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Mission of 
Culmore 
Clinic
• Advancing health by bringing 

community together to provide 
medical care and health 
education at no cost to 
uninsured neighbors in Fairfax 
County.



My Why  - 
The Culmore Clinic Strategic 
Plan

• Serve more patients by expanding capacity 
and resources

• Align clinical services for maximum impact on 
patient & community health

• Reimagine & expand community engagement 
and partnerships

• Expand & enhance fundraising activities
• Transition to a more stable & sustainable 

organization
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CHCU Sessions 
that influenced 
my Capstone

• Session 2 – Trauma Informed 
Care

• Session 3 – Communications 
Skills

• Session 5 – Strategic Thinking 
& Planning



Strategic Goals of my 
Capstone
• Develop a compelling presentation that will lead to more 

opportunities to share Culmore Clinic story with the 
community 

• Educate the community about barriers to healthcare
• Humanize Culmore Clinic patients and their healthcare 

needs
• Encourage volunteerism, partnerships and cultivate new 

donors 
• Call to Action: See for yourself - Come visit Culmore 

Clinic



Personal Goals 
for my Capstone
• Improve public speaking skills
• Become a better story teller
• Inspire and motivate others to get 

involved



Starting the 
journey – a self 
audit
• What do I project as a speaker?

• Vocal Image  - How do I sound
• Visual Image – how do I look
• Communication Image – What are the 

non-verbal messages I send



Earning the 
attention of the 
audience

• Be prepared
• Keep them engaged
• Vary the pace, tone and 

energy
• Tell a compelling story or 

stories



Vocal Foundations – 
Lessons learned from the 
experts

• Rate of speech – not too slow, not to Vary the 
rate of speech with purpose

• If what you're speaking about is very important 
slow down

• If it is not as important speed it up
• Volume – strong level of volume -confident – 

authority – vitality – shows audience you 
believe what you are saying



Vocal Foundations – 
Lessons learned from the 
experts

• Light level of volume can draw people in – let them in 
on a secret

• Pitch and melody – expand your vocal range
• Tonality – emotion that lives underneath your voice
• Happy, sad, surprise, fearful, disgust – your face is the 

remote control that allows you to inject emotion into 
your presentation

• Pause – pause is powerful – when you pause you give 
listeners time to process what you said. Get 
comfortable – remove the filler words and nonwords – 
reduces the clarity of your message



Reducing 
"nerves"
• Know your content inside out
• Believe your content
• Rehearsal - "table read" - how you rehearse if 

how you will present
• You worry less about what people think about 

you when you realize how seldom they do – 
Mark Twain

• Fear – I'm going to go blank
• Serve the audience – you are there to serve 

others in the audience



Your physical 
presence
• Look at the audience when you are 

talking
• Vary your position on stage
• Use Slides as a tool, not as a prompt
• Hand gestures help emphasize



Being Witty and off 
the Cuff
• Use it to your advantage

• Speed, intelligence and humor
• 20% of time – in the moment
• 80% of the time – they have experienced it before – 

prepare for that moment – repeating – speed comes from 
the experience

• Timing – say it too late – it's not "wit" loses effectiveness
• Intelligent – deep thinking
• Warning - It's risky



Content 
Development
• Know your audience
• Find an interesting hook about your topic
• Gather your facts/evidence
• Outline your presentation for timing
• Use engaging language
• Use Visual Aids
• End with a call to action



How did it turn out?
• Donations
• New Opportunities to speak
• A tool to go out to ask for opportunities


