
When, after a presentation, someone asks an audience member: “What was 
the talk about?” they are going to answer with a short reply. In their own 
words. Every time.

In particular, there’s no way an audience member will reply with a 30 minute 
verbatim copy of what we said. We’ve had our chance during the talk. But 
once we’re finished, the audience is in control. Whatever they pass along, we 
must live with it.

In a way, that’s good news as it forces us to focus. Because if we don’t fo-
cus, our audience will happily do it for us. It’s much better to stay in control 
and focus our story on a concise message that people can and will pass 
along. Because only when we do, can we craft our talk such that that’s go-
ing to work.

Remember, audiences are ruthless. If we don’t provide them with a clear and 
concise message they will just craft their own.
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Audiences are ruthless



In 1948, Henri Nannen founded the Stern magazine and led it to become  
Europe’s largest magazine. Before anyone was allowed to write an article 
for the magazine, they needed to clearly state what message people should 
pass along after reading that article.

Nannen called this the “kitchen shout” of the article and he explained it with 
the following story:

“Grandpa Hans bought the new Stern at the newsstand. As usual, he sits 
down in his armchair and begins to read. Shortly afterwards, he shouts into 
the kitchen, where Grandma Erna is preparing lunch: ‘Erna, they’ve raised 
taxes again.’”

It’s the one message that sticks after reading the article. It’s the one sen-
tence that’s so powerful that people will want to pass it along. It’s also short 
and it’s always in the reader’s language.

Every presentation has a kitchen shout, too. The thing is: If you don’t decide, 
your audience will. So what’s yours?
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How to make Europe’s 
bestelling magazine

This is my pass-along message:

Hint: If it doesn’t fit, it’s too long!



If our story isn’t relevant, it doesn’t matter how beautiful our slides are, how 
elaborate our body language is, or how eloquent our wording is.

If our audience can’t relate to us, then it doesn’t matter whether it’s a story 
it doesn’t relate to, a beautiful design, or eloquent words.

If, on the other hand, we manage to make it highly relevant, our audience is 
willing to tolerate quite some frustration.

That’s why – if in doubt – I’d always work on relevance before I begin work-
ing on the show. I’d always work on substance before I begin working on the 
delivery.

Copywriting legend John Caples put it this way:

“If I had a year to create an ad, I’d spend 11 months working on the appeal, 
and a month – or even a week — on writing the ad. In other words, what you 
say in your copy is much more important than how you say it.”
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If in doubt, focus on relevance



A presentation can be brilliantly argued, beautifully designed, masterfully 
delivered …

… and still fail because it lacks a compelling answer to one simple question: 
“So what?”

Audiences look for an answer to this simple question every time and if they 
don’t find one, they will sooner or later tune out. Without a compelling an-
swer to the question of relevance, any effort you put into other aspects 
might be a waste of time.

So, why should they care? Why them? Why now?

The more compelling the answers to these questions are, and the earlier you 
provide them, the more likely it is that you can make change happen.
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So what?

What change are you trying to make?

Before the presentation, my audience believes: After the presentation, my audience believes:



A speech is one person talking to a crowd. Right?

Yet, an interesting shift happens when you switch your thinking from 
“crowd” to “people”.

When working with leaders on their communication this is one of the most 
profound differences that boosts their comfort level in public settings.

Try it. What would you say if you didn’t speak to a crowd but to just a few 
people. Or even just one person? A specific one? Jennifer?

Most people speak differently to crowds than they do to people. They skip 
the superficial part, the abstract language, the generic examples, and the 
egocentric “look how awesome we are” pieces.

And skipping that makes them use language and gestures that feel much 
more true to themselves. Suddenly, it’s them talking, not the marketing de-
partment. It’s a person speaking to another person, not a company speaking 
to a “target group”.

Here’s one simple step towards this: When preparing your next speech,
imagine one specific person in the audience. What’s her name? Why is she 
granting you the time? Where is she coming from? And then imagine how 
you speak to just her.
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Talking to a crowd of one



The default mode for presenting is this: “I’m going to tell you everything I 
know and when I’m done, you are going to be convinced.”

Of course, we all know how that usually turns out. The thing is that 
“everything” is often quite a lot. It’s overwhelming not only for your 
audience but also for yourself because it’s hard to find the clarity to speak 
about “everything”. 

A much easier and much more effective way of approaching a presentation 
is this: “Don’t tell me everything but tell me only one thing and make it the 
most interesting thing.”

Make it the thing that makes your audience curious, that’s most surprising 
or most exciting for them. When you do this and when it really matters, i.e. 
when they really care about that thing, then they will want you to tell them 
more. If it’s exciting they will even beg you to tell them more.

And of course you do. But not by telling them everything but by telling them 
the next thing that’s so interesting that they will want you to tell them more. 
And then you do it again and again and again. You drag them down a rabbit 
hole, drag them ever deeper and make them curious. You lead them up to 
the point where you’ve actually convinced them.

So, when preparing your next presentation don’t tell me everything. Tell me 
only one thing and make it the one thing that makes me want you to tell me 
more. It’s so much easier to prepare. It makes it so much easier to find the 
clarity to structure your presentation. And it’s so much more interesting to 
listen to.
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Tell me only one thing

What’s the most important thing your audience needs to see?



Lack of focus and clarity is the no. 1 reason 
why people don’t resonate with a story.

My coaching helps you to focus your message 
to what matters most to your customers and 
to communicate it with clarity. 
 
Create messages that resonate
so strongly that it leads to change 
and make the impact you’re looking for!

Get week-daily inspiration on the art of communicating: 
https://LeadersLightThePath.com

Listen to the “Leaders Light The Path“ podcast, two minutes, twice per week:
https://michaelgerharz.com/podcast
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