THE MOTIVATIONAL SPEECH

One of the most powerful, effective ways to get your message across is to do it in such a way that you motivate and empower your audience to take control over a wayward aspect of their life and then wrestle it into compliance. These are the speeches that rivet you. that make you cry, that leave you with a burning desire to do something, anything. When you've encountered a powerful motivational speaker, the sky is the limit. 

What is the key to a motivational speech?

· It's uplifting

· It's remarkable

· It's relevant

· It inspires action

· It initiates improvement

· It promotes excellence

· It fosters change

· It sponsors self realization

In essence, motivational speeches leave you better off than they found you. Therefore, as you compose your motivational speech, judge your material against that rule. Will your audience leave in a better state than when they arrived? If the answer is yes, great - you're on the right track. If not, examine your speech closely, looking for ways you can make a positive, lasting and inspiring impact on your audience.
WHAT IS MOTIVATIONAL SPEAKING?

If you thought that motivational speaking is one where somebody rants on and on about doing something, you’re part of a huge majority that thinks so. And you’re right! (Although not totally accurate about the whole concept.)
Whether you believe it or not, the ability to deliver an effective motivational speech is not just a useful tool for public speakers. It’s also useful to business leaders, middle management, executives, fresh graduates and even children! A motivational talk should affect the audience’s emotions and state of mind positively. They have got to believe that the message you’re trying to get across to them is not just a concept, but a reality.

They have to see the vision that you are trying to draw in their mind so clearly that they can almost reach out and grab it! They have to be so indulged in the message that they are no longer listening to you, but virtually experience what you’re narrating to them.

WHAT IS MOTIVATION?  

Do you know the definition of motivation? More importantly, do you know why you need to know?
Have you ever found it hard to do something that needed to be done? Have you ever had a hard time getting others to do or accomplish something? Would you like to take charge of your own life or help others take charge of theirs?

The difference or gap between what needs to be done and what is not being done can be closed using motivation. 

In public speaking motivation is defined as communicating to an internal force that actuates a behavioral pattern, thought process, action or reaction. Negative forces or positive forces can act as actuators. 

In general it could include but is not limited to the use of words, circumstances, situations, and external and internal forces.

When used effectively by a speaker, this force can help individuals or groups work toward common goals and reach them. This means you can help individuals work toward a goal.

UNDERSTANDING MOTIVATION

The first definition of motivation as described by dictionary.com is:

The act or process of motivating.
The key word being: process. Like all processes, there are specific steps to follow. Each step leads towards an outcome that has to be defined in advance, so that the speaker can identify a milestone that he/she is setting out to achieve.

Motivation is not easy to achieve, especially if you are out to motivate somebody, as opposed to yourself. However, the key ingredients of motivational communications remain the same, regardless of who the intended audience is.
Motivating yourself to achieve something is already very challenging. Multiply this by a few hundred times, then you’ll get an idea on how it’s like to motivate others.

INGREDIENTS OF AN EFFECTIVE MOTIVATIONAL SPEECH 
Like all things, there are always criterias that need to be fulfilled before an effective motivational speech can reach its objective. The key ingredients are:

· Earn the right to give the speech

· You must want to give the speech

· You must have a strong opinion regarding the topic at hand

· Suit the content of the speech to your audience

Just as important is the drive you put into delivering your motivational speech. You must really want to give the speech. It should be very passionate! Deliver the speech as if it’s the last speech you’ll ever give. Engulf yourself in the scenes described in your talk. Cry during the sad parts, laugh during the funny sections, growl at parts which arouse anger. Don’t just recite your speech… live it!

Your opinion regarding the topic of your speech will decide its outcome even before the speech starts. Giving a motivational speech on something that you’re obviously bored of will reflect on to the audience. And believe me, they can tell how you really feel about the topic even when you give a performance worthy of an Oscar. Probably not during the speech itself, but sooner or later, they will know.

DIFFERENT TYPES OF MOTIVATION


To understand the different types of motivation it will help if you deconstruct the term motivation. Then the various motivation theories should be reviewed as each is a different method, form or type of motivation.  Motivation is the reason for action or behavior or behaving in a particular way. Some would describe motivation as the why.  In the field of public speaking, learning to use words to motivate is essential to succeed. 

Understanding the motivational types or theories of motivation will help you understand the factors of motivation. Understand the motivation factors and you will be in a better position to motivate your audience with your public speaking.

This will provide a brief review of the various different motivational aspects and motivational theories. 

Motivational Theories
Understanding the motivational concepts is the first requirement to understand the types of motivation.
· Incentive Theory of Motivation 

An incentive or reward is the motivational factor. It is either tangible or intangible and is provided once the desired action or behavior is performed.   Repeating giving the incentive causes the desired action or behavior to become a habit. Once a habit, it becomes part of how the respondent thinks.

Intrinsic motivation is the result of what occurs naturally or inwardly. Traits of intrinsic motivation can be seen in believing in one’s self to accomplish change rather than luck.

Intrinsic motivation will be demonstrated in the desire to master an educational or professional subject rather than learning for the sake of grades (an extrinsic motivation).  In sports, it is motivation for the love of the game. It is the reason people master hobbies. 
Extrinsic motivation comes from outside of the performer. Money is the most obvious example, but coercion and threat of punishment are also common extrinsic motivations.
In sports, the crowd may cheer the performer on, and this motivates him or her to do well. Trophies are also extrinsic incentives. Competition is often extrinsic because it encourages the performer to win and beat others, not to enjoy the intrinsic rewards of the activity. 
Considering the types of motivation, these are the two most basic concepts to understand.
· Drive Reduction Theories 

These theories come from the inner needs human have also called drives. If we satisfy a drive, it is reduced. If not, the drive increases.  These drives would include things such as food, fight or flight and even addictions. 
· Cognitive Dissonance Theory

Another drive reduction theory occurs when there is an incongruity or incompatibility of two cognitions. 

Smokers often know smoking is bad for health, wants good health but will continue to smoke. The pleasure of smoking is a stronger motivation than the desire for health. The immediacy of pleasure is a greater drive and once reduced, no longer needed once the drive is filled till the need arrives again.
· Motivation Need Hierarchy Theory (from Abraham Maslow's Theories of Motivation)
Physiological
Safety
Belongingness 
Esteem 
Self actualization

(This theory does not account for spirituality). 
· Herzberg’s Two-factor Theory

Also called intrinsic/extrinsic motivation it the theory that factors in the workplace result in job satisfaction, lack of these factors leads to dissatisfaction.

Also called the Motivator-Hygiene Theory in that like personal hygiene, having it will not make you healthier but failing to have it can make you sick.

· Goal-setting Theory 
Considers that sometimes people have drives to reach clearly defined goals. 

Goals typically are reasonable, attainable and measurable.  To say the goal is to accomplish as much as possible is not really a goal. It is a nice idea but lacks the clear definition of a goal. 
· The 16 Basic Desires Theory (connected to intrinsic motivation)
Acceptance: the need for approval

Curiosity: the need for cognitive processes

Eating: the need for food

Family: the need to rear children

Honor: the need of loyalty to the values of one's clan, ethnic group or organization

Idealism: the need for social justice

Independence: the need for personal individuality

Order: the need for organization in ones life and stable, predictable environments

Physical Activity: the need for exercise

Power: the need for influence of will

Romance: the need for love
Saving: the need to collect

Social Contact: needing friends or peer relationships

Status: the need for social standing/importance

Tranquility: the need to be safe

Vengeance: the need to strike back
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