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What is an Everyday Presentation?
Presentations that happen everyday (typical academic type comment).  When your role is to primarily talk and someone else’s is to primarily listen.  Can be one on one. 

KNOW YOUR GOAL  
What’s your goal? Recurring Problem in Presentations—having the wrong goal.
General Goal:  Informative or Persuasive:  All communication is persuasive—attempting to have you learn and adapt what I’m saying.
Specific Goals:  Ask yourself: “When you’re presentation is done, what do I want the audience to do?”  Adopt a given attitude?  Perform a certain task?  Make a particular decision?  Change, accept, reject..

Questions to ask yourself as you prepare for your next presentation:


To whom are you speaking?  


What do you want from them?    


Why are they there?  


What do they want?


Is that how you’ve designed your presentation?


What might you change to more aggressively adapt to your listeners?

KNOW YOUR AUDIENCE: ADAPT

What are your audience’s goals?  
What do your audiences/listeners want?  
What can they give you?   (What are they in a position to do?)
Three Types of Audiences:

· Positive and Supportive Audiences

· Neutral Audiences

· Negative and Hostile Audiences
Adapting to Positive Audiences

Goals
· To inform; to teach.



· To inspire

· To maintain and confirm commitment.


· Increase commitment—motivate to ACT
Strategies to Inspire and Enhance Interest
· Expand on or Present Old Information in New, Interesting Ways.  

· Use the familiar as the foundation for the new.  

· Emphasize & Confirm Existing Audience Values, Beliefs, & Attitudes

· Use Support Materials that Inspire: Illustrations, Examples, and Stories.  
· Focus on action, recommendations, and conclusions.  

Strategies to Inform: Speaking to Open Audiences

· Establish Your Speaker Credibility (Ethos)

· Use Memorable Techniques.  

· Consider Information from the Audience’s Perspective.  

· Limit the number of new pieces of knowledge in your presentation.

· Present the knowledge in a way that makes sense to your audience.

· Allow your audience the opportunity for active involvement.

· Show your audience why your message is relevant to them. 

Strategies to Evoke a Positive Attitude: Speaking to Open Audiences

· Use an Audience’s Positive Attitude Toward You.  

· Use Group-Identification.  

· Use the Bandwagon Effect

· Use Emotional Appeals.  

Adapting to Neutral Audiences

Types of Neutral Audiences:

Apathetic Audience:  Neutral attitude about issue/topic; Little or no interest in the topic/issue, but Knowledgeable 

Detached Audience:  Neutral attitude; Little or no interest in the topic or issue, but Little or no knowledge about the topic or issue.

Ambivalent Audience:  Neutral attitude; Interest and Knowledge of the topic or issue.

Strategies for Addressing the Lack of Interest 
· Understand the cause for Neutrality: 

Perceived Irrelevance, 2) Burned out, 3) Fear, 4) Inability to Decide or Act.
· Appeal to Needs

· Arouse Emotions

· Involve the Audience and Connect the Topic to the Audience

Strategies for Addressing the Lack of Knowledge 

· When Necessary, Establish Your Credibility (Ethos).  

· Build on the Known, the Familiar, Audience Values, Beliefs.  

· Present Memorable Reasoning and Arguments

Strategies for Addressing the Knowledgeable but Neutral 

· Utilizing the Desire to Remove Uncertainty

· Expanding the Positives While Diminishing the Negatives
Adapting to the Negative Audience
Negative Audiences are knowledgeable and oppose the speaker’s position

Two Types: 1) Passive:  Has lost interest and/or are not actively campaigning against



 2) Active:  Has interest in the issue and is actively campaigning against
Understand the Audience’s Reason for Attending:


1) Mandatory.  2) To present their views or influence others.  3) Learn about opponent

Goals:  
· Understand the Continuum of Resistance:    

Actively








Actively

Support----------Support----------Neutral----------Oppose----------Oppose
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· Move the negative leftward along the continuum (for example from point A to point B)
· Utilize Cognitive Response: Listeners think about what they hear after they have heard it—they are active in persuading themselves..  Plant strong arguments and reasoning.
Strategies for Addressing Negative Audiences

· Foothold Strategies (Strategies to Gain Initial Headway)
· Establish Common Ground—discuss things you agree on

· Demonstrate Understanding and Respect for the audience’s position

· Consider multiple presentations: foot in the door, door in the face

· Psychological Strategies

· Appeal to values and needs

· Identify and respond to inherent concern and objections

· Appeals to desires for group membership

· Create a favorable frame for the message—negative and positive framing

· Use fear appeals

· Must believe the threat is real

· Will action eliminate threat?  Listeners capable (self-efficacy)

· Boomerang effect—too much fear makes them immobile

· Support Strategies

· Be psycho-logical—logical, emotional, biased reasoning

· Use reluctant testimony

· Build on known arguments

· Create and use arguments—these are sustained, repeated, seeds.

· Organizational Strategies:  Narrow the focus

· Two-sided refutational framework
· Elimination of alternatives (method of residues) 
· Scientific problem solving:    
BE YOURSELF

Be sincere, conversational, personal, genuine, interact.
· People respond to people.  

· We like people who like us, we respect people who respect us.  
TELL STORIES
Be storytellers—tell narratives.  
· People are moved by stories.  

· Stories can be persuasive.  

· Stories are memorable.
· Stories exemplify and illustrate.  

· We judge the quality of stories:  There are “Good” stories and “Bad” stories.

