SPEAKING WITH IMPACT

Transforming Your Voice Into Your Competitive Advantage

February 2026 ¢ Professional Development Lunch & Learn Series

"The single greatest skill that separates those who lead from those who follow is the ability to
communicate with clarity, confidence, and conviction."

THE OPPORTUNITY

Your voice matters more than you realize. This session moves beyond communication anxiety to reveal
how strategic speaking builds influence, opens doors, and creates opportunities others miss. You will
master the principles of audience-centered communication that transform nervous energy into
purposeful impact.

The truth is this: every time you speak, you either build or diminish your professional credibility. Today,
you learn to build it—intentionally, consistently, and powerfully.

WHAT YOU'LL MASTER

After this session, you will be able to:

e Apply evidence-based techniques for managing communication apprehension and channeling
nervous energy into commanding presence.

¢ Use audience-centered communication principles to craft messages that resonate deeply and
inspire action.

e Speak with clarity and confidence in meetings, presentations, and company events—regardless
of audience size.

e Build any message using the 3-Point Blueprint—a repeatable framework for organizing your
thoughts with speed and precision.

e Recognize how your authentic voice amplifies organizational conversations and directly
influences decisions.



KEY DEFINITIONS

Audience-Centered Communication: Crafting messages based on what your audience needs to hear, not
just what you want to say—understanding their interests, concerns, and communication preferences to
ensure your message lands and motivates action.

Example in practice: Before presenting budget recommendations to leadership, consider their
strategic priorities and frame your proposal around business impact rather than operational
details.

Communication Apprehension: The fear or anxiety associated with speaking to others—a normal
physiological response that can be managed and channeled into compelling delivery through evidence-
based techniques and mindset shifts.

Example in practice: The butterflies you feel before a big presentation are your body's way of
preparing you for peak performance. Reframing this as excitement rather than fear transforms
nervous energy into powerful delivery.

Vocal Authority: The quality of speaking with confidence, clarity, and credibility—using vocal variety,
strategic pauses, and intentional delivery to signal expertise and command attention regardless of your
formal position.

Example in practice: Speaking at a steady pace with clear enunciation and strategic pauses for
emphasis demonstrates vocal authority that makes people lean in and listen, even if you're early
in your career.

Message Clarity: The ability to distill complex ideas into simple, memorable language that your audience
can understand, remember, and act on—eliminating jargon and organizing thoughts logically.

Example in practice: Instead of saying "We need to optimize our cross-functional synergies," say
"We need our teams to work together better." Clear always beats clever.

Now that you understand the foundations, let's explore practical techniques you can apply immediately...



KC COACHING CORNER

Tips, Hacks & Best Practices

@ TIP: The "Power Pose Before You Present"

Two minutes before speaking, stand in a confident posture (hands on hips or arms raised) in a
private space.

Research by Amy Cuddy shows this increases testosterone (confidence hormone) by 20% and
decreases cortisol (stress hormone) by 25%. This simple physical shift transforms your mental
state and vocal delivery.

Your body language directly influences your brain chemistry—use this hack before every
important conversation.

49 HACK: Record & Review Your "Greatest Hits"

Use your phone to record yourself explaining your main points before important presentations
or meetings.

Play it back at 1.5x speed to catch filler words, unclear phrasing, and weak spots. This 5-minute
practice dramatically improves your delivery because you'll hear what your audience hears.

Create a "greatest hits" folder of your best explanations to review before similar situations.

v BEST PRACTICE: Apply the "Rule of Three" for Memorable Messages

Structure every message around three main points. Research shows people remember
information in threes better than any other number.

Whether you're presenting to leadership, running a team meeting, or explaining a process,
organize around three key ideas.

This framework forces clarity, improves retention by 40%, and makes you appear more
organized and confident.

Before any communication, ask yourself: "What are my three main points?"



THE 3-POINT BLUEPRINT: Your Framework for Instant Clarity

Use this repeatable process every time you need to organize your thoughts—whether you have five

minutes or five days to prepare.

STEP 1: Anchor Your ONE Main Message

Before you can identify three points, you

Ask yourself: "If my audience remembers only ONE thing from this conversation, what must it be?"

Write it here:

must know the single idea everything else supports.

STEP 2: Build Three Supporting Pillars

Ask yourself: "What three things must my audience understand, believe, or do to accept my main

message?"

Choose one of these proven structures to organize your three points:

Structure Best Used When...

Problem = Solution = Action

Proposing changes or making recommendations

What = So What > Now What

Sharing information or data that requires action

Past = Present = Future

Providing context or explaining evolution of a situation

Challenge - Approach = Result

Sharing accomplishments or lessons learned

Draft your three points:
Point 1:

Point 2:

Point 3:

STEP 3: Validate with the "Clarity Test"

Before you speak, run each point through these two questions:

e The One-Sentence Test: Can | explain this point in one clear sentence? If not, simplify.

e The Outsider Test: Would someone outside my department understand this? If not, remove

jargon.

45 QUICK REFERENCE: The 3-Point Blueprint in 60 Seconds

1. What's my ONE main message?
2. What THREE things support it?

3. Can | say each in ONE sentence an outsider would understand?

If yes—you're ready. If no—simplify until you can.




SEE IT IN ACTION: The 3-Point Blueprint Transformed

Watch how this framework transforms a rambling update into a compelling message that gets results.

THE SCENARIO: You need to request approval for new equipment during a leadership meeting. You have
2 minutes.

X BEFORE: The Rambling Version

"So, | wanted to talk about something that's been on my mind for a while. Our current equipment,
which we've had for about 6 years, has been having some issues. Last week it broke down twice, and
the week before that we had to call maintenance three times. I've been looking into some options,
and there are a few different models we could consider. The repair costs have been totaled, and |
think they're affecting our productivity. Some of the team members have mentioned it's slowing them
down. | was wondering if we could maybe look into getting new equipment. | know budgets are tight,
but | think it's worth considering. What do you think?"

What went wrong:
¢ No clear main message—the request is buried at the end.
e Details scattered without logical structure.
¢ Weak, hesitant language undermines credibility.
e No clear action requested.

APPLYING THE 3-POINT BLUEPRINT
Step 1 — ONE Main Message: "We need to approve new equipment to protect productivity and reduce
costs."
Step 2 — Structure Selected: Problem —> Solution = Action
Point 1 (Problem): Current equipment is failing and costing us money.
Point 2 (Solution): New equipment pays for itself in 14 months.
Point 3 (Action): I'm requesting approval to purchase by the end of the quarter.

Step 3 — Clarity Test: Each point passes the one-sentence test. No jargon. An outsider would understand.

v/ AFTER: The Transformed Version

"I'm requesting approval to purchase new equipment by the end of the quarter—here's why it
matters.

First, the problem: Our current equipment has failed five times in two weeks. Each breakdown cost us
52,400 in repairs and lost productivity. That's 512,000 this month alone.

Second, the solution: The replacement model costs 516,800 and eliminates these breakdowns. Based
on current failure rates, it pays for itself in 14 months.

Third, the action: | need your approval today to order by Friday and have it operational before our
peak season begins.

Can | get your approval to move forward?"



What changed:
¢ Main message delivered first—leadership knows exactly what's being asked.
e Three clear points with a logical flow (Problem = Solution = Action).
¢ Specific numbers replace vague language, building credibility.
e Confident, direct tone throughout.

e |t ends with a clear call to action.

Q KEY INSIGHT: The Blueprint in Practice
Notice that both versions contain the same basic information. The difference isn't what was said—
it's how it was organized. Structure creates clarity. Clarity creates confidence. Confidence gets
results.



KC'S NUGGETS

Memorable Wisdom to Guide Your Journey

Q "Your voice drives change; every employee amplifies organizational conversations."

e When you speak up with clarity and conviction, you influence decisions, shape culture, and create
ripple effects across teams. Your perspective matters, and your willingness to share it strengthens
the entire organization.

Q “Nervous energy is performance fuel, not a weakness to eliminate.”

e The butterflies before speaking signal that you care about the outcome. Master speakers don't
eliminate nerves—they channel that energy into dynamic delivery. Reframe anxiety as excitement
and watch your presence transform.

Q "Clarity is kindness; confusion is cruelty in communication."

e When you speak clearly and directly, you respect people's time and intelligence. Vague or overly
complex communication wastes energy and creates frustration. Simple, organized messages are
the ultimate sign of professional respect.



THREE KEY TAKEAWAYS

These three principles will transform how you communicate...

1. Confidence Conquers Fear

Master evidence-based techniques for managing communication apprehension and channeling
nervous energy into compelling, authoritative delivery.

Confident speakers aren't fearless—they've learned to reframe anxiety as excitement and use
preparation to transform nervous energy into powerful presence.

Your physical state influences your mental state. Power poses, breathwork, and positive self-talk
are tools that consistently build speaking confidence.

2. Clarity Creates Connection

Learn how audience-centered communication principles ensure your message resonates and
motivates action.

Start with what your audience cares about, organize around three memorable points using the
3-Point Blueprint, and use concrete examples that make abstract ideas tangible.

When you prioritize clarity over complexity and connection over impression, your messages land
with impact that inspires change.

Simple beats sophisticated—every time.

3. Your Voice Drives Change

Every employee's authentic voice amplifies organizational conversations, influences decisions,
and creates ripple effects across teams.

You don't need a title to contribute meaningfully through communication—you need courage,
clarity, and commitment to adding value.

When you speak up in meetings, share ideas in presentations, and contribute to discussions,
you're not just participating—you're shaping organizational direction and culture.



REFLECTION ON YOUR LEARNING

Rate each statement on a scale of 1-10 (1 = Strongly Disagree | 10 = Strongly Agree)
_______lunderstand how to manage communication apprehension and channel nervous energy
effectively.

I canexplain audience-centered communication principles to a colleague.
_______lseehow preparation and frameworks build speaking confidence.

____lcan use the 3-Point Blueprint to organize any message quickly and clearly.

___I'm committed to speaking up more often in meetings and presentations.

______Ifeel more capable and equipped to communicate with impact.

| know my first step to strengthen my speaking skills.

Your Scores Guide Your Next Steps:

e Scores of 7-10: You're ready to practice. Apply the 3-Point Blueprint and Power Pose in your next
presentation.

e Scores of 4-6: You understand the concepts but need experience. Start small—practice the
Blueprint in low-stakes conversations first.

e Scores below 4: Consider joining a practice group like Toastmasters or scheduling coaching to
build skills in a supportive environment.



REFLECTIVE INQUIRY

Take 10-15 minutes to reflect on these questions. There are no right answers—these are for your
personal insight and growth.

1. What specifically happens in your body and mind when you experience communication apprehension?
What patterns do you notice?

2. Think about a recent communication where you felt confident and effective. What made that situation
different? What can you learn from that success?

3. If you fully mastered audience-centered communication, how would it change your influence at work?
What opportunities might open up?

4. What's one conversation or presentation you've been avoiding because of communication anxiety?
What would help you have that conversation?

5. Using the 3-Point Blueprint, outline your message for that conversation or your next important
presentation:

My ONE main message:
Point 1:
Point 2:
Point 3:




YOUR NEXT STEPS
Choose Your Path—Then Commit

LEVEL 1: QUICK START (This Week)

Apply the 3-Point Blueprint in your next meeting or presentation. Use the framework to organize your
thoughts before speaking and notice how it increases your clarity and confidence.

L1 | commit to using the 3-Point Blueprint in my next important communication by:

LEVEL 2: IMPLEMENTATION (This Month)

Record yourself practicing an important message structured with the 3-Point Blueprint. Review the
recording to identify filler words, unclear phrasing, and opportunities for improvement. Practice daily for
5 minutes using this feedback loop.

LI I commit to creating my speaking practice routine and using it consistently by:

LEVEL 3: TRANSFORMATION (This Quarter)

Commit to speaking up regularly in meetings and volunteering for at least one significant presentation
opportunity. Use the 3-Point Blueprint for every communication. Join a speaking practice group or work
with a coach to systematically build your communication skills.

I I commit to my speaking development plan and will deliver my first major presentation by:




SUPPORT & RESOURCES

¢ Practice Partners: Connect with colleagues for peer feedback on presentations before delivery.
e Presentation Coaching: Schedule coaching sessions to prepare for high-stakes communications.

e Next Session (March): "Building Bridges: Cultivating Relationships That Multiply Your Influence."

Your voice is not just heard—it's remembered.

Speak with confidence. Communicate with clarity. Lead with conviction.
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