
Presentation ROI 
Generate Money, Support, and Reputation 

with your Heroic Voice. 

Heroic Voice Academy 

An Introduction 



Our Heroic Voice Philosophy 
Use your heroic voice to design the future 

Develop a Heroic Mindset 

Communicate consistently with clarity, 
confidence and composure. 

Compose a Heroic Message 

Teach your audiences about your Values, 
Vision and Vows. 

Speak Your Heroic Voice  

Guide your audience to learn about, care 
about, and connect to your message. 

Practice with Heroic Devotion 

Create trust by demonstrating your level of 
intention, commitment, and excellence. 

© 2018 Heroic Voice Academy LLC.  All rights reserved. 



Introduction 

The Heroic Voice of Leaders 
Always prepared for every high stakes 
speaking opportunity  

Today’s C-level executives, high potential employees, and 
company leaders carry the responsibility of delivering 
presentations in high stakes situations that generate business 
assets.  These situations include investor conversations, 
conference keynotes, and media interviews.   

Each situation brings an opportunity to generate more money 
in the form of investment funds or sales revenue.  There are 
opportunities to generate more support from world class 
talent, advisors, business partners, sponsors, and policy 
makers.  Finally, every presentation gives a leader the 
opportunity to elevate trust and company reputation. 

The importance of public speaking has never been higher.  
Today’s executives are devoting time to develop professional 
speaking skills to maximize the money, support, and positive 
reputation available from every presentation. 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Success is when preparation meets opportunity.



Presentation ROI 
Convert Presentations into Business Assets 

Many executives do not recognize that presentations are 
business generators.  They fail to consistently convert their 
high stakes speaking opportunities into the business assets of 
money, support, and positive reputation. 

Presentation ROI 

These elements are what we call “Presentation ROI”.  They 
are the categories that organizations can use to tangibly 
measure the impact of each presentation. 

Money 
The first business asset that an executive can generate is the 
most obvious one.  Revenue can come from major clients.  
Funding can come from investors or major donors. 

Support 
There will also be those in your audience who are able to lend 
support to your organization.  They include world class talent 
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who want to join your team, sponsors and business partners 
willing to collaborate with you, and policy makers who can 
focus the community’s attention to your product or service. 

Reputation 
Executives will be invited to give conference keynotes and 
presentations, which can elevate trust and awareness for their 
organizations.  Participating in media interviews and industry 
panels gives you high leverage opportunities to elevate trust 
and company reputation. 

Business Development Mindset 
Executive presenters must bring a business development 
mindset to every presentation.  They design presentations 
tailored to their audiences and deliver presentations focused 
on generating ROI. 

Sources of ROI 

ROI Audience
Money Major Clients, Investors, Donors
Support World Class Talent, Sponsors and  

Business Partners, Policy Makers
Reputation Conference Attendees, Journalists,  

Industry Analysts, Online Community
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Exercise - Define your Presentation ROI 

Who is your audience? 

What is the desired ROI for your presentations? 

How will this ROI contribute to the growth of your 
organization? 
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Chapter 1 

Philosophy 
The Philosophy of a Heroic Voice Presenter 
 

These are our four agreements: 

☑Develop a Heroic Mindset 

☑Share a Heroic Message 

☑Speak your Heroic Voice 

☑Practice with Heroic Devotion 

Heroic Voice Philosophy 

Develop a Heroic Mindset 
The purpose of a Heroic Mindset is to elevate your thinking.  
It allows you to speak with clarity, confidence, and 
composure.  When you speak with clarity, your messages and 
vision are crystal clear.  When you speak with confidence, you 
are able to effectively lead and take a stand for what you 
believe.  When you speak with composure, you are able to 
perform in the face of adversity. 
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Share a Heroic Message 
The purpose of a Heroic Message is to elevate the world.  
These messages build trust and rapport with your audience 
because they contain your values, vision, and vows.  They 
answer the key questions: What do you care about?  Where 
are you going?  How can I count on you? 

Speak your Heroic Voice 
The purpose of speaking your Heroic Voice is to elevate 
others.  All of your presentations are delivered with precision, 
emotion, and connection.  Presentations that are delivered 
with precision create a learning experience.  Presentations 
that are delivered with emotion create a caring experience.  
And when both of these happen, you create a connection with 
the audience and they are enthusiastic about taking action. 

Practice with Heroic Devotion 
The purpose of practice is to elevate your presentation skills.  
The elements of consistent practice are intention, 
commitment, and excellence.  Because of the enormous ROI 
available from each presentation, time must be dedicated 
towards developing world class presentation skills. 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“Professional athletes devote time for the gym.  
Professional musicians devote time for the studio.  
Professional speakers devote time for practice.”



Chapter 2 

Heroic Mindset 
8 Principles of World Class Presenters 

World class presenters are very intentional with what and 
how they communicate.  They create an atmosphere of trust 
and are able to unite perspectives.  Here are 8 principles that 
will help guide what you say and how to say it.  

The 8 Principles 

Feedback 
There is no failure, only feedback.  Incorporating feedback 
from mentors, peers, and your audience are the keys to the 
consistent generation of presentation ROI.  Our feedback 
framework allows you to lock in best practices, eliminate 
inefficiencies, and access creative expression. 
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Rapport 
Resistance from an audience is a sign of lack of rapport.  
There are no resistant audiences, only inflexible 
communicators.  Whenever audience interest and attention 
dissipates, the presenter’s first priority is to re-engage the 
audience and re-establish rapport. 

Response 
The meaning of communication is the response you get.  
Choosing the right words and sentences is only the first step.  
Delivering them well is the second step.  The final step is 
ensuring that your audience receives them positively. 

Ecology 
Great presentations are written to ignite a change that 
produces a change that is ecological.   The change must be 
good for all the parties involved, producing a world that 
works for everyone.  This includes the speaker, the audience, 
and the global community.  Quite often, these changes 
represent a return to the core values of society. 

Worldview 
Respect the other person’s model of the world.  Meet the 
audience where they are.  One of Stephen Covey’s 7 habits is 
“Seek first to understand, then to be understood.”  A 
professional presenter invests significant time to understand 
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the audience.  Their information comes from audience 
research and audience interaction during presentations. 

Map 
The map is not the territory.  The words we use are not the 
event or item they represent.  One word can mean something 
completely different for each member of your audience.  
When bringing your audience into new territories of 
knowledge, teach to all learning styles, establish common 
vocabulary, and verify comprehension regularly. 

Flexibility 
The person with the most behavioral flexibility will control 
the presentation room.  Great presenters can deliver  
flawlessly during rehearsals, but no amount of rehearsals can 
completely prepare for an interaction with a live audience.  
Behavioral flexibility includes humor, improv, confidence, 
and composure. 

Choice 
All presentations are designed to increase choice.  When 
designing a presentation to spark change, be sure to leave the 
audience with the choice to change.  Resistance comes when 
the audience is left with no choice.  Agreement comes when 
the audience resonates with the values and vision being 
presented and chooses to change. 
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Chapter 3 

Heroic Message 
Building presentations from the ground up 

We build a presentation with the same strategy we would use 
when building a house.  We build from the ground up: 

Build a solid foundation 
Share the three elements that define who you are: your 
values, vision and vows.  These elements will serve to support 
all of your high stakes speaking opportunities. 

Answer the right questions 
Compose a set of five presentations that answer the most 
important questions your audiences will have for you.  The 
specific questions determine which presentation to use. 

Make a heroic invitation 
At the conclusion of every presentation, you will make a 
heroic invitation to the audience to support your vision. 
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Build a Solid 
Foundation

+ +
Answer the 

Right Questions
Make a Heroic 

Invitation



Exercise: Build a Solid Foundation 
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What values are important to you?

Draw a picture of your vision for the future.

Values

Vision



 

                               The Message Blueprint™ 
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How do you define “ALL-IN”?

Vows



Chapter 4 

Message Portfolio 
5 Presentations that create ROI 

The Message Portfolio contains 5 presentations that you can 
use for any high stakes speaking opportunity. 

The Message Portfolio 

We recommend building your message portfolio in this order: 
Narration, Interview, Solution, Education, Possibility. 

Narration: Presenting a story or case study 
Stories and case studies are one of the most effective ways to 
engage and teach the audience.  It makes static information 
come alive in the minds of the listener.  It connects your 
values, vision, and vows with the hearts of your audience. 
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 Solution 
   Possibility 
   Interview 
Narration 
 Education



Interview: Presenting yourself 
Your values, vision, and vows are the foundational elements 
that define who you are.  Be sure to share these elements first 
so that it establishes a level of trust and credibility that 
encourages the audience to be receptive to what you do.  

Solution: Presenting a product or service 
A product or service is a route to creating a specific version of 
the future.  This future includes an elevation of values 
important to the listener.  Combine the efficacy of the 
solution with your personal vows to gain audience support. 

Education: Presenting a method or strategy 
The key to educating an audience is making it relevant to 
them.  When the audience agrees that your method or 
strategy is relevant, they have confidence that it’s 
implementation will help them create an ideal vision of their 
future. 

Possibility: Presenting an idea 
The best keynotes, commencement speeches, and TED talks 
all present an idea that has the potential for impact on a 
global scale.  They tap into core values that are at the 
forefront of the global community.   This is the type of 
signature presentation that creates a global reputation for the 
presenter. 
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Exercise: Selecting a Presentation 

What are the most important questions from your audience? 

Which presentation best answers these questions? 
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 Solution 
   Possibility 
   Interview 
Narration 
 Education



Message Portfolio #1 

Narration 
Presenting a Story or 
Case study 

The purpose of telling a story is to help the audience 
understand, help them relate to a situation, share with them a 
valuable piece of wisdom, illustrate a case study, and show 
social proof of your values, vision and vows. 

Storytelling and Touchpoints 
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Situation 
Explain the Situation.  The first step is to provide enough rich 
detail to educate the audience about the essential components 
of the situation.  Choose situations that audience members 
can identify with, or help them connect this situation to 
something they are familiar with. 

Touchpoint: Ask the audience if they have ever found 
themselves in a similar situation. 

Struggle 
Explain the Struggle.  The next step is to share the details that 
are directly related to the set of emotions that are experienced 
while navigating out of the struggle.  Emotions experienced 
with struggle are a direct path of connection to the listener. 

Touchpoint: Ask the audience if they have ever experienced a 
similar struggle and the resulting emotions. 

Resolution 
Every resolution has nuggets of wisdom that can be applied in 
the world of your audience.  Emphasize the portability of the 
wisdom and encourage the audience to use it. 

Touchpoint (Heroic Invitation): Invite the audience to use the 
nuggets of wisdom in their future. 

!17



Exercise - Storyboard Presentation #1: Narration 

Message Portfolio #1: Narration 
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Situation

Struggle

Resolution



Message Portfolio #2 

Interview 
Presenting Yourself 

The worst question to ask when networking is undoubtedly 
“What do you do?”  It is a tremendously ineffective question 
because it does not elicit the core elements we want to know 
about the person in front of us: their values, vision, and vows. 

The Real Question 
This concept takes into account that the person in front of us 
may not ask the right questions.  “What do you do?” is a 
example of this.  When you search for the “Real Question”, it 
allows you to hear what the person is actually asking, which is 
“Who are you?”  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Decoding Questions 
What are the Real Questions behind “What do you do?”  Here 
are the three most popular ones along with the answers that 
your audience will be seeking from you.  

• What do you care about? 
This is an opportunity to share your values.  This allows 
your listener to determine whether you both care about the 
same values, and the expression of those values. 

• Where are you going? 
This is an opportunity to share your vision.  This allows 
your listener to determine whether you both are heading in 
the same direction.   

• How can I count on you? 
This is an opportunity to share your vows.  Should your 
listener agree to support you and your vision, this gives 
them a preview of how you will show up as a leader. 
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“It’s not about answering the question right.   
It’s about answering the right questions.”



Exercise - Storyboard Presentation #2: Interview 

Message Portfolio #2: Interview 
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Values

Vision

Vows



Message Portfolio #3 

Solution 
Presenting a Product or 
Service 

The key to selling a product or service is answering your 
audience’s questions in a very specific order.  We use an 
example of a bus driver to illustrate this concept. 

Bus Driver Questions 
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A common problem in presentations is presenting 
information out of order.  This will cause your listener to tune 
out.  Your audience has a specific sequence of questions that 
they want answered, and you must use that sequence to 
structure presentations that propose a solution. 

Why move? 
What is the problem your audience is facing today?  Do they 
have any desire to solve the problem? 

Why there? 
What does the future destination look like when resolved?  
Does this picture accurately represent the future they desire? 

Why by bus? 
What is the best vehicle to get to this destination?  How is this 
vehicle superior to other ways of solving the problem? 

Why your bus? 
Why is your vehicle the best vehicle available today?  What do 
you do that is unique or superior to your competitors? 

Why this way? 
Why is your route the most efficient and effective way to 
travel to the destination?  How effective is your approach or 
methodology? 
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Exercise - Storyboard Presentation #3: Solution 

Message Portfolio #3: Solution 
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Why by bus?

Why Move?

Why this way?

Why your bus?

Why There?



Message Portfolio #4 

Education 
Presenting a Method or 
Strategy 

Imagine if your presentation were to be evaluated by how 
effectively your audience learned.  If each audience member 
had to take and pass an exam, how would you structure your 
presentation?  Simpler slides, fewer concepts, interactive 
exercises.  We also utilize Dr. Bernice McCarthy’s 4MAT 
teaching framework to optimize learning and retention.   

4MAT Teaching Framework 
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Engage 
Start with Why.  Simon Sinek got this right.  It is the very first 
question that your audience will have for you.  It creates their 
motivation and desire to learn what you have to share. 

Share 
Explain What the method or strategy is.  This is where you 
can start to educate the audience on the fundamental pieces 
and on any new terms they will need to know.  This segment 
allows you to build a level of confidence that the audience can 
bring into the interactive exercise you’ve designed. 

Practice 
Teach your audience How to do the method or strategy.  
Create exercises that allow the audience to begin to build 
their skills, their confidence and motivation to learn more. 

Perform 
Now that your audience has a beginning level of mastery, 
invite them to integrate this tool into their lives.  Help them 
imagine their future If they use this tool consistently. 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“I hear and I forget.  I see and I remember. 
I do and I understand. 
       - Confucius



Exercise - Storyboard Presentation #4: Education 

Message Portfolio #4: Education 
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Why?

How?

What?

If?



Message Portfolio #5 

Possibility 
Presenting an Idea 

The purpose of this presentation is to share with an audience 
an idea that will shape a better future.  We use Joseph 
Campbell’s Hero’s Journey to take the audience on an 
experience to envision the future.  

The Hero’s Journey 
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Part 1 - Today’s Challenges 
The first part of the journey is to describe the challenges we 
face today.  Illustrate the details of the challenges, as well as 
the consequences if this challenge is not overcome.  Tap into 
the emotions of the personal or societal costs that will result.  

Part 2 - The Path Forward 
The second part of the journey is to introduce your idea and 
how it solves the specific challenge you’ve introduced.  Teach 
the audience the basics of the idea, build their confidence 
around implementing the idea, and give them ways to 
contribute or implement it in their lives. 

Part 3 - Tomorrow’s Possibility 
The final part of the journey is to describe pictures of the 
future after the challenges have been overcome.  Bring 
detailed and specific snapshots of the future, especially the 
ones that will have an emotional resonance with the audience. 
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“As a leader, people count on you to have a 
clearer version of the future than they have for 
themselves.”



Exercise - Storyboard Presentation #5: Possibility 

Message Portfolio #5: Possibility 

!30

The Path Forward

Today’s Challenges

Tomorrow’s Possibility



Chapter 5 

Heroic Voice 
The Skills of a World Class Presenter 

Successful presentations happen when: 
• The presenter is connected to their message. 

• The presenter is connected to the audience. 

• The Audience is connected to the message. 

The Connection Triangle 
The primary goal is creating the experience of connection for 
your audience.   When you connect with your message, you 
demonstrate expertise and passion.  When you connect with 
your audience, you demonstrate relatability and empathy.  
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Connection Triangle™



When your audience connects to your message, 
comprehension and engagement happens, and they will give 
you their support.  

Precision  
Precision allows you to  create a learning experience for the 
audience.  Successful presenters are masters at choosing the 
fewest words for maximum impact, optimizing the content for 
audience retention and comprehension, and delivering a 
presentation that is memorable and engaging. 

Emotion 
Emotion allows you to create a caring experience for the 
audience.  This can be done by masterful storytelling, which 
allows the audience to experience emotions that will serve as 
their inspiration to support your vision.  Some powerful tools 
include the language of emotion and rich intonation. 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“When you delivery your messages with precision 
and emotion, you create connection.”



Exercise - Evaluate your Heroic Voice 

HVA Evaluation Form 
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Connection Notes

Expertise  
Passion

Comprehension 
Engagement

Relatability 
Empathy



Chapter 6 

Continuing the Journey 
Practice with Heroic Devotion 

The Heroic Voice Academy is committed to developing the 
Heroic Voices of leaders who are designing our future.  We 
teach you to implement three best practices of a professional 
speaker: intention, commitment, and excellence. 

Heroic Voice Academy - Online 
Learn the fundamentals of “Presentation ROI”. 
Build presentations with the Message Blueprint™. 
Deliver presentations with precision, emotion, and 
connection.  Our online academy is built with “micro-
learning” modules that allow executives to quickly learn and 
immediately apply a skill or concept in their professional life. 

Presentation ROI Mastermind 
Learn Advanced Communication and Conversation 
Leadership skills in an accelerated and highly 
experiential environment.  In our 12 session 
mastermind program, you will learn: 

• How to build effective presentations with the Message 
Blueprint™. 
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• How to build an executive Message Portfolio to powerfully 
describe you and your organization. 

• How to use Professional Speaker best practices to prepare 
for all your high stakes speaking opportunities. 

• How to effectively communicate with investors, clients and 
journalists to generate money, support and positive 
reputation. 

• How to communicate to attract world class talent, business 
partners and sponsors.   

Individual Coaching 
Designed for executives and leaders who are 
responsible for recurring high stakes speaking 
opportunities.  We offer 1-1 coaching to prepare you 
for specific high stakes presentations to conference attendees, 
investors, major clients, journalists, industry panels, and 
policy makers.  These presentations include keynotes, TED 
talks, product launches, and media interviews. 

Our coaching program consists of regular coaching sessions 
to develop professional speaking skills.  We utilize training 
intensives to prepare you for specific high stakes speaking 
opportunities.  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Corporate Training 
Our corporate training programs are designed to 
prepare your executive team for all of their high 
stakes presentations and conversations.  These 
teams are responsible for presentations to potential investors, 
major clients, and their board.  They deliver keynotes and 
conference presentations, and speak regularly to the media 
and to industry analysts. 

The curriculum trains your team to deliver messages with 
precision, emotion and connection, to deliver presentations 
with the skill of a professional speaker, and to consistently 
convert presentations into the business assets of money, 
support, and positive reputation for your organization. 

Heroic Voice Keynotes 
Let us deliver a Heroic Voice keynote to your organization 
and teach your team how to generate presentation ROI.  Use 
our keynote themes to bolster your company’s objectives. 
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The Message Portfolio 
5 presentations that generate ROI

Solution  Presenting a product or service. 

Possibility  Presenting an idea. 

Interview  Presenting yourself. 

Narration  Presenting a story or case study. 

Education  Presenting a method or strategy. 

 Solution 
   Possibility 
   Interview 
Narration 
 Education



 

Success is when  
preparation meets 
opportunity. 

 

Heroic Voice Academy  
325 Sharon Park Drive, #312 
Menlo Park, CA 94025 
+1.650.308.8982     info@HeroicVoice.com 

A PDF version of this booklet can be downloaded at: 
HeroicVoiceAcademy.com

http://HeroicVoiceAcademy.com

