
 

4 Types of Insights about your TED Talk  
(or anything else) 

As you talk to people about your topic, you’ll get different reactions. Some will love your topic, some will hate it 
or disagree, some will be indifferent, some will really love it, and some will engage with you, or offer ideas for 
where they’ve heard similar ideas discussed.  
 
It’s important to be aware of these insights now (before you deliver or pitch your talk) so that the different 
people in the audience don’t have any objections, they’re not confused, and they fully understand why your talk 
is valuable to them. 
 
There are 4 main categories of insights that you are aiming to get from people. If they have one of these 
reactions, dig further. They are: 

● Disagreement 
● Confusion 
● Fascination 
● Competition 

 
You won’t get all of these reactions from every person you speak to, but over time, you’ll build up a map of how 
other people think about an idea. 
 
NOTE: This is a common approach for Silicon Valley entrepreneurs when developing new products. You can 
use the same technique to test and develop new book or business ideas, or frankly, anything else. 

Disagreement 
The nature of fascinating ideas is that some people will disagree, in fact, no matter how good the idea is, 
people will always disagree. Most people steer away from people that disagree with them, but the truth is, 
there are often gifts hidden inside this disagreement that can help your talk become better. In short, it’s 
important to keep digging until you get at least some disagreement: 

● Learning why someone disagrees with your idea is important to know. You can then address this 
source of common disagreement in your talk (eg: you can address and overcome objections before 
someone can even articulate them) 

● They may also disagree with what they thought your idea was about (but they misunderstood you). In 
that case, it’s important to change the way you communicate it so that it’s more clear to others what 
your idea is. 

● Or, they may be right -- there could be cases where your idea or message doesn’t apply. In that case, 
you can make your idea more specific or share in your talk where it doesn’t work, or for whom it doesn’t 
apply. 

 
How to get these insights: 

● State your idea as fact (on social media, in person etc), and wait for people to disagree (if they seem a 
little hesitant, you can dig deeper by saying “it seems like you’re a little uncertain about whether you 
agree...can you tell me more?). It’s easier to get disagreement in a Facebook group that’s full of your 
target audience, but is a group that’s unfamiliar with you. 
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● Ask someone (in person or over chat) how much they like your idea on a scale of 1-10. Most people 
won’t say “10!!!”, instead, they’ll say something lower (eg: “7-8”). When they do, ask them to clarify what 
the extra 2-3 would be (eg: “Ahh, thanks for that. Would you mind telling me what the extra 2-3 points 
are that this idea is missing?”) 

○ NOTE: if you do this with someone you know, make sure to indicate that your idea is tentative 
(so they feel free to give you negative feedback). The phrasing of this question helps as well - if 
they say “9!” to them, they’ve still given you *mostly* great feedback, so they don’t feel as 
insulting. 

 
What to do: 

● Follow up -- “Can you tell me more?”, “What do you mean by that?” 

Confusion/Lack of Clarity 
Sometimes, people don’t understand what your topic is, and that’s ok. Or, they may think it’s something 
different than you intend it to be. Take note of these common points of confusion.  You’ll need to clarify them 
when you develop your talk. 
 
If someone isn’t sure what you mean, keep clarifying and explaining until they have the “a-ha!” moment. Then, 
take note of the adjustments you had to make to clarify your topic. Use them going forward so that people get it 
the first time around. 
 
How to get these insights: 

● Do the Echo Test again (Module 3) 
● Ask them how they already solve the problem that your talk solves (eg: “how do you set goals?”, “what 

have been the goals that worked out for you?” “Why do you think this is?”) 
● Perform the other tests, and take note if someone seems to be giving feedback on something that’s not 

*quite* what you meant. 
 
What do to: 

● If someone’s confusion seems valid, tweak your phrasing and see if it helps clarify your idea 
● If someone’s confusion doesn’t seem valid (eg: you think it’s a one-off), take note of it anyway. They 

may just be expressing something that a lot of people are thinking, but don’t know how to articulate (eg: 
with enough data points, you may see that others think the same way) 

 

Fascination/Interest 
Some people you speak to will find your topic very interesting. They’ll ask questions about it (or about a 
particular part of it), or they may bring it up days or even weeks later. Instead of taking this as a compliment 
and moving on, dig further. Why do they like your topic? What about it interested them most? These points are 
important to keep in mind for your talk, since you’ll be able to develop a talk that fascinates the audience at 
every turn. 
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How to get these insights: 
● Whenever you share an idea, if anyone expresses interest, ask them what they like most (you can get 

this insight at the same time as disagreement, even from the same person) 
● Take note of any questions you get about your idea, if you think the question-asker is interested (as 

opposed to confused) 
 
What do to: 

● Ask for more detail - why did they like your idea? What could it help them with? What have they tried in 
the past that didn’t work? 

Competition 
What other things does your topic remind people of? Chances are, it’s similar to a blog post, or a book, or a concept 
from a movie or documentary they watched. What made them think of that particular resource, and in what way did 
they think it was related to your talk? Did those resources help them understand the concept you are trying to 
share? From this information, you could learn: 

● How your idea is different from what’s already out there (eg: you can clarify this in your talk or pitch) 
● A list of resources you can use to develop your own idea further (eg: since a previously written book on a 

subject may have already done research for you, or may have thought about your idea from a different 
angle) 

 
How to get these insights: 

● Google terms related to your idea (look for YouTube videos, Amazon books, and so on) 
● Search for related Facebook or LinkedIn groups to see what resources are posted there 
● Ask people what your idea reminds them of 

 
What do to: 

● For blog posts and videos, check out the comments 
● For books on Amazon, check out the 2-4 star reviews (often the middle reviews offer more pros/cons 

insights than 1 or 5 star reviews) 
● How is your idea similar to some of these resources? How is it different? Clarify as you test further 
● Look at the insights these resources use. You might consider using some for your TED Talk (eg: 

scientific papers mentioned, anecdotes, stories etc). 
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An example in action 
Let’s say your initial idea is about a new type of restaurant called McDonald’s that serves hamburgers quickly. 
Here are some examples of insights you might record while talking to people 
 

Disagreement ● “What! That’s stupid. People want to sit down and relax and have a nice meal” 
● “If it’s made fast, doesn’t that mean it’s pre-made? How can you make a 

hamburger so fast while it’s still fresh? That’s impossible.” 

Confusion ● “Do you serve other things except Hamburgers?” 
● “I normally like to eat slowly...I don’t like to be rushed.” 

Fascination ● “Wow, so you’ll make a hamburger and I only have to wait 30 seconds?” 

Related Resources ● “That reminds me of this other restaurant called Burger King that does 
something similar…” 

 
If we would have gone with the first idea, people would be secretly confused (do I eat fast? Can I only get 
burgers?), think it’s not for them (“I can’t relax! It’s probably pre-made and stale”), and they wouldn't be told 
about the best part (30 seconds!). 
 
You may start with “McDonald’s is a restaurant that makes hamburgers quickly”, but after all this information, 
end up with “McDonald’s will make you a fresh-made, tasty burger, cheeseburger, or french fries in only 30 
seconds. Enjoy it in your car, at home, or at our sit-down restaurant, and unlike our competitors, we have a 
kids play area!” 
 
Instead, the idea is much more persuasive because we’ve “read our audience’s mind” after incorporating the 
insights from this exercise. 
 
Your idea is similar - aim to get insights from all of these categories (as many different ones as you can) in 
order to amplify the persuasiveness of your TED Talk. 
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