10 Tips to Power Up
Your Presentation
The idea of making a presentation strikes fear into the hearts of many, but the fact is that
presenting is a critical part of most professional jobs. Whether you’re speaking to a packed
auditorium or meeting with your one-up to discuss budget priorities, presenting clearly and
effectively will help you optimize your performance.
Before you begin
Before you put pen to paper, (or fingers to keyboard) it’s important to settle on two things
about what you’ll be presenting:
1. What type of presentation am I making?
2. What are my presentation objectives?

PRESENTATION TYPE

OBJECTIVE(S)

Informational/instructional

Teach something, educate, impart
knowledge

Sales

Sell something

Persuasive

Convince someone of something,
influence a decision or process

Inspirational

Motivate or inspire action

Reporting progress

Update on a project, illustrate movement

Often, we forget that some of the meetings we attend can and should be considered
presentations. Meeting with your boss to update them on a project? You’re presenting.
Attending a board meeting to share the net earnings of a recent fundraiser? Presenting.
Connecting with a colleague to convince them to support a new initiative? You guessed it.

Rule #1: PLAN!
By the time you start to plan your presentation, you should already know what TYPE of
presentation you’re making, as well as what you hope to accomplish by doing it (your
objectives).
Planning seems like an obvious first step, but it’s often the one that gets the least attention and
– as a result – has a negative impact on your ability to be successful when the time comes.
Some things to consider as you plan include:
• How long will your presentation be?
• Who is your audience? How many will you be speaking or meeting with?
• What level of detail is appropriate to share?
• How will the space be set up? Will you use a podium? Microphone? Slides/projection?

Rule #2: Start strong
Laura Foley of Laura M. Foley Design: Presentation Design & Training suggests that presenters
use one of the following tactics to begin their remarks in a bold and memorable way:

1. Share a startling statistic
2. Refer to a recent headline that’s relevant to your content
3. Tell the beginning of a story (share the ending later)
4. Ask a rhetorical question
Laura does beautiful, effective slide decks and I highly recommend her if you need visuals that
will knock your audience out of their socks. You can learn more about her here:
www.lauramfoley.com.

Rule #3: Focus on value
We’ve all experienced it. A presenter starts into their content and before you know it, they’ve
talked about themselves and their company’s services for 20 minutes straight. But how do you
present effectively – especially if you’re doing a sales presentation – without talking about
yourself?
Consider this: why did they consent to the presentation? Why did they make the appointment,
come to the workshop, etc.? What would make this experience worthwhile for them?
The answer can be different depending on which presentation type you’re delivering. Consider
the following:

PRESENTATION TYPE

WHAT ARE THEY LOOKING FOR?

Informational/instructional

Real take-homes that can be put to work
immediately

Sales

A solution that makes their lives easier, or
removes barriers to entry/purchase

Persuasive

1/3 need validation, 1/3 are on the fence
and are your “swings” in need of
convincing, 1/3 are there to see if you can
put any cracks in the foundation of their
opposition to whatever you’re “selling”

Inspirational

Emotional connection, motivation

decks
and I highly
recommend her if you need visuals
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audience
out of their
Reporting
progress
Something
needed
to move
a project
socks. You can learn more about here here: www.lauramfoley.com.
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BOTTOM LINE: don’t make the presentation about you! Remember to start with bringing value
to your audience, colleague, prospect, etc. It’s respectful of their time, their position, and their
knowledge. And you won’t achieve any of your objectives if your audience doesn’t feel
respected.

Rule #4: Have a hook
This could be something you wear. It could be a catch-phrase or tip that you repeat throughout
your talk. It could be a prop or a joke. Whatever the situation calls for, a good hook can make
your presentation memorable and thus, potentially more effective.
REAL HOOKS I’VE SEEN:
1. One speaker I saw wore giant chains with 4-inch links around his neck. He was a
motivational speaker at my high school. I think he was trying to prevent us from trying
drugs. We worried about him after he left.
2. Another told us about the time he pooped his pants on an airplane. If you don’t follow Cory
Lee on social media, check him out. He’s a travel blogger who writes about his experiences
traversing the world while using a wheelchair.

Rule #5: Don’t put your slides
between you and your audience
It’s usually safe to assume that most members of your audience can read. Therefore, it is NEVER
a good idea to use slides as your notes to the point that you’re simply reading the content
aloud to them. This erects a huge barrier between you and your audience, and practically
guarantees a certain level of disengagement.
Some other reminders when it comes to slides include:
1. The slides are meant to underline and emphasize what you’re saying, not the other way
around.
2. Keep it simple. Too much content on a slide makes it unreadable and ineffective.
3. Always ask yourself: do I even need slides in the first place? Sometimes, you don’t.

Rule #6: Practice, practice, practice
Make no mistake. Whether you’re presenting to an audience of one or 1,000, when you’re in the
moment, you are PERFORMING. And just as a dancer, actor, or singer wouldn’t go on stage
without practicing their movements, cues, sound, choreography, and more, you shouldn’t
present without running through your remarks and your slide deck (where appropriate) a few
times.
Some things to look for as you’re practicing include:
1. How much time do you have for your presentation? Did you prepare enough or too little
content?
2. Functional components you may need to cover may include:
i. Where the bathrooms, snacks, and exits are
ii. How to register a question if you’re using a feedback software system
iii. Thanking sponsors, hosts
If you can, try recording yourself running through the presentation, then watching it back. While
not everyone enjoys watching themselves on video, be on the lookout for stumbles, pauses,
slide mishaps, and even involuntary movements or tics, which can distract from your message.

Rule #7: Engage your audience
No one wants to watch a person stand in the front of a room and tell them about some slides
they can plainly see for themselves. Use interactivity to keep your audience engaged
throughout.
•
•
•
•
•

Ask them questions.
Request feedback on ideas you float.
Use activities or games.
Hold a drawing.
Move around the space.

This keeps them from nodding off, especially during early morning or immediately post-lunch
sessions, but it also does another important functional thing. It helps you understand what’s on
their mind and what’s important to them. And THAT helps you deliver content as you proceed
that’s of maximum value to your audience.

Rule #8: Have something worth
presenting
Life’s not perfect. Sometimes, we’re called upon to present about a topic about which we’re not
particularly passionate. But there’s one thing most people can agree on: we don’t like to fail. So
channel your aversion to screwing up and use it to create a presentation that gets results – no
matter what it’s about!
It’s clear when presenters don’t care about their subject matter. Don’t be one of those. If you
have to, consider it a challenge to make your audience care about a somewhat dry topic.

Rule #9: Tell stories
We’ve all been there. A presenter is droning on, and we feel a creeping sense of dread when
they transition by saying “I’m going to tell you a story.”
It doesn’t have to be that way!
Stories perform three important functions in a good presentation.
1. They illustrate or underline a point already made by sharing a real-life application of a
principal, practice, or belief.
2. They accommodate different learning styles.
3. They help your audience see themselves in your content.

Rule #10: Have fun!
I promise – this is not a throw-away rule added here because I could only think of nine good
ones.
Coming across as friendly and upbeat during your presentation (when appropriate, of course)
puts you miles ahead of the presenter who takes a joyless, dry approach to the content. Think
back to the objectives: how will you sell something, convince someone of something, build
support for an idea, etc. if you can’t get your audience excited and feeling positive about what
you have to say?

BONUS Rule #11: USE THE GOOGLE
If you’ve read or scrolled this far, you deserve a prize – so here it is. A BONUS rule NOT shared
as part of my in-person talk on presentations.
Look, there is NO SHORTAGE of information online that seeks to give advice on everything from
dating, to caring for flightless birds (let’s come back to how similar those lists could be another
time). So it’s a pretty safe bet that if you search up lists of tips for presenters, you’ll find a TON
of them.
I highly recommend that you do this! You’ll find suggestions about phrases to use (and some to
avoid). You’ll find info on what to wear, including advice on patterns vs. solid colors. (HINT:
don’t wear patterns if your presentation is going to be televised.) You’ll also find counsel on
specific tactics you might want to employ during your presentation, including phrasing and
rhetorical devices. Not all of them will work for you, but some might.
Spend the time as you’re preparing for your presentation to learn all you can about what’s
worked for others, and put the best parts to work for you.

Good luck!
Thanks for reading my 10 Rules to Power Up Your Presentation! I hope you found the
information helpful and can put some of it to work for you right away.
Feel free to reach out any time if you want to talk more about this content, or anything else, for
that matter.
I help clients with content for their marketing projects, as well as communications planning for
campaigns, events, and more. I’d love to help you!
Call or text me at 607-426-8331.
E-mail me at dusty@longruncommunications.com.
Learn more about what I do at www.longruncommunications.com.
Best regards,

Dusty

