The presentation isn’t
about you. It’s about
your audience. B ut
ironically, the more you
make it about them – the
relevance for them, the
meaning for them, the
benefit for them - the
more impact, power and
influence you will have.

It’s a cliché because it
works. “Start with the end
in mind”. If you’re not
crystal clear about what
your precise message is
for your audience, they
haven’t got a chance of
figuring it out.

It’s hard to feel confident
if you don’t know the
ultimate Point of the
presentation. Even if you
know your stuff inside
out, it can feel to you
and your audience like
you’re unfocused and
waffling, if you’re not
absolutely clear about
your final message.

Don’t skimp on audience
research. The more you
understand their world
and their point of view,
the more time you’ll
save in preparation and
the more relevant and
credible you’ll be on the
day.

Knowing your stuff
doesn’t, in itself, guarantee
confidence. Know your
stuff, know that you know
your stuff, have a clear
relevant
message
for
your audience and build
a logical, methodical
struct u re . No w T HAT ’S
a formula for feeling
confident.

Often it’s the most
experienced and
confident presenters
who have the least
focus. The sheer
quantity of knowledge
and information works
against absolutely clarity
of the key messages.
Great presenters are
great declutterers!

The antidote to being
‘self-conscious’ is to be
‘audience-conscious’.
The more you think “I’ve
got to look good, I’ve got
to be impressive, I’ve got
to have all the answers,
I’ve got to get it right” the
more stress you create
for yourself. The more
you think “what can I do
to support them, guide
them, demonstrate the
benefits to them, point
out the risks for them?”
the less self-conscious
and the more relaxed
you’ll be.

Just because this project
is your baby that you’ve
worked on solidly for two
years, doesn’t mean your
audience needs or wants
to hear every nuance,
every obstacle overcome,
every solution considered,
every option discarded.
They need to make a
decision, and they need
that information, only that
information, and all of
the information required,
to help them make that
decision.

P le a s e s p a re y o u r
audiences ‘death
b y PowerPoint’. The
Speaker Notes area
of the handout and
the Appendix are the
perfect places for the
detail.
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