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ENTERPRISES

BETHE LEADER YOU WANT
OTHERSTO SEE

Average employee;

: A
1/2 work week in meetings

How do we communicate?
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Malke Me Care Meter
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OPENING Story
REMARKS Example

Powerful ###
Strong statement
Quote
Problem/Issue/Challenge
Rhetorical Question

MEesSAGE

AUDIENCE

PRESENT

| ME )

.' TELL

MORE

If | know it,
then

everyone
must
know it
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Average Attention Span D::ﬁ:ﬂ:fr?q?ﬁn

* 2000: 12 seconds

' * 2012: 8 seconds

Source: Associated Press

New Expense Log System OLD SYSTEM (per month):

* | want to talk to you about a new way we want to log 4 hours per person
expenses.

« First I’'m going to take you through the program and 500 people
then I will show you how you would be able to enter \ x 4 hours
your receipts. When entering a receipt, you would first 2000 hours

click here on the upper right hand side of your screen
which brings up a box.

* When you open the box, you'll see another screen. It’s
complicated at first, but once you use it, it will get
easier.......

why do I need to learn all of this?
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NEW SYSTEM (per month)

1 hour per person

Saves Sa
1500 hours =

SAVINGS:
$30,000 per,
or $360,000
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ORGANIZE

TRANSITIONS

o “wenve talked about Polnt A, Now Let’s think
about Polnt B.”
“Based on what yow'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 why.”

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

“shifting gears, Let’'s move on to...”

OPEN: Opportunity
to expand
programming,
market share and
increase revenue

' )

PR/Marketing
E——

Advertising
e

Social Media
———

Brand Awareness
j———

Competition

WHAT'S
THE
STORY

R .
Revenue

Market
= —

Patient
Access




SHAREYOUR INSIGHTS

O What am | trying to communicate?

[ Here is what's going on—this is what you need to know
0 2-3 key points

O Relevance: Mean to me? So What? Care?

O Actions they should take

O Simplify: Examples and analogies
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WHAT WE REMEMBER

3 days later:

Tell: 10%
Show: 20%

Show/Tell: 55%

3 hours later:

Tell: 70%

Show: 70%

Show/Tell: 85%

Generic built 2000 with several key themes in mind. “The
features represent enabling technologies that translate
into compelling business benefits

Easier to Use
And Manage

Next Generation
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Circle back
Call to action
Closing story

Repeat key points
Glimpse of future
Rhetorical question
Summary
Strong statement
Promise or pledge

> Create content first

> Slide follow you

> Headline: the BIG idea

» 2-3 supporting points

» Minimize words/Maximize
pictures

> 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
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