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Consulting
speak up

Welcome to our first newsletter!

This newsletier offers our clients the chance lo receive a regular update on
issues in the field of spoken communication, especially presenting,
professional selling, negotiating, and media interviews.

We will have - as in this issue - editorial articles about important elements of
spoken communication, details of upcoming open or public courses which
people may enrol on, and details of how to contact us.

Please let us know what you think. We hope you enjoy it!
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( VISUAL AIDS DISEASE )

ALASTAIR GRANT takes a ‘no prisoners’ look at this important yet
abused support device, and how to get it right.

( SHOOT OVER THEIR HEADS! )

EWAN PEARSON writes about the reasons for, and the effect of
pitching a presentation at too high or complex a level for
your audience.

( THE INDUSTRIAL SOCIETY )

INTERPRETING THE WORLD OF WORK -

As the Society enters the 21st Century, it has a new leader with a
formidable reputation in the media world. We examine his
challenges, and introduce you to the courses we run for them.
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V.A.D. or "Death by
PowerPoint” is a common
affliction. Here's tha scena:
The lights dim and the word
"Introduction” appears. A
steady stream of slides
follows each with a lovely
background and lots of words
that motor across filling the
page. Then a graph, table, or
ple charl appears -
"Camembarl” as
Eurospeakers say. Some
shows have sound 100, so
waords armive to the screech of
brakes. Eventually the final
slide says “The Eng®

Oh, by the way there was also
a prasenter, but | am nol
sure who

PowerPoint et al improve on
what we had befors; 35mm
slides were great but wers
costly and coukdn't be
changed at the last minute.
The refiable OHP survives but
doesn'l suil large audiences.
Audiences are conditioned to
standard PowerPoint presen-
tabions - they look good.
Copies of slides cover those
mermentary but common
lapses in concentration

Breaking the PowerPoinl
mould may run against com-
pany culture: "This person
can't be bothered to prepare
many visuals, That's a bad
mark against them for their
next appraisal”.

The seductive arguments for

PowerPaoini-ed presentations
fail because the real issue is

not aboul piclures or pixels,

nor about cleverly animated
build-ups, Success is much
maore about these profound
ISSUBS:

B Was the audience Inspimd
and convinced by the
speaker's persanality?

B Wil the audience retain the
key points of the message for
discussion latar?

B How did the presenter
handle what followed?

So do visuals meel thase
goals? Thay won'l anhanca
the personality of the speaker
but can easily do the oppo-
site: A conlinuous stream of
visuals will dominate the
scane leaving the presenter in
an a supportnamator rale.
MNow if you are David
Allenborough, the spactacular
wildiife is the star, but a busi-
ness executive has fo sell
facts and ideas. The visuals
won't do it 5o well. Writing is
effective in passing informa-
ficn and putting a clear
argument but there is no
immediate comeback. Rather
like this articia!

Visuals can help you to under-
stand and remember mes-
sages or they can do
precisely the opposite. Lots of
busy shides will overload the
minds. They will listen but not
process ideas. The audiences’
are numbed by data dump!
Not only do people switch off
bt the key points get lost ina
plethora of detail,

S0 what to do? Embrace new
technology wholeheartedly
Leam something abaut it, but
ensurs your visual is your

Visual Aids Disease

servant In particular

B Cut back on the number of
slides you use to a minimal
numbear,

B Don't compete with a
complax slide. Talk first then
ghow,

B Avoid long lists of unmearma-
rable words, A few usead wall
ara good road maps,

B Simplicity. Slides, thal are
oo complax, dant the sall-
esteam of listenars.

B An explanatory slide can
back up a verbal poinl well.
B Try starling and ending the
show with no slidas.

B Best advice: use strong
verbal imagery. "0id you know
that the skin of our aircraft is
anly faur times the thickness
of a coke can”, These words
will last longer in peoples
minds than a piciure of a
coke can,

B [se appropriate 'blank’
slides - the audience will
listen to you!

Visual aids can significanily
improve understanding and
mermary recall. But it is
possible to present with
impact with no visuals af alll



Shoot over their heads!

Every audience
varies widely,
from self-
confessed

“experts" to

"generalists"”

Have you ever known a
General to say that in war?
Not likely, so why do we do
it {ie. talk over their heads
in complexity terms) when
we present? VWell, || soems
the main reascn is thal we
didn’t know wa wam, Gun
sights sat loo high, and not

checked recantly

Why do we do if? Well, itsa
combination of (1) trying to be
more of an axper than the
expens in your audience, (2)
the difficulty of talking below
the level we are used 1o, and

(3) feeling that we might be

dumbing-dewn . In reality, the

opposite is frue. A good
communicalor is someaons
who can explain complexifies
simply, clearly and precisaly,
so that we all understand

what they are talking aboul.

So let's check out where we
should be aiming.

First point: Every audience
varies widely, from self-
confessed "sxpers” o
"generalists” -those who know
little aboul the subject. The
presenter's fask is fo mest
everyone's needs. Our clents’
common view is “Impossiblal”
Well, i's nol. You jusl need to

know how it's done

Second point: Assess aach

audience, then divide tham

PRESENTER-12

EXPERT -

AVERAGE - 5

into three groups:

Above average expertise
(exparts), at avarage (Lavel 5)
and below average
(ganaeralists)

Time is your ally: Start at
Laval 3. and very camafully
build your story in logical links
up to aboul Leval 7 for each
lopic you cover, Don't miss a
link as you will loss paopla
Ratum to Level 3 for each
new lopic. This generates the

Tactory roof’ profile

This approach will satisfy
each of the three groups as
follows; The axparts will fill in
gaps and be imprassed by
your clear explanations, the
avarage will have devalopad
thair undarstanding, and the
ganaralsts will have laarni
rmany naw hings.

All targots hitl

( Level of Complexity

10

GENERALIST - 1 |

START

Sounca: GFB Consulting

TIME FINISH
{20 average)




The

Interpreting

the world

of work

GPB Consulting:
Our Services

As the Society enters the
21st Century, it has a new
leader with a formidable
reputation in the media
world. The new Chisf
Executive, Will Hutton, is keen
fo ensure thal the Industrial
Sociely is a real lorce for

influence and change

He says Everylhing we do,
from training to consulling,
from publishing 1o advocacy,
is driven by a commitment 1o
improve working life

He is driven by a wish for tha
Industrial Sodety o becoma
thi authority around issues af
work; a place where paople
will come to help them
inferpret the changing

GFB Consulting Is active
throughout Europe, and
through fts associate
network, around the world.

We cover the areas of presern-
tation, seliing, negoliafion,
new busingss piching,
telaphone skills, snd madia
fraining,

We offer our advice both a5

™

workplace. The explasion an
tha Intamet and its effact on
evaryone s working lives has
recently accelerated this
change

As part of the Sociaty s train-
ing activities, GPB Consulting
runs their Advancad
Presentation Skills coursa
evaery month in London. GPB
has been running theso
coursas for some seven
hears. The courses run for 2
days with a maximurmn of 8
delegates in London s West
End. This coursa would be a
good way for HR and training
departiments to try us oul, or
to sand only ane persaon (o a
group workshop, which has
other paople from a broad

consultanis on important
business issues, and as
trainers in genaral skills

development.

We work both one fo one with
top managemeni and with
group workshops for middle
management, Workshops run
for between ong and four
days. and are ailored to each
clignt 5 requirements.

Consulting

Industrial Society

range or arganisations attend-
ing, Thay are very popular, so
book aarly! The dates of
courses for the remalnder of
2000 ara:!

20-21 June

18-19 July

15-16 August

14-15 Septomber

5-6 October

23-24 Octobar

6-T Movembaer

21-22 November

T7-8 December

Please call us or The
Induskial Society direct on
(870 4000 1000 (nuating
rafarance FARSK) for
furthar infarmatfon ar fo book
SOMECna On 8 Coursa,

Wi are continually looking o
dewvelop our range of
senvices and hava recently
begun lo resegrch the
dalivary of our sernvices
throwgh virtual classrooms
{same fime, differant place)
an the Internel, For guenes
an this or any other tapic,
please confact us at the
address balow.

GPB Consulting

Apex Houss, 33 Elm Road,
London SW14 TJL

Tel: [020) B288 8684

Fax! (020} 8676 3860
Email: gpbi@mgpbuk.com

Wabsite: www.gpbuk.com
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