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To become expert in anything, you 

have to practise.  

 

Whether it’s playing sport, a musical 
instrument… anything – the better 

you practise, the better you become. 
 

So, here are two quick questions 

for you: 

1. Do you think it’s important to 

be good at communicating? 

(everyone I ask replies “yes” 

to this) 

2. Given how important it is, do 

you practise communication 

often enough? (everyone says 

“no – not given how 

important it is”) 

 

Assuming you also answered 

“yes/no”, you’ll now know that 

you have to practise more. 

 

But which bits should you 

practise?  After all, you’re super-

busy.  You haven’t time to 

practise everything. 

 

Well, on previous Tuesday Tips, 

I’ve already covered four key 

things to rehearse – your: 

 Start, so you wow them early 

 Close, so it triggers the 

desired decisions/actions 

 Questions, so you get them 

talking 

 Responses to their likely 

questions, so you don’t dread 

anything they’ll ask you 

 

And here’s a fifth: the bridge.  In 

other words, how you’ll bridge 

between the different stages of 

your conversation.  

 

For example, in a meeting, you’ll 

no doubt start with a quick 

rapport-build.  But how to bridge 

to the business part?  You need to 

know this; or you’ll be building 

rapport for an hour.  

 

One bridge I use is “My 

understanding is we’re here to 

explore X.  Is that what you 

think?” 

 

They’ll either respond “yes” – in 

which case we crack on. Or “no”, 

to which I reply “I’m glad I asked! 

What did you think?” 

 

Either way, the official part of the 

meeting has now started.  

 

Another example of bridging is at 

the end.  This is something people 

often struggle with.  How to 

politely stop the chat, and confirm 

decisions/actions? 

 

One I use is – ten minutes before 

the end – “I’m conscious of 

time”.  

 

When I say this, people look at 

their watch.  Then they look back 

at me.  We both know the 

meeting is drawing to a close.  

And that we have ten minutes to 

close it, and agree our 

decisions/actions. 

 

A final example – when you’re 

presenting information (could be a 

full-blown presentation; could be 

discussing an agenda item), how 

to bridge from slide/topic #1 to 

#2? It’s important it flows. 

Bridging ensures it does. 

 

I find the easiest way is to use my 

bye/hi technique. In other words, 

say “bye” to the previous 

slide/topic, and “hi” to the next.  

For example “So, that slide has 

confirmed this is financially viable.  

But it’s essential our people are 

also on board. Let’s look now at 

how we’ll make sure this 

happens…”  

 

I’ll stop now (after all, I’m 

conscious of time).  But you get 

the point.  Script/practise your 

bridges.  And things flow 

smoothly and quickly to the next 

part of your chat. 

 

In fact, I see Tuesday Tips as a 

bridge – between what you were 

doing before them, and what 

you’ll do differently afterwards.   

 

Andy Bounds 

Build bridges – the secret to communication 

brilliance 

 

“But which bits should you practise?  
After all, you’re super-busy.  You 

haven’t time to practise everything.” 
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That’s why I always end with… 

 

Action Point 

What’s your first meeting today? 

 

And how will you bridge between 

the rapport-build and the body of 

the meeting?  Then between topic 

#1 and #2?  And then from the 

chatting to the actions?  

 

Script/practice these in advance. 

And everything will flow much 

better.  You’ll achieve more.  In 

less time.  Not a bad outcome for 

a few little bridges… 

 

Practice 
Heard this one? 

 

A lady gets in a taxi and asks 

"what's the best way to Carnegie 

Hall?" 

 

His reply – "Practise" 

 

Maybe you’ve also heard these 

too? 

 Pretty poor practise prevents 

pretty poor performance 

 Failing to prepare is preparing 

to fail 

 It takes effort to appear 

effortless 

 There’s no glory in practise. 

But, without practise, there’s 

no glory 

 Seemingly instant success in 

public follows endless 

dedicated practise in private 

 

Choose your favourite. But the 

message is pretty clear – to 

master anything, practise. 

 

And, of course, it’s the same with 

communication. 

 

Now, of course, we all practise 

the big one-offs – the career-

defining presentations, the 

conference keynote, the job 

interview, the request for a pay 

rise. 

But what about the thousands of 

other communications you do?  

 

For example… 

 Your first meeting today – 

have you practised your 

opening line, so it starts well? 

 This afternoon's presentation, 

where you want your 

colleague’s sign-off – have you 

practised the exact words 

you’ll use to get her support? 

 Tomorrow’s Update Meeting 

– have you practised how 

you’ll update colleagues, so it’s 

interesting, relevant and 

valuable to them? 

 

I guess not. 

 

Most people don't. 

 

But you can practise these things 

easily.  It might only take 10-20 

seconds. You could do it on the 

way to your meeting. Obviously, 

you’re more likely to say it right if 

you’ve practised. 

 

So why don’t we practise more? 

 

The most common reasons I hear 

– and my responses to them – 

are: 

 

       "I didn't have the time"  

 

Time is never about time.  It's 

about priority.  There's always 

time for the things you prioritise 

as important. 

 

"Nobody else practises" 

 

So? That’s all the more reason for 

you to do it – it’s a simple way to 

stand out. 

 

       "It’ll probably go ok"  

 

Yes, it might. But it might not. 

And "ok" isn’t something to aim 

for. Aim for it to go well. 

 

So, practise more. 

 

 

 

 

 

 

 

 

 

 

They might not praise you for the 

extra prep you did… 

… But they’re miles more likely 

to do what you want. 

 

Action point 

 

An obvious one – practise! 

 

 

For the key bits of your next 

conversation, make sure you 

know the words you’ll say – and 

that you’ve practised saying them. 

It’ll make you a whole lot better. 

 

© Copyright, Andy Bounds 

 

About the Author 
Andy Bounds is an expert at 

helping companies communicate 

and sell better. Author of two 

best-selling books and winner of 

the title Britain’s Sales Trainer of 

the Year, Andy has shared his 

expertise with some of the 

world’s largest companies, helping 

every one of them have more 

success. Marketing legend 

Drayton Bird said Andy had 

taught him ‘… more about 

effective communicating than a 

lady who’d taught two American 

Presidents’.  

 

Are you following Andy on 

twitter? 

 

To receive Andy’s weekly tips on 

how to communicate more 

effectively, click here 

 

Short of time? Here are some 

Quick Wins 

 

Co-ordinates 
E-mail: andy@andybounds.com 
Web: www.andybounds.com/tips 
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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