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O B J E C T I V E S  A N D  G O A L S

W H A T  I S  P R E S E N T I N G ?

P I T C H

R E S E A R C H

E X T R A C T

This section covers what presenting is and what it is NOT,

both being vital to understanding a Tactical Presenter.

The first step is to actually get you on stage. We'll cover

the best tactics to get you presentable to a booking agent.

As you get accepted on more stages, you need to craft

your presentation to convert THAT audience. This starts

with conducting the proper research.

What do you want to get out of the presentation? Social

proof? Practice? Business? This is where we determine

what you want.

T O  W H A T  L E V E L  A R E  W E  C R E A T I N G  O U R  O W N  K A R M A ?
- Z A C K  A  K N I G H T

P R O D U C E
Results. Plain and simple. You got on the stage, you did

the work, now you have to produce the results you want.



W H A T  I S  P R E S E N T I N G ?

T o  m a k e  a  g i f t  t o :  p r e s e n t e d  t h e  w i n n e r  w i t h  a

m e d a l

T o  o f f e r  ( a  p l a y ,  f o r  e x a m p l e )  f o r  p u b l i c

e n t e r t a i n m e n t

T o  a f f o r d  o r  f u r n i s h :  T h e  s i t u a t i o n  p r e s e n t e d  u s

w i t h  a  c h a n c e  t o  i m p r o v e  o u r  k n o w l e d g e .

T o  t u r n  o r  p o s i t i o n  i n  t h e  d i r e c t i o n  o f  a n o t h e r

p r e s e n t e d  h i s  f a c e  t o  t h e  c a m e r a

T o  i n t r o d u c e  ( a  y o u n g  w o m a n )  t o  s o c i e t y  w i t h

c o n v e n t i o n a l  c e r e m o n y .

P r e · s e n t  

v .  p r e · s e n t · e d ,  p r e · s e n t · i n g ,  p r e · s e n t s

1 . T o  m a k e  a  g i f t  o r  a w a r d  o f :  p r e s e n t e d  t h e  m e d a l

t o  t h e  w i n n e r

2 . T o  o f f e r  f o r  o b s e r v a t i o n ,  e x a m i n a t i o n ,  o r

c o n s i d e r a t i o n ;  s h o w  o r  d i s p l a y :  T h e  d e t e c t i v e

p r e s e n t e d  h i s  b a d g e

3 .  T o  r e p r e s e n t  o r  d e p i c t  i n  a  c e r t a i n  m a n n e r :  T h e

m o v i e  p r e s e n t s  b a n k e r s  a s  g r e e d y  a n d  c o l d h e a r t e d .

4 . T o  i n t r o d u c e ,  e s p e c i a l l y  w i t h  f o r m a l  c e r e m o n y

5 .  T o  h o l d ,  c a r r y ,  o r  p o i n t  i n  a  p a r t i c u l a r  m a n n e r  a s

a  s a l u t a t i o n  o r  s i g n  o f  h o n o r ,  u s u a l l y  a l o n g  t h e

c e n t e r  a x i s  o f  t h e  b o d y .



W H A T  I S  P R E S E N T I N G ?

S o  w h a t  d o e s  a l l  o f  t h a t  m e a n  i n  s i m p l e  t e r m s ?

I t  m e a n s  y o u  a r e  g i v i n g  a  g i f t .  Y O U  a r e  p r o v i n g

y o u r  a u d i e n c e  w i t h  a n  o p p o r t u n i t y  t o  r e c e i v e  a

m e s s a g e ,  t o  r e c e i v e  y o u ,  a n d  l e a r n  f r o m  y o u .

I f  y o u  l o o k  c l o s e l y  a t  t h o s e  d e f i n i t i o n s ,  t h e

t h e m e  i s  t h a t  y o u  w i l l  b e  o f f e r i n g  u p  s o m e t h i n g

t o  b e  e x a m i n e d ,  s o m e t h i n g  t o  b e  l e a r n e d ,

s o m e t h i n g  t o  b e  r e c e i v e d .  I t  i s  o u r  j o b  a s  a

p r e s e n t e r  t o  m a k e  s u r e  t h e  a u d i e n c e

u n d e r s t a n d s  w h a t  a  g r e a t  g i f t  y o u  a r e  g i v i n g

t h e m .  T h e  g i f t  o f  y o u r  k n o w l e d g e  a n d  t h e  g i f t  o f

y o u r  e x p e r i e n c e .  

T h i s  a l s o  m e a n s  y o u  h a v e  t h e  o p p o r t u n i t y  t o

s h o w  t h e m  e x a c t l y  w h a t  y o u  w a n t  t h e m  t o  s e e

a n d  e x a c t l y  w h a t  t h e  N E E D  t o  s e e .  Y o u  h a v e  t h e

o p p o r t u n i t y  t o  t r u l y  h i g h l i g h t  a  v a l u e  s y s t e m  t o

t h e m  t h a t  t h e y  m a y  n e v e r  h a v e  u n d e r s t o o d  o r

e v e n  b e e n  a w a r e  o f  b e f o r e .  W h i c h  m e a n s  y o u

a l s o  h a v e  a  g i f t ,  t h e  g i f t  o f  c r e a t i n g  t h e  r e s u l t

t h a t  b o t h  y o u  a n d  t h e  a u d i e n c e  c a n  b e n e f i t

f r o m .  



P R O P O S A L

B e f o r e  y o u  b e g i n  a p p r o a c h i n g  c o n f e r e n c e s ,

w o r k s h o p s ,  o r  p o d c a s t s  t h a t  y o u  w a n t  t o  b e  a

g u e s t  o n ,  i t ’ s  i m p o r t a n t  t o  t h i n k  a b o u t  y o u r

p r o p o s a l ,  o r  y o u r  p i t c h ,  f o r  t h e  f a c i l i t a t o r .

 W h a t  i s  y o u r  u n i q u e  p r o p o s i t i o n ?  W h a t  c a n  y o u

o f f e r  t o  t h e  f a c i l i t a t o r  a n d  t h e i r  a u d i e n c e ?  A

g o o d  w a y  t o  t h i n k  a b o u t  w h a t  y o u  h a v e  t o  o f f e r

a n d  t o  p r o p e r l y  s e l l  y o u r s e l f  i s  t o  c r e a t e  a

g u e s t  “ o n e  s h e e t ” ,  o r  a  m e d i a  k i t .  A  o n e  s h e e t

i s  e x a c t l y  w h a t  i t  s o u n d s  l i k e — a  o n e  s h e e t

m a r k e t i n g  p i t c h  a b o u t  y o u .  

What do you believe is currently your unique proposition?



Y O U R  U N I Q U E  P R O P O S I T I O N

List 3 topics of interest that make you stand out from the crowd.

List 2 things in your business that make you the happiest and
are things you love talking about.

List 3 specific skills and experiences that make you
successful at what you do.

Write down 2-3 stories that were turning points in your life.
Your “epiphany” moments.



Y O U R  U N I Q U E  P R O P O S I T I O N

List 3 topics of interest that make you stand out from the crowd.

List 2 things in your business that make you the happiest and
are things you love talking about.

List 3 specific skills and experiences that make you
successful at what you do.

Write down 2-3 stories that were turning points in your life.
Your “epiphany” moments.

Leading yourself before leading others

Developing YOUR BATL Ready Mindset

Legacy: End with "Why"

I lead my company and live based on my own values

I was a police officer, SWAT, Army Infantry officer and deployed with GB's

I disagree with the mindsets of  many current trends

I love interacting and coaching clients in business and mindset 

I love discussed tactics I use and being asked questions about my experience

When I realized that hard work doesn’t always equal success

When I have invested in myself with coaching and masterminds

When my I launched my podcast and launched by book



M E D I A  K I T  &  1 - S H E E T

A  p h o t o  o f  y o u  ( a n d  p o t e n t i a l l y  o t h e r

g r a p h i c s  s u c h  a s  t h e  c o v e r  o f  a  b o o k  y o u ’ v e

a u t h o r e d )  

Y o u r  q u a l i f i c a t i o n s  

A  l i s t  o f  t o p i c s  y o u  a r e  q u a l i f i e d  t o  c o v e r  

S u g g e s t e d  q u e s t i o n s  t o  m a k e  t h e  p o d c a s t e r ’ s

j o b  e a s i e r  ( r e m e m b e r ,  t h e y ’ r e  b u s y ! )  

A  l i s t  o f  o t h e r  p o d c a s t s / m e d i a  y o u ’ v e  b e e n

o n ,  i f  a n y  

I n f o r m a t i o n  a b o u t  h o w  y o u  w i l l  p r o m o t e

s h o w s  t h a t  y o u ’ r e  o n  

A  o n e  s h e e t  i s  e x a c t l y  w h a t  i t  s o u n d s  l i k e — a

o n e  s h e e t  m a r k e t i n g  p i t c h  a b o u t  y o u .  T h i s  o n e

s h e e t  w i l l  i n c l u d e :

T r a d i t i o n a l l y ,  p e o p l e  h a v e  c r e a t e d  t h e i r  o n e

s h e e t  u s i n g  a  g r a p h i c  p r o g r a m  a n d  f o r m a t t e d  i t

a s  a  P D F  d o c u m e n t .  Y o u  c a n  c e r t a i n l y  d o  t h i s ,

e s p e c i a l l y  i f  y o u  h a v e  g r a p h i c s  s k i l l s .  

T o  r e a l l y  b e  p r o f e s s i o n a l  y o u  n e e d  t o  h a v e  a

w e b - b a s e d  o n e  s h e e t .  I t  s h o u l d  b e  m o b i l e

f r i e n d l y ,  o r  o v e r a l l  a  p e r s o n a l  w e b s i t e .



ZACK A KNIGHT
F O U N D E R  |  S P E A K E R  |  A U T H O R



Zack A Knight is a business leader and operations
consultant; media specialist; podcaster, and an Army
veteran.

Zack’s focus in his life and his business has always
been leadership and service. He began his career as a
metro-Atlanta police officer then infantry leader in
the Army. Since leaving active duty, he has carried
those principles into his business life where he
continues to help his clients to protect and grow
their businesses. Zack began building his first
business while in basic training, knowing he wanted
to give more. Over the last 6 years, Zack has used his
expertise from his law enforcement and military
experience to focus on helping entrepreneurs grow
their own businesses through masterminds,
coaching, consulting, and podcasting.

In his book, The Legacy of Love, Zack tells his story
that centers around trauma, healing, and learning.
He uses this experience to help his readers know that
they aren't alone and can heal from their own
traumas. Our traumas don’t define us, but they can
hold us back. Join Zack in discovering how we can
use those experiences to learn and grow and
become a stronger person who can look in the mirror
and confidently say “I LOVE YOU”.

CONTACT

TOPICS TO DISCUSS
Leading Yourself before Others
Developing Your BATL Ready Mindset
Legacy: End with "Why"
Building a Tactical Business

ZACK A KNIGHT

F O U N D E R  |  S P E A K E R  |  A U T H O R

(404) 771.9368
@beatacticalleader
ZackAKnight.com
BeATacticalLeader.com
Zack@BeATacticalLeader.com

TAC·TIC 
noun: 

actions carefully planned to
gain a specific end state



P I T C H

N o w  t h a t  y o u  h a v e  a  o n e  s h e e t ,  i t ’ s  t i m e  t o

p i t c h  t o  f a c i l i t a t o r s .  T h e r e  a r e  h u n d r e d s  o f

t h o u s a n d s  o f  s t a g e s ,  s o  t h e r e  a r e  p r o b a b l y  a

l o t  o f  s t a g e s  o u t  t h e r e  t h a t  a r e  a  f i t  f o r  y o u r

c o n t e n t .  

A  g o o d  w a y  t o  g e t  s t a r t e d  i s  t o  s e a r c h  o n

G o o g l e  f o r  “ t o p i c ”  +  p o d c a s t  o r  s p e a k i n g .  Y o u

c a n  a l s o  s e a r c h  w i t h i n  t h e  A p p l e  P o d c a s t s  a p p ,

a l t h o u g h  i t s  s e a r c h  f e a t u r e  i s  f a i r l y  b a s i c .

A t  t h i s  p o i n t ,  d o n ’ t  b e  t o o  p i c k y  a b o u t  w h i c h

s t a g e s  y o u  c o n t a c t .  S m a l l e r  s t a g e s  m i g h t  b e

m o r e  v a l u a b l e  t h a n  l a r g e  o n e s  i f  t h e y  h a v e  a

v e r y  t a r g e t e d  a u d i e n c e .  P l u s ,  e a c h  s t a g e  y o u

a r e  o n  b u i l d s  y o u r  r e s u m e  a n d  i m p r o v e s  y o u r

s p e a k i n g  s k i l l s .  

O n c e  y o u  h a v e  a  g o o d  l i s t ,  i t ’ s  t i m e  t o  s t a r t

c o n t a c t i n g  t h e  f a c i l i t a t o r s  o n e - b y - o n e .  T h i s  i s

a  b i t  t e d i o u s ;  w e l c o m e  t o  t h e  w o r l d  o f  P R !



R E S E A R C H

C h o o s i n g  t h e  r i g h t  t o p i c

F l o w  o f  t h e  s p e e c h  w i l l  b e  b e t t e r

Y o u  w i l l  b e  a b l e  t o  m a k e  i t  " h i t "  b e t t e r

C o n v e r s i o n s  f r o m  s t a g e  i m p r o v e

T h e r e  i s  a n  o l d  c l i c h é  t h a t  s a y s ,  " 9 9 %  o f  l i f e  i s

w h a t  y o u  p u t  i n t o  i t . "  I  b e l i e v e  t h a t  9 9 %  o f

w h a t  m a k e s  a  g o o d  s p e e c h  i s  w h a t  t h e  s p e a k e r

p u t s  i n t o  i t  b e f o r e  t h e  a c t u a l  d e l i v e r y .  

M a n y  p e o p l e  t h i n k  t h a t  d e l i v e r y  i s  t h e  m o s t

i m p o r t a n t  p a r t  o f  a  s p e e c h  b e c a u s e  i t  m a k e s

t h e  i n f o r m a t i o n  p r e s e n t e d  i n t e r e s t i n g  a n d

p l e a s i n g  t o  t h e  a u d i e n c e .  Y e t ,  t h e  b e s t

d e l i v e r e d  s p e e c h  w i l l  n o t  s e e m  f u l f i l l i n g  t o  t h e

a u d i e n c e  u n l e s s  t h e r e  i s  s o m e  k i n d  o f

s u b s t a n t i a t i o n  a n d  c o n v i c t i o n  p u t  i n t o  t h e

a d d r e s s .  

I n - d e p t h  r e s e a r c h  c a n  a c t u a l l y  h e l p  t h e  d e l i v e r

o f  y o u r  p r e s e n t a t i o n .  H e r e  a r e  s o m e  b e n e f i t s  o f

r e s e a r c h :



R E S E A R C H  -  T H E  S T A G E

How do you get the attention of the owner of those stages?

What kind of stage do you want to be on?

Where and how can you get connected to those stages?

Who owns those stages?



R E S E A R C H  -  T H E  F O R M A T

What type of presentation are you or can you give?

Are you allowed to sell from the stage you are getting on?

M A R K E T I N G  I S  S I M P L Y  A T T R A C T I N G  T H O S E  Y O U  W A N T

A N D  R E P E L L I N G  T H O S E  Y O U  D O N ’ T  W A N T …  

 

C O M M O N  M I S T A K E  P R E S E N T E R S  M A K E …  

 

I T ’ S  B E T T E R  I F  Y O U  C A S T  A  B I G G E R  N E T …  I T ’ S  N O T .  A

N I C H E  P R E S E N T A T I O N  A N D  A U D I E N C E  I S  K E Y .  

 

K N O W  T H E  A V A T A R  O F  Y O U R  P E R F E C T  I D E A L  C L I E N T .

 

B E  T H E I R  G U I D E ,  K N O W  W H E N  T H E Y  B I T E ,  W H E R E

T H E Y  L I V E ,  W H A T  K I N D  O F  H O O K  T O  U S E ,  W H A T  B A I T

T O  U S E ,  E T C .

 

 ( N I C H E  I T  D O W N  T O  I N C R E A S E  Y O U R  C H A N C E  O F

C A T C H I N G  T H A T  B I G  F I S H )



R E S E A R C H  -  T H E  A U D I E N C E

What do you offer that falls in line with what they are searching
for?

What age is the audience? What platforms can you find them on?

What kind of content does this audience search for?

What actions are they normally taking when they find the
answer?



E X T R A C T

W h e n  y o u  m a k e  y o u r  p i t c h  t o  t h e  f a c i l i t a t o r ,  b e

s u r e  t o  f o c u s  o n  w h a t  y o u  c a n  d o  f o r  t h e m  a n d

f o r  t h e i r  a u d i e n c e .  E a c h  p e r s o n  t h a t  b u i l d s  a

s t a g e  w a n t s  S O M E T H I N G ,  y o u  h a v e  t o  f i g u r e  o u t

w h a t  t h a t  i s .

T h i s  c a n  i n c l u d e  h o w  y o u  a r e  q u a l i f i e d  t o

p r o v i d e  v a l u a b l e  i n f o r m a t i o n  t o  t h e i r  a u d i e n c e .

I t  s h o u l d  a l s o  i n c l u d e  h o w  y o u  w i l l  p r o m o t e

t h e  s t a g e  y o u ’ r e  o n .  I f  y o u  h a v e  a  b i g  m a i l i n g

l i s t ,  o f f e r  t o  p r o m o t e  t h e  e p i s o d e  i n  y o u r

n e w s l e t t e r .  I f  y o u  a r e  b i g  o n  s o c i a l  m e d i a ,

e x p l a i n  t h a t  y o u  w i l l  p o s t  t h e  e p i s o d e  a c r o s s

y o u r  s o c i a l  c h a n n e l s .  

A l s o  l e t  t h e m  k n o w  a b o u t  p r e v i o u s  s u c c e s s  a n d

e x p e r i e n c e s  y o u  h a v e  a n d  t h a t  y o u ’ l l  c o m e

p r e p a r e d .



E X T R A C T  -  D E S I R E D  R E S U L T S

What is the result you want?

What are some results an attendee would want?

What kind of results does a facilitator want?



P R O D U C E  -  C T A

What's a shift for you to make with an in-person CTA?

What's a shift for you to make with a virtual CTA?

What is your normal Call to Action?



P R O D U C E  -  L E A D  M A G N E T S

What type of Lead Magnet should you create and where should it
go?

What type of Lead Magnets are common in your industry? What
works?

What type of Lead Magnets do you click on? What works on you?



N E E D  H E L P ?

Zack A Knight

404-503-3576

Zack@BeATacticalLeader.com

ZackAKnight.com

BeATacticalLeader.com


