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When TRUST is at risk, 

EVERYTHING is at risk. 

 

Trust impacts almost every measure of your 

personal and professional success. 

The key lesson is … 
 

 

You don’t just get trust, you earn it. 
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David Penglase 

B.Bus(HRD)  |  MBA  |  MProfEthics  |  MScAPP  
 

Behavioural Scientist, Speaker, Author, 

Masterclass presenter. 

 
David has been delivering conference keynote presentations and 

masterclasses for top tier corporations and associations for over 20 years 

and across 10 countries. He has been inducted to the Australian 

professional speakers’ Hall of Fame and is only one of seven professional 

speakers in Australia to be inducted into two separate Hall of Fame 

categories (outstanding contribution to the speaking industry and educator 

award for excellence).  

 
Academically David is a behavioural scientist. 

He holds degrees in business and human 

resource development; an MBA; a Master 

degree in Professional Ethics and a Master of 

Science degree in Applied Positive 

Psychology.  

 

For most of his adult life, he has been 

fascinated by what causes people to think, 

feel and act the way they do. 

 

His ground-breaking research linking employee 

intention, trust and self-determination provides 

insights to practical strategies and a blueprint 

for corporations to build collaborative trust 

relationships that are good for employees, 

good for customers and good for the 

organisation’s bottom line. 

 

 

 

 

 

 

David works closely with clients, 

conference event organisers and speaker 

bureaus to tailor every keynote  and 

masterclass presentation. 

 

All the pre-conference research, interviews 

and preparation come to life on stage as 

he skilfully and professionally weaves 

humorous, personal and energetically 

delivered stories throughout his 

presentation, to support and practically 

apply his behavioural and positive 

psychology research. 

 

For over two decades, clients have trusted 

David to deliver entertaining presentations 

where audiences laugh, engage, interact 

and learn. 

 

 

 

 

“David's presentation style naturally energises the whole group, 

engages you all intimately and drives great outcomes. I recommend 

him to any group serious about developing their talent." 
PAUL CAMPBELL 

CEO, RI ADVICE GROUP 



davidpenglase.com  | 4 

 

 

 

 

 

 

 

 

 

 

David’s Clients include … 
 

 

David’s clients are typically top tier corporations and associations who 

initially engage him as a conference keynote speaker and then work more 

intensely through his tailored masterclasses and programs to create 

sustained behaviour change and results. 

 

 

  

 

“Feedback, well, what can I say? It 

was terrific. Everyone really enjoyed 

the presentation.” 
 

MICHELE BLANSHARD 

HR MANAGER 

JOHNSON & JOHNSON 
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People Get Your Truth. 

 

Over time your intentions, promises, actions and results will 

either promote you as trustworthy, or expose you as not. 

 

It’s not what you do … it’s why and how you do it. 

 

“As the keynote speaker at our Franchise Conference, David was 

engaging, motivational and entertaining. The feedback we received was 

more than positive and we were impressed with how his presentation was 

tailored to our personal needs.”   
 SHARYN HOPKINS, 

NETWORK PERFORMANCE COORDINATOR, 

L.J. HOOKER 
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  Conference Keynote Presentations 

 

 

 

David is booked repeatedly at corporate 

conferences because his audiences laugh, 

learn, and are inspired to implement his practical 

evidence-based positive psychology strategies, 

to help them build more trusted and 

collaborative relationships, and boost success in 

their professional and personal lives. 
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Conference Keynote 

Presentations on Sales and 

Customer Service 
 

(Also available as more intensive masterclasses and 

behaviour change programs) 
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Sell the way buyers want to buy 
CONFERENCE KEYNOTE or INTENSIVE MASTERCLASS 

 

 

This presentation is ideal as a sales conference kick-start, mid conference 

uplift or as a dynamic conference close. Your salespeople will learn how to 

align their communication and positive persuasion strategies with the 

psychology of buying – to sell the way buyers want to buy. 
 

Here’s what’s covered: 
 

 

 

For experienced and  

inexperienced salespeople 

 

High energy, interactive, funny and content 

rich, your experienced salespeople will have 

the opportunity to inspect their habits of 

success, while your lesser experienced 

salespeople will learn a trust-based, customer-

centric communication and positive 

persuasion process to fast-track their sales 

success. 

 

Develop self-determination  

and success mindset 

 

In competitive and disruptive markets, 

salespeople need more than just a positive 

mental attitude, they need to develop SELF-

DETERMINATION. This is their combined beliefs 

about their personal impact on success; that 

they have sufficient knowledge, skills, 

attributes and resources to be successful; and 

that they have supportive professional and 

personal relationships to help them succeed. 

 

 

Apply positive persuasion to 

Remove buyer exit ramps 

 

These exit ramps are a series of apprehensive 

questions buyers silently ask right throughout 

their buying experience. They are moment of 

truth, where depending on their assessment of 

trust in the salesperson, they either 

procrastinate, decide not to buy or proceed 

with their purchase. Using the POWER of 

POSITIVE PERSUASION your salespeople will 

proactively manage and remove these exit 

ramps. 

 

Start with a positive intention and 

Sell the way buyers want to buy 

 

When your salespeople start with a positive 

intention to understand each client’s wants, 

needs, problems or goals, and then make 

confident recommendations and advise on 

which of their products or services will be best 

for the client, they fast-track trust, avoid most 

obstacles or objections to buying and sell 

more.  

 

 

 
 

 

 

Building Customer Trust 
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More trust more customers more profit 
CONFERENCE KEYNOTE or INTENSIVE MASTERCLASS 

 

 

This presentation is ideal for any customer-centric conference as a kick-start, 

mid conference uplift or as a dynamic conference close. The 21st century 

customer is more individualised than ever before, and your customer service 

people need to tap into communication strategies that engage the minds 

and emotions of customers to create exceptional and profitable customer 

experiences. 

 

Here’s what’s covered: 

 

 

The art and science of customer trust 

 

Building customer trust is the responsibility of 

every leader and employee. In this high 

energy, interactive, funny and content rich 

presentation, audience members explore the 

psychology of buying through the customer’s 

lens and are introduced to an evidence-

based six step communication process that 

engages the minds and emotions of 

customers. 

 

The mindset of trust 

 

Audience members explore three levels of 

trust required to create exceptional customer 

experiences. They will learn how to develop 

the confidence required for self-trust; the 

courage to trust in others, and the combined 

competence and character to earn others’ 

trust. Applying this mindset of trust is key to 

developing trustworthiness in your people, 

products and organisation. 

 

 

The communication of trust 

 

Tapping into the research on positive 

persuasion and influence, audience members 

learn communication strategies and actions 

that help to fast-track the trust building 

process and create buying experiences for 

customers where they are more comfortable 

and confident to buy. 

 

The service of trust 

 

Customers buy for different reasons and being 

able to understand the dominant deciding 

values of customers is essential. Tapping into 

the research on what drives people to make 

decisions, audience members explore ways to 

identify each customer’s ‘buying drives’ and 

deliver positive service experiences that 

customers enjoy and result in more purchases. 

 

 

 

 

Building Customer Trust 
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Conference Keynote 

Presentations on Leadership 

 

(Also available as more intensive masterclasses and 

behaviour change programs) 
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Embracing the privilege of leadership 
CONFERENCE KEYNOTE or INTENSIVE MASTERCLASS 

 

 

This presentation is ideal to kick-start an emerging leader conference, or as 

a mid-conference uplift, or as a dynamic conference close. The shift from 

‘team member’ to leading the team is one of the most difficult dynamics for 

new leaders to manage. Explore what it takes to develop the confidence 

for self-trust, the courage to trust in others, and the combined character 

and competence to earn other’s trust. 

 

Here's what’s covered: 
 

 

Getting intention right 

 

In this high energy, entertaining, interactive, 

and content rich presentation, your emerging 

leaders start with getting clear on their 

intention for their team members – what they 

want for their team, not just what they want 

from them. They’ll explore how to practically 

apply evidence-based strategies to establish 

the foundation for individual and team trust. 

 

The shift to leadership 

 

Audience members will be introduced to 

practical strategies to help develop the 

confidence required for self-trust. Identifying 

and holding themselves accountable to 

model the behaviour they expect of others 

builds on their foundation of intention. 

Audience members also explore evidence-

based influencing strategies they’ll readily 

want to implement.  

 

 

The courage to trust others 

 

To trust others takes courage, and audience 

members explore how to manage the trust 

they place with others. More than 

understanding the basics of delegation, 

emerging leaders need to understand how to 

hold their team members individually and 

collectively accountable for the trust being 

placed on them to get things done. 

 

The character of leadership 

 

Applied ethical decision making is a key 

ingredient of effective leadership. Following 

the wisdom of Aristotle, who taught ‘our 

actions and behaviour are our morals shown 

in conduct’, audience members explore the 

ingredients of combined competence and 

character required to earn the trust of their 

team members. 

 

 

 

 

 

 

Building Leadership Trust 
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Beyond Inspiration: 

The need for Aspirational Leadership 
CONFERENCE KEYNOTE or INTENSIVE MASTERCLASS 

 

 

This presentation is ideal to kick-start any leadership conference, or as a 

mid-conference uplift, or as a dynamic conference close. 21st century 

leadership requires a combination of character, competence, authenticity 

and trustworthiness. Discover how to pattern interrupt the noise of disruption, 

gain clarity and lead with integrity to create a thriving work environment 

where your people flourish. 
 

Here's what’s covered: 
 

 

The mindful leader 

 

In this high energy, entertaining, interactive, 

and content rich presentation, we explore 

how to pattern interrupt and cut through the 

noise of disruption to become more 

intentionally mindful in more moments that 

matter more often. Without the need for 

meditation, the mindful leader is able to be 

truly present when communicating with 

others. 

The courageous leader 

 

The courageous leader requires a balance of 

empathic and positive influencing skills with 

the ability to hold their team, individually and 

collectively accountable for the trust placed 

in them. Exploring communication strategies 

to make those crucial conversations a little 

easier for all concerned, the courageous 

leader is a proactive communicator who 

provides clear vision and guidance for their 

team. 

 

The self-determined leader 

 

The self-determined leader taps into the three 

elements that release intrinsic motivation: 

Autonomy (a belief in their personal impact 

on success); Competence (a belief they have 

sufficient knowledge, skills, attributes and 

resources to be successful; and Relatedness 

(a belief that they have supportive 

relationships to help them succeed 

 

The aspirational leader 

 

The aspirational leader is inspiring because of 

the way they lead. They model the behaviour 

that’s required to create an environment of 

trust, agility, creativity and success. They apply 

ethical decision-making tools that boost team 

confidence and understand the combination 

of competence and character required to 

earn the trust of others. 

 

 

 

 

 

 

Building Leadership Trust 
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Conference Keynote 

Presentations on Individual 

and Team Success 

 

(Also available as more intensive masterclasses and 

behaviour change programs) 
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Achieving Positive Collaboration  

and Team Success 
CONFERENCE KEYNOTE or INTENSIVE MASTERCLASS 

 

 

This presentation is ideal to kick-start almost any conference, or as a mid-

conference uplift, or as a dynamic conference close. Identifying, 

understanding and harnessing the signature strengths of individuals is key to 

intra-team and inter-team success. Discover the power of Positive 

Collaboration – an evidence-based approach that helps build trust and 

fast-tracks almost every measure of team success. 

 

Here's what’s covered: 
 

 

Harness character strengths 

 

In this high energy, entertaining, interactive, 

and content rich presentation, audiences 

learn how to tap into their personal character 

strengths to release their potential. 

Understanding the character strengths of 

other team members helps to improve intra 

and inter team communication and provides 

the foundation for effective task allocation. 

Building Team Trust 

 

Successful teams operate in an environment 

where all three levels of trust are evident: the 

confidence required for self-trust, the courage 

required to trust others, and the combined 

competence and character to earn others’ 

trust. We explore evidence-based ways to 

build more of these three levels of trust, to 

increase the results in desired success 

measures 

 

 

Start with intention 

 

Science shows that starting with a positive 

intention for others sets the foundation of trust 

and is essential for the development of intra 

and inter team trust. Audience members learn 

how to develop positive intention statements 

in a way that will increase their self-

determination and intrinsic motivation to get 

things done in a collaborative and trust-based 

work environment.  

 

The key to accountability 

 

When individual team members clearly 

articulate what they can and what they can’t 

promise to other team members and 

management, in ways that others understand 

why they can or can’t promise something, 

trust is fast-tracked, actions become more 

intentional and clear, and accountability 

becomes everyone’s personal responsibility. 

 

 

 

Building Self-Trust 
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Develop Your Personal  

Success Blueprint 
CONFERENCE KEYNOTE or INTENSIVE MASTERCLASS 

 

 

This presentation is ideal to kick-start almost any conference, or as a mid-

conference uplift, or as a dynamic conference close. Ordinary people can 

do extraordinary things, but it takes much more than positive thinking. 

Explore the latest research in human motivation and unlock the power of 

self-determination to succeed in the areas you need to live a flourishing, 

meaningful and prosperous professional and personal life. 
 

Here's what’s covered: 
 

 

Start from where you are 

 

In this high energy, entertaining, interactive, 

and content rich presentation, audiences are 

comfortably challenged to take stock of their 

truth about their level of success in their 

various work and personal life roles. We 

explore the power in understanding your 

personal character strengths and how to 

identify ways to use your personal strengths to 

achieve more success.  

Become intentionally self-determined 

 

Science validates that intrinsic motivation is 

directly impacted by a person’s self-

determination. We explore the three elements 

of self-determination: Autonomy (belief in the 

degree they impact their own success); 

Competence (belief in their capacity to get 

things done); and Relatedness (belief they 

have nurturing relationships to help them 

succeed). 

 

 

Goal management that works 

 

Humans are aspirational goal seeking beings, 

and setting goals that are aligned with your 

personal values and beliefs is key to your 

commitment to start work on achieving a goal 

and for the ultimate goal achievement. 

Developing the mindset for goal achievement 

is explored and in particular, the degree to 

which a fixed or growth mindset will impact on 

goal achievement. 

 

Unlocking your capacity to flourish 

 

Positive Psychology research has uncovered a 

blueprint to help people flourish in the 

professional and personal lives. We explore 

the importance of positive emotions, being 

engaged in what you do, the relationships 

you have for support, the meaning you find in 

your professional and personal lives, and your 

sense of achievement. 

 

 

 

 

Building Self-Trust 
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Contact David 
 

To explore how David can help you achieve your conference and 

professional development goals: 

 

Call Liz and David at their Sydney office 

+61 2 9546 2492 
 

Email David directly: 

david@davidpenglase.com 

 
Website: 

http://www.davidpenglase.com 
 

 
 

 

David’s personal, funny stories made the whole messaging very genuine and 

enjoyable which resulted in the great audience engagement we all felt throughout 

the presentation. I would highlight again how much it meant that you dedicated your 

entire day to observe the participants and listen to all sessions in order to gain a better 

understanding of the context. While your very detailed preparation was well 

grounded by the several phone briefings and personal meetings, you were still willing 

to come along and learn more about the organisation and our people. Nowadays 

this is a very rare experience and it is greatly appreciated. 

Eszter Mattiassich-Aszody 

Market Communications Manager and Business Partner, Siemens 
 


