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Persuasive Presentations 

Tips and tricks to for public speaking 

he three core skills needed by 

any manager are the ability to 

write clearly, facilitate a meeting 

effectively, and speak persuasively. 

Unfortunately, the latter is one that 

seems to cause the most concern. 

This is possibly because of the 

inherent fear people have in speaking 

before the public. Yet a  little 

preparation goes a long way to 

reducing that fear. 

What most people forget is that 

developing a presentation requires a 

certain amount of work. You really 

can’t just wing, it except under very 

unusual circumstances. On a more 

positive note, there are rules and 

structures that can make preparing a 

presentation fairly routine. The more 

you practice, the easier it becomes. 

Getting Started 
Before preparing a presentation there 

are three key pieces of information 

you need to consider: 

1. Understand the type of 

presentation you will be giving. 

The way one speaks in a 

workshop is different than the 

way one speaks in a seminar or 

keynote address. The type of 

presentation will also determine 

the use of visual aids and the 

nature of those aids. 

2. Know your audience. This is a 

common bit of advice but it’s 

amazing how often it is ignored. 

Several years ago a highly-paid 

keynote speaker spent an hour 

telling a group of professional 

emergency managers why they 

needed a personal emergency kit 

and what should be in it. This was 

definitely not what the audience 

expected or needed to hear. 

3. Be able to clearly state your 

premise. Hall of Fame speaker and 

speech coach Patricia Fripp advises 

her clients that if you can’t state 

your premise in a single sentence, 

you’re guilty of fuzzy thinking and 

not ready to write your speech. 

Developing Your 

Presentation 
Many people begin preparing a speech 

by opening PowerPoint and staring at 

the blank page waiting for inspiration. 

PowerPoint is the very last thing you 

want to consider when developing your 

speech. Instead, follow a simple 

structure:
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1. It all begins with your premise. Your 

premise is the theme that binds the parts of 

your speech together. It determines the 

stories you will tell and the examples you 

will use. It determines your call to action 

(what you want people to do with the 

information you provide). Clarity on your 

premise is absolutely vital for a persuasive 

speech. 

2. Identify the key topics necessary to 

develop your premise. These topics are the 

broad areas that develop and support the 

point you’re trying to make with your 

presentation.  There are many ways to 

present these topics such as chronological, 

by sequential steps, or by order of 

importance. Whatever method you choose, 

however, must be logical – ideas must flow 

in a sequence that is easy for the audience 

to follow. 

3. Select illustrative points for each topic. Just 

stating your topic is not enough. You need 

to allow the audience to visualize it. You do 

this through using concrete examples and 

by telling stories. Audiences remember 

stories; they do not remember speeches. A 

good story will stay with them and help 

them to remember your premise long after 

your presentation is over. 

4. Develop a strong opening. You have to gain 

the audience’s attention. If you don’t do 

this immediately, you’ll be playing catch up 

for the rest of your presentation. Forget the 

“icebreakers” and jokes that have no 

relation to your presentation. Instead, open 

with a gripping story or example. 

5. Develop a strong closing. Your closing 

should do more than just summarize what 

you’ve said. A good closing challenges the 

audience to go out and use the material you 

have provided. It suggests next steps and 

leaves them wanting more information. 

Preparation 
Developing a good presentation is merely the 

start. You also need to consider some tricks of 

the trade as you prepare and deliver your 

presentation. 

1. There is no substitute for rehearsal. 

Rehearsal lets you try out phrases and 

different ways of saying things. It helps you 

refine timing and identify places where your 

flow is awkward. There are any number of 

ways to rehearse. Speaker Alan Weiss 

records a single rehearsal and plays it back 

several times. Other speakers rehearse solo 

once or multiple times. Still others will give 

their presentation to one or more friends 

who provide feedback. However you do it, 

do it! 

2. Memorize your opening and closing. 

Knowing your opening gets you over the 

“butterflies” that can plague you at the 

beginning of your presentation. Your closing 

is what the audience will remember about 

you – memorizing it makes sure you get it 

right. 

3. Internalize, don’t memorize. Memorizing 

your speech makes you come across 

wooden and may prevent you from taking 

advantage of spontaneity or new ideas that 

occur to you. This is another reason 

rehearsal is so important.  

One last thing to remember and it is the most 

important: it’s not about you! Everything you 

do needs to focus on the audience and their 

needs. Make it about you and you lose your 

audience.  


