HOW TODEVELOPENTHUSIASM

Put life and fire in your voice by:
a. Talking rapidly.
b. Emphasizing important words.
. Hesitating at the end of a sentence or pause for effect.
d. (MOST IMPORTANT) Talking Loudly.
e. Keeping a smile in your voice when talking loudly.
Smile on your introduction.
Use humor and laugh to release tension.
Walk rapidly.

HOW TO ACT ENTHUSIASTIC

Here is what to do (MEMORIZE THEM)

1. Talk Loudly 5. Use emphasis
2. Talk rapidly 6. Hesitate
3. Keep a smile in your voice 7. Modulate

! ‘ b 3 |
o | ut Enthousiasm
Knowlée e is PMT PM“S the switch!

L

“KNOWLEDGE IS POWER, BUT ENTHUSIASM PULLS THE SWITCH”

—Ivern Ball, Poet
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