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Great conversations happen when 
you connect to the hearts and 
minds of your audience. 

By the end of today’s MasterClass 
Introduction, you learn our best 
practices to create connection with 
each member of your audience.

Training Goal

#BeAHeroicVoice

Every great presentation 
creates connection
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Good presenters take the stage 
with high quality content.  They 
deliver with expertise and 
passion. 

They have the knowledge and 
experience to deliver messages 
that create connection, in the 
world of in-person meetings and 
conversations.

In-Person Meetings

#BeAHeroicVoice
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In the “Digital Age”, what 
adjustments and modifications do 
we need to make? 

How can we create and maintain 
connection with our online 
audiences? 

Online Meetings

#BeAHeroicVoice
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When you learn and develop the 
following skill sets, you will be fully 
prepared for the new world of in-
person and online conversations: 

Communicate with expertise and 
passion.    

Demonstrate emotional intelligence 
with relatability and empathy.   

Teach with a focus on 
comprehension and engagement.

Create Connection 
In Person and Online

#BeAHeroicVoice



LISTEN

Message 
Portfolio™

Message 
Blueprint™

Connection 
Triangle™

Portfolio 
Templates

Presentation 
ROI

COLLECT
STORY 
BOARD CONNECT OHANA

Our Journey
All great conversations follow this 
sequence: 
 

1) LISTEN for the real question 
2) COLLECT and organize your 
knowledge skills & experiences 
3) STORYBOARD a precise and 
concise answer 
4) CONNECT with the hearts and 
minds in your audience 
5) OHANA: invite them to support 
a shared vision. 

In our MasterClass, we will follow 
this sequence to have a great 
conversation with you!
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Introduction to the 
Message Portfolio 

What are the 7 core 
leadership questions? 

Who is in your audience? 

LISTEN

Message 
Portfolio™



Our Message Portfolio is a 
framework that helps you answer 
each question: 
 

1) WHO are you? 
2) WHEN have you succeeded? 
3) WHICH option to recommend? 
4) WHAT is possible? 
5) WHERE are we going? 
6) HOW will we get there? 
7) WHY is this important? 

The framework contains 7 
compositions.  The word INSIDE 
represents the 6 outer compositions. 
These are used to compose the 
Heroic Keynote located at the 
center of the diagram. 

Leaders are responsible for 
answering 7 key questions

The Message Portfolio



/

Team 
Partner 
Sponsor 

Policy Maker

Investor 
Client 
Donor

Journalist 
Analyst 

Industry Members 
Online Community

Vision
Every stakeholder is important 
because they generate assets for 
your organization: 

Investors, clients and donors are 
providers of Money. 

Team members, partners, 
sponsors, and policy makers are 
providers of Support. 

Journalists, analysts, industry 
members, and the online 
community are providers of 
positive Reputation.

Leaders are responsible for 
connecting with key stakeholders

Learn More:  
90 day Masterclass

https://www.heroicvoice.com/masterclass


What ROI are you generating?

/

Revenue
Investment
Donations
Grants

Talent
Partnerships
Sponsorships
Policy

Articles
Social Media
Interviews
Word of Mouth

What specific Presentation ROI are 
you focused on generating? 

How does each ROI item help you 
achieve your mission?

Presentation ROI
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Introduction to the 
Message Blueprint 

Build presentations from a 
strong foundation 

Organize topics to create a 
great presentation 

Message 
Blueprint™

COLLECT



Vision

The Message Blueprint

Building a Message Portfolio 
is like building a house Our Message Blueprint is a 

framework that helps you build 
your personal Message Portfolio: 

FOUNDATION represents the 
building blocks of trust.  These are 
your vision, values and vows.  

FRAME contains 9 conversational 
leadership topics, to organize your 
knowledge, skills and experiences. 

ROOF represents the three parties 
to a conversation:  the speaker, the 
audience, and the message. 



The Message Blueprint

VowsValuesVision

VISION communicates to your 
audience the future you are 
working to create. 

VALUES communicate to your 
audience what is most important to 
you and how you make decisions. 

VOWS communicate to your 
audience how they can count on 
you to lead them into the future. 

The Foundation represents the 
3 building blocks of trust

Learn More:  
MasterClass Intro

https://www.heroicvoice.com/events


TOPIC 1 TOPIC 2 TOPIC 3

TOPIC 4 TOPIC 5 TOPIC 6

TOPIC 7 TOPIC 8 TOPIC 9

S olution

I ntroduction

I deation E ducation N arrationeroic
     Keynote

D irection

H

WHO = Introduction 

WHEN = Narration 

WHICH = Solution 

WHAT = Ideation 

WHERE = Direction 

HOW = Education 

WHY = Heroic Keynote 

Select topics from the Frame to 
answer the leadership questions



Vision

MARKET STRATEGY TIMELINE

SKILLS & 
RESOURCES

PRODUCT OR 
SERVICE

CASE 
STUDY

BIG 
PICTURE BRAVE STAND BOLD 

PROMISE

D irection
WHERE = Direction 

MARKET: What is 
going on in the world, 
our industry, our 
company? 
STRATEGY: What 
decisions and plans 
will we make? 
TIMELINE: What 
milestones are we 
committing to? The Message Blueprint

To answer “Where are we going?”, 
let’s talk about Direction
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Use 3 topics to create a 
storyboard outline 

Storyboard your  
portfolio presentation 

Focus each slide around  
the 3 topics 

Portfolio 
Templates

STORY 
BOARD
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Values

MARKET

TIMELINE

STRATEGY

Heroic 
Invitation

Where we 
are today

Personal 
Commitments

Dashboard 
Readings

Where we 
are going

Team 
Commitments

Taking 
Action

ValuesVision Vows

D irection

Town Hall Presentation

Take the three topics (Market, Strategy, and 
Timeline) and use them to create an outline 
to speak about Direction. 

In our template, note that there are 2 slides 
for each topic.  You can always add more. 

The final slide is a Heroic Invitation that 
inspires your audience to take action.

STORYBOARD
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Town Hall Presentation

Where we 
are today

Where we 
are going

Dashboard 
Readings

Taking 
Action

Your 
Commitments

Team 
Commitments

Heroic 
Invitation

/ /

Learn More:  
MasterClass Intro

https://www.heroicvoice.com/events
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Introduction to the 
Connection Triangle 

Create the experience of 
connection with 6 skill sets 

Connect with the hearts & 
minds of your audience 

Connection 
Triangle™

CONNECT



VisionGreat presentations connect the 
presenter, audience and message

The Message Blueprint

To learn how to create connection, 
let’s take a look at the final piece of 
the Message Blueprint, the roof. 

The three points of the triangular 
roof represent: 
• The Presenter 
• The Audience 
• The Message



Vision
Our Connection Triangle is a 
framework that connects you, your 
audience, and your message. 

Each leg of the triangle is a way to 
measure and evaluate connection: 
• Presenter to Message (bottom) 
• Presenter to Audience (left) 
• Audience to Message (right) 

The heart represents the skills we 
use to connect with the heart.  The 
light bulb represents the skills we 
use to connect with the mind.

Conversational Leadership skills  
connect you with hearts and minds

The Connection Triangle



Vision

Relatability &  
Empathy

Comprehension &  
Engagement

Expertise &  
Passion

Create Connection in every 
presentation and conversation

Invest the time to learn and master 
these 6 message delivery skills. 

On the bottom leg, you find 
expertise and passion.  These 
skills demonstrate that you know 
and care about your message. 

On the left leg, you find relatability 
and empathy.  These skills 
demonstrate that you know and 
care about your audience. 

On the right leg, you find 
comprehension and engagement.  
These skills demonstrate that your 
audience learns and cares about 
your message.

The Connection Triangle



/MARKET Where we 
are today

Where we 
are going

Slides 1-2

D irection

Town Hall Presentation

The first topic is MARKET, which represents 
your clarity of vision for the road ahead.

RELATABILITY: Identify common experiences 
to show your audience your understanding of 
their situation.

EMPATHY: Identify the emotions that your 
audience is experiencing to show the depth of 
your emotional intelligence.

Relatability 
Empathy
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CUSTOMIZE YOUR SCREEN NAME

This gives your attendees information 
they need to identify who is in the room 
and what their roles are (Host, Co-Host, 
Moderator).   We can refer to each 
other by name, a key to relatability.

TURN OFF NOTIFICATIONS

Incoming emails, phone calls, and 
application alerts all are potential 
sources of distraction.   Turn off your 
notifications to stay connected and be 
fully present for your audience. Relatability
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DO NOT INTERRUPT

Honor the voices of every attendee as 
they are speaking.  Give them the 
experience of fully being heard.  What 
also helps is giving clear guidelines on 
how to be clear and concise.

MAKE EYE CONTACT

Instead at looking at the individual 
faces on the screen, look into the 
camera.   Consistent eye contact 
creates an emotional connection with 
your audience. Empathy
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Vision

MARKET

STRATEGY

Where we 
are today

Dashboard 
Readings

Where we 
are going

Taking 
Action

Slides 3-4

D irection

Town Hall Presentation

The second topic is STRATEGY, which 
includes major decisions based on values.

COMPREHENSION: Be a great teacher.  
Explain the elements of your strategy with 
clarity and precision.

EXPERTISE: Be a great curator of 
information.  Include only the essential 
elements they need to succeed.

Comprehension

Expertise
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HAVE A MODERATOR

A moderator can take care of logistics, 
such as welcoming attendees, 
answering questions, troubleshooting 
issues.  This allows you to focus on 
teaching and sharing your expertise.

FRAME YOUR SHOT

Have your face take up 50% of the 
height of your screen.    This simulates 
the distance you have when you are 
sharing in a 1-1 conversation.   Make 
sure you have sufficient lighting so your 
audience sees your face.

Expertise
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USE SCREEN SHARE PROPERLY

Know when to use screen share.  
When the audience has sufficient time 
to visually absorb your slide, turn off 
screen share so that they can focus 
their attention on your voice and your 
explanation.

CREATE HIGHLY VISUAL SLIDES

Great slides have powerful visuals and 
minimal words.  Slides are your co-star 
and should command only a few 
seconds of audience attention.  Let the 
slide prepare your audience for what 
you are about to share.

Comprehension
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Values

MARKET

TIMELINE

STRATEGY

Heroic 
Invitation

Vision

Where we 
are today

Personal 
Commitments

Dashboard 
Readings

Where we 
are going

Team 
Commitments

Taking 
Action

ValuesVision Vows

Slides 5-7

D irection

Town Hall Presentation

The third topic is TIMELINE, which represents 
your commitment to future milestones.

ENGAGEMENT: Use a conversational tone to 
speak with (and not at) your audience.  Enroll 
them into a shared vision of the future.

PASSION: Speak with energy and 
enthusiasm!  Show the audience how deeply 
you care about the shared vision.

Engagement

Passion
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BE AUTHENTIC.  USE REAL LIFE 
GESTURES

Body language is still an effective way 
of communicating information.  Within 
the borders of the screen, you can still 
use a rich vocabulary of gestures.   

SHOW UP AT 150%

Online interactions tend to mute the 
amount of energy and passion that you 
are displaying.    To communicate high 
energy and passion, do so at 150% of 
your in-person levels. Passion
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USE PRIVATE MESSAGING

Encourage everyone to ask questions 
by sending a private message to the 
moderator.  These questions can then 
be shared with the class.  You also 
honor requests to keep private the 
source of the question.

ASK QUESTIONS

You want to speak with (and not at) 
your audiences.  One of the best ways 
of doing this is by asking your audience 
good questions.  This helps them 
engage with the content, so that they 
learn and retain more of the material.

Engagement
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Relatability &  
Empathy

Comprehension &  
Engagement

Expertise &  
Passion

Create Connection in every 
presentation and conversation As a global impact leader, your 

primary objective is to create 
connection with your audiences. 

Invest the time to learn and master 
these 6 message delivery skills, 
and you will: 
•Consistently generate ROI 
(money, support, and reputation) 
from your presentations and 
conversations 

•Create and deepen trusted 
relationships with your key 
stakeholders 

•Achieve your mission of Global 
ImpactLearn More: 

1-1 Coaching

https://www.heroicvoice.com/coaching
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Join us for future online 
MasterClass sessions 

Attend our Office Hours 
for Q&A and Best Practices  

Get individual coaching for 
upcoming presentations 

Presentation 
ROI

OHANA



SURROUND YOURSELF 

WITH THE DREAMERS 
AND THE DOERS, 
THE BELIEVERS, 
AND THINKERS 
BUT MOST OF ALL 

SURROUND YOURSELF 
WITH THOSE WHO SEE 

GREATNESS 
WITHIN YOU 
EVEN WHEN YOU DON’T 

SEE IT IN YOURSELF.

OHANA



* “The Dip”.  Author Seth Godin.

Normal
Preparation

Professional Level
Preparation

The 
DIP

ROI

To generate consistent ROI, 
practice like a professional

Skill 
Level

Professional level preparation 
permanently elevates your 
Conversational Leadership skills. 

Athletes consistently practice for 
their competitions. 

Dancers consistently practice for 
their performances. 

Solders consistently practice for 
their battles. 

Practice like a professional to 
deliver outstanding presentations 
and generate consistent ROI.



UPCOMING EVENTS 
See our events calendar to register 
for future MasterClass sessions. 

OFFICE HOURS 
We hold regular office hours, where 
we answer questions, share best 
practices, and help you prepare for 
your upcoming presentations. 

INDIVIDUAL COACHING:   
For those of you who want 
individual assistance, book a 30 
minute session with one of our 
executive communication coaches.

www.HeroicVoice.com

Future 
MasterClass 

Sessions

Individual 
Coaching 
Session

Online 
Office  
Hours

We are here for you

Join our  
Ohana

http://www.HeroicVoice.com

