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"Life is a series of presentations!" I'm not the first to say that. Tony Jeary said it before I did, in his book of the same title.

If life really is a series of presentations (and, as a business professional, you're going to be called on to present information) the question is, what are you presenting? What is your presentation saying? 

And what are you selling? If you're presenting, you are selling - something. Is anyone buying? Do you have a "buying public"? Sure, you may have an audience, but do you have an AUDIENCE? Even in a one-on-one conversation, you're presenting, and they are your AUDIENCE!

If you agree that, as an information presenter, you're selling something, there's a chance that you might also agree that you want your "sales pitch" to be the best it can be. The question then is how to improve it. 

We can talk about the mechanics of presenting; we can also focus on the underlying aspects of non-verbal communication, and in future articles, we'll do that. But there is at least one more area we could, and should, take a look at. Call it "believe-ability", call it the "buy-in" factor, or the term I like to use, "connection-ability." Are you making a connection? In the short space we have in this article, let's see if we can touch on a few of these points.

First, I'd like to offer some thoughts on the opening of a presentation. This is where your believe-ability and connection-ability are first on display for all to see. How can you enhance your chances of making a connection? Here are a few ideas, though not necessarily in any particular order.


Open Strong, and have a point of view. 
Hopefully your point of view is one your audience cares about, or one you can convince them that they should care about. (You're selling here, remember?) Be concise. Seth Godin, (Fast Company/Yahoo) states, "If you can't explain your position in eight words, or less, you don't have a position."

As Steven Covey, in his book Seven Habits Of Highly Effective People teaches us regarding time management, if our goal were to fill a large bucket as completely full as possible, we should attempt to fill the bucket with the "big rocks" first. Leave the "little stuff" for later. The Pareto principle teaches us a similar idea. You get the largest return on your investment of time, money, energy, or effort by concentrating on those things that offer the largest return on your investment first. In a presentation, you will have your audience's full attention only for so long - George Morrisey calls it the "Retention Curve" principle. So the idea is, start strong, get your main points out there right away, and then fill in the details. 

How do you "open strong"? Here are a few ideas. A few we have heard before: tell a joke, tell a story. Just be careful. The more jokes you tell, the more likely you are to offend someone. Also, remember the comedian's rule of thumb regarding the number of jokes. Never more than three jokes in a row on the same exact subject. You audience will be ready to move on.

You can also use silence. Wait a minute; I thought we were making a presentation here? What's with this silence stuff? EXACTLY! You audience will be expecting you to get up in front of them and begin speaking. My point here is - wait - pause - don't say anything - YET. Use the silence as a tool. Look at one person, then move on to someone else with your eyes, and then at least one more. Look them in the eye. Pause for a second or two, and then speak.

I know, it may seem overly dramatic. It will feel a whole lot more dramatic to you than it will to them, but give it a try. It works. It WILL get their attention. At that point, give them a quote. Maybe a statistic related to your topic. Or quote someone. Or…



Tell a story. Be a storyteller. 
Story telling is one of the most natural and easiest ways to communicate an idea. Tell a story from your experience, as it relates to the topic at hand. It can be about you, or some anecdotal story that everyone can relate to. The more you can draw your audience in - the more they can relate to what you are saying - the easier time you will have imparting your information to them (getting them to buy in to what you are selling). 

If you can tell a story about your own personal experience, even better. Let the audience "into your world" a bit. I know, they didn't necessarily come to see you and hear about you. From a stage-fright aspect, that's a good thing. It helps take the pressure off when you realize that unless you're Jay Leno, most likely your audience came to get information, not to see you. You are simply the imparter of the information. But within that context, as the presenter of the information, your job is to help them receive that information as easily and effectively as possible. They are much more likely to retain information you have given to them if you can put it into a context that they can relate to. This does not work in every kind of presentation, and it may not be appropriate, depending on your audience. But when it is, use it. I find it is one of the most effective methods of helping my audience both make a connection with me as a presenter, and helping them retain the essence of what I have said long after the presentation is over.

As you move into your presentation, don't be afraid to move out toward and even into the audience. Speaking of Jay Leno again, it's no secret that when he took over "The Tonight Show," he had a small platform constructed right at the edge of the stage. The first thing he does every show, is walk out to that platform, right up close and personal, greet a few people, look them in the eye, shake their hand, and only then does he begin his monologue. You can do this at any point of your presentation, but as an opening gesture it helps give your audience a comfort level with you as the presenter that otherwise will take much longer to achieve.


Eye contact! 
Make them feel like they're the only person in the room - every one of them! That means you have to FOCUS in on them, one by one. I had a professor during my undergrad program who was a master at this. No matter the time of day, you would always find many of his students (and even those who weren't) gathered around, hanging on his every word. It wasn't that everything he said was something they should take notes on. It was his ability to make each one feel as if he or she were the most important person in the room. And everyone in the room felt that same way. How did he do it? Eye contact, for one. You would never find him looking past you, or over your shoulder. If he was talking to you, he was looking at you. If you were talking, he was focusing ALL of his attention on you and what you were saying. This kind of focus, from the speaker and listener point of view, is HUGE! Especially from a "buy-in,"believe-ability," and "connection-ability" aspect. This idea is something I try my best to do continually, whether I'm doing a 20-minute presentation or a multi-day course. It's not always easy. We have multiple audience members, time constraints, tons of information to impart, etc. But as far as getting the audience to be "with you," I feel it's one of the most important but often overlooked tools presenters of information have at their disposal.

Always remember, start with where you're audience is, not where you are, or even where you want them to be. You must make a connection first. Relate to where they are first. If you want to take them to a different place (education-wise, technology-wise, skill-set-wise, etc) they will, in most cases, let you take them there, but not if you haven't made a connection first. For now, let me leave with a few words as food for thought:

· Passion 

· Ownership 

· Creativity 

· Style 

· The build! 

· It's all about "Three". 

· Wishy-Washy versus Directness 

· Say it, don't spray it! 

· Make a face 

· The "Goldylocks" principle 

· Be full of it (information), not of yourself
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