How to Give a Speech

By Mark A. Drummond

1.  You do your own introduction


Most introductions are deadly.  So often when I talk with young people the principal or a teacher will ask to introduce me.  I always politely decline.  Your speech should be set up to capture the attention of the audience and most introductions do exactly the opposite.  I have spoken to driver’s education classes where the teacher—usually the school’s football coach—stands up and says something like, “Now listen up!  We’ve got a judge here so let’s show some respect.  Remember, he can put you in jail!”  

I am not exaggerating.


All your audience needs to know is that you are a judge.  That is all the credibility you need.  They don’t need to know where you went to law school, when you were elected and when you were president of the bar association.  If you or another person starts in on a mini version of “This is Your Life” you’ve soon lost someone in the first row, then two in the second row and so on.

2. Begin with Impact

I have attached a section on what I tell attorneys for opening statement and the 

same rules apply.  Some suggestions for beginning with impact:

A. Pictures—people remember 70-80% of what they see, but only 10-15% of what they hear.  Showing a picture of a meth addict immediately focuses their attention and is a good device if you are concerned about your ability to capture their attention with just words alone.

B. Stories—we love stories.  Find your best story to capture their attention.  Combine it with you own introduction.  Here’s an example:

I was in court the other day and told the defendant that I was ordering alcohol counseling since her blood alcohol level was .167—over twice the legal limit.

She said, “That’s got to be wrong, I only had three beers.”

It wasn’t wrong.  The reason it was so high was because she weighed only 96 lbs.

And the reason she weighed only 96 lbs?

She was only 12 years old.

Good afternoon, my name is Mark Drummond, I’m a judge down at the courthouse and I’d like to share some stories about teenagers, drugs and alcohol.

3. Facts, Facts, Facts Persuade

Facts persuade.  It is called the doctrine of the ownership of ideas.  We hold those 

opinions they we come to ourselves more dear that any that are forced upon us.  You can use some argument, but give them the facts first.  Try to eliminate paraphrasing and conclusions.  Cold, hard facts are what persuade listeners.  See the difference between the impact of the following statements:



Conclusion


versus


Fact

“She was seriously injured in the accident.”
“When the doctors slit her leg from the top of her thigh to her ankle they found 23 separate fractures.  Using pins and needles, plates and screws

they pieced her leg back together.  Her left leg is now two inches shorter than her right.  Her limp is permanent.  And every left shoe she buys must have two inches added to each sole, each heel.”


Each of you has stories to tell.  Just tell them and they’ll come to the conclusion that you want them to reach, whether it is to say “No” to drugs or not to drink and drive.

4. Delivery

Watch Gregory Peck’s closing argument in “To Kill a Mockingbird.”  It is 

finest example of pausing I can find.  The great pianist Artur Schnabel said, “There are many pianists who can play the same notes as I—but the pauses, Ah!—that is where the art resides!”


The great newscasters call it “chunking” information.  We can listen and catch speech at 3 to 5 times faster than people can speak, but the ying and yang of it is that we can only accept three disparate pieces of information before our mind needs a break—albeit only for a millisecond.  Pausing aids retention and effect.


Finally, English is one of the most inflectional languages in the world.  Visual cues and inflection transmit most of the meaning in English, as opposed to the actual words.  What does this mean for speakers?  It means you must believe in what you are saying.  If you do not, both your body and your inflection will betray you.

Excerpt from The Eight Keys to The Art of Persuasion:
fIRST iMPRESSIONS

The old saying is true: You never have a second chance to make a good first impression.  Although judges and juries are supposed to wait until all of the evidence is in, we know that judgments are being made of our witnesses and us at every moment during the trial.

           A recent Chicago Tribune article had this quote with regard to job interviews:  "The interviewer makes an immediate overall judgment about you within the first five seconds, and the next twenty-five seconds are spent checking the chemistry and verifying the initial impression."
  We all know this is true.

opening statement
The communication experts tell us of the doctrines of primacy and recency.  People remember the first words out of your mouth and the last words out of your mouth. However, what we usually see even experienced counsel do is append an introduction on each opening statement which does nothing to advance the case. The usual platitudes we hear are phrases such as "Ladies and Gentlemen, the purpose of an opening statement is kind of like a road map…", or "An opening statement is kind of like a picture puzzle…", or "An opening statement is kind of like the table of contents of a book…" Counsel will then spend a minute or two explaining to the jury what is an opening statement before giving the actual opening.

The problem with this approach is that when you stand before the jury it is the only time you are guaranteed to have the attention of all 12 people.  To tell them what you are going to do before you do it, and usually on the heels of the judge already telling them what an opening statement is, results in lost attention. If you don't believe me, believe Abraham Lincoln.  At Gettsyburg he didn't stand up and say, "Hey, what a great crowd. I’m going to dedicate this graveyard here, and I’ve jotted down a few notes on the back of this envelope." No, the first words out of Lincoln's mouth were, "Fourscore and seven years ago…" If you don't believe me, believe Martin Luther King. He didn't stand at the Lincoln Memorial and say, "Hey, what a great crowd. I am here to give a speech on equality." No, the first words out of King's mouth echoed Lincoln, "Five score years ago…"

Why do we do this? In surveys of what Americans fear the most, public speaking ranks as number one. Death usually comes in at about five and snakes are usually number two. Communication experts tell us that an interesting phenomenon occurs when a person rises to give a speech. For the first sixty to ninety seconds the speaker’s heart rate is close to two hundred beats per minute. After the first sixty to ninety seconds the heart rate goes almost down to resting rate.

The adrenal glands are stupid glands.  They cannot tell the difference between a tiger in the jungle versus an audience in their seats. In both cases they inject adrenaline into the body which goes into the large muscles of the legs (the fight or flight syndrome), the heart (pounding) and the lungs (shallow and rapid breaths).

This is why attorneys tend to rely on a one or two minute beginning which they have down pat, that they append to each opening statement. The better approach is to have the first one or two minutes of your actual opening statement down pat. This will give your body enough time to calm down. If you insist on starting with a stock platitude you lose the entire benefit of the doctrine of primacy.

Opening statement checklist

· Eliminate the Platitudes—Know why you do it 

· Memorize the 1st two minutes

· Begin with Impact—perhaps your Theme

· Facts, Facts, Facts persuade-marshal the facts in a persuasive manner so they reach the same conclusion

· The Ownership of Ideas

· Don’t Argue—Bulletproof your opening

· What it the other side argues?—A strategy discussion

· Use the story telling device

· Create visuals—with words or actual visuals

I believe people pay attention to things in a courtroom and a speech in this order:

The Hierarchy of Attention in a Courtroom

or a Speech

1. Actions—You could be delivering a closing with the power of a Martin Luther King, the phrasing of a Barbara Jordan and the eloquence of a Winston Churchill, but if the bailiff if picking his nose, you better stop.  We all know that a little action in the courtroom can wipe out any words being said.  You could have the butcher knife poised over the victim’s heart, but if the back door of the courtroom opens all heads swivel to see who it is and where they are going to sit.  Actions can get people’s attention and can also distract them.  Be aware of your actions when delivering a speech.  Only move to emphasize points or when transitioning from one topic to another.  Repetitive actions can be distracting.

2. Objects—Jurors, judges and audiences like the actual thing.  They will examine it in great detail.  If you have ever seen a chiropractor illustrating whiplash with a plastic human spine you know what I mean.

3. Pictures—They are truly worth a thousand words, maybe 10,000 in court.

4. Diagrams or charts—It may take a 1000 words of direct testimony to lay out a street scene.  I am constantly drawing my own maps on my notepad.   Do us all a favor, get your points with the jury and give us a diagram of the scene.  Your effort will be rewarded.

5. The Written word—Lists of who is going to testify, a timeline, etc. can be of great help and will be remembered.

6. The Spoken word—We graduate from law school and think people hang on our every word.  They do not.  Witness your own experience in you own homes.  Anything listed above in the hierarchy that competes with the spoken word will tend to cancel out the spoken word.  If you want to them to concentrate on what the witness is saying, eliminate all other distractions.
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