Fecellence

Part of Your Plan and Performan

PLAY AND F

“Creativity is intellige
James Mapes

ESSENTIALS

> 03.2014

Vol.19 Issue 03
i nals
of Life Leadership

PRESENTED BY

m,com




Personal

“Creativity is intelligence having f
Do you think fun is frivolous? If so, p

6

10

11

Build Your Future

5 keys to creating your best
tomorrow, today.

Bruce Rosenstein

The Psychology of Fun,
Play and Full
Engagement

“Creativity is intelligence having
fun.” -Albert Einstein.

James Mapes

Why You Lack Integrity?
Honor yourself as your word.

Eric Papp

Masters in Our Midst
Recognize and celebrate them.
Alan Cohen

From Me to We
Principles of enlightened
leadership.

Jim Jensen

lence

Part of Your Plan and Performande System

13 Shoot For the Moon

And you'll never end up with a
handful of mud.
Barry Eisen

14 The Fallacy of

Empowerment
Being a servant leader.

Dwight Frindt

15 How Email-

Communication Matters?
Writing lucid emails, a trait of
successful personality.

Lalit Wankhade

16 The Ultimate in Personal

Development
Naturally rise up by letting go.
Gary Bate

n.” -Albert Einstein.

"ha‘p&ii you should think again. PG.07 |

18 What is Real Success -

19

20

21

to You?

Connecting to your true source of
supply.

Marilyn Jenett

Stand Guard At The
Door Of Your Mind

3 powerful steps to ward off
negativity.

Dr. Sheila Murray Bethel

7 Phrases That
Sabotage Your Success
And how to overcome them.
Nancy Stampahar

It's Time for Optimism
and Leadership

Today is a good time to start.

Oliver DeMille

22

24

26

27

28

03.2014

Val. 3

of Life Lead

m.com

Features

Being Courageous
3 scripts that keep women
stuck at work.

Sandra Ford Walston

Fear of Failure
Overcome the self-limiting fear.
Envique Ruiz

Are You Losing The
Human Touch?

Use technology as a tool
not a crutch,

Tim Connor

Dynamic Presentation
3 easy steps to solid prep for
your seminar.

Dianna Booher

The New Frontier of
Financial Wellness
What it means to be financially fit.

Dr. Ann D. Clark



3 easy steps to solid prep for your seminar.

Y By Dianna Booher

#las late-night cramming for the old college exam turned into a
lifelong habit? Do you find yourself tweaking a client presentation
an hour before you're due to deliver it? Are you still racking your
brain for that perfect analogy the day before you walk into the
board room with the big recommendation? Do you frequently find
yourself still Googling stats minutes before you need to use them at
your industry meeting?

If you answered yes to any of the previous questions and you'd
like a lictle more breathing room and a bigger safety net in your
planning system. Consider these three steps to prepare for a new
presentation—or to update a current presentation for a new audience:

1. Feed your brain a healthy dict of organic ingredients. No,
I'm not talking about real foodstuffs here (alrhough eating healthy
is a good idea as well). 'The ingredients I'm referring to include
books, self-development recordings, training products, biographies,
documentaries, quotations, proverbs, and irspirational messages.
Of course, feeding your brain new information is not a new idea.
But I'm talking about what, why, when, and how to feed it. If you
feel yourself going stale, choose fresh organic ingredients to broaden
and deepen your knowledge base. Read, listen, or think, “What new
perspective does this give me about X topic?” Look for links across
industries. What truths in the financial industry apply to engincering?
What principles in human relations apply to technology? What was
true in the 18" century that’s still true today?

2. Consider questions rather than answers. Asyou think about
a new audience, rather than starting with what information you have
to give them, begin by considering what questions they’d ask you if
your presentation were an interview. How are their interests related
to your topic? What's a “day in the life of” for them? What's their
biggest challenge? Why should they care abour what you have to say?
How does what you have to say solve a problem for them? Knowing
their questions leads you to the pile of information you now need
to shape, put in perspective, and interpret for your own ultimate
purpose in the presentation.

3. Simmer well in your subconscious. Years ago, Chiffon Mar-
garine produced a popular TV commercial with the line: “It’s not nice
to fool Mother Nature.” My sentiments exactly. Although I'm not
a neuroscientist, I do know you can't rush the brain’s inner working

at the subconscious level. Once you provide the input about your
audience, their interests, their everyday tasks or problems to solve,
your subconscious mind will go to work looking for answers among
all the data you've stored from your diet of other resources to combine
with your own expertise,

Given enough time for all this information to “simmet” together,
usable ideas will pop to your conscious mind. But clearly, the success
of this third step depends on the first two: fresh inputs ad time. It’s
much like making a baby. ‘The process takes about nine months, give
or take a few weeks.

As aresult of this three-prong preparation process, “all of a sudden”
you’ll become conscious of a core message, a suitable structure, and
appropriate illustrations. Take the time. You can’t fool Mother
Nature. PE

Dianna Baoher works with organizations to increase their productivity and
effectiveness through better communication: writing skills, presentation
skills, interpersonal communicacion, and client communication. An expert in
executive communication and keynote speaker, she is the author of 46 books,
published in 23 languages. Call- 1-800-342-6621
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