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ENGAGING OPENS
DON’T BURY THE LEAD




OPENING REMARKS
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New Expense Log System

* want to talk to You about a new way we want to
Log) expenses.
Flrst U'm going to take you through the program
and thew [ Will show You how You would be able to
enter Your recelpts. Whew entering a recelpt, You
would first click here on the upper right hand side

of Your screen which brings up a box.

Whewn You open the box, You'll see another screen.
t’s complicated at first, but once You use it, it
will get easter

why do | need to Learw all of this?




OLD SYSTEM (per month):

4 hours per person

500 people
\ X 4 hours
2000 hours




NEW SYSTEM (per month)

Saves
1500 hours

$30,000 per m
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TRANSITIONS

“Weve talked about Polnt A. Now Let’s thinke
about Polnt B.”

“Based on what you've just heard, you might
think that X is true. But it’s not. n fact, Y

may be Your best option and here’s whg.”

“Now that we understand the PotethaL
market, Let’s take a Look at time Lines. ”

‘Shifting gears, let’s move on to...”




Are there any

Clrcle back
call to action
Closing story

Repeat Rey points
Glimpse of future
Rhetorical question
Summary
Strong statement
Promise or pledoe




CREATING SLIDES

> Create content first

> slide follow you

> Headline: the BlG Ldea
» 2-3 supporting polnts

> Mintmize words/Maximize
p’wtwes

> Transitions: before the next

slide

+ As we've seen, now Let’s take a
Look at

+That brings us to
> Large fonts
> Practice with/without
»> Out loud




NOT ABOUT THE SLIDE

il Leple 7ic person
. Talk, dont read
. Plek I@&g po’wvcs

. Examples ano
Stories

. Cownwversatilon vs.
Presentation

. Graphics/Plictures
. Be a divector







MAKE YOUR BODY TALK

Eye contact

Take up space

Lean Ln

Head straitght

Open gestures
Awngle to face person
Avold barriers
Working the room




Delivery 6 P’s

®* Poce ‘

®* Pause

® Pitch

* Pronounce
® Project

® Practice out Loud
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PRESENTER’S PAL™: CREATE PRESENTATIONS JUST LIKE THE PROS

The secrets of t

1€ Pros are

inally at you.

Presenter's Pal

ingertips




