
When you consider this, two-thirds of your audience is predisposed to not listen to you for one reason or another.  It’s your job, 
therefore, to win over your audience in each and every speech you give, starting with the very first words that come out of your 
mouth.  That’s an intimidating thought – and considering individuals make split-second decisions about you before you’ve even 
opened your mouth to speak…might make the idea of winning your audience over impossible. 

Your nonverbal messages will help or hurt you in this – from your physical appearance (hair style, clothing, etc.) to how you move, 
interact, etc. – actions can speak louder than words when it comes to speeches.  So, it’s important you master your presence.  
However, you have the power to win over audience the moment you speak.  

That’s about how much time you have though – the very moment you start speaking.  If you don’t start your speech with something 
that captures their attention, you’re going to lose them immediately. And if you don’t close with something equally compelling—an 
inspiring call to action that literally propels people out of their seats—you’ve basically wasted your time and theirs.

THE BOOKENDS OF 
YOUR SPEECH – HOW 

TO MASTER THEM

Every time you step up to give a speech or presentation: 

of your audience views
you favorably

of your audience finds
you unfavorable 

of your audience is 
preparing to ignore you



WHAT’S GOING TO BE YOUR FIRST 
IMPRESSION? IT’LL DETERMINE HOW YOUR 
PRESENTATION GOES…

People internalize the first things they hear, not what immediately 
follows. They perceive information presented early in a presentation 
as more valuable and meaningful than what comes next. So make 
your opening words count. Whatever you want to glue into the 
minds of your audience, say it first. Ask yourself, “If this were the 
only thing I would leave them with, what would it be and why 
should they care?” And start there.  Some additional suggestions 
for getting a great start:

• Before you speak, set the tone. Look confident. 

• Ditch the intro pleasantries – your audience isn’t interested. 

• Try something different. Startle them. Surprise them. Give them 
something to ponder. 

THE TED DIFFERENCE

The popularity of TED talks is amazing, it’s inspiring!  The success of 
them however, is not surprising.  Not only are the topics thought-
provoking, they are delivered in a way that has revolutionized the 
standard in how to deliver a speech.  

While each speech is different, they all have mastered the most 
critical aspects of a speech: the beginning and end.  Think about it, 
you are immediately hooked within a minute, and the conclusions 
often leave you motivated, ready to act.   Chris Anderson, the 
curator of TED talks speaks to how TED speakers capture that 
attention so quickly in his book, TED Guide to Public Speaking by 
saying, “Great speakers find a way of making an early connection 
with their audience. It can be as simple as walking confidently 
on stage, looking around, making eye contact with two or three 
people, and smiling.”

TED has put together the top TED talks one must at least view.  
As a part of this list, there are three in particular that capture the 
audience immediately.

• In Pamela Meyer’s “How to Spot a Liar” speech – she grabs 
your attention by directing you to consider those around you 
as well as yourself on a touchy, yet intriguing topic.  

• Brene Brown’s “The Power of Vulnerability” speech brilliantly 
sets up what she does best in captivating audiences – she’s 
a storyteller – and an effective one at that.  She starts with a 
story and continues on in that fashion. 

• Ann Cuddy’s “Your Body Language Shapes Who You Are” 
speech which I’ve referred to numerous times immediately 
jumps into a challenge.  She forces you to engage by asking 
you to evaluate yourself right there in that moment while 
in the audience.  Watch it and you’ll see the reaction of the 
audience.  

THE END IS ONLY THE BEGINNING 

Think about that perfect hammock in the middle of paradise 
overlooking tropical paradise.  The left-hand side of the hammock 
starts way up high. That’s the opening of your speech, when your 
audience’s attention is at their peak. Sale or no sale. Grab them or 
lose them. It all starts there. 

The middle of the hammock dips a little lower. That’s the body 
of your speech. It doesn’t matter how good of a speaker you are; 
people’s attention can’t be sustained equally throughout an entire 
presentation. We simply don’t have the ability to absorb all of 
the information that’s coming at us with equal intensity. We get 
fatigued. We miss lines, daydream a bit, and get lost in our thoughts. 

But then comes the rise of the hammock again: the top part of 
the hammock on the right side. People can sense when a speech is 
coming to an end and tend to perk up. They begin to pay attention 
again. They want to know how it’s going to end. This is where you 
have to end in some ways better than you started.    

One of biggest mistakes speakers make is that don’t harness the 
power of the end – they don’t guide the audience to the perfect 
spot where they can deliver the perfect knock-out punch.  Take 
the opportunity to lead them where you want them and then get 
it done – clinch the end, leave them struck with awe, inspiration, 
admiration, wanting more, etc.  

Movies start and end with a bang. Commercials begin with a hook 
and leave you with a price. Concerts open and close with a band’s 
best songs.  The end is just as important as the beginning.  The 
close is your call to action, your chance to succinctly address the 
question as to why exactly it was worth everyone’s time to listen 
to your speech.  Here are some tips to consider when you’re 
closing out your speech or presentation:

• Summarize what you’ve previously said and interact with your 
audience if possible. 

• Get people’s attention by posing statements/questions with 
accompanied silence that force people to stop and wonder 
what you’re going to do next.  

• Bring your audience full circle.  If you’ve opened with an unusual 
date or used a visual, try referencing your opening gambit in 
the close. 

When all is said and done, the impact of your presentation will be 
reinforced if you’re able to tie your powerful, attention-grabbing 
opening together with a compelling and memorable call to action. 
Your goal is not only to compel your audience to listen. Your goal 
is to answer the question, “What do I want my audience to think, 
feel, or do, when this speech is over?”

So remember: open and close. First and last. All great communicators 
make lasting impressions by devoting most of their attention to 
getting the bookends of their speeches just right.  
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