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Moliére, 42

Monotone, 124–125

Morris, Desmond, 113

Movement, nonverbal

communication through, 113–115

Murder boarding, 175–176, 193–194

Murphy, Joseph G., 143

Muscle memory, 75

Myerson, Abraham, 202

N

Nass, Clifford, 122

Navarro, Joe, 107

Nervousness: cognitive, 84–85; fast

pace indicating, 127, 129; gestures

indicating (pacifiers), 106

Nichols, Ralph G., 141, 153

Nicholson, Jack, 135

Nixon, Richard, 91, 92, 112

Noise, external vs. internal, 144

Nonverbal communication, 91–118;

convergence with verbal

communication, 24–25, 97–98;

defined, 93; emotions transmitted

by, 95; importance of, 91–94;

improving listening skills by

using, 152; observing, by audience,

179–180; through eye contact,

107–109; through facial

expressions, 109–111; through

gestures, 111–113; through

movement and spatiality, 113–118;

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



Index 251

through posture, 102–107. See also

Body language

Nonverbal transitions, 57

O

Obama, Barack, 3, 53, 55, 129, 131

Objectives: choosing, for stories,

36–37; defined, 15, 16, 17;

identifying, 17–18; importance of

pairing intentions and, 15–17; in

marked-up scripts, 26, 27; in

Pinnacle Matrix, 4; in statement of

purpose, 21–24; super-objectives,

18

O’Connor, Joseph, 73

Okri, Ben, 33

Olivier, Lawrence, 81

O’Neal, Shaquille, 129

Open-ended questions, 209

Openings: for impromptu speech,

165; master introductions, 60–62;

for presentations, 59–62

Operatives, 135–136

Organization, of material, 50

Osborn, Richard, 6

O’Toole, Peter, 81

Outliers (Gladwell), 74

Over-preparation, 78–79

P

Pace, 126–133; defined, 126; exercise

to reveal, 130; how to slow down,

127–128, 129–130; ideal, 128–129,

227n13; of impromptu speech, 164;

pauses and, 129–130, 132–133;

verbal viruses and, 131

Pacifiers, 106

Paralanguage, 121–123

Parking lot, 192–193

Passive communicators, 204

Pathos, 201, 202

Pattern interrupts, 180

Paulson, Hank, 175

Pauses: before impromptu speech,

164; slowing pace with, 129–130;

types of, 132–133. See also Breaks

Pearson, Judy, 149

Pease, Allan, 93, 103

Pease, Barbara, 93

Penn, Arthur, 91–92

Performance: every communication

as, 8–9; in Pinnacle Matrix, 4; as

reason for ineffective

communication, 10, 14

Performance-Based Communication,

5–9

Personal stamp, 102

Persuasion: Aristotle’s rhetorical

triangle on means of, 201–202;

assertiveness needed for, 195, 198;

communication as essential to,

199–200; directed at senior

leaders, 210–211; gaining

commitment as step in, 207–210;

intention in, 198–199; likeability

and, 200

Physiological pauses, 132

Picasso, Pablo, 83

Pie-in-the-face stories, 44–45

Pinnacle Matrix, 4

Pinnacle Method: engagement as

responsibility of speaker as tenet

of, 2, 12; objective and intention as

basis of, 15; origin of, 9–11

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



252 Index

Pinnacle Performance Company,

9–11, 242

Pitch, 124–125

Pittman, Bob, 177

Plutarch, 82

Pollack, Sydney, 177

Positioning statements, 168–171

Posture, 102–107

Powell, Colin, 217

PowerPoint slides: rule of six for, 65;

using ‘‘b’’ key with, 187

Preparation, 71–79; amount of time

spent on, 73–74; for answering

‘‘What do you do?’’ question,

166–171; to combat stage fright,

80; contingency plans as part of,

77–78; for difficult questions from

audience, 175–176; importance of,

71–73; murder boarding as, for

difficult questions from audience,

193–194; myth of excessive, 78–79;

overview of, 74–76; phases of,

76–77; in Pinnacle Matrix, 4; by

practicing out loud, 155

Presentation of Self in Everyday Life,

The (Goffman), 5

Presentations: closing of, 65–66; core

theme of, 53–54; example of

well-crafted, 48–50; hero and

villain for, 52–53; limit on length

of, 187; main body of, 62–65;

marking up, 26, 27; opening of,

59–62; overview of composing,

50–51; primacy-recency effect and,

54–55; rule of three for, 55–56; to

senior leaders, 210–211;

structuring, 57–58; transitions in,

56–57; writing vs. preparing, 57;

written vs. spoken, 51, 63

Primacy, 54, 179

Proactive communication, 160

Proxemics, 115

Psychological pauses, 132, 133

Q

Quade, Mike, 213

Questions: answering ‘‘What do you

do?’’ 166–171; murder board to

prepare for, 175–176, 193–194;

open-ended vs. close-ended, 209;

techniques for handling, 188–193;

as trial close, 209–210; when

delivering bad news, 217; when

delivering feedback, 215

Quintilian, 136

R

Ragged Edge of Silence, The (Francis),

139

Reactive communication, 161

Read-through, 76

Reagan, Ronald, 3, 5–6, 200, 202

Recall. See Retention

Recency, 54

Reiner, Estelle, 136

Relevancy tree, 192–193

Remembering. See Retention

Repetition, 56, 155, 190–191

Resolution, in stories, 38, 39

Resonation, 120, 122

Respect for Acting (Hagen), 21, 81

Retention: listening and, 153–156;

‘‘magical number seven’’ rule of,

64–65; primacy-recency effect

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



Index 253

and, 54, 179; serial position effect

and, 54; stories as increasing, 29, 33

Rework (Fried), 173

Rhetoric (Aristotle), 8, 200

Rhetorical tools/techniques:

bridging, 189; callbacks, 69;

checkbacks, 188–189; hooks, 57,

59–60, 61–62, 65, 66; to increase

assertiveness, 206–207;

metaphors, 69–70; repetition, 56,

155; sandwich technique, 215–216;

signposts, 67; similes, 69–70;

spotlights, 67–68; teasers, 68–69;

for transitions, 57; tricolons, 55

Rhetorical triangle, Aristotle’s,

201–202

Rich, Michael, 177

Richardson, Ralph, 176

Rising action, 38, 39

Rituals, to combat stage fright, 89

Robbins, Tony, 3

Rock, Chris, 75

Rogers, Carl R., 146

Roosevelt, Franklin Delano, 164

Rule of three, 55–56

S

Sanders, Tim, 118

Sandwich technique, 215–216

Sarnoff, Dorothy, 174

Satyrus, 7, 14

Schermerhorn, John, 6

Schwartz, Tony, 177

Schwarzenegger, Arnold, 134

Seinfeld, Jerry, 72

Seinfeld: Much Ado About Nothing

(Levine), 72

Selective listening, 150

Selling. See Persuasion

Selye, Hans, 83

Senior leaders, persuasion directed

at, 210–211

Serial position effect, 54

7%–38%–55% rule, 97

Shaikh, Mujib, 212–213

Shakespeare, William, 70, 71, 131, 133,

164, 174

Shaw, George Bernard, 139

Siegel, Dan, 20

SIER hierarchy of active listening,

147–148

Signposts, 67, 124

Similes, 69–70

Simmons, Annette, 208

Smiling, 110–111, 212–213

Smith, Tommie, 112

Snap judgments. See First

impressions

So What? (Magnacca), 169

Soft palate, 134, 135, 137

Sondheim, Stephen, 51

Sorkin, Andrew Ross, 175

Spatiality, 113–116

Speakers. See Communicators

Speech anxiety, 79–90; preparation

as method to combat, 80;

prevalence of, 81–84; reasons for,

80; symptoms of, 79–80;

techniques to combat, 84–90

Speeches. See Impromptu speaking;

Presentations

Spotlights, 67–68, 127

Stage fright. See Speech anxiety

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



254 Index

Stanislavski, Constantin: on

articulation, 133; beats as defined

by, 26; on congruence, 98; on

connection between speaker and

audience, 117; on defining

objective, 17–18; effective

communication described by, 203;

on feedback, 211; on gestures, 113;

on individuality and

communication, 207; on

nonverbal communication,

179–180; on pauses, 132–133; on

preparation, 79; on speech

anxiety, 81; on spontaneity, 185; on

tension in body, 104

Statute of six, 65

Staying in the moment: to combat

stage fright, 90; to keep audience’s

attention, 185

Steel, Robert, 175–176

Steil, Lyman, 147

Stein, Ben, 124

Stewart, Jon, 181

Stewart, Rod, 81

Stone-face syndrome, 109

Stories: defined, 32; example of power

of, 30–32; formula for structuring,

37–40; humor in, 42–43;

identifying objective and intention

for, 36–37; remembering

increased with, 29, 33; surprise in,

40–41; types of, 44–45

Story Factor, The (Simmons), 208

Story maps, 38–40

Storytelling, 29–45; exercises on, 37,

39–40, 43–44; improving skill in,

43–45; as learnable skill, 29; power

of, 32–35; reasons for effectiveness

of, 35–36. See also Stories

Stratyner, Harris, 84

Streisand, Barbara, 81

Stuart, Mel, 40

Stumble-through, 77

Subtext, 121

Summary statements, 167–168

Super-objectives, 18

Surprise, in stories, 40–41

Svatmarama, 86

Sympathetic listening, 150

T

Talking Funny, 75

Teasers, 68–69

Technology: as barrier to effective

listening, 143–145; distractions by,

173–174, 176–177, 186–187

Tell to Win (Guber), 19

Theme, core, 53–54

Thomas, Kenneth W., 181, 182

Thompson, Emma, 142

Thornton, Billy Bob, 124

Time: for breaks, 186–187; going

beyond scheduled, 187; relevancy

tree for managing, 192–193;

required for preparation, 73–74;

spent daily on listening, 142

Toff, Benjamin, 199

Too Big to Fail (Sorkin), 175

Torso tell, 106–107

Transitions, 56–57

Trial closes, 209–210

Tricolons, 55

Twain, Mark, 160

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



Index 255

U

Up in the Air, 89

Upspeak, 126

Upton, Caitlin, 162–163

V

Venter, Craig, 161

Verbal communication: importance

of congruence of, 24–25, 97–98;

information transmitted by, 95.

See also Voice

Verbal viruses, 131

Villains, in presentations, 52–53

Vocal communication. See Voice

Vocal dynamics, 120, 123

Vocal variety, 120

Voice, 119–137; articulation of,

133–135; congruence of, 24–25,

97–98; defined, 120; importance

of, 119–120; inflection of, 126;

nonverbal qualities of

(paralanguage), 121–123; for

operatives, 135–136; pace of,

126–133, 227n13; pitch of,

124–125; power of, 120–121;

protecting, 136–137; volume of,

123–124

Volkonski, S. M., 79

Volume, 123–124

W

Waitley, Denis, 173

Ware, Eugene, 90

Warm-up exercises: for articulators,

135, 137; to combat stage fright,

87–88; for voice shortly before

presentation, 137

Water: to combat stage fright, 88; to

protect voice, 136

Watson, Kittie, 147

Welch, Jack, 3

Wesch, Michael, 96

West, Mae, 98

‘‘What do you do?’’ question, 166–171

What Every BODY Is Saying

(Navarro), 107

White, Valerie, 107

Whitman, Meg, 3

Wilde, Oscar, 201

Wilder, Gene, 40–41

Williams, Mariah, 94–95

Winfrey, Oprah, 3, 7

Winston, Sally, 82

Wolvin, Andrew, 95–96

Writing Tools (Clark), 55

Y

You Say More Than You Think

(Driver), 207

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om


