
Keep	
�
   them	
�
   on	
�
   the	
�
   edge	
�
   of	
�
   their	
�
   
seats	
�
   and	
�
   propel	
�
   real	
�
   change



























Especially	
�
   talking	
�
   to	
�
   
sales	
�
   people,	
�
   it’s	
�
   
tempting	
�
   to	
�
   say	
�
   the	
�
   big	
�
   
get	
�
   is	
�
   money.	
�
   But	
�
   
money	
�
   is	
�
   always	
�
   a	
�
   
proxy	
�
   for	
�
   something	
�
   
else.	
�
   Dig	
�
   past	
�
   money	
�
   
for	
�
   the	
�
   value	
�
   that	
�
   
makes	
�
   their	
�
   lives	
�
   
better,	
�
   easier	
�
   or	
�
   more	
�
   
satisfying.	
�
   It	
�
   could	
�
   be	
�
   
anything	
�
   from	
�
   
customers	
�
   that	
�
   are	
�
   
raving	
�
   fans	
�
   to	
�
   
recognition	
�
   from	
�
   peers	
�
   
to	
�
   more	
�
   time	
�
   to	
�
   go	
�
   to	
�
   a	
�
   
daughter’s	
�
   soccer	
�
   
games.	
�
   



Your	
�
   show	
�
   doesn’ t	
�
   
have	
�
   to	
�
   be	
�
   elaborate.	
�
   
In	
�
   fact,	
�
   the	
�
   simpler	
�
   

and	
�
   more	
�
   elegant,	
�
   	
�
   	
�
   	
�
   	
�
   	
�
   	
�
   
the	
�
   better.	
�
   



You	
�
   need	
�
   to	
�
   feel	
�
   
comfortable	
�
   and	
�
   
confident	
�
   standing	
�
   up	
�
   
there,	
�
   doing	
�
   this.	
�
   If	
�
   
you’re	
�
   forcing,	
�
   they’ll	
�
   
feel	
�
   it.	
�
   It	
�
   can	
�
   take	
�
   
some	
�
   time	
�
   to	
�
   get	
�
   the	
�
   
hang	
�
   of	
�
   coming	
�
   up	
�
   
with	
�
   a	
�
   good	
�
   “show,”	
�
   
but	
�
   take	
�
   heart:	
�
   With	
�
   
practice,	
�
   it	
�
   gets	
�
   	
�
   	
�
   	
�
   	
�
   	
�
   	
�
   
quite	
�
   easy.	
�
   





Don’ t	
�
   cheerlead	
�
   or	
�
   
coax.	
�
   Teach	
�
   by	
�
   
delivering	
�
   new	
�
   
perspectives,	
�
   
information,	
�
   and	
�
   	
�
   	
�
   
adding	
�
   value.	
�
   



	
�
    What’s	
�
   in	
�
   it	
�
   for	
�
   them—what’s	
�
   the	
�
   value?

	
�
    How	
�
   could	
�
   you	
�
   show	
�
   that?	
�
   Get	
�
   10	
�
   ideas	
�
   down.	
�
   

	
�
    Which	
�
   of	
�
   these	
�
   has	
�
   promise?	
�
   Develop	
�
   it.	
�
   

	
�
    To	
�
   help	
�
   your	
�
   audience	
�
   track,
	
�
   what	
�
   connective	
�
   tissue	
�
   do	
�
   

you	
�
   need?


