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CHARISMA for PUBLIC SPEAKERS 
 
 
The real power of charismatic Public Speakers does not 
lie in their ability to change the way we think.  Nor does it 
rest on their words, on the quality of their arguments or on 
the logic of the case they put forward.  Charismatic Public 
Speakers are able to change the way we feel, that is what 
gives them the leverage.  Their power lies in their ability to 
appear ‘likeable’ and dependable, smiling and sure, to 
establish easy rapport with us and to win us emotionally.   
 
As Jay A Conger says, no effort to persuade can succeed 
without emotion. 
 
People are attracted to others who exude certain 
characteristics.  Hope1, Optimism2, Energy3, Positive ‘can 
do’4, Conviction5, Commitment6 and Passion7 all attract. 
 
Reading across the many 
in-depth surveys of the 
attributes people seek in 
leaders, especially in our 
political leaders, it began 
to scream out at me that 
the No 1 trait constantly 
mentioned was emotional 
stability.   
 
It seems people need to know that, if all hell breaks loose, 
their leader will remain calm and thinking, not become 
rattled, excited or loose perspective, … or go missing! 
 
In contrast, speakers and work colleagues pay a high and 
permanent price for angry outbursts or uncontrolled rants 
or, indeed, excessively combative attacks.  Regardless of 
the merits of the arguments of the case, people will be 
pushed away not won by emotional instability. 
 

We know first impressions endure, the ‘cloth is cut’ in 
the ‘first second cell’.  So, to prepare for this, choose 

the ‘in control’ ‘cool’ ‘calm’ “you” that you want to make 
this presentation.  Think back to the last ten most vivid 
instances of this “you” and lock in.  Let the rest follow 
naturally … the words and the non-verbals, including body 
language, gestures, voice intonation, voice projection, etc. 
. 

Secondly, it has 
become increasingly 
clear that, in order 
for me to like you, I 
need to see that you 
are like me.  So, as 
you get to know 
your Audience, max 
out on all areas of 
common ground.   

For example, to map out areas of common ground, a 
Local Government executive, who is to address a 

group of teachers, could begin with: “We are all public 
servants here.  Because of our work, we know what life is 
like in our local communities, …”   
 
When trust is high, communication is most effective and 
virtually effortless.  Therefore, in addition to mapping out 
the areas of common ground, reassure your Audience by 
re-affirming the grounds of your credibility and by creating 
a mutually beneficial shared frame for your proposals. 
 

Before outlining your proposal, list several certain 
universal truths to get them nodding in agreement.  

This re-affirms rapport, “we are all alike, we think alike, we 
value the same 
things”.  It can also 
re-affirm your own 
credibility and their 
‘buy in’.  It can be so 
hard for an Audience 
to stop nodding, … 
they lock in! 
 

To achieve that 
charisma in your 

speech, you really 
have to connect at 
an emotional level. 
 
As we said, no effort to persuade can succeed without 
emotion.  Whilst we do not feel our way to thinking 
differently, we can think our way to feeling differently … 
we change our emotions through thinking.   
 
Therefore, to connect on the right emotional level with an 
Audience, ask questions that elicit those emotions … 
paint your pictures, colour them in with the accompanying 
feelings, use vivid language, descriptive emotive words, 

make arguments come alive, 
ask about typical scenarios … 
this is how I felt, how do you 
think you would have felt, how 
do you think you would feel? 
 
Finally, do remember that any 
Audience is likely to be left 
stone cold by a ‘speech from 
the dock’ from someone 
aspiring to be the next great 
roman orator.   

 
Instead, Public Speakers are at their very best, when they 
have a happy easy reassurance about themselves and 
when they then engage in a conversational relationship 
with us … they come across just like the boy or girl next 
door, just like you or me, just chatting over a coffee, ...  
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FIVE EXTRA STEPS 
 

1. Choose the “you”;  
2. Recall ten events; 
3. Lock in;  
4. Max out on any 

common ground; 
5. Elicit emotions with  

pictures, feelings. 

 

In order for me to 
like you as a 
Speaker, I need to 
feel that you are 
like me … So, 
max out on any 
common ground ! 


