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“The problem with communication ...is the ILLUSION that it has been accomplished” 
—George Bernard Shaw 

1. Total commitment to the Problem/Project/Outcome
2. A compelling “Story line”/“Plot”
3. Enough data to sink a tanker (98% in reserve)
4. Know the data from memory; ability to manipulate the data in your head
5. Great stories/Illustrations/Vignettes
6. Superb “political antennae” (you must “play the room” like a Virtuoso and be hyper-attentive to the likes of Body Language)
7. By hook or by crook … CONNECT
7A. CONNECT! CONNECT! CONNECT!
8. Punch line/Plot Outline/WOW/Surprise in first one to two minutes
9. Once you’ve “won” … stop pushing (don’t  “rub it in”)
10. Be “in command” but don’t “show off” (if you’re brilliant they’ll figure it out for themselves)
11. Pay attention to the Senior Person present, but not too much (don’t look like/act like/be a “suck up”)
12. Brief the hell out of your “champions” before the presentation; insist that they make changes/fine tune ... they must “own” the outcome before the fact!
13. Don’t try to “score off” your detractors …  be especially courteous to them (even if/especially if they’re jerks)
14. Adjust as you go: LET THE GROUP ARRIVE AT “YOUR” CONCLUSION! THEY MUST OWN IT (“I knew that”) IN THE END!
15. No more than THREE key points! Come at them in several different ways.
16. No more than ONE point per slide!
17. Slides: NO CLUTTER!!!!!!!!!!!!!!!!!!!!! (no wee print/ charts/graphs)
18. Slides: Good quotes from the field. (Remember you’re “telling a story”)
19. Be aware of differing cognitive styles, especially M-F
20. There must be “surprise” … some key facts that are not commonly known/are counter-intuitive (no reason to do the presentation in the first place if there are no Surprises)
21. Summarize the argument/story from time to time
22. Include an Action Agenda that involves some small items that will be started/accomplished in the next 72 HOURS (this ices commitment/practicality)
23. If you don’t know something … ADMIT IT! (this is actually a good thing—as opposed to appearing as a “know it all”)
24. ASK FOR THE SALE! (Remember to be a “closer”)
25. This is War (a war for Hearts & Minds), but never forget that you are the Supplicant!
26. Data are imperative, but also play to Emotion. 
27. Consider bringing along a “customer” (internal or perhaps external) for support
28. Be precisely clear where/when you intend to prototype … and that the prototype guinea pig is lined up (better yet, do the first, at least partial, prototype before the presentation)
29. Compromise but don’t yield! (Lost battles are normal, no matter how agonizing)
30. Assume that you may be cut off at any moment, and be prepared to give on the spot a compelling 30-second to one- minute (no longer!) Brilliant Summary including Sales Pitch
31. Follow the Law of Recency: Make sure that you have been in the field with the key “operating” players more recently than anyone in the room
32. Make it clear that you’ve done a Staggering Amount of Homework, even though you are exhibiting but a tiny fraction … allude to the tons of research that are available if desired by participants; offer deeper one-on-one briefings if desired
33. SMILE! RELAX (to a point) (fake it if necessary) (“up tight” is disastrous) (remember you are doing them a favor by sharing this Compelling Opportunity!)
34. EYE CONTACT!!!!!!!
35. Be shrewd: Override some interruptions; be attentive to others (distraction is okay and normal … within limits!)
36. Becoming an Excellent Presenter is as tough as becoming a great baseball pitcher. THIS IS IMPORTANT … and Presentation Excellence is never accidental! (Work your buns off!)
37. Practice … but don’t leave your game in the locker room.
38. Seek tips on how various participants “play the [presentation] game”
39. A Presentation is an Act (FDR: “The President must be the nation’s number one actor”)
40. Remember, the presentation is about Change … RESISTANCE IS NORMAL (in fact if there’s little resistance then your Project is hardly a “game changer”)
41. Dress well. Don’t over-dress.
42. Be early (obvious, but worth saying) 
43. GET THE A/V RIGHT/PERFECT.
44. Don’t bring a supporting horde … a couple of back-ups is okay/enough
45. No matter how good you are you’ll have crappy days … WEEP AND THEN GET BACK ON THE HORSE
46. Speak in “Plain English” … keep the jargon to a minimum
47. Make your Personal Commitment clear as a bell!
48. Emphasize “competitive advantage” and timeliness (act now), without stooping to ridiculous war-like language (“tear the heart out of the competition”) (in audiences with heavy female component, if you are male, avoid repetitive “football analogues”)
49. Underscore the USP/Unique Selling Proposition
50. Emphasize the Positive
51. Sell Novelty yet “fit” with “core values”
52. Remember JFK’s immortal words: “The only reason to give a speech is to change the world”
53. Say what you have to say Clearly … and then Say It Again & Again from slightly different angles
54. Make it clear that you are a Man/Woman of Action … and Execution Excellence is your First, Middle, and Last Name!
55. Energy! Enthusiasm! (don’t know the answer to, “If you ain’t got it how do you get it?”)
56. Enjoy it! This is a Hoot! Remember your Goal: Change the world!
57. Props. I use very few, but a few can be incredibly powerful. For instance, I begin with a comment about a new foreign-owned factory opening in China every 26 minutes. I bring a simple kitchen timer, and visibly set it for 26 minutes. It's a Big Deal ... especially when it goes off 26 minutes later! (At which point I set it again!)

58. Get the Audience to Be Active. Great! I don't do this enough. One presenter on creativity (name eludes me) at the end gets everyone to introduce themselves to the person on their right—he then encourages them to call that person in a week, to see if they've applied anything from the Seminar. Cool!

59. No Physical Barrier. For me, but perhaps not for you, this is huge. I have trouble with stages. I need to get "up close and personal." I find this hard to recommend, because perhaps it's not for everyone? (There's a lot of stuff I do that I kept off the list, because I have been doing this for 38 years, and I can "get away with" things that those less experienced can't. For example, it's said by the infamous "they" that 20 minutes of speechifying is the most people can handle; I just spoke in Bogota for 3 hours—and had dozens of people pissed off at the organizers because they hadn't given me a couple more hours.)

60. Post-Q&A. Yes! After a Q&A session, it's imperative to save 2 minutes to re-energize the audience. More: Q&A is tricky. It's pure art to handle the "questioner" who in fact is giving a mini-speech. Cut him off too quickly, and you're being rude to the "locals." Let him go on forever, and people get hopelessly restless. (There's MUCH MORE to say on this topic. E.g., oral vs written questions: I far prefer oral, but many, especially in non-U.S. settings, are reticent about standing up in front of 1,000 countrymen, so written is also great.)

61. Access. You want people to feel they've "Joined a (relatively exclusive) Club." That's most of the reason for this Blogsite. Sharing slides, among other things, no strings attached, seems obvious to me, but not to some. 

62. Hang Out (my addition). Stick around, there are always a few folks who want to talk. You learn some stuff, but mostly you demo that you're not a fly-by-night arrogant prick.

63. Humor (my addition). "Jokes" suck. PERIOD. But humor is the Coolest Thing on Earth. (NEVER AT THE EXPENSE OF THE LOCALS/AUDIENCE.) (BE ESPECIALLY CAREFUL WHEN OUT-OF-COUNTRY. I AM! WHAT'S HILARIOUS IN THE U.S.A. IS IRRELEVANT OR INSULTING SOMEWHERE ELSE.)

In classical times when Cicero had finished speaking, the people said, ‘How well he spoke,’ but when Demosthenes had finished speaking, they said, ‘Let us march.’”     
—Adlai Stevenson
