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Welcome to the journey

We’ve sat through one too many boring presentations, haven’t we?

The pitch that didn’t persuade, the keynote that failed to connect, the meeting that left 
us wondering why we attended.

It’s time for change.

This eBook is designed to help you craft better presentations, from building your 
message to designing the visuals and then to delivering them with style. It will give you 
some practical tips and ideas that you can put to use today.

So, first, thank you for downloading and reading this guide. It shows that you’re 
interested in changing your presentations for the better. We wish you the best.

Second, while we refer to PowerPoint here, this guide is product-neutral. There are no 
specific tips or suggestions that can’t be used in Apple’s Keynote, Sliderocket, Prezi, 
or whatever slideware tool you use. Personally, we prefer Keynote but it’s possible to 
build good slides in any tool.

Third, we’re eager to point you to more resources that will improve your presentations. 
We’ll share some in this guide; you’ll find more on our website.



Lastly, please let us know what you think. This is a starting point. It’s not the first word 
on making better presentations and it’s certainly not the last. If you find this helpful or 
have an insight you’d like to share, please let us know. We’d love to feature your 
testimonial on our website.

It’s time to renovate our presentations. Let’s give it a go, shall we? 

Thanks again and enjoy the journey. 

Best regards,

Michael and Deanne
Renovate Communication Design, LLC

http://renovatecd.com/contact-us/
http://renovatecd.com/contact-us/


First things first



Congratulations!

Maybe you didn’t know this but it’s true:

 You’re in the marketing business.

You’re thinking, “No I’m not—I’m a CEO.”

“I’m a small business owner.”

“I’m a teacher.”

“I’m an engineer.”

“I’m not a marketer.” 

Really? 

Ever tried to convince others to buy into your idea, persuade them that your project 
was worthwhile, or encourage them to change their minds or behavior?

Congratulations: you’re a marketer.

Who would have thought.
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We don’t mean 

marketing 

in the sense of selling 

things people 

don’t want.



No, not that.

Instead, we think marketing is about two things:

First, getting people to know, like, and trust you.

Second, showing them how you’re different.

If you’re trying to solve a problem, inspire others or sell your idea, people first have to 
know you exist. Being likable is next. Sales wizard Jeffrey Gitomer says, “Liking is the 
single most powerful element in a sales relationship.” After that, you build credibility, 
gain their trust. This doesn’t happen overnight; it takes time. But if you can earn their 
trust, you have a chance. Lastly, you show that what you do or offer is different—and 
valuable—from what everyone else does.

That’s marketing.

One of the ways that we market?

Presentations.

We stand in front of others and share our ideas in a sales meeting, in the classroom,  
the board room or to a group of investors. We have something that will change their 
lives and we want them to know it.

And how does this process begin?
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Probably like this:

We fire up our computers, head straight to PowerPoint, pick a template and set to 
work.
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Then we add a few bullets to each slide:

We continue like this slide after slide.

And the dirty not-so-little secret?
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(we know this is broken)



Think about this for a moment:

If we’re honest, how do most of our presentations make us feel?

I’ve learned that people will forget 
   what you said, 
people will forget what you did, 
but people will never forget 
   how you made them feel.
        - Maya Angelou
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bored



Is that how we want to be remembered? 

Boring?

And is that going to get people to know, like, and trust us?



So how do we get around this problem?

Actually the answer is pretty simple. We can solve it in just two steps.

Step 1:

 Don’t be boring.

Step 2:
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Simple answer. Hard work.

To move from boring to trusted—from passionless to persuasive—will take some 
effort. If you’re willing to take a risk and do the work, you can get better. Your audience 
needs you to do it; will you?

A Designed Approach
Instead of diving right into PowerPoint, a better approach for making presentations 
looks like this:
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We’ll discuss these parts in detail in the following sections but here’s the gist.

Message: Before you even look at PowerPoint, you need to think about your audience 
and determine what you’ll say to reach them. Build your credibility, hook them with 
emotion, and provide convincing reasons for them to do what you’re asking.

Visuals: Once you know who you’re speaking to and what you’ll say, it’s time to 

design your slides. Frankly, in some instances, you may not need slides at all. Who 
says you have to use PowerPoint to give a presentation? When the occasion calls for 
visuals, though, we’ll show you how to make them better.

Presence: A presentation is more than a message and slides—it’s you! Learn to use 
your body and voice more effectively and you’ll deliver a message with more impact.

Instead of placing PowerPoint at the center of your presentation, this approach is 
intentionally designed with you, your audience and your message front and center. We 

call this approach Presentation Renovation.

And it works pretty well.

Let’s see how it works and give you some tools you can start using in your 
presentations.
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To get something new done you have to 
be stubborn and focused, to the point 
that others might !nd unreasonable.
        - Je! Bezos



DESIGNMessage



Your presentation starts here

Imagine standing at the front of a conference room or meeting hall.

You have an audience before you.

What do you want them to do? How do you want them to feel? What will you say to 
them?

Good planning is the foundation of your presentation: your message, visuals and 
delivery approach get built on top of it. 

While it’s tempting to skip this planning phase and start making slides, you give 
yourself a much better chance at persuading your audience by investing time here.

In fact, you may want to avoid using your computer at all during this step. 
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We’ve found that ideas come more naturally and we’re more creative when we work on 
paper, sticky notes, and white boards. Here’s why:

• You can see everything. When you donʼt have to scroll down the computer 
screen, youʼll find that ideas emerge more quickly and youʼll see the connections 
between them.

• Youʼll be more focused. You wonʼt be tempted to check your email, Facebook, 
twitter, or succumb to a hundred other distractions that affect your productivity and 
creativity.

If you know where you’re going before you get to your computer, you will actually save 
yourself time. Give it a try.

The goal of planning is to develop your message. Think about your audience and 
decide what you want to say to them. For the biggest impact, weave in story.
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Your audience
What are these people doing here?

Maybe they have to be here (if they’re your 
employees and it’s a required meeting). Or, if 
it’s a professional conference, perhaps they’ve 
chosen to hear you speak because they think 
you’ll have something interesting to say. If 
you’re making a sales pitch, you have to know 
your prospect.

Start your planning by asking some questions about your audience:

• Who are they? Think about your audience not just in the abstract—age, gender, 
occupation, education, station in life—but envision specific people who will be 
attending your talk or meeting. What are their names? What are they doing?

• Where will they be? Whatʼs the venue like—a small conference room or a large 
auditorium? What distractions in the environment will compete for their attention?

• What are their hopes, fears, and dreams? What inspires or scares them? What 
do they long to be or do or become? What do they care about?
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• What is their pain/need/problem/frustration? Sometimes itʼs a need to know 
which you can solve by providing information or a demonstration. In other cases, 
they may need encouragement or a reason to care—these occasions call for 
persuasion and inspiration. Whatever their problem is, they are looking to you for 
an answer. Donʼt overlook this! Make sure you address this important “whatʼs in it 
for me” question in your presentation.

• What do you want them to do? If you inspire your audience to action, what 
action will you have them take? Change an attitude or behavior? Spread your 
message? Buy your product? 

• Why will they say “no”? Change is hard: anticipate their resistance and respond 
to it in your talk.

Understanding your audience is the first key to moving from boring to credible. You 
may be able to answer these questions in just a few minutes if you know your 
audience well; at other times, you may have to do some research to get inside their 
heads. Either way, write down your responses and keep them in front of you as you 
plan. They’ll help you focus your message.

If nothing else, please remember this: your presentation is not about you, it’s about 

them. Your audience has come because they want to know how you can help them.
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Brainstorm
Now that you have a feel for your audience, 
it’s time to generate ideas about your topic 
and purpose.

Note why you’re giving your presentation. For 
example:

• To inform employees about upcoming 
changes to health benefits

• To persuade members to participate in a fundraising campaign

• To show customers the benefits of a new product

• To encourage business people to achieve their life goals

With your audience, topic, and purpose clearly in mind, write down any keywords, 
thoughts, feelings, ideas, images, diagrams, concepts or phrases you might want 

to convey in your presentation. Again: paper, sticky notes, and white boards are the 
best tools. Make your planning portable with small sticky notes and a manila folder if 
that works better for you.
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When we brainstorm, we use all of these tools. Once the whiteboard is full, we’ll take a 
photo with an iPhone or camera, save the image in Evernote (so we can pull it up on 
the computer later), then print it and tape it on the wall by the whiteboard. That way 
we’ve got all of our notes nearby as we continue planning.

Good brainstorming takes reflection—you might need several days to come up with 
ideas. Crock pot vs. microwave. Let your ideas simmer and build this time into your 
planning.
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Focus
You’ve got a lot of ideas now. So what are you going to do with all of them?

You’re going to get rid of most of them. Why?

	 Your presentation is always about communicating one thing.

That’s it. Just one.

You might break it down into three parts or a few steps, but you should emphasize 
just one major point. This is why it’s so important to understand your audience: so 
you know what’s important to them and so you won’t miss the opportunity to address 
their deep need.

Ask yourself, What’s the one thing they should come away with? then cut out 
anything that doesn’t support that idea. Remember also that the less time you have, 
the more focused your presentation will need to be. 

In an excellent 3-minute TED talk, Google software engineer Matt Cutts explains his 
lifestyle experiment of trying new things for 30 days and invites his audience to join 
him. With such a short presentation, Matt kept his message tightly focused around a 
single, core idea: I wanted to change my life, here’s how I did it, you can do it too.

It’s about one thing.
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Hands, heart and head
A lot of presentations convey facts and details but don’t inform. They may incite but 
they don’t engage or inspire. 

With your audience and the core of your talk clearly in focus, you can build a strong 
message on three legs:

• Hands - character and credibility

• Heart - emotion and passion

• Head - logic and reason

Begin with the hands, your personal character and work. This is what you bring to 
your talk by virtue of who you are and what you’ve done—your life experience, 
achievements, authority, credibility. Give your audience a reason to listen to you. Have 
you overcome a significant challenge in your life, done something few others have, or 
gained deep understanding about something interesting? Congratulations: you have 
credibility to talk about those things. You also establish much of your credibility in the 
way that you handle your presence (more on that later).
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Although we like to think of ourselves as rational creatures, most of us make decisions 
with our guts and then figure out a way to justify the choices with our brains. That’s 

why your talk also has to have heart, emotion and passion. 

You know Einstein’s equation for the theory of relativity? E=mc2.

Here’s an equation for presentations:

	 Emotional = Memorable

If you can make your audience feel something, they’ll remember it (remember the 
Maya Angelou quote on page 13?). Make them laugh or cry or empathize in some way 
and they’ll remember your presentation—and you. 

A presentation that leans too heavily on emotion without providing good evidence, 

however, may not be convincing. So you need an appeal to reason, your head, as well. 
Make your audience care with emotion but offer logic and substance as well. Show 
them why your point of view is worth hearing; convince them to make the changes 
you’re recommending.
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Veteran copywriter Victor Schwab knew the power of emotional and rational appeals 
for advertising (How to Write a Good Advertisement):

 Many advertisements filled with good emotional-appeal copy fail because 
they do not contain any, or enough, “prove it” facts to carry conviction. 
Likewise, many advertisements filled with good proof material fail because 
their emotional-appeal copy is not strong enough to motivate the reader 
to act. Both factors are needed, for one helps the other along the road 
toward the goal of action.

The same holds true for your presentation.

Your credibility (hands) coupled with emotional hooks (heart) and solid reasons (head) 
are the legs that support a strong message. Include all three and you’ll have a powerful 
presentation.
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Tell a story
A simple way to build emotion into your presentation is to use story. 

Stories take us on a journey. They start somewhere and introduce a character, our 
hero, who’s life is just fine, thank you very much. Then some conflict upsets that 
balance and our protagonist must overcome obstacles to find his world restored, but 
usually with a change in how he sees it. Here are a few examples.

• Harry Potter, orphaned when the evil wizard Voldemort kills his loving parents, 
faces dangerous challenges at wizard school where he seeks to understand his 
identity and fulfill his destiny.

• George Banks, a small business owner in Father of the 
Bride, admires his perfect life until his daughter announces 
she’s engaged and he reluctantly must finance her wedding 
and accept that she has grown up.

• The Pixar film Up actually tells two stories. The movie begins 
with the story of the happily married Carl and Ellie who 
dream of having children (but can’t) then dream of moving to 
South America for a life of adventure (but don’t). The second 
story introduces Carl to Russell, an awkward but earnest 
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fatherless boy who helps Carl achieve his dreams but not in the ways he had 
imagined.

As another example, this eBook started with a story. 

It began by placing you, the reader, in the role of the protagonist, the hero of the story. 
You learned that you were a marketer using presentations as you try to win people 
over by getting them to know, like, and trust you and showing them how you were 
different. 

But there was a problem: most presentations are boring! How will you overcome that 
obstacle? 

By learning to craft an audience-centered message, designing effective visuals, and 
being completely present to your audience while you deliver the message.

And by placing you at the center of the story—at the center of the book—you became 
emotionally involved. Once you made that emotional commitment, you were more 
likely to continue reading.

(Go back and re-read the first chapter—you’ll see the story this time if you didn’t catch 
it before.)
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As you can see, then, good stories have three pieces:

• A beginning, middle, and end (or, if you prefer, an introduction, body, and 
conclusion/call to action)

• Interesting characters

• Conflict, obstacles, contrast, or challenges

So how do you use story in a presentation?

First, you could envision your entire presentation as a story instead of a series of 
factual but unconnected slides. 

Who are the characters? Whoever is in your audience: your department team or 
maybe your customer. What obstacle are they trying to overcome? Maybe they are 
discouraged because sales have been low this quarter. How will you help them 
overcome that obstacle? Present your solutions in an inspiring way that places them at 
the center of the story.

You can also incorporate stories as illustrations if you choose not to structure your 
presentation as a story. You can begin with a relevant story that introduces your topic. 
You can use stories or examples to illustrate your points. The key, though, is to make 
sure they are relevant. Avoid telling a joke or sharing an anecdote just to get a laugh.
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Put it all together
With your audience, topic, purpose, ideas, and stories in front of you, organize them 
into a narrative that flows. An outline may be enough or you may want to script the 
entire talk. Try different approaches to see what works for you. 

 Note: “winging it” is not an approach.

When we create our messages, we like to begin by writing the body of the talk first. 
Why? Because this is the meat of the message, the core of your talk, the thing you 
know that you want your audience to know. It’s also the part you know the most about. 
It’s natural, then, to begin building your message in the area where you’re strongest.

Once the body is in place, write your conclusion. This is your call to action, the thing 
you want your audience to do once they’ve heard the message. Frankly, many talks fail 
simply because there’s no obvious call to action. Instead, be clear about what you’d 
like them to do.

The last piece then is your introduction. Based on what you know about your 
audience, prepare a story that will get their attention and give them a reason to listen. 

Again, this is what we do and we find that it works well. If you have trouble building a 
good message, try this approach.
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Two final thoughts on designing your message:

• Plan to speak for less time than youʼre given. If youʼre given 30 minutes, speak 
for 20 and leave time for questions and answers. Your audience will appreciate 
you.

• Anticipate the Q&A time. Even if you donʼt have questions during the official 
Q&A time, youʼll probably have some folks in the audience who want to ask you 
questions after your talk. Give some thought to the kinds of things theyʼll ask as 
you prepare your message.
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Knowing the right story to tell is only 
   half the battle.
The other half is telling the story right.
        - Stephen Denning
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Design is communication

If you’ve travelled on the New York City subway you know two things:

• Itʼs an incredibly complex transportation system

• It has a simple map that explains the incredibly complex system

Massimo Vignelli is the designer who studied this complex system and simplified it: he 
created the map and signage for the NYC subway. Vignelli says that graphic design is 
the “organization of information” and should be “visually powerful, intellectually 
elegant, and above all timeless.”

Presentation slides are a form of graphic design as well and, therefore, 
communication. You probably haven’t seen many slidedecks, though, that you’d 
describe as visually powerful, intellectually elegant, or timeless.

Let’s change that.
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Slaying some dragons
Before we start into specific design techniques, it’s worth dispelling a couple myths 
and slaying a few dragons.

First, design is not a Magic Black Box into which we throw something ugly, push a 
few buttons and—kazing!—out pops something amazing.

Remember this:

	 Design is a process

When we (at Renovate) design slides, we create a draft and then revise and edit and 
revise and edit until we’re satisfied. It’s a process and we don’t get it “right” the first 
time. In fact, if you looked at the the slides we make at the start of a project and the 
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slides we have when we’re finished, you might not think they came from the same 
people. But they do and that’s the power of process.

Think of design as a muscle: the more you use it, the stronger it gets.

Second, design is not decoration. Decoration is about adding things to make them 
look pretty. 

	 But design is about communication.

Most of the templates in PowerPoint are filled with decorations that don’t help you 
communicate. Same goes for the animation effects. In contrast to decoration (which 
adds things), good design is often about subtraction—removing the clutter that gets in 
the way of your message.

When you’re planning to add an element to your slide, ask yourself:

• Does this help my audience get my message?

• Will they miss anything if I donʼt include it?

If your answer is “no” then consider leaving that element off. Remember that the goal 
of your presentation is to be persuasive, to sell your idea, to get people to trust you. 
Will that bad photo, silly piece of clip art, or spiral explosion effect help gain their 
trust?
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Third, don’t assume that “visuals” = “slides.” Your visuals are probably slides but 
also could be a prop or two, a demonstration, drawings and notes that you make on a 
whiteboard or easel pad, or just you. Since this guide is about presentations that do 
include slides, though, that’s where we’ll focus our efforts.

Lastly, remember that your slides are there to support you and your message. 

Don’t let your slides steal the show (or, for that matter, destroy it).
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Start with a blank canvas
Remember those PowerPoint templates? 

Now it’s time to forget them.

At Renovate, we always start with a plain white slide, no placeholders. Why? Because 
we want to use the entire slide as a canvas for our design. And many of the 
PowerPoint templates use up valuable space where you could put content. Here are a 
few examples:

Notice how the usable space on the slide is limited by the graphic elements. These are 
decorations—they don’t help you communicate any better.
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And who said you have to put a title into a title placeholder or a subtitle into a subtitle 
placeholder or bullet points and pictures into a content placeholder?

If you were looking for permission to stop using templates, permission granted.

Compose with a grid
If you don’t use templates, where are you going to put your content?

Good question.

You don’t want to place it anywhere, randomly. Your slides will look haphazard.

The easiest remedy is to make your content big and center it (more on this in a 
moment).
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This is quick, easy, and it works. Centered content will give your presentation a 
consistent look and feel.

For more flexibility and variety, you can use a grid.

A grid gives your content structure and a place to live. When you design with a grid, 
your design looks intentional. Which is exactly how it should look.

The simplest grid is one built on thirds: three columns and three rows. Draw two 

horizontal and two vertical ruler guides each spaced one-third of the way across and 
down your slide. 	
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With your grid set up, you can place content along the grid lines or at the intersection 
of the lines, like so:
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If you want to get more sophisticated, add more rows and columns to your grid. The 
title slides below, for example, are are based on an 8 column by 6 row grid.
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One slide, one idea
Just as your entire presentation is about one thing, so each slide should be about one 
idea. Instead of putting three bullet points on one slide, make one slide for each point
—three separate slides. And don’t put everything you want to say on the slide. One or 
two key words will do. 

	

Another option: instead of text, use a picture. Not clip art but a real photograph. 

Remember our equation, Emotional = Memorable. Pictures evoke an emotional 
response. If you include a picture with text, it’s far more likely to be remembered than 
a slide of text. 
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Here’s an example:

	

This slide contains both words and a picture and will be more memorable than a slide 
full of text.
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Interestingly, though, the multimedia principle also works when there are no words on 
the slide. Why? Because your narration, the words you speak, count as text.

Let’s show this slide:

	

And say:

The US spends more on trash bags than 90 other countries spend on everything.

That’s memorable. 
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The point of a slide like this is not to get the audience to remember your statistic. Use 
the statistic as a way to build credibility and the image as a door to their hearts. You’re 
trying to get your audience to change, to move, to act. You’ll be more persuasive with 
this approach than a slidedeck full of bullet points and clip art.

Where are you going to get these pictures?

• Get a camera and make your own

• Buy them from stock sites like iStockphoto, Dreamstime, or Shutterstock

• Get free images or Creative Commons licensed images from flickr or WikiMedia

When searching for images on flickr, try Compfight. It’s a search tool especially 
designed for flickr. And it works better than flickr’s own search.
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Be consistent and don’t go crazy
Imagine you’re sitting through a presentation and the speaker is using PowerPoint. To 
“keep things interesting,” he uses different colors, different fonts, different styles of 
images on every slide. He doesn’t want his audience to get bored so he likes to “mix it 
up.”

	

Your goal in a presentation is to communicate, to connect with your audience and 
inspire them to do something. You lose credibility when your slides become a 
distraction, and this kind of thing is distracting.
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Here are three ways to build consistency into your presentation.

Go easy on the fonts

The font you use gives your words character, similar to your tone of voice when you 
speak. Are you serious? Inspiring? Friendly? Casual? You could use a font that helps 
show those qualities. 

That said, don’t go overboard. Marketer Seth Godin says, “Subtlety matters. A font is a 
tool, not an amusement park ride.”

We’re trying to communicate, not show off. And the readability of your text is important 
to communicating. A little restraint goes a long way.

So, yes, your computer has 157 fonts and, yes, you can get thousands more—FREE!

Remember:

 Just because you can doesn’t mean you should.

This is true in so many areas of life, including presentation design.

In general, it’s best to limit yourself to one or two fonts in a presentation.
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We’re also trying to use our presentation slides to show how we’re different. For that 
reason, avoid using the fonts that you see and have seen on your computer every day: 
Times New Roman, Arial, Calibri, Cambria.

Here are a few font families that work well in presentations:

Helvetica/Helvetica Neue

Gill Sans

Franklin Gothic
PT Sans

Futura

Optima

There are, of course, many other choices. Try sticking with just one font for a while and 
learn what you can do with it.
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Use a simple color palette

What colors should you use in your presentation?

Great question.

Color can be used to evoke emotion: reds are exciting and vibrant and angry, blues are 
calm and cool and businesslike, greens are natural or commercial (the color of money). 
You can choose colors that fit your audience and message but it’s often wise to stick 
with an understated palette. 

PowerPoint has some good built-in color palettes (in PowerPoint 2011 for Mac, click 
the Themes ribbon then, under Theme Options, choose the Colors dropdown). Browse 
through those and see what may work.

Adobe’s online Kuler tool has thousands of interesting color palettes as well.

If you want to go basic and simple, try either a solid white or solid black (or dark gray) 
background. White works well with stock photos on white backgrounds, and also 
works in smaller rooms. Dark backgrounds are suitable for auditoriums and larger 
rooms.
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Provide visual cues

When you read a book, you know exactly how many chapters are left before you finish. 
The remaining chapters give you a cue.

Why not build “chapters” into your presentation?

If you have three or five or ten points to make, format the slides that introduce your 
major points differently than the slides within each of those points. This can help guide 
your audience through your presentation.
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How many slides?

You may be wondering how many slides you should have in your presentation.

If you eliminate all those slides that had six bullet points and followed the “one slide, 
one idea” approach, that would give you six slides. So you may be looking at a 
presentation with a lot more slides.

Or maybe not. Do you need to show all those bullet points (or, really, the thoughts 
behind them)?

Maybe one slide with one strong visual is all you need to make your point. And it could 
take the place of those six bullet points.

Don’t be afraid to prepare a deck with a lot of slides. But don’t be afraid to cut slides 
either. The goal is effective communication. Or, from Massimo Vignelli’s perspective, 
you are organizing information and creating design that is “visually powerful, 
intellectually elegant, and above all timeless.”
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Get inspired

We’ve introduced a lot of new ideas on visual design in this chapter. 

If your head is spinning and you’re worried that this will be too hard, that it’s safer and 
easier to stick with bullet points, have courage and do what great artists do: 

	 Steal

Now we’re not talking about being unethical, illegal or violating copyright laws. That’s 
wrong and can get you in a lot of trouble.

When we say “steal” we’re talking about getting inspired. And you can find great 
design inspiration on sites like Slideshare, Note and Point, and TED. Just visit the 
resources page on our web site (the link is at the end of this book) and you’ll be set.

Remember that design is a muscle: the more you use it, the stronger it gets. As you 
create more presentations, you’ll get a stronger sense for what works and what 
doesn’t.

And you’ll move farther from boring and closer to trusted.
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Good design is never boring,
   only bad design is.
        - Massimo Vignelli
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Presence that connects

You’ve seen this play out before.

The speaker shuffles his papers on the way to the front of the room, his face buried. 
He’s still organizing his notes along the way. He peers down while he shares his first 
thoughts. He’s unprepared, bored, disinterested. He looks like he’d rather be 
somewhere else. You think you’d rather be somewhere else.

The world has enough bad presentations; yours don’t have to be among them. 

Instead of being that first guy, imagine yourself in this way:

You step confidently to the front of the room. Rather than looking at your notes, you 
know your first words and look directly at your audience, addressing the entire room. 
Your welcoming expression emphasizes your words and makes it easier for your 
audience to understand your message. Instead of “being a presenter,” you simply talk 
to your audience like you’re having a friendly conversation with each person. You take 
the time to connect and your audience responds with their attention.
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You have the potential to be that inspiring presence and 
connect in a way that changes your audience, challenges 
them to be more aware, to take action, to make a difference.

Most presentations are boring—and boring isn’t going to 
change anything. You may have an interesting message and 

powerful visuals, but if you don’t have an engaging and 
credible presence your audience will stop listening and your 
talk will fall flat. So you’ve arrived at the final step on your 
journey to a renovated presentation, your delivery. 

We’ve said it once or twice already but it’s worth saying 
again: you’re in the marketing business. Your idea is 
important and has the potential to change the world (or at least a small corner of it). To 
give your idea life, you’ll need people to know, like, and trust you. You can use your 
delivery style to accomplish this. By using your body and your voice effectively, you 
can show excitement, likability, and honesty. 

In the same way that you built your message on three legs (hands, heart, head), you 

can do the same as you deliver. Use your body and your voice to become a speaker 
who is credible, personal, and natural.  
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Credibility is a thread that begins in your message, weaves 
through your visuals, and continues through your presence. If 
you appear unprepared and unknowledgeable, nervous and 
unaware, the audience will tune you and your message out. 
But if you show yourself as confident and calm, they will be 
ready to hear what you have to share. 

It’s also important to make this personal for your audience. They will only care about 

what you have to say if they can tell that you care. You can use your body and your 
voice to help each member of your audience feel like they have a front row seat—even 
if they are in the very back of an auditorium.

And when you embrace a natural presence, you will allow the listener to focus on the 
message and not the messenger. Learn how to hold a conversation with one hundred 
people in the same way that you converse with one and you will connect. 
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More than meets the eye
What should your audience see from you that will add emphasis to your talk? 

Eye contact

Your eyes should spend more time on your audience than on your notes or your slides. 
Eye contact is a critical non-verbal signal since we trust and connect with someone 
who can look us in the eye. Are you introducing yourself, your topic, or taking the time 
to deliver a great attention-getter? Your audience will listen (and see your passion) if 
they have your eyes as well as your words. 

Try making eye contact with a small group of the audience while you share a few 
sentences and then navigate the room, one small group at a time, one thought at a 

time. Your audience will feel more connected to you and you’ll get instant 
feedback: you can see if they’re understanding and how involved they are becoming 
in your message.

Facial expression

Do you care about the information you are sharing with your audience? Let them see it 
in your face. Your facial expression provides the emotional context for your words. 
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Guide your audience using expression, matching the emotion you want the audience 
to feel with the expression you are showing. If your information is serious, your face 
should be too. If your talk is pleasant, don’t underestimate the power of a smile. 
Smiling people are generally taken to be more likable. And likability increases your 
credibility. 

Posture

You can tell if someone even wants to be in the room with you by 
the posture she uses. Is she facing you, focusing her attention on 
you and showing interest in the conversation? Or is her body 
turned away, eyes darting around?

When you give a talk, body movement as subtle as your posture 
sends a loud and clear message to your audience without saying a 
word. Face your audience, stand tall and hold your head high 

before you begin, while you’re speaking, and after your talk. A 
confident speaker is a credible speaker. 
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Movement and use of space

You’ve probably seen a speaker who paces like a restless tiger in a cage. Remember 
that pacing only works in waiting rooms. And zoos. Fight the urge to constantly move 

during your presentation. When you choose to move, though, be intentional. 

A great time to add movement, perhaps a step or two to the left or right, is during a 
transition in your talking points. It helps regain attention and provides a visual cue that 
you’re changing gears. The larger the room, the more steps you can take. But be 
aware that moving backwards can make you appear as if you’re hiding something or 
are unsure of what you’re talking about. Move towards your audience and you’ll 
engage them.

Your presentation should also feel like it occupies the same space as your 
conversations.  This may mean you need to eliminate physical obstacles that fall 
between you and your audience. Don’t be afraid to move the lectern off to the side or 
move a table. Just because the previous speaker chose to stand directly in front of the 
screen doesn’t mean you have to. Take control of your presentation space, place the 
tools where they will best serve you, because that will ultimately best serve your 
audience.

67



Gestures

When you feel apprehensive, the hands you’ve had 
your entire life can suddenly feel like dumbbells 
attached to your arms. Your first reaction may be to 
stick one or both of them into your pockets, but 
gestures are used during conversation to help add 
emphasis. If you place your hands in your pockets, 
then, you lose that ability to add emphasis to your 
message. 

If your facial expressions are subtle (or can’t be seen, which might happen in a large 
room) then you’ll need to use gestures even more. The audience won’t see the cues 
from your face that they need to follow the emotional current of your talk. 

Since men usually have keys or coins in their pockets, things that jingle and create a 
lot of noise if disturbed, empty out those pockets just in case. Be the natural speaker 
and allow your arms to rise up from your sides, gesturing freely. The larger the room, 
the larger your motions can be.
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Clothing

Before you give your talk, think about what your audience will be wearing and use that 
as a guide to choose your own wardrobe. A general rule of thumb is to dress one level 
above what the majority of your audience will be wearing. Why? Credibility. When your 
clothes help show that you know what you’re talking about, your listeners will be 
inclined to give you the benefit of the doubt. If you dress like you don’t care about 
yourself (or your audience), that can extend to your message. Show that you care 
about your audience and your topic by choosing appropriate clothing.

Event Men Ladies

Business casual Very nice suit Pant suit or dress with jacket

Casual Sports jacket Casual pant suit or casual but 
professional dress

Ladies should pay attention to their accessories. If your bracelets clank together, wear 
only one. If your earrings are so large they distract from your face, choose a smaller 
pair. Today’s men can wear short-sleeved shirts and still appear professional.

The rules on appropriate dress continue to change, but you’ll always want to look 
professional and competent. 

69



Be a voice of reason (and emotion)

When you text, is it difficult to get your point across using only words? Do you find 
yourself using multiple emoticons? Is sarcasm or an accidental caps lock 
(SHOUTING!) misunderstood by your reader? 

As you speak, your audience looks to your facial expression and gestures to help them 
find the meaning in words. They’ll also listen to the way you say those words. When 
you planned your message, you chose your words carefully to make a greater impact 
on your audience. Give the same attention to your voice quality and what your 
audience hears while you are speaking.

No one wants to be talked at; we want 
to be talked to. Keep a conversational 
tone with your audience but remember 
that this talk is structured. Maintain the 
character and credibility of your voice by 
providing clarity. Be as articulate with the 
way you pronounce and say your words 
as you were while you were writing your 
message for the presentation. If you are 
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talking about a parquet floor, you need to know that it isn’t pronounced the way it 
looks. Your credibility goes out the window when you mispronounce a word.

Choose your words wisely

You will also lose listeners by using words they don’t understand, such as jargon that 
is common to your profession but not theirs. You may commonly use an acronym in 
your office setting, but while speaking in front of a different department from down the 
hall you will need to give more explanation and share every word not just the 
abbreviation.

Strip away the unnecessary filler words since they dilute what could be an 
otherwise powerful presentation. ‘Umm’ and ‘uhh’ are often used to fill the silence that 

happens as you’re thinking about what comes next. To eliminate these words, simply 
allow silence. Pause. Let your audience take in the information while you prepare your 

next thought. 

Other casual conversation expressions such as ‘like,’ ‘ya know’ and ‘you guys’ are 
becoming more common but should be cut from your speaking since they sound 
unprofessional and can kill your credibility. “It’s like really something you guys, ya 
know, should, like, really address.”
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Find your voice...

Fear can cause your voice to lose its expressiveness. Your breath may quicken; your 
throat may become dry. Someone who is dynamic in a conversation on the street can 
suddenly sound monotone and lifeless in front of a crowd. You may recall Ben Stein’s 
character in Ferris Bueller’s Day Off. No one wanted to sit in that classroom. 

Think about the last time you were chatting with a friend. How did you sound? Is it 
the same voice you use while you are presenting? There should be more similarities 
than differences. Choose to talk with your audience using a rate and volume that are 
all natural to a conversation. 

When you are excited about something, you may speak faster. If you are sharing 
extremely important information, you may choose to slow down—ensuring that the 
person you are speaking with is catching every word. You must use this dynamic 

element while you are presenting. Change your speaking rate to add contrast and 
interest to your talk.
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...no matter where you are

Pay attention to the size of the room you are speaking in. When you give your 
presentation, you’ll want to fill the room with your voice. In a larger space you’ll need 
to project more. If you’re using a mic, let it do the amplification for you.

In the same way that you can add interest by speeding up and slowing down, you can 
vary your speaking volume to draw your audience in. Choose the points you want to 
emphasize and then change your volume to capture your audience at those points. 
You can do this by speaking either more forcefully or more quietly—either can be 
effective. Keep in mind, though, that your talk needs variety. Long segments of your 
talk that are too loud or too soft will cause your audience to tune out.
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Confidence and fear

Research shows that an audience decides in the first 30 seconds of a presentation 
whether or not to listen.

So, it’s all up to you. Are you nervous yet? If you are, you certainly aren’t alone.

Three out of four people experience some degree of anxiety or nervousness when 
speaking in front of others. Whether you are a part of the majority or the minority, 
though, there is ALWAYS room for improvement.  

Nerves, of course, can begin well before the presentation. Maybe you procrastinate by 
putting off important preparation or even doubt your ability to say something useful. 

Even a small amount of nervousness or anxiety 
can show itself in big ways both physically and 
psychologically. When you’re nervous, you may 
feel or experience other symptoms like these:

• Tightened muscles—making your body stiff 
and locked into position

• Shallow breathing
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• Knees that knock together like castanets

• Shaky voice or hands

• Nervous stomach

Fear will consume you if you let it. The best way to fight your fear is to build your self-
confidence.

Physically

You can do this by paying attention to your physical reaction to nervousness. Don’t 
lock your knees, since standing in one place for a long length of time with your knees 
locked will likely find you passing out. Combat this by moving during your transitions. 
This will help ensure that you stay on your feet. Breathing normally will also allow you 

to appear strong and confident as rapid breathing can interfere with your speaking 
rate causing you to sound rushed and unsure. This will also add an assuredness to 
your voice.

You may be excited about and pursue opportunities to speak and present, and you 
love that rush of adrenaline just prior to speaking. Or you may have come to the 
speaking arena because it’s part of your job or a simple turn of events, and you dread 
the nervous butterflies taking control of your stomach. Have you taken the time to 
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consider that this adrenaline and the butterflies are the same thing? The only 
difference may be the way the speaker frames it. If you can’t get passed the concept 
of butterflies—make them fly in formation—for good and not evil.

Psychologically

There is a lot to mentally consider in the preparation and 
execution of a presentation. Your head can tell you that you’re 
wasting your time—public speaking simply isn’t for you. But in 
The War of Art, Steven Pressfield shares that “The more 
important a call or action is to our soul’s evolution, the more 
Resistance we will feel toward pursuing it.” 

Pressfield also shares that Henry Fonda was still throwing up 
before each of his performances, even into his seventies. 

Fear doesn’t go away. But as a professional you must put one 
foot in front of the other and do what you were called to do. 
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Practice, practice, practice

The best way to overcome fear or to simply get better is to rehearse.

This is where so many presentations fall short. Rehearsal often makes the difference 
between a mediocre talk and one that inspires and challenges your audience.

Rehearse your presentation at least three to four times all the way through. And 
rehearse your introduction even a few more times. 

Why spend so much time practicing your introduction? 
Remember that you have only 30 seconds to win your 
audience. You need to know not only the words you’ll say but 
also how you will use your voice (tone, inflection, volume, 
rate), your gestures and body movements to draw them in, to 
add interest and emphasis. All eyes will be on you as you 

begin so earn their attention with a strong introduction.
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All good productions also have a dress rehearsal. You should too. 

It may not be possible to get into the space beforehand, but do your best to recreate it 
and take the time to test everything you have access to. Work your way through your 
slides, use your remote, stand and move at the appropriate times and work on big 
emotions, gestures, and facial expressions. Try overacting, because you’ll pull back for 
the actual talk. 

Speak in front of a real audience such as your coworkers. Their constructive 
comments will improve your presentation. This will also allow you to work through your 
Q & A time, practicing your responses. 

Set up a video camera and record your rehearsal. This will show you the subtle and 
not-so-subtle non-verbal cues that affect your credibility—things like pacing, how you 
use your hands, where your eyes are going (your slides/notes or your audience), and 
your vocal dynamics (speaking rate and volume). You’ll also learn where you may need 
to strengthen or cut points in your message for connection, clarity and understanding.

For your rehearsals, the closer to the real thing, the better.

This is where everything comes together. Appreciate the opportunity you have been 
given to present and knock it out of the park.
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Go and do likewise



You now have some tools to renovate your presentations and make a difference in 
your organization and in the lives of those around you. It’s up to you now. The path you 
walk will not be easy but it will be worth it. 

Make mistakes. 

Fail. 

But keep trying. We’re counting on you.

Intrigue your audience with a relevant, well-planned message. Engage them with 
strong visuals and delivery. If you’re a marketer—and you are—renovate your 
presentations and get people to know, like, and trust you.

Finally, three quick things.

First, as a “thank you” for reading this book, we’ve set up a special page on our web 
site just for you. It’s got some additional resources that you’ll find helpful. You’ll find it 
here:

	 http://renovatecd.com/pr1-resources

Second, in addition to those resources, we have lots more on our blog and in our email 
newsletter. To keep up on the latest presentation tips, trends, news and exclusive 
offers for our newsletter subscribers, make sure you’re on our mailing list.
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Lastly, this eBook is just the beginning. We’d be happy to help you and your 
organization improve further. If your team needs a workshop to get past bullet points 
and PowerPoint templates, or you’ve got an upcoming speech and you need coaching 
with your message and delivery style, or perhaps your sales or trade show slides need 
a makeover, learn more about what we do or please drop us a line.

Thanks again. We’re looking forward to seeing your renovated presentations. 

Welcome to the journey.
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Don’t just sit there; make it better.
        - Scott Berkun




