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Objective

Enhance presentations with the use of 

organization and platform techniques.

Agenda

❑ Anatomy of a Presentation

❑ Relationship

❑ Structure

❑ Delivery

❑ Your Capstone Presentations

"Ideas have a short shelf life. You must act 

on them before the expiration date".

- John Maxwell
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Presenter Perspectives

What kind of presentations do you make?

What do you like and dislike about presenting?

What do you admire in other presenters?
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Exceptional Presenters
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The Exceptional Presenter: A Proven 

Formula to Open Up and Own the 

Room

By Timothy Koegel

Greenleaf Book Group Press 2007
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Anatomy of a Presentation

Presentation

Structure

Relationship

Delivery 
Skills
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Relationship

Placing yourself in the shoes of the listener will

 help to establish rapport and credibility

1. What does my audience know about the subject? 

2. What do they want or need from me?

3. Why should they trust me and listen to me?

4. What do I want them to know, feel or do? 
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Our Capstone Audience

Placing yourself in the shoes of the listener will

 help to establish rapport and credibility

1. What does my audience know about the subject? 

2. What do they want or need from me?

3. Why should they trust me and listen to me?

4. What do I want them to know, feel or do? 
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Types of Learners (Audience)

Visual Learners How to Engage

• Need to see it to understand it.

• May have trouble following lectures.

• May say “Show me” 

• May say “It looks good to me.” 

• Use graphics to reinforce key concepts.

• Provide written information incorporating 

charts and diagrams.

• Encourage audience to imagine / see 

concepts in their heads.

Auditory Learners How to Engage

• Need to hear it to understand it.

• May have difficulty connecting with 

written information.

• May prefer to “Talk through it” 

• May say, “It sounds good to me.”

• Explain information orally rather than relying 

on participants to read information.

• Allow time for questions. 

• Encourage open discussion and 

interactions. 

Kinesthetic Learners How to Engage

• Need to do it to understand it. 

• Prefer hands-on / physically active. 

• May have difficulty being still. 

• May say “Can I try” or “Walk me 

through it”.

• Engage in activities requiring participation.

• Leverage hands on demonstrations.  

• Provide opportunities to write things down.

• Incorporate activity to demonstrate abilities.

Visual

 
55%Kinesthetic

 
25%

Auditory

 
20%
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“You’ve got to see it to believe it.”

- Anonymous

Visual Aids

What visual aids are most effective? 

General guidelines for use of Visual Aids:​

• Should supplement rather than replace words​.

• Be sure all punctuation and spelling is perfect​.

• Be sure all details can easily be seen from the back of the room​.

• Always speak with your back to the visual aid and your eyes on the 

audience.​

• Practice with visual aid so you are used to it​.

• Balance words with graphics and images​.

• Keep it simple and avoid too much and too busy. 
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Types of Presentations

Type of 

Presentation
Description

1. Instructional Demonstrates a process

2. Informative Explains concepts and details

3. Decision-making
Select the next step; 

determine direction 

4. Persuasive Get audience to do something

5. Reporting  Update on progress

6. Problem-solving Identify options and solutions

Three Considerations

What do I want them to….

✓ KNOW – Information I want them to remember.

✓ FEEL – Emotional connection or response to information.

✓ DO – Commitment to actions or new behaviors.

✓ Tell them what you're going to tell them.

✓ Tell them.

✓ Tell them what you told them.
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The ____________ Step: make a call for action - what can be done now and how.

Techniques: A challenge or appeal; Provide summary; Quotation; Illustration; 
Statement of personal intentions.

The ____________ Step: project audience into the future to see potential benefits.

Techniques: 

The Positive Method – describe conditions as they will be in the future – be vivid 

with concrete examples of plan being effectively implemented. 

The Negative Method – Provide picture if the plan is not implemented.

The Contrast Method – combine positive and negative approaches using negative 
first and then positive.

The ________ Step: must make them feel the need for a change – state the need.

Techniques: Give a clear concise statement or description of the need; Provide 
one or more detailed examples to illustrate the need; Statistical data (don’t 

overwhelm, relate); Use testimonies or other form of support.

The _____________ Step:  present a plan or solution – show how it works.

Techniques: Briefly state desired action or change; Complete concise explanation 
of plan; Show how action supports the need; Provide example of where plan has 

worked effectively; Use facts, figures, and testimony of experts to support plan.

The __________ Step: first, you need to gain the attention of your audience.

Techniques: Relating to audience; Show importance of topic; Make startling 
statement; Raise curiosity or suspense; Use relevant quote; Humorous anecdote; 

Tell dramatic story; Pose a question; Use visual aids for illustration; Benefits 
statement.

The Motivated Sequence states that by following the normal processes of human 

thinking it motivates an audience to respond affirmatively to the speaker’s purpose.
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Structure: Monroe’s Motivated Sequence
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What have you seen work well to open or close a presentation?

Storytelling Tips

Have a learning point in the story. Know culture, don’t offend anyone.

Make story and learning point                

interactive with audience.
Give proper credit for where story originated.

Limit stories to about three minutes.
Enunciate words and use pace, use emotion, 

voice tone, use inflection

Tips From “Crash & Learn” by Jim Smith, Jr.

Effective Openings & Closings

What openings will be most effective for starting your capstone? 
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Capstone Planning

How will you structure your capstone presentation?

What are the key points?
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Capstone Planning

What visual aids will you use for your Capstone?

Who is doing what and when?
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What influence does each carry on your message?

Body Language = 

Voice Tone = 

Words = 

Parts of Message

http://www.speakingexpert.com/wp-content/uploads/2012/09/public-speaking-tips.jpg

Eye Contact

Use of Space

Hands & Gestures

Verbal Graffiti & Fillers

Vocal Variety

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&docid=VJyH7h4OkLlcxM&tbnid=ATT8mRN11L87ZM:&ved=0CAUQjRw&url=http://www.speakingexpert.com/blog/2012/09/04/3-quick-public-speaking-tips-about-pausing/&ei=78CtU5eiAomZyASM8YDICw&bvm=bv.69837884,d.aWw&psig=AFQjCNHOLYU3Om2vT3E50rHMt36tXueNbA&ust=1403982183630450
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Delivery Skills

Skill Do Don’t

Eye Contact

Use of Space

Hands & 
Gestures

Voice

Filler
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Capstone Planning

Map out your capstone presentation. 

Prepare to present your opening and 1 person’s personal application for 

feedback.  
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Presenter Energy

What are ideas for managing nervous energy? 

 

“There are two types of speakers: those 

that are nervous and those that are liars.”

- Mark Twain
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Notes


	Slide 1
	Slide 2: Presenter Perspectives
	Slide 3: Exceptional Presenters
	Slide 4: Anatomy of a Presentation
	Slide 5: Relationship
	Slide 6: Our Capstone Audience
	Slide 7: Types of Learners (Audience)
	Slide 8: Visual Aids
	Slide 9: Types of Presentations
	Slide 10: Structure: Monroe’s Motivated Sequence
	Slide 11: Effective Openings & Closings
	Slide 12: Capstone Planning
	Slide 13: Capstone Planning
	Slide 14: Parts of Message
	Slide 15: Delivery Skills
	Slide 16: Capstone Planning
	Slide 17: Presenter Energy
	Slide 18

