High Impact Presentations Skills is an indispensable guide to
giving professional and memorable presentations when you
are called upon to do so. Presentation skills are vital in today’s
business environment and your credibility and future career
depend on how you prepare yourself.

HIGH IMPACT

Many of us are nervous about speaking to colleagues, clients, or
the public. Valuable advice on planning, creating and delivering a
powerful message will ensure that your next presentation will be a
winner, your credibility is established and your company’s image
has received a positive projection.

SKILLS

This presentation guide is designed to help you demonstrate your
ability to think on your feet, grasp complex issues and handle
challenging situations – all attributes that accelerate your way up in
the organisation.
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Content rich, actionable and relevant are our watch words for any training that we deliver. Our highly skilled
trainers are experts at adult learning and transferring skills and knowledge so that staff can apply their new
tool into their work environment from the word ‘go’.
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5. We Guarantee Results

Our training is designed to delight and inspire employees to act on new information, if however, we do not
deliver on our promised results, the training will be on us. Unless you’re 100% satisfied, there will be no
course fee, because if you’re not happy, we’re not happy. Our courses are designed to be participative,
interactive and engaging whilst also delivering current thinking and theory on the specific topic area. For more
info on In-Company training solutions, please see our website at www.bensoncompany.co.uk

For a consultation to bring a Benson & Company
development programme into your workplace
call

0800 088 7569

or email us info@bensoncompany.co.uk
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INTRODUCTION

N

o matter how expected or unexpected your next

presentation might be, remember that presentations offer

you important opportunities to display all your communication

skills – not only research, planning, writing and visual design,
but in interpersonal and nonverbal communication too.

If the thought of giving a speech or presentation makes you

nervous, remember even professional speakers and entertainers
get nervous after years of experience. Being nervous is actually
a good thing: it means you care about the topic, your audience

and your career success. With practice you can convert those
nervous feelings into positive energy.

You can take control of the situation by using the advice and
techniques in this guide when putting your message together and

planning each step of the presentation. People often judge the
quality of the content by the quality of the presentation so your

delivery style and the package and integration of support material
are as important as your message.
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Principle 3:

Strategies for Getting Listeners to
Work with You by Building Audience
Participation into Your Presentation

T

hese are some strategies for getting listeners to work
with you by building audience participation into your

presentation. This does not mean merely asking a question and
having them call out. Your audience should become actively

involved and interact with each other. The more they connect,
the better they can learn and the more meaningful your
presentation will be to them.

You need to organise your venue beforehand with audience
participation in mind. An arrangement of rows of chairs, one

behind the other, does not lend itself to this. Set up the room
so that it will be easy for people to connect with each other

and with you. Have just enough seats so that people can’t fill
up the back rows and leave the front rows empty (have spare
chairs stacked at the back of the room so that they are readily

available if required). Leave enough room so that people can
move around easily. Posters with relevant images, icons, phrases

and quotes on the wall and background music and a slideshow
relevant to your topic on automatic feed as they enter set the
right tone for an interactive experience.
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The use of a flip chart is ideal for audience participation.
PowerPoint, although very professional, tends to make
presentations one-sided because comments and feedback from
the audience cannot be incorporated. The presentation is set up

beforehand and most of the time will continue regardless of
contributions from the audience. Using a flip chart changes all

that. It immediately signals that there’s room for flexibility and

that the audience can play a part. With a larger audience, the
same effect can be achieved by writing on a tablet.

For the most effective audience interaction, break the large

group into smaller discussion groups. It forces the participants
not only to think about your message but also to connect and

collaborate with others, and to apply the new information.
It also increases the energy level in the room. Breaking up
into small discussion groups ensures that everyone becomes

involved in the topic. Bear in mind, though, there will always
be a minority that will not participate in group activities. Don’t

make an issue of this. Invite them to join in and if they don’t,
then let them be observers.

Allow the group just enough time for lively discussion and

then have feedback from each group. The main points can be
summed up on the flip chart for the rest of the audience. At this

stage some inter-group discussion may ensue. You need to keep
this under control so that everyone can hear what is being said.
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If your audience has had to listen passively to your presentation,
it could be difficult to rouse them into asking questions. If
you can comfortably handle being interrupted, then encourage

the audience to ask questions as they arise, instead of waiting

until the end. They will probably have forgotten the burning

question they had wanted to ask and be ready to take a break
and grab a cup of coffee.

When you wind up your presentation, instead of telling the

audience what they have learned and what action they have

been inspired to take, get a commitment from them – by
sharing it out aloud, writing it down on a card or sharing it
with the person sitting next to them.

“Off-the-cuff ’ should mean well planned and practised”
Stephen Keague
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End of Sample
To get the full version for this Guide please go to
www.managementguides.co.uk
(bulk discounts available for your team or department)
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www.bensoncompany.co.uk
for £100 voucher for your next course:
https://bensoncompany.co.uk/pdf/voucher.pdf
Thanks!

