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P icture this...
You’re sitting at a booth at a crowded, loud, chic, naturally-lit 
restaurant having lunch with a new business contact. The more 

you two converse, the less this person feels like a “new” contact. For 
that matter, this person doesn’t feel like a “contact” at all. It feels like 
you are hanging out and discussing business with a friend you have 
known for years. You find yourself leaning in, listening intently. The 
two of you synergistically play off each other’s last thought. 

You feel like kindred spirits; two people who get each other’s point of 
view in ways that most people don’t. It feels great to not have to explain 
yourself or water down your thoughts so they fit into a prefab box 
of what should or shouldn’t be said before you really know someone. 
You’re unsure exactly why, but you feel unusually comfortable with 

INTRODUCTION
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about sharing details that are off the record, but reflect your authentic 
thoughts and feelings. Your guard is down. Your trust is high. You feel 
like you have known this person your whole life.

You feel—connected.

Hopefully, you have experienced this magical feeling before. I have. 
And every time, it never ceases to amaze me how quickly two people 
can forge a connection that defies the amount of time they have known 
each other. I have discovered how powerful this connection can be. It is 
the foundation of every lasting personal and professional relationship.

Let me explain. 

We all know this to be fact: people do business with people they like 
and trust. They don’t do business with people they dislike or distrust. 
This fact suggests that having a connection with your counterpart 
is arguably the most vital element of every business transaction. 
Economic studies show that people will even choose to buy a more 
expensive product or service just because they like the person who sold 
it to them. Employees work harder for bosses they believe in. In both 
instances, it isn’t what you’re selling or the idea you are promoting that 
makes the difference, but how firmly you create rapport and build trust. 
This is the substance of customer loyalty and business profitability—
people choosing to do business with the people they like, trust, and to 
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whom they feel connected. Thus, those who are weak in this area can 
be technically better than their competition, but they will lose to them 
every time!
Being people-centric is not a new idea. But how we go about creating 
connections with people with new expectations and new attention spans 
in our new economy, requires an updated methodology that reflects how 
people think and act in this new iteration of “the real world.”
Case in point: Whether I’m on television talking into a camera with 
millions of people on the other end, or whether I’m standing on a platform 
before thousands delivering a presentation, my objective is the same as 
yours in your business meetings: connect, connect, connect. In order 
to survive, I had to develop a system to create a strong connection with 
people I’ve never even met before. In the case of my television audiences, 
it is even more challenging. I will likely never meet them face to face, but 
I still have to get them to believe in the person they’re watching or they 
will change the channel. My system for connecting with people quickly 
compels my audiences to trust me, buy into my ideas, and ultimately 
take action in their own best interest. This doesn’t happen by accident; it 
is all 100 percent authentic and 100 percent by design.
I created Presentation Power™ (the event that shares the name of this 
book) because I am on a mission. I want you to inspire, influence, 
and lead people in a manner that reflects your potential. I want you 
to have the respect you deserve. I have encountered countless people 
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burning passion, but need help articulating your message in a way that 
connects with people at their core. You want people to see what you 
see and feel what you feel. You want your words to deeply resonate 
when you speak. 
That’s why I’m here.
At Presentation Power™ I hand over to you my best tools and an easy-
to-use framework that you can implement immediately. You will see an 
instant shift in your personal confidence and the presence you create in 
a room. 
But Presentation Power™ is not just an event; it is a term that defines 
how you present yourself and your brand in the marketplace. Having 
Presentation Power™ signifies creating such a strong connection that 
you can influence people to believe in your vision and immediately 
move them to action.
This book is the first step in helping you elevate your level of 
Presentation Power. Expect to read, then re-read this book a few times. 
For best results, answer all the included questions. By highlighting 
specific passages you want to return to, this book will become your 
reference guide as you prepare for future presentations. 
Imagine how great you will feel when you realize you’ve finally achieved 
clarity about what to say and how to say it so people get it. 
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You will command respect. 
You will have a renewed sense of power to get people to buy into your 
ideas and your vision. 
You can do this. 
We can do this.
Connection Is Key!

www.GetPresentationPower.com
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You have booked a big presentation. Great! Now think about 
this: What is the purpose of your presentation? If the purpose 
of the meeting were only to disseminate information, why not 

just send out an email with a spreadsheet attached? 
As you prepare your message, keep this in mind: don’t just focus on 
the information; consider the overall experience. As a presenter, it is 
your job to deliver entertainment along with education. This is a very 
important mindset shift for you to make. You may not have the voice 
of a singer, the quick wit of a comedian, or the rhythm of a dancer, 
but you are still expected to be engaging if you are going to earn your 
audience’s undivided attention.
Your audience will evaluate you, not only on what you said, but how 
you made them feel when they heard it. And yes, evaluations do matter. 
If you have an audience of people raving about you, it is likely that 
you will be invited back or referred to others who will have you speak 
on bigger platforms. If you blow it, each evaluation form will serve as 
proof that you stunk that day. 
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focus on being relevant and providing right-now solutions for their 
right-now problems. You are virtually guaranteed to receive high 
evaluations if your presentation contains the following elements: 

 ▶ Say something they’re saying.
I know the word on the street is that this new software roll-out is 
going to take time to get used to and possibly cost some jobs. Well, I 
have some good news. My presentation today will help those of you 
who want to learn quickly and get ahead of the power curve. 

 ▶ Say something that they want to say but can’t.
Let’s just put it out there. There are a lot of unresolved issues in the 
room. Some of you don’t even want to be here right now. You believe 
this meeting is a waste of time. You don’t have to say it; I said it for 
you. You are the people I’m here to speak to. I’m going to make a bold 
promise. I will reveal to you four things that will make you glad you 
chose to show up today. Here we go…

 ▶ Say something that gets repeated all year long.
I want you to open the next staff meeting by having every person 
point at someone else and say: “You absolutely rock, and here’s why.” 
Do it for four consecutive meetings and the positive energy will be so 
high, it will become a part of every gathering you have.
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The key to lasting impact is to provide solutions that are relevant and 
immediately usable. Construct your message in a manner that positions 
you as an expert who can speak to specific insights like an insider. 
This means doing your homework, asking thoughtful questions, and 
carefully considering how your message will land on your audience. 
Investigate what their immediate goals and biggest fears are. What is 
being said in side conversations outside of the formal meetings? What 
matters most to them? Demonstrate how well you understand their 
concerns and can show them a better plan. When this is done correctly, 
your thorough preparation will wow them. They will appreciate you as 
one who goes above and beyond to add value to your audience. They 
will love you for it, and will happily refer you to their network. When 
you provide a superlative experience, there is no limit to how your 
skills can be used.

Be so good they can’t ignore you. 
—STEVE MARTIN





“I immediately implemented 
what I learned in one coaching 
call with Jonathan and won 

a HUGE consulting contract with a 
Fortune 100 company. I have tripled my 
business following Jonathan’s advice!”

Sonya Shelton
Executive Leader Consulting

Los Angeles, CA

AMAZING SUCCESS STORY

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.

www.GetPresentationPower.com
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A lways keep in mind the 5 P’s: Proper Planning Prevents Poor 
Performance. 
Long before you speak, walk through the meeting room 

and look at the stage from your audience’s point of view.  Look at 
the podium or platform from various vantage points throughout the 
room. Make notes of environmental challenges, such as pillars, bad 
acoustics, or clanging plates that can completely ruin your connection 
with your audience. 
Consider how you will have to adapt for physiological factors, such 
as fatigue if your presentation is late in the day. These factors will 
play a role in your ability to connect with your audience. You have to 
anticipate this and have a contingency plan for anything that arises. 
If you are not the opener, pay close attention to how the audience 
responds to the presenters before you. 
This will reveal to you: 

 ▶ Whether the audience will respond favorably to your style, and  
 ▶ Where your “hot spots” are in the audience. Look for the people who 

clap, laugh, or cry. These people are invaluable to you. They amplify 
the energy in the room. And more importantly, their feedback will 
boost your confidence. Let it carry you through your talk.
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T he presentation gods must have a sense of humor. And they 
enjoy making me the subject of their jokes. I get more than my 
share of “OMG moments” when presenting. I often encounter 

the moments that are either extremely funny or extremely adverse, but 
always something that makes me say, “Oh, I will be tweeting about 
this!” That notwithstanding, be it something unusually funny or 
unusually awful, my objective is still the same: get the job done.

You’ve got to rise above your circumstances and still do your best to 
deliver your best performance. Things will go wrong. Recover quickly. 
Mics go out, people fall asleep, cell phones ring, computers crash, 
programs run late, babies cry...suck it up! You’ve got to stay focused 
and show your brilliance for the entirety of your presentation. No 
excuses are accepted. You only get one shot at your audience. They 
won’t remember all that went wrong, but they will remember how 
you responded under pressure. Don’t let a disruption derail your 
momentum and your subsequent business goals. 

At Presentation Power™, I show you how to craft three versions of the 
same talk—high-tech, low-tech, and no-tech—so that you never get stuck 
if something goes wrong. For example, PowerPoint is a great tool, but it is 
one of many ways to illustrate your points. Lapel microphones are useful 
for amplifying your voice while keeping your hands free, but you have to 
learn to quickly switch and be just as smooth with a handheld microphone 
in case of a glitch. 
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suited up, energized, and ready to go. 
Unfortunately, my computer wasn’t. It inexplicably froze on a blank 
screen shortly after I began my talk. In my head, I cursed Apple 
Inc., apples, applesauce, apple juice, Adam’s apples, and Steve Jobs. 
Outwardly, I paused for a moment, and said, “Oh well. Let’s do this 
another way.” Because I had a backup plan, the entire presentation was 
not lost. Most importantly, I was not thrown out of whack, and my 
credibility remained intact. By the way, it turns out, the glitch was my 
fault anyhow.
Things don’t always go as expected. You can expect the unexpected to 
happen. I personally encounter this all the time. But with the right plan, 
you can overcome anything and still look like a star. For this reason, 
when I see you in person I will teach you specific techniques that train 
your mind to remain focused, navigate the conversation away from an 
awkward moment and eloquently redirect the attention to the main 
topic. Pros know how to play through pain.

“Trust your training.” 
—PETER VIDMAR



“Three days after Presentation 
Power™, I used the tips I 
learned and turned a one-

hour presentation into a stream of 
new patients!”

Dr. Shannon Connor
Costa Mesa, CA

AMAZING SUCCESS STORY

www.GetPresentationPower.com

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.





“Jonathan’s message energizes people to 
be proactive and maximize their role!”

Scott Vowels, PhD
Supplier Diversity Lead,

Apple
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Always, always, always confirm then reconfirm the time, date, 
and location in which you’ll be speaking. Do this at least two 
weeks prior to your engagement.

As soon as your engagement becomes official, get the number of the 
person you would call the day of the event in case of an emergency and 
make sure this person has your cell phone number. Make this a part of 
your standard operating procedure. The last thing you want is to have 
an emergency or any other hiccup, and realize you can’t recall where 
you put your host’s contact information. Put it in the notes section 
of the reminder program that you use to schedule your days (such 
as Outlook, iCal, or Google Calendar). Your alert should contain the 
time, venue, and emergency contact information.
You can be forgiven for virtually any mistake as long as you give people 
ample notice so they can facilitate a workaround. There have been 
times in which the meeting planner has switched me from the morning 
keynote to an afternoon keynote because my flight was delayed and 
I couldn’t arrive at the agreed upon time. Things happen. Providing 
advance notification when you think you may have an issue affords 
them extra time to save the day—and your reputation.

“The more you know,  
the less you worry.” 
— JONATHAN SPRINKLES
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I f something is out of the norm, begin your presentation by 
acknowledging the obvious. For example, if the room is empty, 
if the A/C isn’t working and people are uncomfortable, or if the 

program is running late, make a joke about it then move on! Show 
them that you are not just a presenter, but a real person just like they 
are. Let them know that you see what they see. However, show them 
that you don’t have to see it as they see it. 
For example, if the room were hot, I would open by saying, “Before I 
begin my presentation, let me be the first to publicly declare—it’s hot 
in here. I feel it too. Evidently, whoever is in charge thought it would 
be funny to change my role from today’s speaker to today’s rotisserie 
chicken.” To a mostly-empty room with rows of empty chairs, I would 
joke, “Hey I am honored to be before you in a...standing-room-only 
venue. I’m feelin’ the love people!” Be real with them. Be authentic, but 
always be positive about it. Your attitude about speaking in an empty 
room will influence their feelings about listening to you in an empty 
room.

“Get mad, then get over it.” 
—GENER AL C OLIN POWELL
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THEY WON’T 
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A new guru pops up every time we open our email, schlepping 
a “new and improved, never-been-seen-before” product or 
service. It is hard to know who to trust. 

Whether you know it or not, when you lead a conference call, webinar, 
business meeting, or live presentation, you are unconsciously lumped 
into that voluminous category of talking heads. Your audience won’t 
receive your information until they feel certain about your motives. 

Before you deliver your content, your first goal is to explain the 
circumstances behind your convictions.

At Presentation Power™, I teach a concept called “Bus Stops.” Literal 
bus stops are the places where the bus picks up passengers. In your 
presentation, Bus Stops are moments in your presentation in which 
you strategically disclose parts of your story to connect with your 
audience and reveal the circumstances behind your passion. This is 
the single-most important skill to develop if you want to quickly win 
over even the most skeptical audience. 

Begin your presentation by talking about yourself. But don’t brag, 
don’t tell a never-ending story, and don’t make it all about you. Your 
goal is to humanize yourself and illustrate the journey that produced 
your genuine affection for your topic. This is the single-most effective 
method to quickly display to your audience why you care about 
whether or not they care. Keep it short, simple, and purposeful.
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rapport. Each will work differently depending on your circumstances. 
It can sound like this: 

Before we get into the details of this discussion, I want you 
to know that, although we work in different departments, we 
clearly share the same passion for seeing this company move 
forward. At first, this project made me nervous. I’m a veteran 
to the company, and you know how things have been at times 
when we have teams come together for projects such as these. 
But as I thought about it more deeply, I realized this is a unique 
opportunity to do something special. Though we may have 
expertise in different areas, I am excited to see what happens 
when we put our diverse skill sets together. We can all agree that 
this can be fun if we work together. 

When done correctly, Bus Stops can create an instant connection 
between you and the group. Be with them. Get in their heads. Say what 
they’re thinking but won’t say out loud. Find ways to relate to them 
early on so they don’t just hear you, they feel you. Most importantly, 
they trust you. 

“Before you tell them what you think,  
tell them how you feel.” 

— JONATHAN SPRINKLES



“I used two tips the day after 
Presentation Power™ and got 
rebooked in the fall for an 

entire week! This is pure gold.”

Danny Brassell
“America’s Leading Reading Ambassador™”

Redondo Beach, CA

AMAZING SUCCESS STORY

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.

www.GetPresentationPower.com
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Don’t be mistaken; everyone is a salesperson. Whether you 
are selling a product, a service, or selling your point of 
view to others, you are in sales. Your business card may not 

suggest this, but all of our professional careers are dependent upon 
the capacity to influence people. Even if a monetary commission is 
not involved, your “payment” comes in the form of respect, trust, and 
career advancement.

Your approach to your presentation should reflect this intention. Many 
erroneously teach that there are two different types of presentations: 
informative and persuasive. Wrong! What’s the use of information that 
doesn’t elicit behavior change? Every time you speak, even during a 
conference call or staff meeting, your information should be connected 
to a “bigger thing” that you are building. Sell your brilliant ideas. Sell 
your brand. Sell a better future. Keep this in mind at all times. 

Be on purpose. 

You are your own competitive advantage. Behavioral science studies 
have concluded that the person selling the product or idea can be a 
bigger factor to the outcome than the product or idea itself. All else 
being equal, people select the person who reminds them of themselves. 
Your attitude can be the difference between compelling people or 
repelling people. So bring your A-game!

Be on time. Be enthusiastic. Be well-coiffed. Smile. Give compliments. 
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means—find something in common with the key players and decision 
makers, even if it is as simple as, “We all believe that our best days 
are ahead of us.” Make them see you as one of them. Make them see 
themselves in you. Make them feel good about trusting you. Make the 
decision to say “Yes” an easy one.

“Before you earn the right to sell them,  
prove that your idea will help them.” 

— JONATHAN SPRINKLES



“Jonathan Sprinkles helps you become 
the leader people like to follow.”

Donovan Casanave
Support Services Manager,

Shell Oil Company
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Diverse audiences can be intimidating. Your audiences may be 
made up of people who are much older than you are, younger, 
smarter, poorer, richer, or whose political views are on the 

polar opposite of yours. Or your audience could be (and likely will 
be) a mixture of all of the above. Don’t let this scare you. Whatever 
demographic your audience is comprised of, 100 percent of your 
audience will consist of human beings. Human beings understand 
love. If you speak from an authentic, sincere place, you will be fine. 
In order to achieve the connection that increases your Presentation 
Power, people don’t require that you agree with them; they require that 
you care about them. If you are authentic, it will show. If you only view 
them as a means to an end, it will show. 

Face your differences head on; don’t run from them. Don’t prejudge 
your audience. Don’t assume the worst before you give yourself (and 
them) a chance to create a fantastic expereience together. Regardless of 
the demographic, there exists a point of connection with the audience. 
Find it. 

Most of my audiences don’t look like me. And I’m okay with that. There 
have been times in which I was the instructor, yet I was the youngest 
person in the room by 20 years. There have been times in which I was 
hired to train a group, yet I was the only person in the room who didn’t 
have a doctorate.  I have spoken for audiences where I had to admit 
that I had no clue what they did for a living because their job titles 
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difficult to identify our connection points, but I faced our differences 
head-on and made them a non-issue.  I addressed the elephant in the 
room (“What does this outsider know about us and how qualified is 
he?”). I said, “I may not know everything about solving your (industry 
name) problems, but what I DO know is people. I will show you how 
to motivate the people of (industry name) to rally around you so we 
can all achieve our goals together.”
In every presentation, focus on your areas of common ground.
Being “different” than your audience is only as awkward as you allow 
it to be.

“I can see myself in all things and all people 
around me.” 

—SANSKRIT PHR ASE



“Jonathan’s systems create visible, 
sustainable changes within your 
organization!”

Brian Tippens, JD
Chief Diversity Officer,

HP
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L aughter is a powerful tool. Humorous speakers are seen as 
more versatile. They can be used for any audience, or for any 
occasion. And this is part of the reason why they are often paid 

more. Even if you don’t consider yourself to be funny per se, you’ve got 
to add a few chuckles to your presentation. 
Jerry Seinfeld earned hundreds of millions of dollars from 
observational humor. He made himself a household name by poking 
fun at things we all see in our day-to-day lives. Every event provides 
tons of great material: the conference theme, the long lines at check-in, 
conversations overheard in the restroom, the taxi drivers, or the view 
(or lack thereof) from your hotel room. Here’s the best part: the same 
five or six funny things happen at every event! You don’t have to create 
new material. Just find a few winning jokes and you are set.
Here are five surefire places to find guaranteed laughs:
1. Memes – Pay attention to what gets forwarded to you. Keep a file 

of them to use in your presentations.
2. Google Images – Search for “funny pictures” and save the ones 

that are universally funny (and clean). Make your search more 
specific by modifying the search terms like “funny animal pictures” 
or “funny baby pictures.”

3. Joke books – The classic joke book will never go out of style. One 
book can contain hundreds or even thousands of ready-to-use, 
professionally crafted one-liners.
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through hours of commercials before you discover usable material. 
Many stand-up comedians and sketch comedy troupes put their 
content directly on YouTube. Click, laugh, laugh, write, repeat.

5. Morning Radio – The AM drive is unique in that radio stations 
hire the most energetic, opinionated, quick-witted personalities 
specifically for that time. Glean from their comedic chops. Listen 
and observe how they draw you in with their topics of the day. 
They will give you great starting points for jokes that you can adapt 
for your presentations. You will sound like a comedian without 
actually being one.

“The more they laugh, the more you sell.” 
—L ARRY WINGET



You deserve a treat. Because you have taken the initiative to read this book, you 
and your organization will receive special pricing to attend Presentation Power™. 

ATTENTION: CLAIM YOUR SEAT FOR PRESENTATION POWER™!

Register Now At 
www.GetPresentationPower.com

Let us create a VIP experience for you  
and your clients and organization!

 9 Exclusive seating
 9 Meal packages
 9 One-on-one time with Jonathan Sprinkles

You will receive BUY 1 – GET  
1 FREE tuition. That's 50% off 
the normal investment!

GROUP DISCOUNTS  &  
VIP PACKAGES AVAILABLE

Inquire about our VIP Experience packages that will make you look 
like a GENIUS! Call 832.429.5161 for all the details.

Enter Discount Code: PPBOOK
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A good presentation is like a good movie: lots of highs, a few 
lows, something to think about, and something to talk 
about afterward. A common mistake I observe often as I 

coach people at Presentation Power™ is that people incorrectly label 
themselves as having a “serious topic.” And they treat the presentation 
as such. The entire talk is dry, emotionless, and difficult to listen to. 
Loosen up. Financial planning doesn’t have to be boring. Healthcare 
issues don’t have to be entirely serious. Most presenters on your 
topic will be stereotypical of what you can expect from that industry. 
Analytical topics tend to feature analytical speakers, who take a dry, 
emotionless, analytical approach to the topic. Your audience will thank 
you for not being one of these people. Add some unexpected highs and 
lows. Throw them for a loop. Take them on a roller coaster ride. As you 
prepare for your next meeting, consider the following questions to add 
texture and meaning to your presentation:

Describe an exciting experience you had while preparing your material.
.........................................................................................................................
.........................................................................................................................
.........................................................................................................................
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suffice).
.........................................................................................................................
.........................................................................................................................
.........................................................................................................................

Describe one rewarding or fulfilling experience that made you glad 
you chose this career.
.........................................................................................................................
.........................................................................................................................
.........................................................................................................................

How did you get introduced to this field?
.........................................................................................................................
.........................................................................................................................
.........................................................................................................................
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In what way would you like to change or improve your industry?
.........................................................................................................................
.........................................................................................................................
.........................................................................................................................

Start with these questions and transform your “boring” talk into one 
that has passion, zeal, inspiration, and a unique point of view. It’s in 
you. Turn “bore and snore” into “we want more.”

“Being polished will get their attention, but 
being relevant will earn their respect.”

— JONATHAN SPRINKLES
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POINTS ARE 
POWERFUL, BUT 
CONNECTION  
IS KEY
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From the first minute of the first day of Presentation Power™, 
I change your thinking about communicating a message that 
resonates with the listener. Most teachers in this subject will 

tell you, “It’s not about what you say, it’s about what they hear.” This 
sounds nice, but is incomplete at best. A person with Presentation 
Power understands that it isn’t about what they hear, it’s about what 
they remember and can repeat to others.

George Markowsky, a professor at the University of Maine, Orono 
writes, “The human body sends 11 million bits of information per 
second to the brain for processing (via your five senses), yet the 
conscious mind seems to only be able to process 50 bits per second.” 
Thus, your words have 11 million competitors—for 50 open slots. 
While your listener may hear you, what good have you done if the 
listener cannot remember what you said? You don’t advance your 
position at all. If you don’t fight through the noisy channels, you have 
essentially wasted your time.

This is among the first topics we discuss on Day 1 at Presentation 
Power™— how to win this battle. The curriculum doesn’t just teach 
how to deliver your information; it teaches you how to make people 
remember your information. You learn how to make it stick! Only 
then will your listeners be able to refer you to do business with others 
and give them a detailed account of what they learned from you. If all 
they can say about you is, “He or she is…uh…really good,” that adds 
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craft your message so that it connects with the audience emotionally 
and is easy to remember, the referral conversation has exponentially 
more value. It will create the all-important buzz needed to create a new 
business opportunity. 
Keep this in mind: facts don’t move people to action. People are moved 
by emotions. If you want them to do something, you have to make them 
feel something. In order to achieve this, consider the three learning 
styles to be the three pathways inside your listeners’ emotional vault.
Linda Wong, in her book Essential Study Skills, explains how to 
engage each of the three primary learning styles: visual, auditory, 
and kinesthetic.

VISUAL Learners/Buyers

 ▶ Use visual objects such as graphs, charts, pictures, and  
seeing information

 ▶ Tend to remember things that are written down
 ▶ Learn better in presentations by watching them
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To connect With VISUAL Learners/Buyers

 ▶ Turn notes into pictures, charts, or maps
 ▶ Make mind and concept maps instead of outlines
 ▶ Color code parts of new concepts in your notes

AUDITORY Learners/Buyers

 ▶ Retain information through hearing and speaking
 ▶ Often prefer to receive instructions verbally 
 ▶ Are very attuned to audible signals such as changes in tone

To connect With AUDITORY Learners/Buyers

 ▶ Emphasize key points by asking the audience to repeat after you
 ▶ Allow the group to discuss their takeaways in small groups
 ▶ Utilize snippets of music or sound bites in your presentation

KINESTHETIC Learners/Buyers

 ▶ Learn best utilizing hands-on curriculum
 ▶ Prefer to demonstrate than verbally explain
 ▶ Excel in group dynamics more than traditional note taking
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 ▶ Do activities 
 ▶ Tell the audience to “point to the picture” in your slide that best 

illustrates your point
 ▶ Ask for volunteers to assist you (even if you can do it yourself) 

This sounds like a lot, doesn’t it? It can be overwhelming at first. Don’t 
get caught up in the details; just remember that you must be inclusive 
in your teaching style. Consider that all three learning/buying styles 
exist in every audience, and these people all have equal value to you. 
You don’t have to do everything, but you can do something to stimulate 
people in each of the three categories. Take a moment and decide on 
one thing you will do for each style of learner. They will thank you for 
it. Your new outcomes will affirm that connection is key.

“Our chief want in life is somebody who shall 
make us do what we can.” 

—R ALPH WALD O EMERSON



“My personal confidence 
about speaking and clarity 
in which I communicate my 

vision are now sky-high! I tried many 
things before Jonathan, but finally— 
I GET IT!”

Yahya Mansour, DDS
Fort Worth, TX

AMAZING SUCCESS STORY

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.

www.GetPresentationPower.com
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The difference between a bad crowd and a good crowd is one 
thing: your perception of them. With the right skill set, you can 
turn a disengaged crowd into one that is on the edge of their 

seats. A skilled speaker can convert even the worst audience. Take this 
as a personal challenge. Build resources from which you pull to enable 
you to flip the script when necessary. 
For example, knowing the perfect time to solicit audience volunteers 
early in your talk is the best way to convert a dry audience. Even if they 
don’t resonate with your message, they will still enjoy watching their 
buddies on stage. Audience participation moments are like magic—
they work instantly to hold people at heightened attention.
Every presenter occasionally encounters an unexpected scenario that 
initially feels like the first sign of a sinking ship. Don’t lose your cool. Be 
willing to scrap your old plan and move forward in another direction. 
In that moment, just listen to the still, small voice within. It is always 
right. Refuse to go home defeated. Don’t give up. Do what it takes to 
get the job done.

“When one door closes, another opens; but 
we often look so long and so regretfully at 
the closed door that we do not see the one 
which has opened for us.” 

—ALEX ANDER GR AHAM BELL
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WORK IN  
THE DARK 
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YouTube has ushered in the era of the insta-famous celebrity. 
A person can be a mailroom clerk on Monday, and on “Good 
Morning America” by Friday after their funny video goes viral 

and garners four million views. In the race to attract more eyeballs, 
we have substituted substance, character-building, and in some cases, 
actual talent, for 10 seconds of fleeting fame. 
This is a recipe for disaster. Essence Magazine editor-at-large and 
fashion industry icon Mikki Taylor (of whom I remain in awe) once 
said in a private meeting, “Many people celebrate those who are deemed 
an overnight success. I don’t. There is something that the process of 
struggle, failure, and picking yourself up brings you that cannot be 
bypassed. When people arrive overnight, they don’t arrive right.”
I am a fan of self-confidence. I fully endorse self-promotion. However, 
I will never condone get-rich-quick schemes. I believe in producing 
so much value to your followers that they promote you more than you 
could ever promote yourself. When you serve people with the right 
intention and help them solve significant problems, they become 
compelled to tell others about you. This is “the work” of building your 
brand. This must be done long before you arrive in the spotlight. This 
is the journey that defines you and refines who you become along your 
pathway to the top.
When it is your time, arrive right. Arrive ready.
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When you hear the phrase “sell yourself ” it may conjure 
up images of “that guy” or “that girl” at the event who 
bounces from person to person, talking exclusively about 

how awesome they are and why they are the smartest person in the 
room. And they creep everyone out. Don’t be that person.
Selling yourself the right way is a more sophisticated process. If you 
do it well, it can be done in only a few words. Entrepreneur and 
crowdfunding guru Clay Herbert says business people must learn to 
pitch themselves in (approximately) six words. 
If you were to meet Clay on the street, he would tell you, “I help 
entrepreneurs fund their dreams.” Direct marketing expert Brian 
Kurtz would tell you, “I help entrepreneurs tell their story.” 
Caroline, a graphic designer, says, “I help soulful creatives build 
vibrant, authentic brands.”
What is your six-word sentence? 
.........................................................................................................................
.........................................................................................................................

Mine, “I sell confidence.”

“If you can’t explain it simply, you don’t 
understand it well enough.” 

—  ALBERT EINSTEIN





“Working with Jonathan 
has created rapid growth in 
my career. In a short time I 

am more confident and comfortable 
presenting. He has helped me find my 
strengths and use them to my advantage. 
I just had the BEST MONTH EVER in 
my practice.”

Edwin Rodriguez, DMS
Mayaguez, Puerto Rico

AMAZING SUCCESS STORY

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.

www.GetPresentationPower.com
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1.
2.

I t happens. Sometimes it happens more often than we care to 
admit. Everyone who has achieved a level of success or notoriety 
in his career has gone through a rough patch that feels equally 

as unsuccessful. It is a virtual rite of passage. If (and only if) you 
make it through the unfulfilled, unrewarding, “I can’t take this much 
longer” phases early on, you earn the right to graduate to the lucrative 
opportunities that come when you shine on stage. 
Bad presentations are a weed-out course. They separate those who 
are merely interested in improving their skills from those who are 
committed to achieving high levels of Presentation Power.  The way 
that you prove yourself is how you respond after you fail. A less-than-
favorable experience can be mortifying because it can happen in front 
of peers, superiors, or important contacts. Public speaking is unique in 
that you can’t fail in private. If it happens, you are left with two options: 

 Choose to give up, or 

 Choose to get better. 

In the big scheme of things, getting your rear end kicked can have 
more value than talks that go well. Adversity toughens you. It builds 
you up by making you reassess everything that fell short in front of the 
audience. When you fail, that walk back to your car is loooong and 
slooooow. But this is where you develop your best ideas for the future. 
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makeshift equipment will cause you to crush it when you stand before 
a larger audience with better technology. You will be unstoppable.
At Presentation Power™, I teach you how to fail forward. I even help 
you fail, if necessary. I create high-pressure moments that force you to 
think on your feet. In doing so, I have watched people develop before 
my eyes in a short period of time. People who were terrified on Day 
1 beam with confidence by Day 3. As I always say, “Pressure makes 
diamonds.” If you stay at it and let me guide you through the process, 
soon you will shine.

“Anything worth being good at is worth 
being bad at until you eventually learn how 
to be good.” 

— JONATHAN SPRINKLES  



Saam Zarrabi, DDS
Fort Worth, TX

AMAZING SUCCESS STORY

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.

“Presentation Power™ was 
one of the best choices I’ve 
made. I have gone from being 

an introvert, afraid to speak in public, 
to having total confidence. I am now 
getting break-through results with my 
patients, my staff, and even doing TV 
appearances!”

www.GetPresentationPower.com
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Be grateful that someone has taken the time to tell you what they 
think or how they feel. You must learn how to take all evaluations 
in stride. The flattering ones probably aren’t fully accurate, nor 

are the criticisms. Get your ego out of the way. Put your pride to the side. 
I acknowledge, this is difficult because you pour so much of yourself 
into a presentation. Because of this, it is easy to internalize people’s 
evaluations of your presentation. You feel as though people are judging 
you, not just your work. However, this is a mistake. If you allow yourself 
to get caught up in your feelings, you will miss the lesson that they are 
teaching you. You can’t fix what you don’t know exists. But once you 
know, you then have an opportunity to improve it. 
In many cases, the process involved in collecting evaluations is flawed at 
best. Here’s how it goes: the audience sits through an entire presentation, 
then gets a piece of paper shoved in front of their faces. The audience 
is then coerced by the moderator to fill it out completely before they 
exit the room. Sometimes there is a prize involved; sometimes it is 
the host’s means of taking attendance. In either case, 90 percent of the 
audience really doesn't want to spend too much time on it. They circle 
all fives (“Excellent”) or all ones (“Poor”) and scurry to the next session 
so they can grab a good seat. There is rarely an emphasis on the quality 
of the feedback, only that the form is filled out completely. Therefore, 
the likelihood of receiving accurate, detailed feedback is slim. You will 
receive the biggest compliments and the harshest criticism, but hardly 
any detailed critiques that are helpful for next time. 
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keynote speaker Larry Winget posits, “To construct means to build; 
to criticize means to tear down.” The two cannot happen in unison. 
The same is true for the phrase “negative feedback.” Feedback can 
neither be negative nor positive. It just is. There is nothing “negative” 
about a person expressing what they didn’t enjoy, especially if you use 
it as motivation to improve. You may not like hearing some of the 
comments, but that doesn’t make them negative. Conversely, you may 
feel validated by the opinions of some, but that doesn't make them 
positive. What you call “bad” feedback or “good” feedback is labeled 
according to how much it hurt your feelings to read it. This is key. It is 
a sign of low self-esteem when someone has an inability to objectively 
receive evaluations without defending, self-justifying, or discrediting 
the source. One harsh review should not be able to ruin your day. 
Otherwise, you will never receive the full value that comes from the 
evaluation. 
This is one of the many areas in which having a good coach or mentor 
has high value. The average audience member will miss more than they 
catch. However, a trained eye can guide you through the evaluation 
process more intelligently and help you realize elements that are 
oblivious to most. This is why top athletes and entertainers hire top 
gurus to take them to the next level and keep them there. Twitter and 
Facebook won’t help you here.
I have a tool that has helped me receive feedback that is actually useful.  
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I created a simple evaluation form that has an uncommon structure 
so people have to think versus mindlessly answer mundane questions. 
My evaluation form is short and to the point. It looks like this:

Which concept(s) discussed had the highest value to you?
 ...............................................................................................................

 ...............................................................................................................

Why?
 ...............................................................................................................

 ...............................................................................................................

Were there any concepts that weren’t explained well or weren’t 
useful?
 ...............................................................................................................

 ...............................................................................................................
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 .........................................................................................................

 .........................................................................................................

How?
 .........................................................................................................

 .........................................................................................................

Asking questions such as these will guide the participants’ minds 
through the sequence of taking your information and integrating it into 
their lives. The best part about this is, when they use your information 
and get results, it drives future referrals and sales. Asking the right 
questions produces the right results.

“There is no such thing as ‘negative feedback.’ 
Be grateful that they told you about the 
issue. And now you can fix it.” 

— JONATHAN SPRINKLES  



“The information gleaned at this seminar 
is without a doubt the most useful I have 
ever received at any seminar, training, 
even in formal education. There will be 
evidence of the return on the investment.”

Presentation Power™ Attendee Survey
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L et’s be honest. We all love to hear the sound of a crowd 
passionately applauding our efforts. Nobody gets tired of 
watching the chairs push back, one by one, as people stand to 

their feet, clapping loudly and showing you love. It never gets old. 
But you quickly learn that there’s more to it than the applause. There 
have been times when the crowd roared like we were at a rock concert. 
But at the book signing afterward, that enthusiastic crowd only wanted 
to shake my hand and take selfies—not buy books. As good as it felt in 
the moment, I realized afterward that I couldn’t go to the bank the next 
day and deposit a picture of the standing ovation. The applause and 
pictures felt good to my ego, but did nothing for my business goals.
Stay focused on the main reason for being there. Keep your attention 
exclusively on delivering amazing content, serving the people, and 
advancing your big-picture goals. 

ACTION ITEM: After you have set up your room for your 
presentation, go to a quiet place, grab a piece of paper and a 
pen, and write: 

MY GOALS FOR BEING HERE:

1. .....................................................................................................................
2. .....................................................................................................................
3. .....................................................................................................................
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Motivational speaker Zig Ziglar was the first to popularize 
the phrase “paralysis of analysis,” which describes how we 
get stuck in the mode of thinking about what we are going 

to do so long we never end up doing it. This is most common among 
highly analytical thinkers. The benefit of left-brain thinkers is that they 
think things through so thoroughly, they are rarely wrong. However, 
the consequence is that it often takes so much time to process and 
analyze every detail that by the time they are ready to take action, the 
opportunity has expired.  
Entrepreneur Linda Ravenhill once said, “Opportunities of a lifetime 
must be seized in the lifetime of the opportunities.” Said differently, take 
action! Getting it right isn’t always the goal; getting it out there always 
is. You can accomplish more by launching and adjusting than you will 
by planning and preparing, but never taking action. Let experience be 
its own teacher. Hindsight is more valuable than foresight. In addition, 
if you have the right mentor in place, you won’t make as many mistakes. 
You can borrow from their mistakes to prevent making as many of 
your own.
High-level success is not linear. It is not “A, then B, then C.” It is more 
like “B, Q and P at the same time, and if I still have life in me, I’ll get to 
X and W.” It is organized confusion. It is ugly. It is beautiful. Strategy 
has value, but implementation—fast implementation—is king.
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W hen an idea comes, don’t question it. Ask yourself, How 
can I make this work for me right now?
The longer you wait, the less power an idea has for you. 

Like food that is fresh out of the oven, ideas have only so long before 
they get “cold” and cease to move you emotionally. Ideas require 
energy. Without excitement, they get lost in the vast sea of thoughts 
you have on a daily basis. This has happened to everyone.
To avoid missing out on any high-potential ideas, I instruct Presentation 
Power™ attendees to bring (at least) two different colors of pens; one 
for writing and another strictly for action items. And here’s why: as 
you flip through your notes, your eyes will focus on the sections that 
require immediate action. Highlighters also help, or designating a 
specific page in your notebook exclusively for your implementation 
strategy. 
It can look something like this: 

Idea  Action Item(s) Due Date

Once again, the question is not, “Can it work?” That’s the wrong 
beginning premise. Ask, “How can I make this work for me—right 
now?” Changing the question changes the answer. It changes the results 
you get, and changes how quickly you reap the reward of your action.





“WOW! Jonathan showed me a new way 
to communicate my vision so people get 
it…the first time!”

Phala Mire
President, Southern Region  

Minority Supplier District Council
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If you’re not where you want to be, why aren’t you being taught by 
someone who is?
Albert Einstein, one of the most noted intellects in history said, 

“The significant problems we face cannot be solved at the same level 
of thinking we were at when we created them.” While he was widely 
regarded as a genius, even he understood the value of the proverbial 
sharpening of your saw.
There are five words that spell doom for many people in business: I’ll 
figure it out myself. This is not to say that leaders and achievers should 
not spend time brainstorming new solutions. However, the time and 
energy spent “figuring it out” could be better utilized by tapping into 
someone who already has. 
You can’t do it and fix it yourself. The mindset that messed up the 
problem can’t be used to clean it up. Next-level success requires next-
level thinking. It requires ideas that you don’t have…or else you’d 
already be at the next level. This is not an admission of defeat; it is a 
sign of intelligence to know when it is time to invest in learning from 
someone who has answers. As “The Referral Coach” Bill Cates points 
out, “Asking for help is a sign of high self-esteem.” It is an indicator of 
having what Dr. Carol Dweck of Stanford University calls a “growth 
mindset,” which compels a person to keep advancing their position, 
regardless of the size of the obstacle. For every point of confusion, 
there is someone who can get you unstuck.
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who are more successful than I am. Coaches and mentors helped me 
start my business. Coaches and mentors help me grow my business. 
I took to heart what legendary business speaker Jim Rohn said many 
years ago, “You are the statistical average of the people you surround 
yourself with.” Early in my career, I struggled to find people who were 
operating their businesses at a high level. Then, it dawned on me that 
high-level people were all hanging out with each other in high-dollar 
mastermind groups and coaching programs. I learned that smart 
business people pay for exclusivity so they can build relationships with 
people on their level. Instantly, I caught the message: you have to invest 
in your success.
The thing that the people I know who are making millions annually 
all have in common is that every year they invest a minimum of five-
figures in coaching, mentorship, and mastermind groups. Some invest 
even more in their “tuition.” Conversely, the lower-level performers 
spend their time inefficiently “figuring it out” themselves or with 
others who are on the same level. Meanwhile, the high-achievers 
are networking, helping each other become more prosperous.  
 
Decide today whether you want to be in the inner circle, where the 
biggest opportunities abound, or the outer circle, where people work 
hard for minimal return. Invest in your success.



“I am a ‘Corp-preneur.’ I have 
a full-time job at a Fortune 
500 company and a business 

of my own. It was hard to figure out 
where to place my limited time and 
energy. Jonathan’s system has given me 
so much focus and clarity about my 
brand. I’m getting better results than 
ever before. Thanks, Jonathan!”

Miara Shaw
Founder, Maven Business Academy

Houston, TX

AMAZING SUCCESS STORY

Disclaimer: Results not typical. Most people don't get jack because they don't do jack.

www.GetPresentationPower.com
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In sales, the three elements most discussed in a transaction are:

1. Cost – The amount of money the manufacturer paid to produce  
              the goods.

2. Price – The amount of money the purchaser invests to obtain  
              the goods.

3. Value – The return on investment realized by the purchaser.

For example, a pair of shoes may cost $3 to manufacture, but is sold 
for a price of $300 in retail stores. Because of the value associated with 
the premium shoe brand, the consumer deems it a worthy investment.

This is Business 101. But the concept that rarely gets discussed is the 
fourth, and arguably most important element: Opportunity Cost. 
Opportunity Cost, in layman’s terms, is the price you pay for taking 
too long to make the right decision. 

Case in point, a Presentation Power™ alumna recently pulled me 
aside during a break and said, “Jonathan, I can’t believe how behind 
I am now. I attended a year ago for the first time along with those 
two gentlemen (pointing to two of my clients who had enrolled in my 
mentorship program). Now look at them! They have grown so much. 
They have solid personal brands, they have websites, and they’ve 
already made huge gains in their careers.” I looked at her and said two 
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did. She chose to venture out on her own. They invested in my help. 
They skyrocketed. She didn’t. 
Until you decide to forgo your excuses or concerns about lack of 
preparation, you will be stuck in a never-ending cycle of “getting ready.” 
When people ask me how I know when it’s time to take a leap of faith, 
I always respond in the same way, “If you’re asking the question—this 
is what ready feels like!” You’ll never feel 100-percent ready. If you do, 
chances are, you were ready six months ago. 
Wanting to change doesn’t bring about change. Deciding to change 
doesn’t bring about change. Taking action toward change brings about 
change.
Done is better than perfect. You’re either going to pay the price of 
discipline or pay the price of regret. The money you invest can be earned 
back. The opportunity cost, however, may be much more because you 
lost out on what you could have had if you hadn’t wimped out.
Whatever the investment level is, the price of indecision is always 
much higher.

“Fear will make you hesitate; hesitation 
makes the fear come true.” 

—UNKNOWN







ABOUT JONATHAN SPRINKLES

Jonathan Sprinkles, “Your Connection Coach,” is a television 
personality, an author of 10 books, and a multiple-award winning 
keynote speaker. He has dedicated his 15 years of media and 

professional speaking experience to training corporations and 
organizations like yours to connect with their customers to increase 
productivity and profits.
Jonathan’s advice has been featured in:

Jonathan is the founder of Presentation 
Power™. Since 2007, Presentation Power™ 
has been the go-to event for hundreds  
of business influencers to learn how  
to lead, build trust and get buy-in to  
their ideas. Presentation Power™  
is a four-day experience that gives  
you the skills you need to achieve  
the next level in your business 
presentations, personal brand,  
sales, and leadership.

www.GetPresentationPower.com





WHO ELSE WANTS THEIR ORGANIZATION 
RECONNECTED, RECOMMITED & READY TO WIN!?

Jonathan Sprinkles’ down-to-earth style teaches capacity 
building to leaders  who want the system for moving past the 
stop-and-start cycle, building trust and motivating their team to 
achieve their potential.

HOW TO USE JONATHAN SPRINKLES

KEYNOTE ADDRESS
Productivity, teamwork, personal branding, value proposition

LEADERSHIP DEVELOPMENT
Inspiring performance, shifting culture, communicating your vision

WEBINAR SERIES
Either of the above topics can be taught online for additional impact

FROM THE MEDIA TO YOUR STAGE
Jonathan’s work has been featured on ABC, CNN, and Fox News as 
well as well as national media outlets such as USA Today and Forbes.  
Jonathan “sprinkles” elements of wisdom and humor to create an 
environment that delivers results. 

In his presentations, Jonathan provides the “wow” that audience 
members want and the substance that event planners and corporate 
leaders value. He has been voted National Speaker of the Year, 
Marketer of the Year, and Mentor of the Year.

DATES ARE LIMITED. REQUEST JONATHAN SPRINKLES FOR 
YOUR NEXT MEETING TODAY!  WWW.JSPRINKLES.COM

1

2

3

“Jonathan Sprinkles has a 
message that gets results. 
He can take you and your 

organization from where you 
are to where you want to be.” 

–Jack Canfield
Co-Creator, Chicken Soup for the Soul® 

Author, The Success Principles™




