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DECLARE YOUR THOUGHT LEADERSHIP STAND 

 

 

Using your Rooftop Message and those you are meant to serve as a foundation of 

your statement, declare your Thought Leadership Stand using the guide below. Feel 

free to modify the wording so it fits your message. You will refer back to this stand 

often so it’s helpful to have it clearly articulated.  

 

 

I _______________________________________ [your name] take a stand for 

_________________________________________ [your ideal audience] that 

___________________________________________________ [your message].  
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CONNECT WITH YOUR “WHY” 

 

Let’s take time now to get connected with your own why, and the story at the heart 

of your why.  

 

Grab your journal and answer the questions below without taking too much time to 

overanalyze each one. Let your thoughts flow easily.  

 

Why does sharing this message as a speaker matter so much to you? Why do you 

feel so strongly about making this difference?  

 

 

 

 

 

 

What is the story at the heart of your why? What happened for you that drives your 

passion for this topic?  

 

 

 

 

 

 

 

 

What will happen if you don't step into a thought leadership role? How will the lives 

of those you are meant to serve be impacted - or not impacted?  
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YOUR IDEAL AUDIENCE MEMBERS AND WHERE THEY 

GATHER 

First, return to your journal entry about Your Ideal Audience Member from Chapter 

6 (maybe you even have an Ideal Audience Member drawing—that’s ideal!)  

 

Use your journal to record your ideas for the following prompts:  

 

Where does he or she go for… 

 

 

 

 

...work related learning, connection, growth?  

 

 

 

 

...fun in evenings, weekends (or during the day if their hours are non-traditional)?  

 

 

 

 

 

...personal happiness, joy, pleasure? (hobby shops or hobby workshops, 

conferences, book stores...)  

 

 

 

 

...health and wellness?  

 

 

 

 

Now let’s explore possible solutions to the problems they shared with you in this 

visualized coffee date. In their intense desire to solve this problem, where might they 

gather with others to find a solution?  
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YOUR IDEAL AUDIENCE MEMBERS AND WHERE THEY 

GATHER 

 

Expand your brainstorm of places they might go to try to solve the problem they are 

experiencing and fill in the quadrants below:  

 

Locally  
(gym, church, meetups, school, etc.) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Nationally  
(conferences, training, competitions, etc.) 

Online 
(Facebook & LinkedIn groups, discussion 

boards, other social media, etc.)  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Other  
(hobby groups, international gatherings, etc.)  
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DRAW YOUR IDEAL AUDIENCE MEMBER 

 

This exercise is the most fun and useful Ideal Audience Member exercise of all. (By 

the way, it also works well as an Ideal Client Exercise, which, for many thought 

leaders who are attracting clients through speaking, is an exercise about essentially 

the same person.) My clients love it and are delighted with the unexpected insights 

they gain. I am confident that will happen for you as well.  

 

Directions:  

 

1. Set aside 30 minutes to an hour. 

2. Hang a large sheet of paper on your wall. (I like the sticky ones that have 

adhesive on them, but you can use any kind of paper and tape. If you don’t 

have large paper, a regular 8.5” x 11” or legal-size sheet will do but you’re 

going to need a lot of room to write a lot of words, so the bigger the piece of 

paper, the better.) 

3. Grab as many colored markers as you can find. 

4. Draw a totally imperfect picture of your ideal client. Give them hair and eye 

color. Think about their clothing, too. It doesn’t have to be perfect, and it may 

or may not matter what they are wearing, but that depends on your Ideal 

Audience Member. Also include what they are holding in their hands. (Coffee 

cup all day long? Cell phone to ear? Briefcase, diaper bag, gym bag, hanging 

from the crook of the elbow?) 

5. Add context to the drawing. What’s in the room with this person (a clock 

because s/he’s always watching the time? A desk full of papers? Stacks of 

laundry on the back of the couch?) 

6. Now here’s the most important part: Draw thought bubbles above this 

person’s head. Fill in those bubbles with their thoughts, in their words. Include 

all of their thoughts—especially those secret ones they think no one else ever 

thinks or knows that they think to themselves. Some of the common thoughts 

that I see across many Ideal Audience Members are: “Am I ever going to 

figure this out?” “What the hell is wrong with me?” “I’m exhausted!” “Why 

am I so miserable?” Be sure to include very specific thoughts about the 

struggle she is experiencing as well.  
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CREATE YOUR OWN COMMITMENT RITUAL 

 
There is something powerful about anchoring a commitment to your mission and 

your ideal audience member with a physical item. Every time you see or use the item 

you are reminded of the commitment you made. It’s a wonderful way to bring your 

commitment into the physical world and can help you re-commit in times when you 

have lost your focus. If you choose something lovely or beautiful or fascinating, it 

has the added benefit of bringing some extra delight to your world.  

 

 

• Purchase a special ring, bracelet, necklace, or other jewelry item.  

• Write your commitment in the form of a letter to your Ideal Audience 

Member on high-quality stationery. Mail it to yourself or someone you 

want to help you hold this commitment. 

• Search out and find a piece of artwork that represents this commitment 

to your Ideal Audience Member. Hang that artwork somewhere that will 

remind you every day of your commitment to bring your brilliance in this 

way. (I found mine in the form of a gorgeous, artist-rendered greeting 

card. With a simple store-bought frame, it doesn’t have to cost a lot to do 

this.) 

• Create a custom T-shirt with a phrase or image that represents your Ideal 

Audience Member and the transformation you are committed to helping 

them realize. 

• Buy a new pair of running shoes or yoga mat. When you go out for a run 

or begin your yoga practice, spend a moment dedicating your session to 

your Ideal Audience Member. Hold their greatest expression in your 

heart throughout the session.  

 

These are just a few ideas. Let your imagination run wild. Choose a ritual and item 

that feels awesome to you, something that your ideal audience would love, too, just 

to make it extra fun.  
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CREATE YOUR OWN COMMITMENT RITUAL 

 
Use this area below and on the back of this sheet if needed to brainstorm ideas or 

create your plan for your commitment ritual: 
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CONNECT WITH THE “WHY” OF YOUR IDEAL AUDIENCE 

MEMBER 

 
Connect in your mind and heart with your ideal audience member. You may want to 

refer back to your Ideal Audience Members exercise if you’ve done that one. If not, 

at minimum hold them as clearly as possible in your heart and mind as you answer 

these questions.   

 

 

 

What problem is my Ideal Audience Member experiencing right now that I can help 

them solve?  

 

 

 

 

 

 

 

What are they experiencing in their lives right now as a result of this problem?  

 

 

 

 

 

 

 

What is the “fallout” that results from not solving the problem?  

 

 

 

 

 

 

 

What feeling words would they use to describe the struggle they are experiencing?  
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CONNECT WITH THE “WHY” OF YOUR IDEAL AUDIENCE 

MEMBER 

 
What thoughts are running through their minds as they tangle with this situation? 

 

 

 

 

 

 

  

What are the current barriers to getting to the other side of their struggle? 

 

 

 

 

 

 

 

 What have they tried that has not worked to solve this problem?  

 

 

 

 

 

 

 

After they experience your talk, how will their life change in a way that matters?  

 

 

 

 

 

 

 

What feelings will they experience once they resolve this struggle once and for all?  
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CRAFT YOUR THOUGHT LEADERSHIP TALK OUTLINE 

 
The best way to organize your content into a captivating and inspiring talk is 

to use an outline. Here is the process for crafting your Thought Leadership Talk 

outline.  

 

1. Go somewhere lovely and inspiring and do a content brainstorm (see Beyond 

Applause book for description of this exercise). 

 

2. Grab a copy of The Only Presentation Outline You’ll Ever Need (see below).  

 

3. Fill in the main points, intro, and conclusion on that outline (see guidelines 

below outline for details). 

 

4. Blossom that outline with the Magic Mix of Content, as described in Beyond 

Applause. 

 

5. Start practicing like crazy, infusing captivating techniques along the way. 

 

6. Celebrate! You are on your way to making the biggest impact possible with 

your message.  

 

Here is The Only Presentation Outline You’ll Ever Need (TOPOYEN) 

 

Introduction 

  

Attention grabber: (e.g. questions to audience, engaging story, participatory 

exercise with audience) 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

  

Purpose/Goal for speaking ____________________________________________ 

__________________________________________________________________  

__________________________________________________________________ 
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CRAFT YOUR THOUGHT LEADERSHIP TALK OUTLINE 

 
Benefit to audience for listening ________________________________________  

__________________________________________________________________  

Credibility – who are you and why should I listen to you? 

__________________________________________________________________  

__________________________________________________________________ 

  

Thesis: 

_________________________________________________________________  

_________________________________________________________________ 

Preview of main points/messages 

1. ________________________________________________________________ 

2. ________________________________________________________________ 

3. ________________________________________________________________ 

  

Transition: _________________________________________________________ 

__________________________________________________________________  

  

Body of Your Presentation (Use the “Magic Mix of Content”: mix of story, 

research/data, audience engagement in each point) 

  

Main point 1. _______________________________________________________ 

__________________________________________________________________   

              Support a (story, example, statistic)______________________________ 

________________________________________________________

________________________________________________________  

              Support b (story, example, statistic)_______________________________ 

________________________________________________________

________________________________________________________  

Transition _________________________________________________________  

__________________________________________________________________ 
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CRAFT YOUR THOUGHT LEADERSHIP TALK OUTLINE 

 
Main point 2. _______________________________________________________ 

__________________________________________________________________   

              Support a (story, example, statistic)______________________________ 

________________________________________________________

________________________________________________________  

              Support b (story, example, statistic)_______________________________ 

________________________________________________________

________________________________________________________  

Transition _________________________________________________________  

__________________________________________________________________ 

 

Main point 3. _______________________________________________________ 

__________________________________________________________________   

              Support a (story, example, statistic)______________________________ 

________________________________________________________

________________________________________________________  

              Support b (story, example, statistic)_______________________________ 

________________________________________________________

________________________________________________________  

Transition _________________________________________________________  

__________________________________________________________________ 

 

Conclusion (summarize purpose and main points) 

 

 

 

 

Impactful close (statement, rhetorical question, quote, request, Call to Action) 
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CRAFT YOUR THOUGHT LEADERSHIP TALK OUTLINE 

 
How to Use the Presentation Outlining Template 

      

• Before you write anything on this form, do at least 10 minutes of true 

brainstorming so that you are pulling from a large pool of information you 

could cover on your particular topic. The first three main points that come to 

your mind may not be the best three main points for your goal of this 

presentation.  

• Write your Attention Grabber last. It should relate to everything you have 

in your presentation and be the very best way to magnetize their attention in 

a way that also meets your presentation goals.       

• Your purpose for speaking = your outcome goals for this presentation. 

What do you want from your audience?        

• The benefit to your audience is never “They will know more about [my 

topic].” We are all on information overload. Instead, ask yourself, “How will 

their life be better because they listened to you today?” That is the benefit to 

your audience. 

• It is perfectly okay for your transition to sound like, “Now that we’ve 

talked about [point one], let’s explore [point 2.]” Yes, ideally you will add 

some spice to this formula over time, but remember always: Clarity over 

cleverness. 

• Vary your support points between data, research findings (always cite 

sources for your research), and stories. Most audiences – most people, 

individually, even – need a mix of these types of information to be compelled 

to action. They need to care as well as “get it.” 

• Remind them as you close what you want from them. What, precisely, are 

you wanting them to do, think, feel? Say it clearly. Give them tools to make 

it happen (a timeline, a project plan, access info for a workgroup area, a fun 

cartoon image that reinforces the inspiration to take action.) 

• Close with real impact. Make your close at least as powerful as your opening, 

possibly even more so, depending on your goals. Stories, rhetorical questions, 

shocking statistics are some ways to close with impact.  
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PRACTICE YOUR TALK LIKE CRAZY PLAN 

 
Here’s a practice plan for you:  

 

 

1. Set your expectations accurately. Allocate significant chunks of time to 

practice throughout your week. Start with four hours a week, or more if you 

have a talk coming up in the next week or two.  

 

2. Begin practicing before you’re done preparing your talk. Record yourself, 

listen, refine, and repeat.  

 

3. Practice everywhere. Practice formally, standing in front of a room (or at least 

in a private space) where you can move and gesture freely. Also practice in 

the car, shower, on walks and runs. Deliver your talk to your dog and your 

neighbor, if they’ll let you. Practice everywhere.  

 

4. Practice in the space where you will deliver if possible (or somewhere that is 

as similar as you can get it). This allows you to get familiar with the physical 

environment such as the stage or speaking area, lighting and acoustics.  

 

5. When you have mental capacity but can’t practice aloud (maybe because 

others are around and it will disrupt their concentration), visualize yourself 

delivering your talk. Be as detailed in your visualization as possible, from the 

way the room looks from your seat before you get up to speak to the smells 

and sounds in the room. Walk yourself through every step, seeing yourself 

rise from your chair, walk confidently to the stage or front of the room and 

then through your entire talk. It may not seem like it, but this kind of practice 

is surprisingly similar in effectiveness to actual physical practice in which you 

move about and talk out loud.  

 

6. When you have practiced like crazy, know when to let it go and trust. In the 

hours before your talk, stop practicing. Go for a walk somewhere peaceful or 

inspiring and think about other things. Plan your next vacation or daydream 

exciting things you have on your vision board. This is the time to care for 

yourself, feel proud of your devotion to your ideal audience member, and 

trust. 
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PRACTICE YOUR TALK LIKE CRAZY PLAN 

 
Make your practice plan below: 

 

 

I will complete my draft outline and practice my talk for the first time on this date: 

 

 

 

After I revise and refine my talk immediately after that practice.  

 

My next practice will be on this date:  

 

 

 

I plan to practice my talk this many times before I deliver it (your absolute minimum 

is five times all the way through, but I recommend many more than that.): 

 

 

 

 

 

These are people I could pull together as an audience (think in person and online, if 

necessary): 

 

 

 

 

 

 

Here is the specific feedback I am looking for from them (you’ll want to tell them 

this specifically - think voice volume and pace, clarity of message, usefulness (if 

they are an ideal audience member), anything else you want them to pay special 

attention to as you speak): 
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PRACTICE YOUR TALK LIKE CRAZY PLAN 

 
When I get closer to delivery day, I will practice delivering in this location because 

it more closely resembles the place I plan to deliver my talk: 

 

 

 

 

 

 

 

 

 

These anxiety management strategies will be my best friends during my practice 

phase (see chapter 15 for ideas): 

 

 

 

 

 

 

 

 

 

 

On the evening before/day of my talk, I will do these things to care for myself and 

the very special, often higher-than-usual physical energy that speaking brings (again, 

ideas in Chapter 15 of Beyond Applause): 
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WEBSITE SPEAKER PAGE CHECKLIST 

 

The more specific and compelling your speaker page, the more likely you’ll be 

invited to speak. 

  

 Photos of you in action – choose photos that show your facial expressions and 

energy so they feel confident that you’ll bring liveliness to your presentation. 

You want them to be professional but not stiff. 

 

 A video clip of you speaking. Choose the very best clips from recent speaking 

events (or one event is fine, too) and create a 1 – 3-minute video. If you can 

show a range of experience moments from your speaking, that’s ideal – funny 

moments with audience laughing, passionate delivery moments and thought-

provoking ones are a good mix.  If you don’t have any video of you speaking, 

put this on your list to get as soon as possible. It really helps the organizers 

decide that you are a great fit if they can see you in action. Consider creating 

a speaking scenario with some colleagues or friends and setting up a camera 

to record. As long as the audio and picture are quite good (and you are 

delivering your best speaking in the video!), this is much better than not 

having a video. An even better option is to hire a local videographer – a local 

college may even have students studying film or a class filming department 

you can tap – and have them film your next free talk. 

 

 A list of topics on which you can speak. Create a list of speech titles that would 

excite the audiences for whom you most want to speak. It’s great to lead with 

your Rooftop Message™ Speech (the message you take a stand for in your 

work) in this list and mark it as “my most popular” topic (of course, only if 

this is true – even if it’s just in your small group or client interactions). If you 

don’t have that validation yet, you can also say, “my leading topic.” Note: 

they will (and should) choose a topic that their audience will truly love. This 

is the kind of alignment you want as well because that is how you can best 

delight your audience as a speaker. 

 

 A short bio that highlights your speaking and expert experience. This is not 

the place to share everything you’ve ever done, but do mention any and all 

speaking and facilitation in your background. If you’ve worked with respected 

brands or people in your ideal client’s industry and you have permission to 

mention them, that can be great “social proof.” Volunteer experience 

included! 
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WEBSITE SPEAKER PAGE CHECKLIST 

 

 A list of publications or other high-profile appearances, even if you weren’t a 

“speaker” at those events. These connections and opportunities show the 

meeting organizer that you have been contributing in relevant industries in a 

leadership way. This adds credibility to your expertise. 

 

 Testimonials from previous speaking, if you have any. If you have spoken in 

any environment – a previous job, as a volunteer, community events – then 

ask for written testimonials from those events. Your old boss, a colleague or 

a fellow participant can all give valuable feedback if you don’t have 

testimonials from professional speaking events yet.  

 

 A warm written invitation paragraph for them to contact you to discuss 

speaking which shows genuine excitement at the opportunity. Do not use 

business speak here – be conversational. They want to know you’ll be 

engaging as a speaker and right now, especially if you don’t have a video clip 

and they’ve never met you, all they’ve got is your writing to go on. 

 

 Contact info, including email and phone number.  
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YOUR CHARISMA IN ACTION 

 

 

In the Expression Élan exercise, you gave yourself some exciting labels to name 

your own natural charisma style. How do you plan to use those words to express in 

the most authentic captivating and engaging way? Below are some examples of ways 

to activate your Expression Élan words. Use these ideas to make a plan for how you 

will use your Expression Élan in your speaking and thought leadership overall:  

 

• Infuse words and phrases from your Expression Élan into your talk to add 

spice and energy to the language. 

 

• Add images and colors to your slides; bring objects or other stage decorations 

that come from your Expression Élan exercise so the experience of your talk 

feels richer through these personally inspired elements. 

 

• Choose the outfit for your next speaking event using the colors in your 

Expression Élan to help you bring some of that energy and feeling to your 

talk. 

 

• Tell a story in your next talk that evokes the feeling words you revealed in 

your Expression Élan exercise to help bring that authentic feeling energy to 

your talk delivery and audience experience.  

 

What are some of the ways you plan to use your Expression Élan in your speaking? 

Write your ideas below: 
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TURN ANXIETY INTO USEFUL ENERGY (AND FEEL WAY LESS 

NERVOUS!)! 

 

Feeling anxious is both normal and useful in the Public Speaking 

context. Just remember, the aroused state can actually be used to 

your advantage, providing you with the energy to deliver an 

interesting and dynamic presentation. 

 

The best approach is not to expect to rid yourself of anxiety, but to 

“manage” the anxiety and channel it into an energetic presentation. 

 

Here are some ideas for ways to manage that “anxiety” and use it as productive 

energy: 

 

o Breathe: Big, deep belly breathes – three in a row. Slowly, with intention. 

 

o Exercise: Run, bike, take a brisk walk, or dance around your house or room. 

Burn that energy! 

 

o Relaxation Imagery: Imagine yourself at the ocean, quietly contemplating 

the breaking waves, or on a soft blanket in the center of a warm, maze colored 

field of wheat or beautiful flowers. 

 

o Positive visualization: Imagine yourself presenting your speech well. 

Imagine the audience nodding, smiling, and enjoying your presentation. 

Imagine their applause. Remember this when you are speaking. 

 

o Say nice things to yourself: Before, during and after your presentation, your 

self-talk will have a LOT to do with how you feel about your presentation, 

and your feelings on public speaking in general. Be honest with yourself—

and be fair and encouraging. 

 

o Muscular relaxation: Tense and relax muscles systematically from your toes 

to your head. Notice the difference in your body between the tightened 

(anxiety provoking) state and the relaxed one. See if you can make them relax 

even more than you think you can! 

 

o Practice, practice, practice!: The most important technique for dealing with 

public speaking anxiety is preparation and practice. It is infinitely easier to go 

up and speak when you are certain you have done everything you can to ensure 

an effective and engaging presentation. 
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TURN ANXIETY INTO USEFUL ENERGY (AND FEEL WAY LESS 

NERVOUS!)! 

 

o Practice your speech in the same room in which you will deliver the final 

speech: Knowing the “view” will help desensitize you to the situation. You 

will be less surprised by the new experience. 

 

o Take a moment to look at your audience before you begin speaking: If 

possible, get acquainted with the new view of your audience while they are 

still setting up for your speech. Whether this is possible or not, take a moment 

when you first stand for your presentation to just look at your audience and 

become acquainted with them visually. 

 

o Smile!: When you smile, others smile back at you. You will find this 

comforting. Smiling also makes you feel good, physiologically, which always 

helps! 

 

o Use eye contact: While presenting, speak to individuals in the audience. Stay 

with one person when you make a point, then move on to someone else for 

your next statement or point. This will make it feel more like a “conversation”. 

This is engaging to your audience as well. 

 

o Use your best style of speaking: It can be very useful to watch and learn from 

great expert speakers. In the end, however, your best presentation comes from 

within you and is of your natural style! Don’t try to emulate speakers who 

have styles different than yours. There are many ways to be a great speaker. 

 

Remember, your audience wants you to succeed! If you have prepared specific 

points, crafted illustrative and engaging examples, spent some time easing your 

anxiety, and, practiced, practiced, practiced -- there is no reason why you can’t and 

won’t deliver a great speech!! 

 

And have fun! If you do, it is very likely your audience will, too! 
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