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Lily Iatridis, Speaker/ Trainer/ Mentor, learned her trade in the 
toughest of all public presentation environments - by teaching 
and developing curriculum for early adolescents.  With more 
than a decade of experience, she knows the key elements in 
effective and engaging presentation, as well as how to support 
professionals in expressing their message clearly by giving 
them the “how-to” shortcuts, personalized instruction and 
even packaging their presentation for them if the need arises.
 Having worked with a wide variety of people, including 
an international assignment in Japan, Lily knows how to 
eliminate fears and create clear messages for audiences of 
any type. 
 She can be reached at (732) 872-0172  or  
lily@fearlessdelivery.com.

Have you ever had at least one 
uncomfortable, if not absolutely 
miserable experience with public 
speaking?  If someone tells you 
they’ve never experienced anything of 

the kind, then believe me, they’re either not speaking 
in public at all, or they’re not being honest with you!

If you hate to speak in public, then 
why do it?

1) If you’re at a point in your career where it’s 
time to take on a greater leadership role in your 
company, community, or industry, then strong 
oral communication skills are a must.  You want 
to be a speaker that audiences not only listen to, 
but thoroughly enjoy hearing.  This way, they’ll 
remember you and the value of your message well. 

2) Public speaking is a great opportunity to 
distinguish yourself from your competition.  You 
come across as the go-to expert in your fi eld, and 
better serve and grow your tribe and community.  
Can you imagine being asked to speak to a national 
industry-wide event or do a presentation on behalf of 
your boss to your corporation’s Board of Directors?  
When these opportunities arise, grab each and every 
one of them immediately!  If you do 
well, they always open the door 
to interesting new and often 
surprising opportunities.

3) Public speaking is 
an excellent way to 
leverage your time at 
networking events.  If 
you can position yourself 
as one of the speakers at 
an event, you can connect 
with an entire audience of people 
simultaneously, and they perceive you as an expert 
they should get to know.  With the right kind of 
incentive at the end of your talk, you can get dozens 
of new subscribers to your mailing list in one “fell 
swoop.”

Here are two problems I often see in presentations 
today:

 The fi rst problem doesn’t have to do with 
a fear of public speaking, but with what I term 
“information overwhelm.”  Presenters who are guilty 
of this enjoy being onstage, are passionate about their 
content, and wish to share it all with their audience.  
The problem is that they want to squeeze as much of 
knowledge as possible, resulting in a disorganized 
and confusing presentation to their audiences.  
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The expert 
speaker has 5, 
10, 20, or more 
years of experience 
in their fi eld, while 
their audience may have 
relatively little background 
knowledge of the subject.  
The audience simply can’t 
absorb all of the information the 
expert tries to impart on them, and they 
leave the presentation with a mish-mash 
of assorted facts and information a clear 
idea of how to apply it to their daily lives.  
In the end, the audience largely forgets the 
information and only vaguely considers 
the possibility of working further with that 
expert.
 So how does the enthused, passionate 

speaker who loves being onstage 
sharing their message with 

the world avoid this?  
Answer:  by creating 

clear content 
objectives for their 
presentations.  
Every presentation 
should have two to 
three objectives that 

clearly state what the 
audience will know by 

the end of the presentation 
and how to apply it to their daily 

lives immediately.  If you create clear and 
specifi c content objectives in this way, the 
rest of your presentation will almost write 
itself.
 Another problem I often see in public 
speaking today is presenters what I call 
taking “evasive action” in their public 
speaking by hiding behind a PowerPoint 
presentation.  A person required to deliver 
a presentation is uncomfortable with 
public speaking.  Instead of practicing 
their speech delivery, they throw all of 
their content information onto PowerPoint 
slides, and voila!  They’re done.  They 
then proceed to get up in front of their 
audience, turn on the projector, and go 

through each slide, reading most if not all of the 
bullets aloud.
 When a speaker delivers a presentation in this 
manner, they basically cut off all opportunities 
to connect and build a relationship with their 
audience.  By reading PowerPoint slide text 
aloud, a speaker renders themselves irrelevant 
and replaceable to the presentation instead 
of using the speaking opportunity to present 
themselves as a leader and go-to expert in 
their fi eld.  For a truly powerful presentation, a 
speaker must connect with their audience on both 
an intellectual and emotional level.  A speaker 
must fi nd a way to overcome their fears of public 
speaking, practice their delivery diligently, and 
engage their audiences with stories and anecdotes 
about other people who have been positively 
impacted by their expertise.
 There’s more to learn about great public 
speaking, but if you work on a few of these 
basics, you’ll be well on your way to being an in-
demand speaker who not only enjoys, but has lots 
of fun being onstage.

Receive a free informative special report, “5 Strategies to Neutralize Diffi cult Audience Members Without A Power Struggle!” at www.FearlessDelivery.com
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