the Visual, Auditory and Kinaesthetic references. Everyone needs all three to HEAR what we are saying, but a good speaker connects with all three types to make sure the message is seen/heard/felt. So use relevant terminology – ‘I see what you mean’, ‘I hear what you are saying’, I have a hold on your message’.

Better words create better relationships (connection). When assessing someone, give reasons behind your assessment that the listener can understand. If the first description isn’t working, use another modality (VAK) to get the message across. Without a reason, a story has no point, no meaning.

In a nutshell – tell a story, make a point. And the bedrock of a good speech is posture and voice. Find yours.

Ken thanked Joe for an entertaining presentation, and sought questions from the floor.

Sylvia asked how he remembers his speeches, and Joe suggested MindMaps, or laying out of a structure. Once a rehearsal has been considered, the ability of the speaker to tell the (known) story just lets the speech tell itself.

How do you get over nerves – just get started. Once you are going, you get into the telling yourself and the nerves dissipate. 

Make sure your last words are good, and let them linger. They ARE the point and practice, Practice, PRACTICE!  That is how Tony Robbins has crafted his art – practice, repetition and deep consideration of what words to use, and where. Apparently, the great Orator Winston Churchill would spend an hour on many of his sentences to ensure their ‘memorability’ and impact.

For more from Joe, go to www.jonathandrew.co.uk.

Next Month – our speaker will be Nathan Hewitt, who was 20 stone and is now 11 stone. His subject – The Last Diet!

(Be there or remain square!)

FINALLY – you will have seen the Survey attachment to notices about Yes Group meetings for 2010. We have had 5, yes FIVE responses from the 100+ members of the email list. Those present at Joe’s speech all promised to send their surveys to David – and in the two weeks since that day, no-one has.

Without the results of the survey being known, there is a risk that the Yes Group will ‘die’ just before its 10th Anniversary.

Don’t let it die for the sake of 15 minutes telling us what YOU want from the Group.
David Palmer
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