











Expertise Development and Motivation in Professional Speaking Survey

Focusing on client/audience
needs instead of on myself.

Paying attention to the little
things.

Committing to give 100% to
each speech performance.

Seeking to be the same
person on the platform as |
am off the platform.

12/22/11 4:37 PM

5. Now indicate how much effort (i.e., concentration, self-discipline) was required of you

to engage in each activity during a typical year when you were most engaged in

professional speaking.

No Effort

Attending NSA
meetings,
conventions, and
other NSA-related
activities.

Attending other
speaker group
meetings to practice
and receive critique.

Meeting with a
mentor.

Meeting with a coach.

Seeking as many
speaking
opportunities as
possible (paid or
unpaid.)

Rehearsing portions
of my speech out
loud.

Reading and studying
to stay current and
fresh.

Watching and
critiquing myself on

Minimal Effort

http:/iwww.surveymonkey.com/s.aspx?sm=end4mjLh2jekljQbycPzeSA%3d%3d

Moderate Effort

Very Effortful

Extremely Effortful
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Expertise Development and Motivation in Professional Speaking Survey

video or asking others
to critique my video.

Seeking feedback
from the audience,
client, friends, or
family

Reflecting on what
worked or didn't work
after a speech.

Spending time writing.

Observing other
performers.

Focusing on client or
audience needs rather
than on myself.

Paying attention to the
little things

Committing to give my
100% when delivering
a speech.

Seeking to be the
same person on and
off the platform.

Prev Next
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Expertise Development and Motivation in Professional Speaking

Part 3: Motivation for Engaging in Skill Development Activities

The purpose of this section is to identify what are the primary factors that may motivate
professional speakers to engage in skill development activities.

6. Please indicate the degree to which you would agree that each factor below is what
motivated you to engage in activities that would improve your speaking performance
during a typical year when you were MOST engaged in professional speaking.

Neith
Strongly  Moderately  Slightly ) ether Slightly Moderately  Strongly
. . . Disagree nor
Disagree Disagree Disagree Agree Agree Agree Agree

My inner drive for
success

My upbringing and/or
the influence of family
or close friends

The need to build and
maintain business

My passion for my
topic or craft

My desire to help
people

My sense of spiritual
calling/fulfilling my
purpose

The desire to avoid
failure or disappointing
people

My respect for the
audience

Receiving positive
feedback from the
audience

Prev Next
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Expertise Development and Motivation in Professional Speaking

Part 4: Life Satisfaction Survey

The purpose of this section is to gather information about how fulfilled professional speakers feel in
their lives, and how that might relate to motivation and their engagement in skill enhancing
activities.

7. Please indicate the degree to which you agree or disagree with each of the following
statements below. Your honesty and openness in responding is appreciated.

Strongly  Moderately  Slightly Neither Slightly Moderately  Strongly

Di
Disagree Disagree Disagree |saAgree nor Agree Agree Agree
gree

In general, my life
corresponds closely to
my ideals and values.

My living conditions
are excellent.

| am satisfied with my
life.

Up to now, | have
obtained important
things | wanted in life.

If | could start my life
over, | would hardly
change a thing.

Optional Comment

Prev Next
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Expertise Development and Motivation in Professional Speaking

Part 5: Three Quick Short Answer Questions

The information you provide in this final section is important to give a sense of the average level of
intensity in speaking-related activities for the study participants.

8. How old were you when you became an NSA member?

9. How many years total have you been an active NSA member?

10. Approximately how many times did you give a speech or presentation (paid or
unpaid) in a typical year when you were most engaged in professional speaking?

Prev Next
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Expertise Development and Motivation in Professional Speaking

THANK YOU for completing the questionnaire!!

The generosity of your contribution in time and attention is appreciated. The researcher will be in
touch with you in the coming months to share with you the results of this study.

Prev Done
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APPENDIX E:

Table of Units from Preliminary Interview Data Analysis



Helen Lie

UNITS

Become a member and
participate in NSA
Activities

Have additional venues
to practice, observe,
receive feedback

Focus on connecting
with the Audience/Client

Get a coach

Have or get a mentor

Get experience; speak
often

1.1

1.2

1.3

Group 1 Speakers who mentioned Units
14 15 16 1.7 18 19 1.10

v M ¥ M M M

v v
v M M M
N N

v v

v M M M v

TOTAL
positives
out of 10
Group 1

10

Page 1

Examples/Description

Attending conferences, workshops,
chapter meetings, conference calls,
teleseminars. Having role models,
community, resources, learning
techniques, peer critique, analyzing and
observing other speakers. Includes
learning what doesn’t work as well as what
works.

Toastmasters, Dale Carnegie, Kiwanis,
Lions, Chambers of Commerce, speaking
classes, Mastermind groups, Speakers
Roundtable

Referred to as customization, knowing the
audience, tailoring presentation to the
audience’s need, working with the client to
make sure the speaker understands the
audience’s needs. May also include the
following: focusing speaking purpose on
the audience, not oneself; getting ego out
of the speech, and building rapport with
audience before the speech.

Could be a speech coach, a voice coach,
tech advisor, humor coach, business
coach.

Someone who believes in you, inspires
you, encourages you, provides practical
guidance and advice.

Get mileage, practice shows you what you
need to do, the more you get out there, the
better you become. Practice may be any
leadership position, performance
experience, or getting in front of people.
You grow the longer you do it. Gives
confidence.



Helen Lie

UNITS

Reading and self-study
to stay current and fresh

Make a commitment to
give 100%

Be Authentic

Watch myself on video

Pay Attention to
Feedback from the
Audience

Get Feedback from the
Client

Group 1 Speakers who mentioned Units
11 12 13 14 15 16 1.7 18 1.9 1.10 TOTAL

positives
out of 10
Group 1
8

v v M /L v v
5

v v v v
7

4 v M M ¥ M L
J M ™ / 4
5

v M M ¥

4

Page 2

Examples/Description

Constant, avid reading of any materials
(newspapers, books, magazines, internet
articles) to get ideas, give added credibility
to old ideas, be up on world events, and
keep content fresh, accurate. May include
industry research and listening to tapes,
CD'’s self-development/business books.
Typically distributed by the professional
association, but may include other
materials related to the speaker’s area of
interest.

Say to yourself, “This is going to be the
best one yet.” An emotional commitment
not to hold back. Also referred to as “stop
thinking about delivery”-- in order to be
fully present.

Learn what works for you, be who you are,
have congruence, speak from your heart,
tell your story/truth, be comfortable in your
own skin.

May be with or without a coach, ask
colleagues for critique

Nonverbal feedback during speech,
audience evaluations, verbal feedback
from audience members after speech.
Numeric ratings are less helpful (1.1, 1.2,
1.8)

Described as most important. The client is
the person who hired the speaker. Did the
speaker fulfill the job for which he/she was
hired?



Helen Lie

UNITS

Microdot matters

Get Feedback from other
speakers, friends, family

Pay attention to repeat
business/referrals as
feedback

Reflect on what worked,
what didn’t work after a
speech

Write regularly

Publishing a book

Learn by observing other
performers

Rehearse

Motivated by inner drive
to succeed, learn

Motivated by passion for
topic /craft

1.1

1.2

1.3

Group 1 Speakers who mentioned Units

14 15 16 1.7 18 1.9
v VY v
v v

v

v

v

v M ¥ M v
v VY v

1.10

TOTAL
positives
out of 10
Group 1

4

Page 3

Examples/Description

Little tweaks in timing, wording, movement
can make a big difference. The expert
speaker recognizes the little things that
make a difference. Learning to pay
attention to little things helps gather new
insights and fresh stories.

This may include asking a speaker/friend/
family member to sit in live on a speech, or
watch a video of the speech and give
feedback

The ultimate form of feedback (2.10), I'm
going to trust that reality (1.10). Do they
come back to me for more (products?)
(2.12)

Could be writing a blog, article, tweet,
newsletter, jokes, or working on a book.
Writing is for the purpose of developing
content and expertise.

Gives you a platform to speak

May be broadway performers, athletes,
musicians, comics; anyone who does
something with excellence.

Especially new bits, new material,
techniques

Constant attitude of seeking continuous
improvement, being a lifelong learner, to
be the best, avoid boredom, putting
oneself in an uncomfortable situation.

Love for what you do



Helen Lie

UNITS

Motivated by upbringing/
close relatives

Motivated by desire to
help people

Motivated by observing
other speakers

Motivated by business

Motivated by desire to
avoid failure on the
platform

Motivated by respect for
the audience

Motivated by positive
feedback of audience

OTHER UNITS
Early engagement

Learning to turn
nervousness into
excitement

1.1

1.2

1.3

Group 1 Speakers who mentioned Units

14 15 16 1.7 18 1.9
4 v [/
v v v
v v
v v
4
v 4 v [/
v

1.10

TOTAL
positives
out of 10
Group 1

5

Page 4

Examples/Description

Instilled work ethic or influence from
mother, father, family, desire to make
parents proud, or the ability of family and
childhood friends to keep the speaker
grounded

Feeling of making a difference, having an
impact, influencing others. May include a
sense of fulfilling one’s purpose or divine
calling.

Watching other speakers inspires, also
involves analyzing what and why
something works in a speech.

Need to grow business, this is one’s living,
the field is competitive. Entrepreneurial
bent.

“l don’t want to suck”, not wanting to let
anyone down, prove someone wrong who
said he/she could not communicate.

Valuing the audience’s time.

Receiving favorable responses from the
audience, described as a self-reinforcing
loop.

There were early experiences or exposure
to performance and speaking that left an
impression--as early as elementary school.
Examples are involvement in 4H club,
debate teams, church youth activities, high
school improv, theatre groups; or having
speaking or storytelling modeled in
environment.



Helen Lie

UNITS

Learning acting skills

Learning and working on
the business side of
speaking

Challenge oneself out of
comfort zone

Studied comedy/humor

Communicating cross-
culturally

Self-care

Learn by trial and error

Learning keynote
speaking

Developing your
philosophy

Managing the physical
environment of the
speech

1.1

1.2

1.3

Group 1 Speakers who mentioned Units

14 15 16 17 18 1.9
v
v
v
Y/
v v
v v v

1.10

TOTAL
positives
out of 10
Group 1

1

Page 5

Examples/Description

Use of voice, staging, movement, pausing,
performance skills from the perspective of
acting

Learning how to sell, marketing in order to
have opportunities to speak. When to
raise speaking fees, handling various
business situations. Dealing with the ups
and downs of the business. Learning may
occur by getting coaching, or through
networking/colleagues.

May involve speaking to new or
challenging groups, allowing yourself to be
uncomfortable.

How to incorporate more humor into
speaking, or telling jokes

Working with multiple translators when
speaking; learning appropriate language
choice when speaking across nationalities
or cultures

Getting exercise, personal grooming,
maintaining health, proper hydration, etc.
Speaker’s health is critical to job.
Maintaining energy levels for demanding
speaking circuit.

Process of trying different things to see
what works and does not work, to learn
from mistakes.

Keynote is an artform.
Identifying your message.

May include extensive AV check, giving
input to meeting planner on physical
arrangement of room.



Helen Lie

UNITS

Getting academic
training

Keep speech resource
file

Worked on tone and
energy

Slowing down, pausing

Worked on withholding
judgment and listening
skills

Worked on storytelling

Worked on managing
time

Worked on conciseness

Work on openings and
closings

Group 1 Speakers who mentioned Units

positives
out of 10
Group 1

1.1 12 13 14 15 1.6 1.7 18 19 1.10
0
v/ 1
v/ 1
g ™ 2
0

TOTAL

Page 6

Examples/Description

Honors speech course, B.A. in theatre,
Masters in Speech Communication,
Doctoral courses in communication.

To hold quotes, or stories, articles that may
be useful material for a speech

Toning down, not being so overbearing or
coming across too strong on the platform

Speakers may have a tendency to talk too
fast.

Receiving communication from people,
audiences, and individuals, particularly
when the communication may cause
defensiveness

How to tell a story effectively, to turn a
case example into a dynamic narrative that
will captivate the audience.

Learning how to organize material to fit
time requirement; learning how to prioritize
material to adapt presentation to sudden
changes in time requirements

Trying to say the most with as few words
as possible, important to maintain
audience attention

The initial and final moments of a speech
are critical; refers to a speaker’s
introduction and conclusion.



Helen Lie

UNITS

Become a member and
participate in NSA
Activities

Have additional venues
to practice, observe,
receive feedback

Focus on connecting
with the Audience/Client

Get a coach

Have or get a mentor

Get experience; speak
often

Group 2 speakers who mentioned themes

21 22 2.3 24 25 26 27 28 29 210 211 212 Total
positives
out of 12
Group 2
(%)
9
(75%)

¥ & ¥ @ & (42%)

(75%)

v v v (25%)
v M v v 4 (50%)

67%)
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TOTAL
out of 22
(%)

19
(86%)

(41%)

16
(73%)

(41%)

(41%)

15
(68%)



Helen Lie

UNITS

Reading and self-study

to stay current and fresh

Make a commitment to
give 100%

Be Authentic

Watch myself on video

Pay Attention to
Feedback from the
Audience

Get Feedback from the
Client

2.1

2.2

2.3

Group 2 speakers who mentioned themes

2.4

25 26 27
v
v
4
v
4
v

2.8

29 210
v
v VY
v VY
v VY
v

211 212 Total

positives
out of 12
Group 2
(%)
9
(75%)

(42%)

(58%)

(50%)

(75%)

(25%)

Page 8

TOTAL
out of 22
(%)

17
(77%)

10
(46%)

14
(67%)

10
(46%)
14
(67%)

(32%)



Helen Lie

UNITS

Microdot matters

Get Feedback from other
speakers, friends, family

Pay attention to repeat
business/referrals as
feedback

Reflect on what worked,
what didn’t work after a
speech

Write regularly

Publishing a book

Learn by observing other
performers

Rehearse

Motivated by inner drive
to succeed, learn

Motivated by passion for
topic /craft

Group 2 speakers who mentioned themes

21 22 2.3 24 25 26 27 28 29 210 211 212 Total
positives
out of 12
Group 2
(%)
1
(8%)

v v/ (17%)

v/ v/ (17%)

v v v v (33%)

v/ v/ (17%)

(17%)

v v v 4 v (50%)

(17%)

¥ @ @ ®& ¥ & v, (58%)

(33%)

Page 9

TOTAL
out of 22
(%)

(23%)

(23%)

(14%)

(18%)

(23%)

(23%)

(32%)

(14%)
15
(68%)

(41%)



Helen Lie

UNITS

Motivated by upbringing/
close relatives

Motivated by desire to
help people

Motivated by observing
other speakers

Motivated by business

Motivated by desire to
avoid failure on the
platform

Motivated by respect for
the audience

Motivated by positive
feedback of audience

OTHER UNITS
Early engagement

Learning to turn
nervousness into
excitement

2.1

v

v

Group 2 speakers who mentioned themes

2.2 2.3 24 25 26 27 28 29 210 211 212 Total
positives
out of 12
Group 2
(%)
3
(25%)

v ¥ @ & @ ©°%

v v v, M ¥ (50%)

v v v v (33%)
v v v (25%)
(33%)

v 4 (33%)

(42%)

v (8%)
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TOTAL
out of 22
(%)

(36%)

11
(50%)

(36%)

(32%)

(14%)

(23%)

27%)

11
(50%)

(14%)



Helen Lie

UNITS

Learning acting skills

Learning and working on
the business side of
speaking

Challenge oneself out of
comfort zone

Studied comedy/humor

Communicating cross-
culturally

Self-care

Learn by trial and error

Learning keynote
speaking

Developing your
philosophy

Managing the physical
environment of the
speech

Group 2 speakers who mentioned themes

21 22 2.3 24 25 26 27 28 29 210 211 212 Total
positives
out of 12
Group 2
(%)
1
4 (8%)

4
(33%)

v v 4 (25%)

(42%)

7 6%

(17%)

4 (8%)

Page 11

TOTAL
out of 22
(%)

(5%)

(32%)

(14%)

(32%)

(14%)

(9%)

(14%)

(14%)
(9%)

(5%)



Helen Lie

UNITS

Getting academic
training

Keep speech resource
file

Worked on tone and
energy

Slowing down, pausing

Worked on withholding
judgment and listening
skills

Worked on storytelling

Worked on managing
time

Worked on conciseness

Work on openings and
closings

Group 2 speakers who mentioned themes

25 26 27 29 210 211

2.12 Total

positives
out of 12
Group 2
(%)
4
v (33%)

1
(8%)
1
(8%)

5
v (42%)

1
(8%)

(8%)

(8%)

(8%)
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TOTAL
out of 22
(%)

(18%)

(9%)

(32%)

(5%)

(9%)

(9%)

(9%)

(5%)



APPENDIX F

Mean Ratings and Standard Deviations for Frequency, Effort and Relevance of Practice Activities

Item

Set Activity

Frequency 1

Scale: 1=Never; 2=Once in a while;

3=Monthly; 4=Weekly; 5=Daily

Effort Relevance
Scale: 1= No effort; 2=Minimal Scale: 1-5; 1=
effort; 3=Moderate effort; 4=Very Irrelevant;

effortful; S=Extremely Effortful 5 = Extremely Relevant

1 Read and study to stay current 4.00, 1.14 3.06, 1.06 4.50, .79
1 Writing 3.94,1.11 3.41,1.00 4.39,.78
(N=17)
1 Seek as many speaking opportunities as 3.50, 1.30 3.76, 1.09 4.17,1.30
possible (N=17)
Frequency 2 Effort Relevance
Item Activity Scale: 1=Never; 2 =1-2 times/yr; Scale: 1= No effort; 2=Minimal Scale: 1-5;1 =
Set 3=3-6 times/yr; 4=7-12 times/yr; effort; 3=Moderate effort; 4=Very Irrelevant;
5 =more than 12 times/yr effortful; S=Extremely Effortful 5 = Extremely Relevant
2 Observe other performers 4.06, 1.06 2.76, .90 4.17,1.10
(N=17)
2 Participate in NSA Activities 2.94,1.21 3.006, .85 4.12,1.17
(N=16)
2 Seek feedback from audience, client, 3.78, 1.35 2.82,.95 4.06,1.16
family, or friends (N=17)
2 Video critique 2.94,1.06 2.88,.70 3.83,1.34

(N=17)



2 Meeting with a coach 1.78, .88 3.11, .60 3.07,1.53

(N=9)
2 Meeting with a mentor 2.06, .87 2.77,1.01 3.37,1.50
(N=13)
2 Attending other speaking group meetings 2.28,.90 2.62, .96 3.5,1.37
(N=16)
Frequency 3 Effort
Item L. Scale: 1=Never; 2=Seldom; Scale: 1= No effort; 2=Minimal Relevance
Set ACthlty 3=Occasionally; 4=Somewhat effort; 3=Moderate effort; 4=Very  Scale: 1-5; 1 = Irrelevant;
¢ often; 5=Often; 6=Very often; effortful; 5=Extremely Effortful 5 = Extremely Relevant
7=Always
3 Commitment to give 100% 6.83, .38 3.39,1.20 494, .24
3 Focus on audience 6.22,1.26 3.83,1.34 4.83, .51
3 Authenticity 6.67, .59 344,1.15 4.67,.59
3 Pay attention to details and nuances 5.67,1.50 2.94,1.16 4.61,.70
3 Reflection 6.17,1.47 3.00, .97 4.56,1.04
3 Rehearse portions of my speech out loud 3.67,2.22 3.31,1.03 4.31,1.69
(N=13)

Note: Item sets distinguish the 3 different types of response options that were used for frequency measures. The response options for
effort and relevance remained the same across all 16 practice activities.



