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Every scientist can become a great speaker.
It is simply a matter of hard work and technique.
Here is the method.

The rest is down to you. ..
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Introduction

Scientists present their work all the time.

Whether you are a researcher, engineer, Ph.D. student, post doc, innovator
or technician, you will definitely be brought to speak about your research in
public at some point or another. Many people do genuinely enjoy presenting
their work. If you are one of those, keep on reading! In this book, you will
find tons of valuable ideas to help you get better in your preparations. If that
doesn’t sound like you, then we urge you to continue reading too. This book
is also aimed at scientists like yourself who are asked to give a talk but have
no clue where to start.

We know that as a scientist you have a never-ending to do list and prepar-
ing a presentation is likely never right at the top of it. Maybe you even refuse
out right to put in too much effort because that precious time could be bet-
ter spent doing other things. We get it. You would rather work on that hefty
grant proposal, help a Ph.D. student make it through their viva, complete a
stubborn experiment or finally finish that paper that you have been drafting
for three years now. But as you already know, talking about your research is
unavoidable. More than that, there are a heap of extraordinary benefits to
giving a memorable talk: you will feel good about yourself; your research will
make more of an impact; you could find more funding; you may attract new
collaborators, students or staff; and the list goes on.

We bet that, with our help, you will actually enjoy speaking in public. Yes,
it really can be a pleasant experience—we promise!

We work with scientists on anything from one-minute pitches to hour-
long plenary talks and we assure you that anyone can become a successful
public speaker. The payoff from knowing how to talk about your work is
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