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Presentation Corporate Winning
Style Culture Formula




Providing Information. This format
encompasses anything from a team meeting
that gives updates on a project or upcoming
event to a demonstration that shows product
functions.

Teaching a Skill. Your company just installed
a new system or implemented a new process
that requires people to learn how to use the
new tool and apply the process.

Reporting Progress. As you integrate the
new system into your daily routine, your boss
wants to know how it's working. You might
schedule a divisional meeting or group off-
site to share the progress.

Purpose

\ [
):

Selling a Product or Service. A briefing like this might
include a recap of the product or service, next steps and
action items, or a discussion of needs and improvements
before the product is ready to sell.

Making a Decision. It's time for the annual holiday party
and ideas are being tossed around the office. When giving
your input on the location, make sure to share the must-
haves and nice-to-haves for the event. When it's time for the
final decision, you can see how your idea stacks up to the
other options.

Solving a Problem. This could be in a panel setting or other
meeting where the problem is identified, the facts of the
problem are presented and a list of causes is generated.
From here, you lay out the ideal outcome, present solutions
and discuss your recommendation.

Reference: www.bobpikegroup.com 4



https://www.bobpikegroup.com/resources/trainer-blog/presentations
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Reference: 24slides.com
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https://24slides.com/presentbetter/6-presentation-styles-famous-presenters/

Empowered Culture

The epitome of an empowered culture is when every individual in
your organization feel fully engaged and actively participates in the
success of the business. People initiate new activities that will benefit
your company, take ownership of their work, and are willingly
responsible for the outcomes.

Customer-centric Culture

Unlike a sales culture | discussed above, a customer-centric culture is
all about the consumers who buy your company’s products or
services. This type of culture permeates your entire organization,
including those who have no interactions with customers at all.

Culture of Leadership Excellence

Although individuals in a company often do not get to choose their
leaders, in a company with a culture of leadership excellence, every
individual feels confident that leadership is consistently doing
everything they can to achieve excellence and continually improve.
This might include ongoing training, a leadership development
program, mentoring, and coaching.

Corporate Culture

Sales Culture

Creating an entire corporate culture centered around sales means that
there is an underlying impetus to support the activities that generate
revenue for your company. For companies with a large sales force,
developing a unified culture within that group can make them better
able to promote new products and services, approach new markets,
develop a sales process that is in line with your company’s values, and
use the tools that will help them maximize sales.

Culture of Innovation

In some industries, innovation is highly valued and necessary for the
ongoing success of the organization. A culture of innovation focuses
not just on coming up with new ideas, but also on following a
rigorous process to bring those ideas to fruition.

Culture of Safety

In industries that involve physical labor, heavy machinery, or hazardous
materials, having a culture of safetymeans that you are committed to
protecting the health and well-being of every individual. This includes
having certain safety procedures in place, requiring specific behaviors,
and ongoing training to ensure that everybody has all the necessary
information to perform their job safely.

Reference: eaglesflight.com 6



https://www.eaglesflight.com/blog/6-types-of-corporate-culture
https://www.eaglesflight.com/hs-fs/hub/109601/file-2066613020-pdf/downloads/Case_Studies/Eagles_Flight-Industry_Case_Study-Food_Processing-1114.pdf?t=1526070118831
https://www.eaglesflight.com/corporate-training/customer-centricity
https://www.eaglesflight.com/corporate-training/leadership-development
https://www.eaglesflight.com/hs-fs/hub/109601/file-2065274276-pdf/downloads/Case_Studies/Eagles_Flight-Industry_Case_Study-Energy-1114.pdf?t=1526070118831

Know what you are walking into. Board meetings are often jam packed with a long agenda. In the past couple of months I’'ve been in meetings that
have lasted up to 8 hours, covering up to 20 topics. Your topic is special to you, but you have a finite amount of time to get essential information
across.

Do your homework. Who is on the board? What is their background? It helps to be able to tailor the presentation when applicable, so you are not
telling them things they already know, nor assuming knowledge they might not have.

Send documents in plenty of time. | try to ensure board members get their papers at least a week in advance. If there’s a deadline, meet it with
several days to spare in case there is feedback before it goes to the board. Please don’t “surprise” us, as in “I didn’t forovide the papers in advance
because | wanted to keep you in suspense”. This isn’t an Agatha Christie novel, it’s a board meeting. Give us the tools we need to make a decision.

Know in advance how much time you have. Do not go over your allotment. If the chair feels more time is warranted, he or she will extend it. Make
sure to leave plenty of time for questions.

Ask how the board would like the information presented. For example, ask the chair, “shall | present the whole thing or hit the high points?”.
Another approach: suggest that you “take the papers as already read”. That means you presume that everyone has reviewed the documents you
sent in advance, and you will just address the most important points and avoid repeating every detail.

gelprepared. Be professional. Be concise. Board members will judge the content of your presentation, but also the confidence with which you
eliver it.

Stay calm and answer the question asked. If you don’t know the answer, don’t get flustered, defensive or try to fake it. Instead, promise to come
back with the answer as swiftly as possible. Then follow through quickly. Also, and this is really important, don’t get thrown off if you get a lot of
hard questions. If we didn’t think your proposal had merit we wouldn’t bother with questions, we’d simply say no. Board members ask questions
differently — some meander, others get straight to it. No matter the style, stay even-tempered and answer clearly and concisely. Also, don’t give
attitude about questions you think are “dumb” or obvious — we are doing our job. Often the most interesting or important information comes
from seemingly simplistic questions.

Be clear and concise about the outcome. If there is a decision to be taken by the end of your presentation, make sure the options are very clear. It
never hurts to state the options up front, explain them and then present the options again.

End with grace. When it is time for you to go, say thanks and leave. Don’t linger.

Board Presentations Do’s:


https://www.weforum.org/agenda/2014/10/15-presentation-tips-corporate-boards/

You may be keEt waiting — don’t complain. Meetings can run late depending on the agenda. If it is a closed door
meeting you’ll be kept waiting outside. If not, you’ll be there watching other people presenting, or listening to
debates on other agenda items. Don’t under any circumstances grumble about it, as it will taint the room’s view of
your presentation before it even starts. A cheerful “no problem” goes a long way.

Don’t bore us. | recently sat through a report that essentially told everyone in the room something we all already
knew. The presenter quickly lost our attention. Even worse, we had all mentally checked out by the time he’d
gotten to the “ask”.

Don’t lobby. Your presentation is not an opportunity to take the stand on other areas. If you are there to talk about
upgrading the IT infrastructure, throwing in a “while I’'m here I'd like to make a pitch for better parking facilities” is
not helpful to you or us.

Don’t use jargon. We are not necessarily experts in your field. Use clear language that everyone around the table
will understand. The first time out, explain what you mean by ESG, grok and API, otherwise it just sounds like a
string of nonsensical letters and words. Try to avoid overblown statements — a “complete sea change” better be
pretty big. Also trend-driven words that will make people roll their eyes. “Thinkfluencer” comes to mind.

We are not all the same — don’t air your bias and political inclinations. With any luck the group around the table
is a diverse one, with diverse opinions. Off-colour jokes and political comments have no place in your presentation
and could offend the very people you are trying to persuade.

Don’t go over the top with bells and whistles. There’s no need to pass out flowers or an entertaining video unless
it is directly related to the topic. Useful: “Here is a sample of what we are talking about.” Strange: “Here is a flower
for all you lovely people.” And yes, | was in a meeting where someone once handed out flowers to “all the lovely
lady board members”.

Board Presentations Don’ts:


https://www.weforum.org/agenda/2014/10/15-presentation-tips-corporate-boards/
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. TitIe..Your company name and - Market Opportunity. What’s the size
one-line description. of the market you’re tackling?

- Problem. What pain point are

, - Competition. Who are the other
you solving?

players in the space?

- Solution. How are you tackling

the problem? - Team. Who's on the management

team?
« Secret Sauce. What’s the
underlying magic of your - Roadmap. What are your plans for the
solution? future?
- Business Model. How do you or - Ask. How much money are you trying
will you make money? to raise?

« Traction. How much revenue?

How many customers? * Summary. Company name, and

summary of key metrics.

Startup Pitch! — Choose the right story to tell -


https://hackernoon.com/startup-cheat-sheet-how-to-create-a-winning-pitch-deck-c8037bcacc23

Case Study - Airbnb: A $1.3 Billion-Dollar Startup's
First-Ever Pitch Deck



http://www.businessinsider.com/airbnb-a-13-billion-dollar-startups-first-ever-pitch-deck-2011-9
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and its culture.

" CULTURE

local connection to the city

|

when hosting

when traveling

No easy way exists to book a room with a
local or become a host.



http://www.businessinsider.com/airbnb-a-13-billion-dollar-startups-first-ever-pitch-deck-2011-9
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Case Study - Airbnb: A $1.3 Billion-Dollar Startup's First-Ever
Pitch Deck
(Continued)

Reference: Business Insider 15
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CRAIGSLIST
EVENTS PARTNERSHIPS a5 B rackfan
cruigslist Hostels /. com
Mo
KAYAK ‘ ) 1
: hdtelscom
= = e
. | -

Case Study - Airbnb: A $1.3 Billion-Dollar Startup's First-Ever
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(C Ontinued) Reference: Business Insider

16



http://www.businessinsider.com/airbnb-a-13-billion-dollar-startups-first-ever-pitch-deck-2011-9




