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Hello, I’m David Otey. In the nine sections of this document, you’re going to pick up nine 
clues—helpful hints, actually—for avoiding the nine most common mistakes I see in technical 
presentations. “NINE CLUES” is a handy acronym. Each of the nine letters in that phrase 
identifies a common mistake, one that you—or, if not you, then other technical presenters 
you’ve seen—are likely to be making. But if you’ll trust my experience and training as an 
engineer-turned-speaker and speaking coach, you can learn to avoid these mistakes, connect 
with your audience, and accomplish your purpose.  

 



2 
 

1. No Clear Purpose 
Speaking of accomplishing your purpose, let’s get started with the first N in “nine.” It stands for 
the phrase, “No Clear Purpose.” And this is probably the second most common mistake I see. 
What is the first one? You’ll find that out at the end of the document. 

But let’s talk purpose. You probably already have an idea of your purpose in speaking. Maybe 
it’s “to inform” or “to educate” or perhaps “to persuade.” If you can state your purpose in two 
words, that means it's what we call a general purpose. A general purpose is fine, but the 
mistake most presenters make is not going deeper to find their specific purpose.  

Your specific purpose is the answer to this question: “What do I want my listeners to think, do, 
or feel differently when I am done?” In other words, what difference do you want to make? 
How are you going to change the condition of your listeners? If you're not there to make a 
difference, then you really ought not give a presentation. You should just hand people printed 
information. But you are giving a presentation because instinctively, you know that people 
engage with a speaker in a different way than they engage with the printed word.  

So think about your specific purpose: what do you want your listeners to think, do, or feel 
differently when you are done? It may be a combination of two or even all three of those 
things. In a scientific presentation, for example, you might want people to think differently 
about the state of the art in your field. Or you may want people to take action, such as deciding 
to accept your engineering solution, fund further research, or even collaborate with you. And 
yes, there is a place for the third part of that: feeling. What do you want your audience to feel 
differently? Perhaps you're speaking to an audience of people who have provided funding for 
your research. You want them to feel confident that it was money well-spent.  

What do you want your listeners to think, do, or feel differently when you are done? Once you 
know the answer to that question, that becomes the filter through which every piece of 
content—every sentence, every paragraph, every PowerPoint image—must pass before it is 
allowed into your presentation. If it does not support your specific purpose, it does not go in.  

So that's how you overcome the first mistake in our list: no clear purpose. Read on for more. 

 

Your specific purpose is the answer to this 
question: “What do I want my listeners to think, 
do, or feel differently when I am done?” 
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2. Inattention to the Audience’s Needs 
In this section, we’ll look at the “I”, which stands for “Inattention to the Audience’s Needs.” 
That’s right—the audience’s needs. It’s not all about your need to convey information. If you 
want to connect successfully with your listeners and get your point across, you have to start 
with an understanding of your audience members and their needs. Because every member of 
your audience is silently asking himself or herself, “What’s in it for me?” 

I know this is a serious mistake because I’ve made it. When I started working on the training 
project that would eventually lead me out of broadcast engineering and into my current career 
as a speaker and coach, I, along with the other engineers on the project, made the classic 
engineer’s mistake: we thought the training had to be all about the technology. Explain the new 
technology clearly enough, and everything will be fine. We tried that, and the initial trials were 
not well received. So I took another approach. I spent time with some of the technicians who 
were the target audience for this training. They weren’t expressing curiosity about the 
technology. They were expressing fear that it was going to make their job skills obsolete. I had 
one tell me, “I’m afraid of getting yelled at—or worse, fired!”  

So, we went back and created a new curriculum that was much less technology-heavy. Instead 
we showed them how little their job would actually change as a result of rolling out this new 
technology, and how those changes they did encounter would actually make their job easier 
and  give them more confidence that they were doing it well. In fact, our training goal—
although we never said this to them in so many words—was not to increase their information 
so much as it was to reduce their fear and anxiety. That project was a complete success. In 33 
months, we trained over 10,000 people in 900 locations, and not a single person came back and 
said, “We can’t use the new technology due to lack of training.” 

It was successful because we came to understand our audiences’ needs. You already know 
about the tool known as your specific purpose: What do you want your listeners to think, do, or 
feel differently when you are done? To answer that question requires that you know something 
about your audience and their needs. How do you find out? Ask them. Do your research. Or at 
the very least, put yourself in their shoes and ask, “What need would drive me to be in this 
audience, waiting to hear this speaker? What am I hoping to get out of this presentation?” 

So get out of your head and into your listener’s. “I” stands for “inattention to the audience’s 
needs.” I’ve made that mistake, and I bet you have, too. You don’t need to make it anymore.  

 

Ask, “What need would drive me to be in this 
audience, waiting to hear this speaker? What am I 
hoping to get out of this presentation?” 
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3. No Discernable Story 
Following along our plan of the NINE CLUES, we now arrive at the second N, which stands for 
“No Discernable Story.” 

This one may surprise you. Many technical presenters appear unaware of the importance of 
telling the story of their work. Yet, every successful public speaker knows the maxim, “Tell a 
story; make a point.” For your audience to make the conscious decision to accept, remember, 
and take action on your information, you have to first make a connection with that audience. 
And the fundamental unit of human connection is the story. Not information. Not data. 
Certainly not charts and graphs. Story. 

When I coach scientists and engineers, I get push-back on this. They say, “I’m here to deliver 
information, not to entertain!” I didn’t say you have to be entertaining. But you have an 
obligation not to be boring, because when you bore your audience, your information goes 
nowhere. The opposite of boredom is not entertainment; the opposite of boredom is 
engagement. And the way you engage your audience is with a story. 

 

There’s actually some really interesting science behind this. You may have heard of oxytocin, 
the neurotransmitter that facilitates empathy—it’s sometimes called the bonding hormone. It 
turns out that one of the things that triggers oxytocin production is  hearing a story. Especially 
a story with a character you can relate to, who strives for something that is initially 
unobtainable due to some obstacle. When we in the audience experience how that character 
overcomes the obstacle and is changed in the process, then we will want what that character 
wants, because by triggering our oxytocin you have engaged our empathy. 

In other words, we want to see someone solve a mystery! And isn’t that what science is, the 
ongoing attempt to solve the mysteries of the universe? So you see, you have got a story to tell, 
whether you realize it or not. It’s the story of how you strove to expand the boundaries of 
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human knowledge and had to overcome some obstacle to do so. And by telling this story, you 
create a context whereby we can make sense of your results.  

The concepts I’ve just described for you are laid out in more 
detail in my book, The Speaker’s Quick Guide to Telling Better 
Stories, which is available in both paperback and e-reader 
formats. In it, I address the question, “What do I do if I have 
compelling information but no story?” In Chapter One, you get 
eight questions you can use to guide you through the process 
of identifying the story behind your information. Questions 
like… 

• What did this information mean to you when you first 
learned it? 

• What need drove you to discover this information? 

• What makes it so compelling it must be shared? 

You’ll find the rest of those questions on page 17. You can read more about the book and find a 
link to purchase it by going to SpeakersQuickGuide.com. 

The bottom line for technical presentations is, it’s not enough to share your result. If you want 
that result to matter to your audience, you need to share something of the struggle that led to 
that result. That is your story. Remember, the opposite of boredom is not entertainment, it is 
engagement. So get that oxytocin flowing and tell the story of your work. 

 

4. Excessively Dense Visuals 
This brings us to the E in “NINE” which stands for “Excessively Dense Visuals.” 

Let me start with an acknowledgement—I like to give credit where credit is due. Much of what I 
have to say on the topic of visuals comes from the work of Edward Tufte, Professor Emeritus at 
Yale University and a widely known expert on the display of information. I had the pleasure of 
attending one of his one-day workshops some years ago. As I write this, I notice that he is 
preparing to go out on another workshop tour in different parts of the US. If there’s any way 
you can attend, I highly recommend it. 

Here’s what I learned from Professor Tufte. As a general rule, presenters use PowerPoint 
badly. One reason for that is that they don’t understand its limitations—chiefly the fact that 
screen resolution is so much lower than print resolution. Simply put, the amount of information 
you can successfully display on a printed page will become a garbled mess when you try to 
translate it to the screen. No one will be able to make sense of it. 

http://www.speakersquickguide.com/
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Another reason is that there is so much bad advice to be found on topics like how many words 
to put on the screen, and how to use bullet points. Much of that advice ignores one of 
Professor Tufte’s key principles, which is that bullet points are bad at establishing actual 
relationships between ideas. Putting words on the screen, even when arranged into bullet 
points, promotes the simplistic view that all information is linear and hierarchical, and that’s 
simply not true. 

The other problem with putting words on the screen while you are talking arises from a basic 
principle of human cognition. Your brain has only one structure for processing receptive 
language—meaning the words that you hear or see. That receptive language center cannot 
multitask. If you are hearing and seeing words at the same time, you cannot process both at 
once. And as a general rule, your brain will prefer what it sees over what it hears. When you put 
words up on the screen, you are guaranteeing that while your audience is reading them, they 
are not listening to you. So regardless of any formulas you may have seen about how many 
lines and words per line to display, the best practice—the one that is most in keeping with what 
is known about how the brain works—is to keep words on the screen to a minimum. 

Instead, use images. Images that complement and illustrate the points you are making will help 
your audience to remember your points, because the brain processes images in a different way 
than it processes text. 

For example, in one of my talks on improving your technical presentations, I explain that 
creating your PowerPoint slides before you’ve written your presentation is “putting the cart 
before the horse”—an old expression meaning to do things in the wrong order. When I say this, 
I don’t put the words on the screen. Instead, I display the image below, the rights to which I 
own because I paid an artist to draw it for me. Seeing the image of the cart before the horse is 
likely to make that point more memorable to my audience. 

 

By the way, when you use images be sure you are not violating copyright law. The best way to 
do this is to create the images yourself. Do not simply do a search and grab images you find on 
the internet, as you are likely to be stealing someone else’s work. 
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So what do you do instead of loading up your slides with dense text and incomprehensible 
charts and graphs? Here are two ideas. First, when you don’t have a visual to illustrate or drive 
home a point you are making, insert a black slide into your file and simply leave the screen 
dark. Just because there is a screen doesn’t mean you have to fill it. The screen is not the 
presentation—you are. The screen is merely the visual aid.  

Second, in cases where your tables, charts, and graphs are essential because they are evidence 
in support of your solution or conclusion, share them with your audience in the form of a 
printed handout. Chances are good that you have already written a paper about your findings, 
which means you will have created and formatted your evidence for the printed page already. If 
that’s the case, it should be a simple matter to copy them into a handout along with a summary 
of your findings and perhaps some key references. The added benefit of giving your audience a 
handout is that now they have something to remember you by. 

To sum up: use images; minimize words; use black slides, and use handouts. And if you ever get 
a chance, attend one of Edward Tufte’s full-day workshops. Avoid making the mistake of 
Excessively Dense Visuals. 

 

5. Confusing the Visuals with the Presentation 
Now, at the halfway point, we have reached the letter C, which stands for “Confusing the 
Visuals with the Presentation.” 

There are a lot of mistakes one can make with the visuals themselves, and that was the topic of 
the previous section on Excessively Dense Visuals. But the general principle you’ll pick up in this 
section is that your visual aid, whether in the form of Power Point, or Prezi, or anything else, is 
only a visual aid—it is not the presentation. You are. 

Unfortunately, this error is promulgated all the time by meeting organizers. They’ll tell their 
speakers, “Submit your presentation by uploading it to this website so our attendees can 
download it.” To which I reply, “If you want me to upload my visual aids, I’ll be happy to, but 
they will include a disclaimer that my slides do not make a stand-alone presentation. If people 
want to experience my presentation, they will have to attend it live.” 

What does it mean to say that “your visual aid is not your presentation—you are”? First of all, it 
means you are not there simply to narrate your slides. You are there to connect with your 

When you put words up on the screen, you are 
guaranteeing that while your audience is reading 
them, they are not listening to you. 
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audience in the way that is only possible through the spoken word. That’s why you learned 
earlier what it means to connect with your audience by putting their needs first. 

Second, it means we need to define what a presentation is, if it is not simply a PowerPoint or 
Prezi file. So here is my definition: Your presentation is everything your audience perceives you 
to do, say, or show them from the time you have their attention until the time you relinquish it. 

That means that once you are called up to the stage or the front of  the room, if you start by 
fumbling around with your technology—be it your projector or your microphone—then that is 
part of your presentation. It is influencing how your audience perceives you. And you only have 
a few seconds to make a good impression and get your audience on your side! You can’t afford 
to waste those precious seconds waiting for your projector to warm up or testing your 
microphone. And you’re certainly not going  to form a positive impression if you are in the dark 
and the brightest object in the room is your projection screen, as is so often the case.  

So turn the lights up. If you don’t want anything on the screen until you start, have the 
projector on and display a black slide. Do a sound check ahead of time. 

And most important of all, be well prepared. Be able to give your presentation without any 
visual aids, because sooner or later your technology will fail you. Not only that, but if you are 
dependent on your slides, you will never connect with your audience. And connection is 
essential for knowledge transfer to take place. Remember, the opposite of boredom is not 
entertainment—it is engagement. And few things are less engaging than a speaker who has to 
keep looking at her slides to know what to say next. 

Confusing the visual aids with the presentation is a common mistake and one that seems 
deeply rooted in the way we talk about presentations. If you want to set yourself apart and 
make a powerful impression on your audience, stop making this mistake. Turn the lights up, be 
well prepared, and embrace the fact that you are the presentation. 

 

6. Lack of Preparation 

Now we have arrived at the letter L, which stands for “Lack of Preparation.”  

In section five, you learned that the visual aid is not the presentation—you are. This means, 
among other things, that you are not there simply to narrate your slides. Too many speakers 

Your presentation is everything your audience 
perceives you to do, say, or show them from the 
time you have their attention until the time you 
relinquish it. 
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think they are prepared to give a presentation because they have a PowerPoint deck ready to 
go. They will walk up on stage or to the front of the room and you can tell they have never 
rehearsed their presentation—with or without the slides. 

How can you tell? Because their attention is on their slides. They do nothing to engage their 
audience.  

Why is this a problem? Ask just about anyone giving a technical presentation and they will tell 
you, “I’m here to inform, not to entertain.” Which is fine; no one expects you to be an 
entertainer. But you’ve heard me say this before, and I’ll say it again: the opposite of boredom 
is not entertainment; it is engagement. If you want your information to make a lasting 
impression, you have to engage your audience. And to do that, you must be prepared. 

How do you prepare to give an engaging presentation? Here are the steps. 

1. Read this entire document! (Or find the accompanying videos on YouTube and watch them.) 
The first three sections, for example, will help you achieve clarity on your purpose, on what 
your audience needs, and on your story. Those elements are essential. 

2. Outline your speech. Plan what you are going to say. Don’t start with your visuals. Start with 
your words.  

3. Write your speech. I know not everyone recommends this step, but I do. Not so you can read 
it to the audience, but so you can edit it, tighten it up, pay attention to your key transitions, 
and—perhaps most important—get a word count. Chances are that you speak between 125 
and 150 words per minute—at least if you’re speaking English. Do the math and you can get a 
good estimate of the time your presentation will take. If it doesn’t fit the time allotted to you, 
then tighten it some more. If you struggle, as most speakers do, with finding your speaking 
voice when you write, then do this: talk through your outline into a recorder or the recording 
app on your phone, and then pay someone to transcribe it. That’s your first draft. Then edit it to 
eliminate unnecessary words and going off on tangents. 

4. Illustrate your speech. This would be a good point at which to review sections four and five, 
having to do with visuals. Don’t create your PowerPoint or Prezi until after you know what 
you’re going to say. Only then do you choose the visuals that will reinforce your points and 
provide evidence where needed. 

5. Practice. Memorize your open, your close, and your key transitions. Talk through the rest 
without trying too hard to stick exactly to what you wrote. When you do that, you remain stuck 
inside your head and you will not make a good connection with your audience. Practice with 

The opposite of boredom is not entertainment; it is 
engagement. 

https://youtu.be/lOr1NTWnGmI
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your slides until you can change them smoothly without being distracted. Practice until you 
don’t need your slides to keep you on track. Then practice without your slides, so that you are 
prepared in case your technology fails. 

6. The final step in preparation comes right before you take the stage. Ask yourself, “What do 
these people most need from me right now?” The answer is not, “They need to see a perfect 
presentation”! The answer is likely to be, “They need me to be present so they can connect 
with my ideas.” So be present. Be in the moment, and not in your head. When you are 
audience-focused, you will naturally be less self-conscious and you will come across as well 
prepared to connect with your audience. 

So that’s how to overcome error number six, Lack of Preparation.  

 

7. Unclear Language 
The letter U stands for “Unclear Language.” 

This is a mistake that plagues many presenters, especially technical presenters. The types of 
language errors I see most often fall into three categories. 

The first category of language error is what I call an audience mis-match. This is where a 
speaker uses language that is commonly understood by the speaker, and might well be 
understood by some audiences, but the speaker is using the wrong terminology for that 
particular audience. For example, I once heard a pharmaceutical researcher refer to 
Paracetamol when addressing a mostly American audience. Now, this was a sophisticated 
audience who probably knew what the speaker was talking about, even though in America that 
over-the-counter drug is known as Acetaminophen. So for a speaker who is trying to put the 
audience’s needs first as we discussed in part two, their need for understanding dictates that 
you should use terminology that will be familiar to them. 

The second type of language error is lack of specificity. This can come from using words that are 
inherently vague, words like “things” and “stuff.” Don’t tell us about all the “things” you tried, 
tell us about all your procedures or trials. This also arises from trying to sound too elevated in 
your language. Instead, try to work your way down from the abstract to the concrete to the 

Abstract 
 

Concrete 
 

Specific 
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specific. For example, “vehicle” is an abstraction. “Truck” is more concrete. And “black Ford F-
150 pickup” is specific and therefore memorable.  

In one of the stories I tell in my storytelling 
workshop, there is a 98-year-old woman named 
Gertrude whose son would pick her up every 
Sunday morning in his black F-150 pickup to 
bring her to church. I can tell that story first 
thing in the morning, and hours later when 
we’re doing something else altogether, I can 
ask, “Who remembers what Gertrude’s son 
drove?” and invariably someone will answer, “a 
black F-150 pickup.” Why? Because the 
moment I said that, a specific image formed in 
your mind, and that image is more memorable than the words that put it there. 

Using specific language, especially language that brings images to mind, is one of the best ways 
of connecting with your audience and making your content memorable. 

The third type of language error I often encounter in technical presentations is inappropriate 
use of jargon. Jargon can be described as a type of language that is used in a particular context 
and may not be well understood outside that context. Jargon in your presentations is a double-
edged sword. Used correctly, it contributes both clarity and efficiency to your language. But the 
key is that you must use jargon only when you are sure it is contextually appropriate to your 
audience. The reason that’s harder than it sounds is because many technical professionals are 
so accustomed to the jargon of their field that they become unaware of when they are using it.  

So here’s what I recommend. While you are preparing your presentation, find a test subject to 
try it out on. This person should have background knowledge similar to what your audience will 
have. It should not be someone who is already familiar with the details of your work. Go 
through your presentation, and ask your test audience to make notes about anything that is 
unclear. Then go back and explain in plain language.  

To recap: there are three common errors that contribute to unclear language. 

1. Audience mismatch 
2. Lack of specificity 
3. Inappropriate use of jargon 

Watch out for these in order to meet your audience’s need for a clear, memorable message. 
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8. Ending with Q&A 
Now we have arrived at the second E, which stands for “Ending with Q&A”—that is, a question-
and-answer session. 

This is so commonly done that you may be wondering, “How on earth can that be a mistake?” 
Well, I did say it is a common one. Here is why it is a mistake. You want your ideas—the content 
of your message—to make a difference. For that to happen, your listeners have to accept, 
remember, and take action on your information. One of your keys, therefore, is to be 
memorable. What are people most likely to remember? They will remember the first thing you 
say, the last thing you say, and anything in between that startled or surprised them. In the 
words of Hall of Fame speaker Patricia Fripp, “Last words linger.” You want the last thing your 
audience hears from you to reinforce the most important takeaway of your presentation. If you 
end with the Q&A, the last words your audience is likely to hear from you are, “Well, if there 
are no more questions, then…thank you very much.” Now, how memorable is that? 

So here is what you do instead. When you near the end of your presentation, say this: “I have a 
couple of minutes of closing remarks. Before I get to those, I know you must have questions 
and we have a few minutes to address those now. Who has the first one to get us started?”  

Notice that I never said, “Are there any questions?” I want you to eliminate that question from 
your vocabulary. Of course there are questions. You just have to give your listeners time to 
formulate them and a safe environment in which to ask them.  

So, after you say, “Who has the first one to get us started?” stop talking. Count slowly and 
silently to ten. Ten seconds doesn’t sound like a lot of time, but most presenters won’t wait 
more than two seconds before going on, and that’s not enough time to formulate an intelligent 
question. A ten second pause in that context will feel like an eternity. Chances are, there will be 
someone in the audience who cannot stand ten seconds of silence, and they will speak up 
before you get to ten. 

On the rare occasion when you don’t get a question inside of ten seconds, simply say, “A 
question I often get at this point is…” and proceed to ask and answer your own question. Then 
say, “Who has the next one?” and someone else is likely to jump in. 

“I have a couple of minutes of closing remarks. 
Before I get to those, I know you must have 
questions and we have a few minutes to address 
those now. Who has the first one to get us 
started?” 
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By the way, when you take questions, make it a habit to repeat the question before you answer 
it. This benefits all the people in the audience who couldn’t hear the question, and it benefits 
you in two ways. First, it gains you clarity on just what question you are answering, and, second, 
it buys you a little time to get your thoughts together. 

When you have used up your allotted Q&A time, then you say, “That’s all the questions we 
have time for right now. You can also submit your questions by email” (because your email 
address will be on the screen at this point). “And now here are the closing remarks that I 
promised you…” This is where you launch into the final minute or two of your prepared 
presentation. You don’t introduce new information at this point, because then people will not 
have the chance to ask questions about it.  

Instead, you want to sum up your presentation in a memorable way. You might use a story or 
other illustration that ties together a common thread running through your points. You might 
circle back to the opening, by saying, “I promised you would pick up three new methods for 
doing X and as you have seen, those methods are…A, B, C.” In the case of scientific research, 
you might point out a promising area for future research that will build upon your findings. The 
point is, you leave them with something memorable. Not, “Well, I guess that’s all the 
questions.” 

Just because you see this done all the time does not make it any less of a mistake. Do not end 
your presentation with Q&A. 

Early on, I promised that the number-one most common mistake would turn up at the end of 
the series. Yes, it is even more common than ending with the Q&A. To learn what it is, keep 
reading! 

 

9. Starting with the Visuals 
Finally, we have arrived at the letter S, which stands for—drum roll, please—the most common 
error of all, “Starting with the Visuals.” 

That doesn’t mean starting your presentation with visuals, it means starting your preparation 
process by creating the visuals. Too many presenters think that the way to start preparing for a 
presentation is to begin assembling a PowerPoint deck. Those are people who have not read 
these tips. They don’t understand the importance of knowing your specific purpose, or of 
putting your audience’s needs first. And they certainly don’t realize they are committing error 

Of course there are questions. You just have to give 
your listeners time to formulate them and a safe 
environment in which to ask them. 
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number five, confusing the visuals with the presentation. Nor do they realize that by focusing on 
their visual aids to the exclusion of planning what they want to say, they are committing error 
number six, lack of preparation. In fact, if you have read through the whole document up to this 
point, you can see how this brings it all together. There is a process for preparing and 
presenting a successful technical presentation, and that process does not start with creating 
your visual aid. Remember section six? It gave you a six-step process for creating your 
presentation, and visuals don’t come in until step four. 

Maybe outlining does not come easily to you. That’s true for a lot of people, because the 
traditional outline structure forces your thinking into a fairly rigid framework. But you don’t 
have to start there. I often start with sticky notes on a dry-erase board, where I can brainstorm 
ideas and begin in a very flexible way to make connections between those ideas. This process 
can help me clarify my specific purpose, which as you’ll recall is the answer to the question, 
“What do I want my listeners to think, do or feel differently once they have heard me speak?” 

Be clear on your purpose. Be clear on what your audience needs from you. Be clear on the story 
you are going to tell—what you were striving for, what obstacle was initially in your way, and 
what you learned or discovered that helped you overcome that obstacle. These are all steps 
that you need to take before you even open your presentation software. Don’t make the 
mistake of starting your preparation with your visuals. Because once you start down that road, 
you will have a hard time being audience-focused and making the kind of connection that 
ensures your ideas take root. 

… 

So there you have it: 

N No Clear Purpose   

I Inattention to the Audience’s Needs 

N No Discernable Story 

E Excessively Dense Visuals 

C Confusing the Visuals with the Presentation 

L Lack of Preparation  

U Unclear Language 

E Ending with Q&A 

S Starting with the Visuals 
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You are now “clued in” to the most common mistakes I see technical speakers make. (And I 
have made all of them myself, too!) Avoid these and watch what happens as you make better 
connections with your listeners, keep their attention, and become known as a more 
accomplished communicator. 
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