
Presentations That Get Results 
 
Presentations are a good tactic to share information with audiences, and move them to action. The following seven steps 
can serve as your guide, when you want to give a winning presentation: 
1. Define your audience 
2. Know the audience’s attitude toward your topic 
3. Assess your audience’s knowledge of the topic 
4. Understand how the proposal is in their interest 
5. Sell benefits, not features 
6. Structure your presentation to fit your audience 
7. Give a proper conclusion 
 
Define your audience(s) 

Identify the people you want to take action. Also, identify the people who you want to support your ideas. 
 

Know the audience’s attitude toward your topic 
When the audience supports the ideas you present, motivate them, give them a plan of action, and tell them how their 

action will contribute to the success of the project. 
 

Assess your audience’s knowledge of the topic 
Present the minimum amount of information needed to summarize the need for action. Only provide the information 

that the audience needs to make the decision to act. 
 

Understand how the proposal is in their interest 
Ask yourself: “If I were in my audience member’s shoes, what would it take for me to act?” Understand the costs and 

benefits of the action you propose.  
 

Sell benefits, not features 
Show your audience how the action you propose will serve their interests, or the interests of the greater good. 
 

Structure your presentation to fit your audience 
Don’t try to tell the whole story, your audience can only absorb a few key points. Pick the points you want them to 

remember, and make them stand out. At the end of the introductory lines of your presentation, your audience should 
clearly understand the action you propose they take. As you continue, tell your audience how each key point fits into 
your proposal.  

Make sure you neutralize opposition. If audience members are hostile, 
confront their objections in the beginning. If you don’t, they will be 
distracted and miss your most powerful arguments. Disarm objectors by 
presenting alternatives to the action you propose, but point out why they 
are less preferable. If audience members have only slight misgivings, 
explain the benefits of the action you propose, and address objections and 
concerns later. 

 
Give a proper conclusion 

When you move into your conclusion, give a clear signal to your 
audience. People pay more attention at the beginning and end of a 
presentation, but less attention in the middle. When they know you’re 
concluding, they will pay closer attention while you make your closing 
arguments. 

When you conclude, summarize what you just presented. Emphasize 
the benefits they will realize if they take the proposed action. Tell them, if 
they choose to take action, the steps they need to take next. 

To learn more about giving winning presentations, see the source of 
this article: The Key to Making Better Presentations: Audience Analysis, 
by Michael Hattersley. 


