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Powerful Presentations
6 Steps to Success

Powerful Presentations: 6 Steps to Success helps students and
professionals build their presentation skills by guiding them through a
clear step by step process from creating a memorable message to
delivering their presentation effectively. To help them through this
process, each step provides:

* real-life examples for each learning point
e activities that let them practice each learning point

* an “Author’s Model” which shows how all of the presentation
elements come together

* helpful expressions in each step that they can use in their
presentations

e extra “Hints” that give students extra advice on how to make their
presentations even more effective.




At a Glance

Step 1 Motivate with Your Message
You create a message that is the foundation of your presentation.
Step 2 Purposeful Planning

You create an outline that provides the framework for

supporting your message.
Step 3 Successful Support
You add supporting details to your outline to make your points convincing.
Step 4 Dynamic Design
You learn what makes effective visual aids and how to create them.
Step 5 Performing with Power

You learn how to connect with your audience through

movement and gestures.
Step 6 From Uncertain to Unstoppable
You learn how to handle stage fright and practical problems
that frequently occur.




Powerful Presentations: 6 Steps to Success
Teacher’s Notes

Step 1

Dear Teacher,

The intention of these Teacher’s Notes is simply to provide you with ideas we have

found to work in the classroom when we use the book. For each page of Step 1, you
will find:

1. Warm-up Question — a simple question that gets the students thinking and,
perhaps, talking.

2. Pre-Teaching — concepts students might need to understand before engaging the
material
3. Questions to Anticipate — Questions from students we have encountered

4. Talking Points — This section is meant to provide useful language you can use if
you find it useful and appropriate. It is phrased as “teacher talk”. If you don’t find
the style of the language useful, you might find the content useful.

5. Communicative Activity — This activity allows students to interact with one
another using the concept(s) explored in that section (one activity per section).

Thank you,

Carl, Jenelle and Josiah




POWERFUL

As the saying goes, “Every
journey begins with the
first step.”

B AAL]l 14 Today we are going to
begin Step 1.

Let’s look at how to create
a message that is the
foundation for your
presentation.

CARL DUSTHIMER JENELLE WAGONER JOSIAH WAGONER




Warm Up Activity (Optional)

WARM UP

Brainstorm

Purpose: To get the students thinking and talking about their experience
(or lack thereof) with presentations. They can share their experiences,
worries and what they hope to learn.

Description: Students get into small groups (3-4) and answer the following
qguestions. Then each group can share their thoughts with the class.
Example questions:

What do you already know about presentations?
What do you want to learn about presentations?
What are you excited about?
What are you worried about?

Note: Teacher can use this as an opportunity for students to summarize
what their group talked about. Each student summarizes about one
question.




‘;\U'f Motivate with
- Your Message

Does the idea of gving a presentation scare you? If you are like most people,
your answer is “yes.” The most common fear around the world is public speak-
ing. So don't be ashamed or embarrassed. Be proud that you are starting to
overcome it!

Your first step will be to develop a memorable message. A message states what
your presentation is about.

This step will help you to develop your message

To focus your message in a powerful way
you need to think about four things:

Notivats with urposeta ﬁunc .nam.- cam m m
Your Message Plassiag Swpport Desigs

Warm Up Question

What is a common type of message that we use in our lives? When
do you give a message or leave a message? Whom do you give a
message to?

What is “public speaking”? (also covered in optional activities for
this step)

Pre-Teaching
Students need to be familiar with the following terms and
concepts:

®  “message in a bottle”

Question to Anticipate
e Whydo | need a message? (I thought presentations were
about giving information.)

Talking Points

What is a presentation?

How many presentations have you seen?
Think about the best one you remember.
What do you remember most about that one?

Most people remember one main idea about a presentation. And

that main idea is usually in the form of a “message” that is
designed to be easy to remember.

Key point: The message is the CORE or KEY of your presentation.




Guiding Questions

What is the
message of my
presentation?

- Key Terms O

- Purpose your “purpose” is your reason for speaking.
| The three most common purposes are to inform, to persuade, and to

inspire.

What is the
purpose of
my speech?

Who is my

What is my

topic? audience?

. MesSage Your “message” is an idea people should remember about
§ " 1 yourpresentation.

“we==t  The best messoges are ceor, concise, and toll the cudience how
they N bengfit from listening to your presentation.

Takeaway A “takezway*” is 8 short phrase that heips the audience
~.‘ A toieowoy heips your cudience to rem your ge after
your presentation is finished.

Persuade To “persuade” means to convince someone to agree
with you.
You can persusde your cudience by shoring stories ond using

INspire To “inspire” means to motivate someone to do something

If you truly inspire your cudience, they wil follow your savice and
try something new.

. J

Soap 1: Motivite with Your Meisige

Warm Up Question
What do people (or you) remember most about presentations?
What do you want to present about?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
e benefit
e motivate
e  statistics

Questions to Anticipate
e What is the difference between “message” and “takeaway”?
e What is the difference between persuade and inspire?
Talking Points

Look at the Guiding Questions. We will answer these questions as we
go through this Step.

Purpose: What is your purpose in this class? Why are you here?

Message: What is something important to you? Make one sentence
about that and tell the person next to you.

Takeaway: Have you ever been to McDonalds? KFC? Sometimes you
can get “take out”, right? It’s the same concept here.

Inspire: Who inspires you? What inspires you? Why?

Persuade: Finish this sentence: One time my friend persuaded me to

What happened?




Choosing a Topic

How to Choose a Topic

Every presentation begins as 3 topic. The topic of your presentation i the
general focus. Choose your topic carefully. Some topics are easier to talk about
than others. To make sure that you choose an easy topic to talk about, follow
three guidelines.

Choose a Topic:

You are
passionate Yf" knbzw
T a lot about

Warm Up Question
What is “passion”? What do you feel passionate (or very strongly)

about?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
®  passion
e valuable

Questions to Anticipate
e How can | tell what topics are “good”?
e Whatif I don’t feel passionate about my topic?

Talking Points
Choosing Your Topic — Three things to consider:

Passionate about — Why?
(this is because you naturally want to know more AND you want others
to know more about that topic, which excites you)

Know a lot about — Why?

if you know a lot about something already, it requires less effort (or
research) to prepare for your presentation (become an expert). It also
means you are probably already interested in that topic!

Valuable to your audience — Why? if your topic is valuable, or you
audience is naturally interested in your topic, they will WANT to listen
to you. If your audience does not already have an interest in your topic,
you must show them, at the beginning of your presentation, that your
topic IS interesting or valuable to them.




Presentations are easier when you like your topic. They are also easier when you
know a lot about your topic. Thiz will lower your nervouzneszs. You will alzo feel lesz
nervous if your audience wants to listen. That’s why it’s important to choose a helpful
topic. Audiences listen better if they think your prezentation will benefit them.

Activity 1.01 Topics You Know About

Circle two topics you know about. For each topic, brainstorm two subtopics that you
know about.

Education Science Music  Technology Literature  Business

it's important to chooze & topic that is not too big and not too small. Why? A topic
that’s too big is hard to talk about. You won't have time to indlude interesting details.
A topic that’s too small is hard to understand. Your audience won’t understand the
details if they're not already experts. To choose a topic that is not too big and not too
small, you should narrow your topic two times.

Education Music
Classroom et
Management Singing

- |
Activity 1.02: Discover Your Message

Choose two topics you want to spesk about. Narrow each topic two times.

Topic 1: Topic 2:
Narrow 1: Narrow 1:
Narrow 2 Narrow 2:

Now that you've narrowed your topics, choose one. This will be the topic you
develop in this book.

My Topic I=:

Shap 1- Motivate with Your Matiage

Warm Up Questions
What is something you know that you want to tell others about?

What are your favorite things to talk about?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
® broad - narrow
® expert

Questions to Anticipate
e Whydo | need to narrow my topic?
e How do | know if my topic is narrow enough?

Talking Points

What topics are best for a presentation?

* |t totally depends on YOU and your AUDIENCE.

* Anything can be amazing. Part of your job as a presenter is to think
of ways to make your topic “come to life” (be exciting) for the
audience.

For now we are trying to narrow your topic to something that “seems”
manageable. We can continue to narrow your topic as we work

through this step.




Section 1 Activity (Optional)

Find Your Topic Set
Purpose: To help students understand how to narrow topics to a manageable size.
Description: There are 6 sets of three topics. Each set has a broad topic, a medium
range topic and a narrow topic. Students will get one topic. They have to find the
other students with topics that belong in their “set”. Then they should order
themselves from “broad” to “narrow”.
See possible topic sets on the next page.
For lower level speakers: Students can simply ask each other, “What is your

topic?” and respond with, “Oh, my topic is different.” or “OK. My topic is similar.
It’s !

For higher level speakers: Students should ask another student to “Tell me about
your topic.” The other students should not say directly what their topic is. They
should “talk about” their topic until they can guess what the topic is.




Possible Topic Sets

Economics --> Taxes --> Cigarette tax
Fashion --> Luxurybrands --> Prada
Performing Arts --> Dancing --> Ballet
Chemistry --> Organic chemistry --> DNA
Culture --> Holidays --> Lunar New Year

Religion --> Hinduism --> Reincarnation




m Finding Your
Purpose

v
O\ o™
=7\
v

What Is Your Purpose?

Your purpoze is your reaszon for speaking. You should always identify your purpoze
before preparing your presentation. Why? The information you include in your
presentation will depend on your purpose. In addition, when you know your purpase,
you can more eazilly communicate your presentation goals to the audience.

The three most common purposes are to inform, to persuade, and to inspire. In

thiz saction, you'll learn what information to include for each of these presentation
purpases. Then you'll discover your purpose.

1 want my 1'want my

audience to sudience to | want
now ‘think the sudience to take
something new. same 25 | do. some action.

Warm Up Question
Why do we talk with our friends? Why do we talk to our parents?

Pre-Teaching
Students need to be familiar with the following terms and concepts:
e goal
e inform, persuade, inspire
Questions to Anticipate
e What about entertaining?
e Can we have two purposes?
Talking Points
Let’s look at why we talk to each other. OK, everyone. Please read
page 11 as quickly as you can.
Now look at these scrambled letters (Teacher writes on the board):

nowk thlngsome wen

What is this purpose? What is something you want your friends to
know?

knlht hte mesa

What is this purpose? What would you like your parents to think
differently about?

ekat emos tlonac

What is this purpose? What is something people should do to make
the world better?

Let’s find your purpose!




Informative Presentations

The purpoze of an informative prasentation is to share information.
¥ou don't try to change your aucience’s thinking or motivate them to
©o something. You simply want your sudience to leamn something new.
Most presantations are informative presentations. For example,
school lectures are usually informative presantations.

u

1. How to Study Effectively
2.The Cycle of Foverty
3. Unempioyment Among Young Adults

Persuasive Presentations
The purpase of a perzussive presentation is to comwince your
audience of something. You want your sudience to agree with you.

Like informative pr jONns, persussive presantations ususlly in-
volve some information sharing. Howeves, informative presentations
are unbiased; this mesns neither side is preferred. In persuasive
presentations, you co prefer one side. You emphasize the strengths
of one side over the other. This convinces your audience to agree
with you.

4. Studly Breaks Are Helpful
2. Scheol Uniforms Should Be Banned

3. Liing in the Countryside |5 Batter Than Living in the City

Inspirational Presentations

The purpose of an Icpirational prezentation is to motivate your
audience. This is 2 key difference between persussive and inspirational
presartations. Persussive prasentations only try to changs thinking.
Inspirational presentations motivate the aucience to co something.
We uze emotions to motivate others. This is ancther key festure.
Everything you say should csuze an emaotional reaction in your
audience

4_Study Breaks Can Renew Your Motivation!

2. Think Positively
3. Bacome a Mentor

ACTioN
CHANGES
T

HINGS S

Shap 1= Motivatn with Your Masiige

Warm Up Question

Who do you usually get information from?

Who wants you to change your mind?

Who wants you to do something (take some kind of action)?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
® convince
e motivate
e emotional reaction

Questions to Anticipate

e Dol have to have only one purpose?
e What's the difference between “persuade” and “inspire”?

Talking Points

Let’s make sure we have an understanding of the three purposes.
Everybody, please read the short descriptions and the examples. OK
everyone. Close your books! When | read an example, | want you to tell
me the purpose.

Who do you think might give the difference types of presentations:
informative? (teachers, professors, engineers, scientists etc)

persuasive? (politicians, bosses, parents, companies (in advertising))

inspirational? (religious leaders, politicians, (social) activists)




Activity 1.03 Presentation Purpose

What iz the purpose of each topic? Circle it. The first has been done for you.

1. You Should Volunteer Once a Month
To Inform I To Persuade To Inspire I

2. The Impact of Yolunteering in Our Community

Tolnform | To Persuade | Tolnspire |
3. You Can Maie a Difference 25 2 Yolunteer!

Tolnform | To Persuade | Tolnsgire |
4. How to Make Friends

Tolnform | To Persuade | Tolnspice |
S. Make the Worid a SBetter Place!

Tolnform | ToPersuade | Tolnspire |

Now you inow the different presentation purposes. Think about your topic. What will your
purpase be- to inform, to persuade, or to inspire? Choose one of these purposes.

My Purpose Is_..

To Inform To Persuade I To Inspire I

) urpossta

searc
Your Message Plassiag Sapport

Warm Up Questions

Who do you usually get information from?

Who wants you to change your mind?

Who wants you to do something (take some kind of action)?

Pre-Teaching
Students need to be familiar with the following terms and

concepts:
e volunteer
® impact

® community

Questions to Anticipate (same as previous page)
e Dol have to have only one purpose?
e What's the difference between “persuade” and
“inspire”?

Doing the Activity
Everyone, please look at Activity 1.03

There are 5 topics there. Look at each and circle the purpose.

Talking Point

Optional: Work with a partner. Compare answers and give
reasons for your decisions. NOTE: In some cases there can be
more than one answer. Your purpose often depends on the
perspective (point Of view) to choose to take.




Section 2 Activity (Optional)
Discovering Your Purpose
Purpose: To help students discover the purpose for their presentation.

Description: This is a simple activity where students work on their own. Ask the
students to think about their topic. Write the questions below up on the board (or
dictate them to the students). Students should think about each of the questions,
but only o]long enough to realize which is easiest to answer. That question (the
easiest to answer) shows them the purpose for their presentation.

What do | want my audience to know?
What do | want my audience to believe?
What do | want my audience to do?

Extension: If you want to spend more time on “purpose”, you can ask students to
get into groups of three where there is one person with each purpose. They can
then practice asking and answering the questions (above). Finally, each member
of the group can report to the class about another group member using a simple
sentence like: “__ (person’s name)__ wants his/her audience to

”




Warm Up Questions
Why do you go to a presentation? Why do you go to another
event (like a concert or a special lecture)?

Section 3 Knowing Your Pre-Teaching
Audience Students need to be familiar with the following terms and
concepts:

e convince (convincing)
e connect (emotionally, intellectually)

Questions to Anticipate
® My audience is my classmates? Why do | need to think
about it? | already know them.
e Whatif I don’t know who my audience will be?

Anticipate Your Audience

Naturally, youcare about your topic. How about your audience? Great presenters
think about the audience first. When you think of your audience first, you are

more interesting and conwincing. Thinking of your audience first shows you Talking POintS
care about them. This helps you to connect emotionally with them. Then your i X . .
audience will want to listen. Think about your audience. This semester, who will be your
) audience?
Where is your focus?
m Answer the four questions in “Where is your focus”
What does the audience
What should | do? 1
) ’ i i ?
hould 1 say? ;:..mmm Now let’s look to the future. Who might be your audience later?
= ience understand?
What will people What will my . .
it —EEIEE Now, answer the four questions again.
How can | hide How can | make the
nervousness? audience comfortable? . . . . . .
- Optional: There is an English saying about this. See if you can
 ——————————————————————————————

figure it out (unscramble the words):

Soap 1 Motivate with Your Masiage

yourself shoes someone else’s in put




Who Is Your Audience?

It's important to meet your audience's neecs. That's why you need to know who your audience
is. Start by asking questions to learn about your aucience. On average, how old is youraudience?
|5 the number of men and women balanced? What is the average aducation level”

) Help your mom and dad recycle!
L;" 0

N ._? You can improve the world by making recycling
£] animportant part of your fife.

Knowing your audience also shows you how you are similar to and different from
them. Knowing thiz can help you to build a positive relationship with your audience
and avoid distrust. Point cut similarities to build @ positive relatiorship. 8e honest
about differences to build trust.

Activity 1.04 Who Is Your Audience?

'Who iz your audience? Answer the questions below to find out.

4. 1z my audience younger, the same age, or older than me?

E] Younger C]Eam: Aze Domu
2. Does my sucience have less, the same, or more education than me?
I:I Less Education Dsamc Education D\(ore Ecucaton

3. ks my audience the same nationality as me?
E]Sarre Naticnality C]D‘m'!r:m Nationaiity

4. What do | have in common with my sucience?
[Jeon [Jreiigion [Jeesith [Jrobbies [J@ocais [Jother

5. How much coes my sucience alreacy know about my presentation topic?
Onotmucn [Jatitte [Javersze [Jalot [Jexperts

5. Will my sucience agree with my topic?
[ stronz agreement [Jsome agreement [Jwo cpinion
[Jsome gisazreement  [Jstrong cizsgreement

= castu =
Your Message Plassiag Sapport

Warm Up Questions
How do you talk to children? Why?
How do you talk to people in high positions (like bosses)? Why?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
e balanced
e education level

Questions to Anticipate
e Whydo | need to have a relationship with my audience?
e How can | find out about my audience?

Talking Points

Who do you trust?
Why do you believe some people and not others?

Relationships are important because our lives are built around them.
And, though we only spend a relatively short amount of time with our
audience, we have to create a relationship with them. Those
relationships can only happen if we somehow connect with our
audience. In order to connect with your audience it helps to know as
much about them as you can.

Who is the audience for your presentation this semester?
Answer the questions in Activity 1.04.

Who will the audience be if you give your presentation after the
semester?

Answer the questions in Activity 1.04 for that group.




Working with Your Audience
Are you
simaar or
different from
”II’
audience?
&
Ry
o

“Activity 1.05 Overcoming Differences with Your Audience

prodlemn has been done for you.

Below are some possible differences between you and your audience. How can you
acknowiedge each difference? Choosze from the phrases proviced below. The first

You are much younger than your A. 'm not here today to prove that | am
aucience. an expert. 1am here todey to heip each
C of you get closer to becoming experts

— yourseves.

You are from a different culture
than your aucience.

. Wehave differentideasaboutthe world
Sometimes, that can be frustrating. it's

okay  you don't agree with me. | just
want to heip you learn something new.

n

You know 2 lot more about your
topic than your audience.

. Who here wants to save more money?”
This was one of my goals last yesr
Regardiess of age, we all need money
o survive.

Wirite the following in the correct column
Clear Message Disorganization
No Examples Audience Participation

Great in Presentations

Activity 1.06 Presentation Likes and Dislikes

Monotone Speech
Knowledge and Passion

Bad in Presentations

Soap 1 Motivate with Your Massage

Warm Up Questions
Why do you like your friends? What personality trait is most important to

you when you meet someone new?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
e overcome
® Monotone

Questions to Anticipate
e Whatdo | doifl ask a question that my audience doesn’t know
the answer to?
e What if my audience gives me an answer that | don’t expect?

Talking Points

People can feel nervous or uncomfortable during discussions or when
at presentations when that have pre-conceived ideas about
something. But when a presenter is honest and not afraid to talk
about those things, people become more comfortable. So honesty and
openness are vey important for a presenter.

We know that “connecting” with the audience is really important. It’s
important to recognize that presenters can (and should) make
connections with people in the audience who think differently than
them. We are seldom in places where everyone thinks the same. So
we should recognize this, point out our differences, and celebrate
them.

Optional Activity: Have students get into groups and look at the
picture on the following page. Each group should make a list of all of
the differences they can find among the people in the picture. Even
the smallest differences count. The group who finds the most

differences wins.

Note: For small classes, this can be done as individuals.




For Optional Activity from previous page

3
)1

Wil it
.
”1'




Section 3 Activity (Optional)
One Unique Experience

Purpose: To help students get to know their audience (classmates) and to
understand that knowing your audience can help make a better presentation.

Description: Give students a small blank piece of paper. Ask the question: “What
is a unique experience that you have had?” OR “What is something unique
about you?” Students should write one sentence describing an experience they
have had that no one else in the room has experienced. Some examples might
be:

I’ve read Harry Potter 30 times.

| almost died in a car accident.

I’'ve travelled to 25 different countries

Then collect the written experiences, mix them up, and read each aloud. The
class needs to guess/vote who has had each experience.

Alternative: You can also mix them up and distribute the papers to the class and
have the students read them aloud. Be careful not to give any student their own

paper.




Section 4 § Discovering
Your Message

Why You Need a Message

So far, you have discovered your topic and your purpose. You've also learmned
about your audience. Now you're going to discover your message. Your message
allows you to share your topic and purpose with your audience in a memorable
way. They need to know the goals of your presentation. Your message is the
best way to give this information to them. But @ message is much different than
a topic.

&9 ©8
A 1 ¥
L | i

Warm Up Question
If you could write one sentence that the whole world would
read, what would you say?

Pre-Teaching
Students need to be familiar with the following terms and
concepts:

® treasure chest

e discover (as compared to “explore”)

Questions to Anticipate
e What is the difference between a topic and a message?
(dealt with on next page)
e How long can my message be? Can it be longer than one
sentence?

Talking Points
Remember, your message is the foundation of your
presentation. It's OK to take some time to get your message just

right. Everything you say in your presentations should relate to
your message.

So, in this section we’re going to look at some examples and do
some activities that will help discover your message.

Important concept - In the diagram at the bottom you can see
that your points come from your topic. But all of your points
have to refer back to your message. They all support your
message.




Topics Versus Messages

Some people believe their message and topic are the same. This isn't true. Your message is
much more than just your topic. Your message & an idea people should remember about
your presentation. For example, “cell phone laws® iz @ topic, but “Drivers should not be
allowed to uza cell phones® is 8 message.

£)

Topic: Reading

» qusnmwt;ng:aglm
Mezsage: Toking o breck from studying
improves your concentration and
memory.

Topic: International Wihen you trovel i d

Travel you become @ better giobol citizen.

Topic: Study Breaks

Activity 1.07 Writing Messages

Topic: Volunteering ” Meszage

Topic: Learning Englizh » Message

How to Find Your Message

To discover your messsge, you'll need to think about it. The best way to do this is to pre-
write. Pre-writing is like brainstorming. Your gosl is to genserate az many idess as pozzible
Selow are two strategies for pre-writing. Let’s use them to move from your topic to your
message.

=
Question Words

= (=

Warm Up Question

What is a message about you? Think for a moment. YOU are the
topic. What is one thing you would like people to know about
you? Write one sentence.

Pre-Teaching
Students need to be familiar with the following terms and
concepts:

®  pre-writing

e  brainstorming

e strategy

Questions to Anticipate
e Howdo | find my message??

Talking Points
A topic and a message are different. Your topic is broad and
vague. Your message is specific and memorable.

Which is better:
A: What did you get from the presentation?
B: She talked about getting a job.
OR
A:What did you get from the presentation?
B: She said the best way to get a job is to know the company,
show a positive attitude and be enthusiastic.

See the difference?
Let’s look at the examples and practice.

Now we’re going to discover your message. Read the bottom
section about question words & mind maps.




Brainstorming with Question Words
For this strategy, you answer six basic guestions: who, what, when, where, why, and how.

This strategy heips you to think more deeply about your presentation. This will help you to
generste iceas Later, it will help you to develop and f0cus your messsge.

whst | Why | How
What is my Why am | giving this How do [ want the
presentation about? presentation? aucience to foel about
my messoge?

Activity 1.08 Using Question Words

Write a guestion for each of the guestion words.

1 Who
2. What
3. When
4. Where
5. Why

6. How

Warm Up Question
When you don’t know something, what do you do?
Hint: It’s the basis for all of education.

Pre-Teaching
Students need to be familiar with the following terms and
concepts:

e strategy

e  brainstorming

Questions to Anticipate
e How do questions help me find my message?
e What if | can’t think of a question for each question word?

Talking Points

Whenever you have a problem thinking of ideas, you should ask
yourself one of these six questions. If you can answer just a couple
of them, it will lead you in the right direction.

Can anyone think of a problem or an issue where these question
words can’t help you?

OK. Let’s read the examples and do Activity 1.08.
Who can give me a

Who question
What question
Where question
When question
Why question
How question




Brainstorming with Mind Maps

When you creste a mind map, you brainstorm as much as possible. You write anything and
everything that comes to minc. You don't jucge the quality of your idess. You don't worry
about spelling or vocabulary. Your only goal is to write down as many ideas as possible.

Alzo, when you create a mind map, z2t a time limit. The imit should be between five and ten
minutes. You should brainstorm without stopping. When you are finished, circle or highlight

any good ideas.

Worst when you don
Anow your topic wel

Public Speakin

1 EXAMPLE

Sweating, shaking,
[oeling embarrassed Fear of Can’t remember
g whot to say
Proctice makes ‘Memorize an cutiine,
not g script

Activity 1.09 Create a Mind Map

Q — Q
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Warm Up Question
Do you like being surprised? Why or why not?

Pre-Teaching

Students need to be familiar with the following terms and concepts:
e  brainstorming
® mind map
e limit
e highlight

Questions to Anticipate
e Whatdo ldoiflcan’t think of any good ideas?

Talking Points

Why is brainstorming important? Most people are worried about
being wrong. That’s why most people don’t raise their hand when a
teacher asks a question. That’s natural so don’t worry. But we need
to find a way to let our brains think without worrying about being
wrong. This is why we do brainstorming. We are telling our brains,
“Don’t worry!”

Optional Activity: Teacher writes a topic on the board. Working
individually (or in groups for lower level or shy students), students
write down as many words related to the topic as they can in 60

seconds (or some other short period of time)

Activity 1.09
OK. So brainstorm some possible points and write them in the
circles. Think of as many as you can.

REMEMBER: Don’t worry if your ideas are good or bad. Now it
doesn’t matter. Just write ANYTHING!
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) Activity 1.10 Discover Your Message

What i the purpoze of your presantation: to inform, to persuade, or to inspire? Cirde
one of the options in the table beiow. Then answer the guestions in that column to

discover your message

Inform

Persuade

Inspire

Wt co you want your
sudience to know after
your presentation?

How will knowing this
benefit your audience?

My Message:

®

What co you want your
sucience to believe after
your presentation?

How will thinking this way
benefit your audience?

Use your answers to create a one sentence message.

@

What do you want your
sucience to do after your
presentation?

How will doing this benefit
your audience?

Warm Up Question
What do you do after a fantastic movie? After a really great
lecture? After you read an interesting book?

Pre-Teaching
Students need to be familiar with the following terms and
concepts:

e Dbenefit

Questions to Anticipate
e How can | know if what | say will benefit my audience?

Talking Points

There is almost always a reason for everything we do. Usually
what we do “affects” something or someone (even if it is
ourselves). For example,

Who is affected when you eat lunch?

Who is affected when you get good grades?

The concept of “benefit” is similar to “affect”. In a presentation,
you want your audience to benefit. You want to affect your
audience in a positive way.

Think about your topic. How will your audience benefit if they
listen to you? If you keep these benefits in mind, you can create

your message more easily.

Don’t worry. You can revise your message as we continue.




Write a Takeaway
A takeawsy is 8 short phrase that helps the audience remember your message. Takeawsays
are catchy and stick in the minds of the sucience long after you are finizhad speaking. It's
eazy to make a grest takeaway using the rules below.
Takeaways Always Are Takeaways Sometimes Have
Repeated Words
Less Than 10 Words :
Example: happy mind, happy self
Easy to Remember B
Example: with your best, beat the rest
Alliteration
Example: live long, live loud

Message | Takeaway
4 You are fine just the way you sre 4. Juzt be you!

and don’t need to change.

2. Giving 8 little each month to 2. A dollar & day keeps hunger sway.
charity can help hungry people
get food.

} Activity 1.11 Evaluating Takeaways

Read aach tat=away. Circle the zood points. Write an X on the parts not included.

1 Make yourself indispensable.

son | _sdmdite | _"er |

2. Live long, live loud.

short I.;,"'",,':,I '3:',:;'

3. Light your fire with desire.

short I.;,"‘"_,':,I 'm;l

4. Be 2 friend until the enc

short | _mémemper | _"Wera-_|

PR
|
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Warm Up Question

Imagine you go shopping. When you walk out of a store, what
do you take with you? Why do you take that away from the
store?

Pre-Teaching
Students need to be familiar with the following terms and
concepts:

e catchy

e stickin one’s mind

Questions to Anticipate
e Whydo | need a message AND a takeaway?

Talking Points

In a presentation, no matter what our purpose, we give our
audience a lot of information. And as presenters, we always
want our audience to remember what we say. So we have to
give them information in ways that are easy to remember.

A message is usually one sentence and it carries our main idea.
But it is helpful to create something that will help our audience
remember that message (that idea). A TAKEAWAY carries the
same (or very similar) meaning as our message, but we use
some language tricks to help people remember is easily.

Let’s look.

See how the takeaway is really easy to remember? It’s like a
company slogan. Do you know what Nike’s slogan is?

Teacher can introduce other slogans from companies or other
organizations.

OK. Let’s do Activity 1.11
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Activity 1.12 Turn It into a Takeaway

Message: You will have more opportunities in life if you say *yes* to pecple.

Takeaway: Soy yes!

Message: Positive thinking can heip you to be happy.

Takeaway: Hoppy mind, happy seif

1. Message: Exerozing for 20 minutes a cay can help you stay healthy
Takeaway:

2. Message: Reacing every cay can make you an expert in just a few years.
Tokeaway:

3. Message: Eating cinner together heips a family stay close.
Takeaway:

Activity 1.13 Writing Takeaways

Using your message from Activity 1.10, write three different takeaways.
1

Simply extend the concepts from previous page
and do the activities on page 22 as reinforcement.

OK. Let’s practice writing some takeaways!

Get into groups of 3 or 4. Each person should write
takeaways for each message in Activity 1.12. Then compare
with your group members and see who has the best.

Now, look at Activity 1.13. Think of your message and write
three takeaways. Then you can choose the best one for your
presentation.




Section 4 Activity (Optional)

Dice Messages
Purpose: Give students practice at creating messages for a presentation.

Description: Students work in groups of four. Three students roll a die once. The first
determines the purpose, second the topic, and the third the audience. The fourth
student then writes a message that fits purpose, topic, and audience.

Purposes: 1 or 2 = informative, 3 or 4 = persuasive, 5 or 6 = inspirational

Possible Topics: 1 = sports, 2 = celebrities, 3 = internet, 4 = taking tests, 5 = fashion,
6 = recycling

Possible Audiences: 1 = high school students, 2 = classmates, 3 = employer,

4 = parents, 5 = children, 6 = older women (grandmothers)

Extension: Students then circulate the room to share messages with each other and
must guess each other’s purposes, topics, and audiences.

If you or your students don’t have dice, you can use this web site instead:
https://www.random.org/dice/

For Lower Level Students: Do the first part of the activity with a partner.




XD step Summary Warm Up Question

Do you ever change your mind? When? Why do you change

Congratulations! You now know your topic, your purpose, and your audience. you r mlnd?
Best of all, you have developed your message! Before you continue, write your

message and takeaway below. Then it will be easy for you to reference. Also, be

sure to take some notes about your topic, purpose, and audience. You can use Pre-Teaching

the Author’s Model as 3 guide.

Students need to be familiar with the following terms and
concepts:

My Message:
e reference
Questions to Anticipate
e Can | change my message and/or my takeaway
later?
My Takeaway:

Talking Points

Until you actually give your presentation, you will want to
and need to make changes. That is very normal. It’s called
the process of revision.

For now though, we are almost there!

On this page, just write your MESSAGE and TAKEAWAY.

Good Job!

Shap 1 Motivatn with Your Maiiige




Author’s Model

My Topic:

Eat Healthily

My Purpose:

Persucsi

My Audience Descriptios

My cudience consists of white-collor
employees. They work 40 to 30 hours
o Weak. jobs don’t require much

phy: Mostofthem ore batween
30and 60 years old. Most of them have &
Bocheior's degree.

They know on overage emount gbout my
topic. The balance of men and women
doesn't matter.

My Message:
When you ect heclthily, you empower
yourseif professionally.

My Tekesway:
Eat your woy to the top!

My Presentation

My Topic
My Purpose:

My Audience Description:

My Message:

My Takeaway:

Here is the Author’s Model and “Your
Presentation” next to each other. You can
look at the Author’s Model as you
complete the information your
presentation.




Review Game

Here’s how to pisy: Getin a group. The first player spins two coins.
Move forward Move forward & Move forward
¥ one space. " two zpacez. three spaces.
Hesd el Tal

Anzwer the question in the space. Take turns. The first person to the FINISH is the winner.
T meanz Topic; M means Meszage; P means Furpase; A means Audience

What ars three TR A€ three nat are tarse L ET’ S P LAY ! ! !

3l Wi
topics |
topics you know Sl things that your

= lot sbout? P’:;:f:ﬂ'e smates value?

This game will let you practice
e [ v everything we learned in this Step!

What do you want Social Networking
your audience to do?

Have fun!

GO AHEAD
TWO SPACES

T:The Effects
of Tesung
An emphasis on

key to 8 happy
marriage

What iz your
takevway®

Stap 1 Motivati with Your Matsige




Helpful Expressions

Choosing a Topic

Expressions for showing your passion about a topic:

L llove ____ becauze..
1 love reoding becouss | can trovel Grywnhere in the universe without
ever oving home.

2 is something | care about because..
Teoching is something | care GboUt Becouse G teccher who cored
cbout me changed my Afe.

Finding Your Purpose
pressions for various
4 Inform

is fascingting becouse...
Soence is foscncting BEcouse it allows us 0 expiain how the Wovid warks.

2. Persuade
_ is better than becoUze...
Exercise is better than dieting becouse it improves your heaith.
3. Inspire

You, oo, con achiewe .
You, toc, con ochiewe your dream if you're willing to work towards it
every day.

v KNOW Your Audience
SISSINEHD £xpression for nighighting similarities with the
4 1think we can all agree that .
i think we can ol cgree thot bullying is ¢ serious social probiem.

pression for igng and ing di
1 We may think differentty about
We may think differently gbout relgion, but we can s8ill tolk gbout

what it meons to be @ good person.

[Section 4: Y Discovering Your Message
one for cxploini )

P P 8

1. Now that you know, you aan .
Now that you know how to make o budget, you can start soving for
your drégm vocotion.

2. 1fyou then youl, .
if you compiiment someone eise every doy, then you Tl quickly moke
friends.

urposein

Your Massage Plassiay Swpport ——

Here are some Helpful Expressions that
you can use in your presentation.

You can use them now or come back
later and use them.
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Hints for Greater Success

Choosing a Topic

Tell your audi why your p ion is

Even if you choose a valuabie topic, your audience may not immediately
recognize s value. Help your audience understand how they wil benefit
from your presentation by simply telling them. The following are zome
common benefits you might point out:

4. You will b2 happier and enjoy life more.

2. You will be more productive.

3. You will gain more rewards {such az money, praise, fame).
4. 'You will get to try something new.

P3P Finding Your Purpose
‘When persuading and inspiring, focus on the positive.
When persuading and inzpiring, it’s more effactive to focus on the

positive rather than the negative. Anyone can point cut problems. Only
the best thinkers can point out solutions. When you want to persuade

and inspire, focus on solutions and stay poskive. This will be the most Here are some useful HINTS to keep in

comvincing.

KnowYourAudience mind as yOU prepare for your

identify one thing that’s important to you audience.
To better know your audience, idertify one thing that iz important t ti
to them. For sxample, if evaryone in your audience belongs to an p rese n a O n .

organization, then they probably valus the organization. Keep this in

mind and try to address it in your presantation.

SECLIERP Discovering Your Message
Repeat your to imize your

The more you present, the more you should include your takesway.
For 8 beginner, s&y your takeaway once in your introduction and once
in your conclusion. If you're 8 more experienced presenter, try to say
your takeawsy once during each section of your presentation: the
introcuction, point 4, point 2, point 3, and the conclusion.

Soap 1: Motivate with Your Maesiage




