Amplify Your Impact
by Mastering the Art of

Powerful Communication

Lauren Weinstein | Resonate Coaching

lauren@resonatecoaching.co
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If you communicate in a way that resonates,
change will happen.




Two qualities account
for more than 90% of
the impressions others
form of us
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STEP 1: KNOW YOUR AUDIENGE




MOST SPEAKERS THINK:

“WHAT DO | WANT TO SAY?”

THE BEST SPEAKERS THINK:

“WHAT DOES MY AUDIENCE NEED
T0 HEAR?”
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Give a hoot!




KNOW YOUR AUDIENCE

PROMOTING RESTRAINING

What does my audience care What biases or hesitations

about most? might they have?

’ What motivates them?

#

What level of knowledge
do they bring?




STEP 2: RELY ON STRUCTURE




STEP 2: RELY ON STRUCTURE
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”. PERSUASIVE » INFORMATIVE

Problem — Solution — Benefit What — So What — Now What |




STEP 2: RELY ON STRUCTURE
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PERSUASIVE

Problem — Solution — Benefit

INSPIRING

Past — Present — Future
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STEP 3: INCLUDE STORIES + CONGRETE EXAMPLE

Why Some [deas Survive and Others Die...

Chip Heaty & Dy Heaty,




# 1 Mistake

Message 1s too

ABSTRACT
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STORIES & EXAMPLES
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MEMORABLE

STORIES

FAVORABLE

IMPACTFUL
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STRUCTURE

PROBLEM-SOLUTION-BENEFIT
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PROBLEM

HEADLINE EXAMPLE RELEVANGE
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“WE NEED TO BE MINDFUL OF OUR COMMUNICATION TO CUSTOMERS”
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SOLUTION

HEADLINE EXAMPLE RELEVANGE
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Pricing Algorithm
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freytag’s pyramid

falling action

rising action

resolution

— inciting incident
exposition
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HOW WE COMMUNICATE:
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can affect the
feelings and attitudes of
others more than the actual

words we say.

- Mehrabian, 1981

Quantified
Communications
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INSPIRE WITH YOUR VOICE

“Powerful and persuasive, yet at the same time soft and cajoling,
Margaret Thatcher’s distinctive voice was one of her most potent political weapons.”



People decide how trustworthy or dominant
you are within seconds of hearing your voice.

- McAleer, 2014
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Calm +
Confidence




REHEARSAL: FROM GOOD T0 GREAT
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S

If you communicate in a way that resonates,
change will happen.




CONTACT

lauren @resonatecoaching.co



