
PRESENTING
MASTERFUL PRESENTERS 

PRESENTING YOUR SOLUTION, SEAMLESSLY WITH CLARITY IS THE MOST 
CONVINCING WAY OF ENGAGING YOUR AUDIENCE AND INFLUENCING OTHERS. 

Whether your intention is to inform or to persuade, the way you conduct yourself will seperate you from the 
competitors and set you up as the leader. Successful presenters understand what they must communicate, 
who they are communicating with, and for what reason. So, to break that down into a few guidelines:

AUDIENCE
Who is your audience, what do they want to hear? Why are they listening? What’s their knowledge 
level of your solution? 

And to delve deeper, do you know much about them in terms of their intent, style of learning, what 
motivates them?

WHAT’S THE PURPOSE OF THE PRESENTATION? 
Whats the outcome? The Goal? Is it clear to them what you want to get out of it? Is it clear to you?

PREPARATION
Winning presentations have had careful consideration of content. 

Consider who is listening and watching you. Don’t write it out word for word. We don’t  
write the same way as we speak in a conversation. What material do you need on hand? Only 
choose material which will add to your presentation (not distract). Who is saying what at what 
point? Does the presentation make sense, does it flow seamlessly from one point to the next. Have 
backups for everything and also for total electronic failure so that you are not depending on that. 
Remember you are the main ‘presentation. (After all they are listening to you, you are the focus and 
it’s you which conveys rapport, trust, transparency, honesty, intelligence, professionalism… etc!)

PRACTICE
Ensure you practice. And I meat lots of practice. It needs to be out loud. In the car, shower, under 
duress! And then ideally to someone so they can critique if it makes sense. We say if you practice 
under 7 times then you still end up being ‘inward focused’ that means you are still thinking about 
what you are going to say next. There is a point when you know it off by heart, back to front and the 
magic in that is now you can almost ‘put it behind you’ and therefore be ‘outward’ focused. This 
means you are now engaging at a different level with your audience see when they are intrigued, 
inspired, confused, satisfied!

PRESENTING
Be bold, straight tall, smile and enjoy explaining how your solution can assist those listening. 
Remember it needs to be obvious what’s in it for them. 

NEXT STEPS 
Closing or the next step – whatever it is you are after should be obvious. If you are unsure where 
they are with it, ask them what their next steps are. This way you get to hear what they are thinking.  6 


