
	

	

 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



	

 

Magic on Stage & Online  
An Expert’s Guide to Eliminate Boredom and Elevate 
Audience Engagement 
 
Karen McGregor 
 
One top worry of most speakers is that their audience isn’t going to 
listen to them, isn’t going to be engaged, isn’t going to like the content 
and therefore isn’t going to take action to make a change or buy their 
life transforming product, program or service. There are 3 Ways to 
completely prevent boredom from happening and actually have 
your audience on the edge of their seats. These are: Effective 
Positioning, Effective use of PowerPoint and Cultivating  
Magnetic Presence. 
 
Let’s begin with Positioning: The 7 key Elements of Positioning that 
will have audiences compelled to listen to every word you say are: 
 
1.  Position the Problem 
 
When you are working on your talk and you don’t have a clear 
problem, you really don’t have a clear talk because if your audience 
can’t identify with the challenge you propose and can’t see that their 
friends might have that challenge, they won’t buy from you and can’t 
refer you. People are only there at your talk to get from Point A to 
Point B, so a clear problem is critical. 
 
2. Position the Story  
 
You want to be able to share with people where you were, where you 
are going and what led you to come out of the struggles that you did. 
The people sitting in your audience most likely have those struggles 
already and are trying to work through them and you’re an inspiration 
by showing them at least a few steps of how you got through that 
struggle to get to the other side. So positioning your story is extremely 
important to get engagement.  
 



	

 

3. Position the Results 
 
It’s critical to do this because the one reason that people are actually 
at your talk in the first place is because they’re looking for results, 
right? They’re looking for results; they’re looking for some kind of 
transformation. So if you don’t position your results that you help 
people get and also the results that you got yourself, then you’re 
missing out on a huge opportunity for your new clients to say YES to 
you! So think about how you’re going to word the positioning of those 
results and what type of results you want to position in the form of a 
story versus a testimonial.  
 

“Karen has brought me back to the 
real me for the first time since my 
traumatic, near-death accident. That 
result is priceless! Karen's program 
has been life changing, and in only two 
months my life has been transformed, 
where I can now empower others on 
stage. I have learned more in Karen's 
program than I have in my entire 
Bachelor of Business Degree.” 
 

- Paul Henczel, BBA, Motivational Speaker & Author 
 
4.  Position your Expertise 
 

Start to develop your connections with 
people who have influence in your 
community because when you do that,  
 
 
 

not only are you helping your 
business to grow and to have that 
greater impact, but also think about 
the person sitting in your audience. 
If they know, or have heard of the 
person that you are connected to, 



	

 

it’s much more likely that that they’re going to trust 
you and that they’re going to put their faith in you.  

 
These are a few of many world-
renowned speakers I’ve had the 
privilege of sharing the stage with. 
 
(Marci Schimoff, Deepak Chopra, 
Brendon Burchard and Dr. Denis 
Waitley)  

 
 
 
5. Position your Content 
 
Many people in the last decade are moving more towards providing 
tons of value.  Begin by giving much more than most experts out 
there. There’s different ways that you can position yourself other than 
being someone who has really great, no fluff offerings; however your 
first step is always to provide massive value so they can see that you 
are here to stay and that you are truly the expert you claim to be. 
 
6. Position Your Offer 

 
Understand what challenges 
people have as you begin to craft 
your offer, understand clearly 
what outcome they want, and 
identify the resistances that they 
may have to buying what you 
have to offer.  
 
If you can structure your offer to 
have components or products that 

directly solve their challenges and dissolve their resistances, then you 
have achieved your goal of engagement as well as audience buyers.  
 
 
 



	

 

7. Position Your Guarantee and the Commitment 
 
Commitment first, guarantee second. You need to show your 
audience how committed you are in terms of helping them get to the 
other side, making it easy, taking the short cut instead of painfully 
going round and round in circles. You’re going to help them get there 
faster and easier and more effectively than if they didn’t have you 
helping them. That positioning is so powerful that when you get to the 
guarantee they’ve decided to work with you or buy your program or 
product as they clearly see your commitment to their results. 
 
The Second Key to Eliminating Audience 
Boredom and Elevating Engagement is… 
PowerPoint Power 
 
Do you feel that you have PowerPoint power or PowerPoint poverty? 
Because there’s a big difference between the two. One is really 
feeling that every image, everything that you put up on a slide, is 
really designed to elevate engagement; to get people to say YES to 
your programs/products/services, create laughter, create emotion, 
that kind of thing. Most people, I would suggest, are more on the 
poverty side than the power side because they have not taken 
enough time out for effective development of this critical component… 
and they quite frankly don’t know what to actually do to have a 
results-based PowerPoint talk.  
 
Here’s a few critical steps from my PowerPoint Toolkit to implement 
right away: 
 
1. Use more images and less words in EVERY 
slide.  

 
 Only use a few words to help 
establish the meaning of the 
image or the reference to the 
image. Choose images that don’t 
need words to get the point 



	

 

across. The biggest mistake the vast majority of speakers are making 
today is that they use their slides as a crutch to replace their own 
authority, diminishing the value of themselves as experts who the 
audience can really follow and trust and ultimately buy from!  
 
2. Identify and articulate clear outcomes before you 
choose the image. Decide on what you want your audience to learn or 
experience for each segment of your talk before you look for the 
images and the photos. Otherwise, you will waste loads of time 
wondering which images to use or buy and you will likely buy images 
you will never use. 
 
3. Minimize distractions for your audience (typical 

when speakers have PowerPoint poverty.)  
 
Example: don’t use too many different colors. 
Avoid excessive moving parts or segments. 
Avoid sound effects or too many videos which 
take the power off the presenter and onto the 
video. Don’t use slides and video to 
compensate for lack of skill as a presenter. 
 
 

4. Balance easy to find “information” images, that 
the left brained, logical 
part of us enjoys, with the 
heart connection images 
our right brained, spontaneous, 
feeling part of us responds to. When 
you have images that people can 
resonate with, not only from their 
heads, but with their hearts, you will 
begin to have much more audience 
engagement. 
 
 

 



	

 

5. Personal Photos increase your likability factor.  
People really tend to like and trust 
you when you show them images 
of your more personal side, 
perhaps photos with your family, 
pets, photos of you connecting with 
your tribe and making a difference 
in the world. Remember that 
people respond first to you as a 
person more than anything else. 
Don’t leave yourself out of your 
slides!  

 
The Third Key to Eliminating Audience Boredom 
and Elevating Engagement is… Powerful Presence 
 
Many speakers really don’t understand the true power they embody 
when they have complete presence and so they work on many 
different types of skill sets, but during the work on those skill sets, 
they completely miss out on being fully present with the audience. 
When I think about presence, I think about people like Steve Jobs, 
Wayne Dyer, Byron Katie, Oprah. I also include myself in this group of 
luminaries, as one of the most frequent comments I receive from 
audiences and students alike is: 
 
 “Wow, you are so YOU on stage. You are so incredibly present.” 
 

Presence is often hard to define 
but everyone knows it when 
they see it because they FEEL 
it. Certainly for me when I work 
with speakers all around the 
world, the core aspect is about 
being grounded; fully grounded 
in who you are, fully grounded 
in your body, you’re not 
somewhere else, you’re fully 

there with whoever it is that you happen to be communicating with. 
You are fully transparent in terms of your energy; there’s not this 



	

 

hiding of who you are, authentically who you are. There’s no 
suppressed feelings; it’s really fully you showing up as you in that 
moment.  
 

When I work with a 
speaker on their 
presence, if they’re not 
grounded in their body, if 
they’re not aware of their 
body, showing no 
intentional movements, 
no purpose behind their 
actions, no purpose 
behind how they’re 
sharing the message, 
how they’re moving or 
not moving, it’s generally 

a sign that they’re not present to the audience and are usually in self 
protection mode. Learn to be fully present so that the audience sees 
and feels congruency between the powerful message and how that 
message is being delivered. 
 
To illustrate what presence is, it’s important to explore the common 
mistakes that unveil the absence of presence. The three biggest 
mistakes that prevent people from being present are: perfection, 
performance and perception. 
 
 
Mistake 1: Perfection 
 
If your aim is to be perfect and you have perfectionist tendencies that 
will show up in your speaking as a lack of presence. You will be trying 
to get every word right, you’re going to try to speak at the audience 
instead of with them because you’re more interested in being perfect 
than in connecting. I often say to my students, “Worry less about 
perfection and more about connection! If you’re going to worry 
anyway, you’ve got to worry about the right things!” So, you really 
want to be connected to the audience and the way to do that is to let 
go of your perfection. Let go of having to be perfect. You do have to 



	

 

rehearse, you do have to have the right structure, but if your aiming 
for perfection, it will always be elusive because you’re not present to 
the audience. 
 
Mistake 2: Performance 
 
Performance sounds positive doesn’t 
it? How could it be a mistake? Once I 
had someone in my audience 
approach me after a talk and say, 
“Wow! That was a really great 
performance!” And I said “I don’t 
perform, I connect with people.” And 
there’s a big difference. Performance is 
singing, performance is acting, if you 
are truly a great speaker, you’re not performing unless of course 
you’re entertaining or you’re telling a story that involves lots of 
performance qualities, but the overall message and the reason that 
you’re there is not to perform.  
 
What happens for most speakers is that they think they have to take 
on a roll. So if you look at the caveman, the business man, the super 
man, whatever roll you decide has to be your roll on stage, the minute 
that you pick something that represents what you think is, again, the 
perfect speaker, then you begin to try to perform that role instead of 
allowing yourself to trust that your authentic nature, your grounded 
presence, your message is actually what they want and what the 
audience craves! 
 
Mistake 3: Perception 
 
This mistake is about your often faulty future projection or present 
perception of being judged. The reality is that most of your audience 
is not judging you. They want you to do well, they’re hoping that you 
will genuinely connect with them heart to heart. They’re not hoping 
that you screw up, they’re not trying to point out what you’re doing 
wrong.  
 



	

 

In fact, a lot of studies show that it’s only 10% of a typical audience 
that will have that feeling of judgment, that will be more focused on 
the negative aspects that come out of a speaker’s delivery or design 
of the talk. So, in fact, 90% of your audience is really rooting for you 
and they want you to succeed! And, of that 90%, maybe some of 
them are in their own world, they’re not present, but you have to 
remember, that’s nothing to do with you most of the time and it’s 
everything to do with them.  
 
You don’t want to look for opportunities to judge yourself, we do that 
too often as speakers. Have compassion for your audience and for 
yourself as you remember that all is not what your mind perceives it to 
be. 
 
If you avoid these mistakes, practice the 3 keys to an engaged 
audience as outlined here, commit yourself to a system and you will 
be well on your way to being an engaging speaker who literally has 
people on the edge of their seats waiting to sign up for your offering, 
refer you to another event host and talk about you to their friends.  
 
But it first starts with your commitment to invest in yourself! Go	to	
www.incomeaccelerationsummit.com	to	get	yourself	enrolled	
for	FREE	with	a	$197	refundable	deposit.	Do	it	now	as	there	is	
just	a	short	time	left	before	the	doors	close	to	the	opportunity	
to	register	and	receive	your	eight	hundred	dollars	in	bonus	
registration	gifts	that	will	elevate	your	speaking	career	and	
business!	
 
To Your Success,  Karen McGregor 


