





Rock Your 
Risk Management Recommendations
Presented by 
Rebecca Tanaka
David Zehren

January 15, 2013


Negotiating Personality Quiz

When I want my children or grandchildren to do something, my usual method of persuasion is:

a. Threats: If they don’t do as I ask, they’ll face the consequences.
b. Reason: I consider their likely objections so I can plan effective responses.
c. Incentives: I reflect on what would get them to do what I want, and promise it.
When I’m at a car dealership shopping for a new car, I’m eager to:

a. Use information I’ve gleaned from the Web to drive the hardest bargain I can.
b. Listen to what the salesperson has to say and then haggle with them.
c. Keep it as painless as possible; I want to get in and out as fast as I can.
When proposing a new initiative at my company, I do this to help my idea win acceptance:

a. Create a PowerPoint presentation filled with data on the benefits of similar initiatives at competitor organizations
b. Rehearse an impassioned speech about how I deserve both respect and trust because of my important contributions to the company
c. Focus on talking quickly through my idea. If they don’t like it – on to the next idea.
Which famous movie line best describes your attitude about negotiating?

a. I’m gonna” make him an offer he can’t refuse.” (The Godfather)
b. “What we’ve got here is failure to communicate.” (Cool Hand Luke)
c. “In competitive behavior, someone always loses.: (A Beautiful Mind)

A client has failed to return numerous calls about a large outstanding debt. My response is:

a. Advise my lawyer to seek immediate legal remedies.
b. Send a sternly worded registered letter with a deadline for responding to the debt.
c. Write the debt off as uncollectible.

I’ve begun my estate planning, and now must choose an executor. I choose: 

a. My oldest son: He deserves the honor and he comes out the winner in most competitions
b. An old military buddy: When often argue and disagree, but I trust him implicitly.
c. My youngest child: She is following in my footsteps as the family peacemaker.

TOTALS        a. _______		b. _______		c. ______

Negotiating Personality Quiz Results
[image: http://ts4.mm.bing.net/th?id=H.5058153741486311&pid=1.7&w=188&h=144&c=7&rs=1]

a. The Godfather (Marlin Brando’s character in the film The Godfather)  
Motto: 	"It’s my way or the highway." 
Strategy: 	You go into any negotiation with a rigid idea of what you need and want,
                   and you don’t let the other person change your mind. 
Strength: 	Preparation. You scrupulously study the circumstances, in particular the
                   other people in the negotiation. 
Weakness: 	Inflexibility. "There is an old saying that God gave us one mouth and
                    two for a reason: to listen twice as much as we speak.”  (*)
Suggestion: 	Get the viewpoint of someone you trust who can help you see the merits of
                    other people’s positions. Decide in advance which other outcomes you could
                    concede.[image: http://ts2.mm.bing.net/th?id=H.4789675377229889&pid=1.7&w=109&h=141&c=7&rs=1]

b. Cool Hand Luke (Paul Newman’s character in the film Cool Hand Luke)     
Motto: 	Listen before you talk. 
Strategy: 	Both sides can win in any negotiation.
Strength: 	Seeing the situation from the other person’s point of view. "Perhaps the
                   single most important skill in negotiation is the ability to put yourself in
                   the other side’s shoes."   (*) 
Weakness: 	Don’t know when to close.
Suggestion: 	Find a designated “closer” to be on your team or a trusted colleague or friend 
                   who can coach you on the right time to call for action in a persuasive
                   presentation or close in a sale or negotiation process. [image: http://ts1.mm.bing.net/th?id=H.4563730044159560&w=80&h=80&c=8&pid=3.1]

c. John Nash (Russell Crowe’s character in the film A Beautiful Mind)     
Motto:		Avoid personal conflict. 
Strategy:	You “…make concessions too readily in order to reach agreement…yet you
                   often end up feeling exploited and bitter."   (*)
Strength:	Bending over backwards to see the other person’s point of view
Weakness:	Meet the opposition more than half way. John Nash’s may make concessions
                   before objections come up or concede before the negotiation begins.
Suggestion:	Build a team of professional and personal advisors that will practice with you to
                   present your position persuasively, and then stop talking until an objection or 
                   question comes up. Don’t make the other side’s argument for them. Just
                   respond to their challenges. 

Equal distribution of a, b, and c  =  a well-balanced presenter/negotiator who can adjust style to fit the situation and audience.
(*) William Ury, Getting to Yes: Negotiating Agreement Without Giving In and co-founder of the Harvard Negotiation Project.




What’s the difference between an
informative presentation and a persuasive one?


[image: C:\Users\Owner\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.IE5\TEASJS10\MC900431560[1].png]

· There’s little to no risk in an informative presentation. You’re just delivering information. No danger of failure. Whether the audience agrees or not doesn’t matter.

· A persuasive presentation requires someone to take action or agree with you. It should be built around a need, a problem, a danger, a risk.




POPS Model to Create a 
Persuasive Or Problem Solving Presentation in Eight Sentences (or more)  

                                                  
	


1.
	Greeting and Rapport (3 seconds - 3 minutes)
Introduce yourself and set the tone for your presentation.  Use an informal attention getter (“listen up guys, I have some important news...”) or use a more structured approach (“Good morning ladies and gentlemen.  Thanks for inviting me to your convention. I always enjoy returning to Denver because...”)


	2.
	Purpose of Presentation and Value to audience (5 seconds - 2 minutes)
Briefly mention your topic and tell them your idea or proposal will be of value to them.  For example, “I have an idea that will help us increase market share by 10 percent.”


	3.
	Problem, Dissatisfaction, Need for Change (5 seconds - 5 minutes)
What’s wrong with the status quo?  What danger lies ahead?  This section can be short if you’re reminding the audience of a problem they know well.  Make it longer, though, if you must define the problem and convince them of its seriousness.


	4.
	Solution
How will you solve the problem?  Be clear, brief, and to the point.  Describe the important features of your solution.  If your solution is quite complex, you may want to outline it here and provide more detail later in the supporting arguments section.


	5.
	Benefits
Benefits describe how your solution will help or provide value to your audience.  For example, “Our new jar design reduces material costs and also reduces breakage and assembly line interruptions.”  


	6.
	Supporting Arguments and Details
Give supporting arguments and details for positions taken in 3, 4, and 5.  Use research and statistics-- but make sure the sources are credible to your audience.  Testimonials are also good, as are direct comparisons of your solution versus others.  Zoom-in for the micro view, or Zoom-out for the macro, business application view.


	7.
	Summary (of steps 3, 4, 5)
Be brief; don’t introduce new thoughts in the summary.  Simply recap the Need, the Solution, and the Benefits. This can often be done in a single long sentence.  


	8.
	Call to Action 
Your Call to Action should specify three things: 1) which people; 2) take what actions; 3) by what date.  If the audience needs more time before making a commitment, you can still outline next steps.  Say something like: “When you’re ready to move ahead on this project, here are the next steps . . .”
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Template for POPS Model of a 
Persuasive Or Problem Solving Presentation 
In Eight Sentences (or more)


1. Greeting and Rapport 
Example: “Good morning; and thanks for being here on such a nice day when many of us would rather be out on the golf course.”  
_________________________________________________________________________________________________________________________________________________________________________________________________________

2. Purpose of Presentation and Value to Audience
Example: “My purpose today is to show you how we can use new technology to improve the service we provide our clients and reduce our operating costs at the same time.”  
_________________________________________________________________________________________________________________________________________________________________________________________________________

3. Problem, Dissatisfaction, Need for Change, Goal
Example: “As you know, our present computer system is seven years old and doesn’t have the memory or the speed to run the new programs and giant data files our clients send us via email and CD.”
_________________________________________________________________________________________________________________________________________________________________________________________________________

4. Solution 
Example: “Our research has convinced us that the best solution to this problem is to replace the current system with a new cutting edge computer called HAL 2013.”
_________________________________________________________________________________________________________________________________________________________________________________________________________


5. Benefits
Example:  “HAL 2013 is much faster than our present system, so we will be able to reduce turn-around time on client requests even while we cut back from two shifts per day to one shift.”
_________________________________________________________________________________________________________________________________________________________________________________________________________

6. Detail and Supporting Arguments*
Example: “In the past week, I have visited three other companies that have installed a HAL 2013 in the last year and they all report complete satisfaction.”  
_________________________________________________________________________________________________________________________________________________________________________________________________________

7. Summary
Example: “I’ll take any questions you have in just a moment, but first, let me summarize what we have covered thus far: our present computer system is woefully inadequate; if we replace it with a HAL 2013  we will be able to improve client service and reduce operating costs at the same time.” 
_________________________________________________________________________________________________________________________________________________________________________________________________________


8. Call to Action
Example: “If we want the new system in place by the start of the new fiscal year, then we must have final budget approval by the end of this month.”  
_________________________________________________________________________________________________________________________________________________________________________________________________________

(*Step 6 is additional explanation, data or proof to support Steps 3, 4, and 5.  If the whole presentation doesn’t exceed 5 or 6 minutes, you may want to eliminate Step 6 and simply add whatever additional material you have directly into Steps 3, 4 and 5. In longer presentations, it’s often good to move fairly quickly through the Need, Solution, and Benefits, and to circle back to add more detail and data as needed.)  
Physical Delivery Skills 
To Be More Persuasive 


· Pacing
Avoid pacing back and forth.  It distracts the audience and detracts from the professional image you want to convey.  A good rule to follow is this:  stand in one place unless you have reason to move.  Another good rule is to find a reason to move about.  It might be to get closer to the audience, to point to a screen, or to make a dramatic gesture.  

· Stance
An open, upright stance with feet flat and shoulder width apart, facing the audience, shows you’re open and confident.  Crossed arms can appear hostile.  

· Hands
Relaxed and natural is the key.  Hands look fine and natural just dangling at the ends of your arms or in a slightly raised position.  This also keeps them available for quick and easy gestures.  Avoid locking your hands together, either in front or in back.  Don’t do spider pushups, make church steeples, jiggle your keys or play with your pen.  

· Gestures
Use gestures to punctuate or illustrate (picture) what you are saying.  Don’t gesture with every statement.  Use them for emphasis.  Practice gestures while you rehearse, but keep them natural.  

· Eye contact
Maintain eye contact with an audience member for 3-5 seconds.  Then, slowly look around the audience before focusing on another person.  Good eye contact makes your audience more receptive, keeps you calm, and provides important feedback.  

· Vocal volume
Talk louder than you think you should.  You’ll sound more authoritative and confident.  

· Speed
Don’t rush through your presentation.  Use pauses to give dramatic emphasis to your words.  When you pause, look at the audience.  

· Animation
Use your voice and facial expressions to convey energy and animation.  This will make you and your message more appealing and persuasive.  Smile.  




· Non-words Avoid non-words such as “umm” and “uhh”.  They make you sound unsure and indecisive.  Use silent pauses instead.  Pauses add emphasis to what comes immediately before and after, and they make you appear more thoughtful.  
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Here’s What One Smart CFO Did


[bookmark: _GoBack]The CFO put this awful slide up on the screen that no one could read and said this:
 
“I want to review our performance for the year just ended and I’m going to use the P & L statement to structure my presentation, since every sale we made and every dollar of revenue is reflected here, and every nickel we spent is also reflected here, whether it went for salaries, or R&D or the electric bill.  So let’s start at the top with revenue.”  

Click, the awful slide went away. It was in view for only 20 seconds and it served its purpose wonderfully.

Look on the next page to see what the CFO did next on his following two slides.
































This slide was in place for several minutes while the presenter talked about the dramatic increase in revenue. The slide is clean and simple. Only 2 or 3 seconds are required to “take it in”.  It offers no distractions and keeps the audience focused on the presenter’s spoken words.






















This next slide and subsequent slides also keep the audience focused on the presenter's words by removing all materials that might distract listeners or encourage them to read ahead of the presenter. 





















RIMS Presenters



[image: David Zehren of ZEHREN-FRIEDMAN Associates]David Zehren is the founder of Zehren Friedman Associates, a soft skills training and consulting firm located in Riverwoods, IL. David started the firm after spending eight years as Vice President and Training Director for The First National Bank of Chicago and eleven years as Director of the Evening MBA Program at University of Chicago. Over the past twenty years, David has designed and written numerous seminars on the topics of selling, presenting and negotiating. He also designs customized programs for specific industries and specific job functions throughout the United States, South America, Europe, Asia, Australia and Africa. Zehren Friedman’s clients include Fortune 50 to Fortune 500 companies such as Wells Fargo Bank, Aon Hewitt, Grainger, and Hospira.






[image: Rebecca Tanaka of ZEHREN-FRIEDMAN Associates]Rebecca Tanaka is a communication skills trainer, instructional designer and author with extensive experience in private business, government and education. Her educational background is political communication, and she holds certificates in adult education and curriculum design from Woodring College of Education and Oxford University. Rebecca spent 17 years as a professor of communication skills in Japan. Currently, she designs and conducts programs for a broad range of businesses in the United States, Asia, and Europe. She services clients such as Northwestern Mutual, Labyrinth Financial, the Financial Planners Association, and Baxter Pharmaceutical. 
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STATEMENT OF CONSOLIDATED INCOME

For Years Ended December 31, 2011, 2010

(In millions of dollars and shares except per share amounts)

2011 2010 Change Percent

Net Sales and Revenues

Construction & mining $       16,459.7  $    11,794.8  $    4,664.90  40%

Farm & agricultural $        6,897.2  $     5,773.6  $    1,123.60  19%

Financial services $        3,412.0  $     4,961.7  $   (1,549.70) -31%

Intercompany $        2,697.2  $     1,043.1  $    1,654.10  159%

Total Net Sales $       29,466.1  $    23,573.2  $    5,892.90  25%

Finance & interest income $        1,922.6  $     1,825.3  $        97.30  5%

Other income $           623.8  $        606.1  $        17.70  3%

Total Sales & Revenue $       32,012.5  $    26,004.0  $    6,008.50  23%

Costs and Expenses

Cost of Sales $       21,919.4  $    17,398.8  $    4,520.60  26%

Research & Development $        1,226.2  $     1,052.4  $      173.80  17%

Selling, admin & general  $        3,168.7  $     2,968.7  $      200.00  7%

Interest expense $           759.4  $        811.4  $       (52.00) -6%

Other operating expenses $           716.0  $        748.1  $       (32.10) -4%

Total $       27,789.7  $    22,979.4  $    4,810.30  21%

Income of Consolidated $        4,223.6  $     3,025.5  $    1,198.10  40%

Group before Income Taxes 

Provoision for income taxes $        1,423.6  $     1,161.6  $      262.00  23%

Income of consolidated group $        2,799.2  $     1,863.6  $      935.60  50%

Equity in income (loss) ofuncolsolodated affiliates $               8.6  $          10.7  $         (2.10) -20%

Net Income $          2,807.80  $     1,874.3  $      933.50  50%

Less: New Income(loss) atributable to $               7.9  $            9.3  $         (1.40) -15%

noncontrollimg interest

Net Income Attributable to Company $        2,799.9  $     1,865.0  $      934.90  50%

Per Share Data

Basic $               6.7  $            4.4  $          2.31  53%

Dilutted $               6.6  $            4.4  $          2.28  52%

Dividens declared $               1.5  $            1.2  $          0.36  31%

Average Shares Outstanding

Baisc $         417.40  $      424.00  -6.6 -2%

Diluted $         422.40  $      428.60  -6.2 -1%

ABC Corporation P&L Statement 2011
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		STATEMENT OF CONSOLIDATED INCOME												

		For Years Ended December 31, 2011, 2010												

		(In millions of dollars and shares except per share amounts)												

						2011		2010		Change		Percent		

		Net Sales and Revenues												

		  Construction & mining				 $       16,459.7 		 $    11,794.8 		 $    4,664.90 		40%		

		  Farm & agricultural				 $        6,897.2 		 $     5,773.6 		 $    1,123.60 		19%		

		  Financial services				 $        3,412.0 		 $     4,961.7 		 $   (1,549.70)		-31%		

		  Intercompany				 $        2,697.2 		 $     1,043.1 		 $    1,654.10 		159%		

		  Total Net Sales				 $       29,466.1 		 $    23,573.2 		 $    5,892.90 		25%		

		Finance & interest income				 $        1,922.6 		 $     1,825.3 		 $        97.30 		5%		

		Other income				 $           623.8 		 $        606.1 		 $        17.70 		3%		

		   Total Sales & Revenue				 $       32,012.5 		 $    26,004.0 		 $    6,008.50 		23%		

										   		 		

		Costs and Expenses								   		 		

		  Cost of Sales				 $       21,919.4 		 $    17,398.8 		 $    4,520.60 		26%		

		  Research & Development				 $        1,226.2 		 $     1,052.4 		 $      173.80 		17%		

		  Selling, admin & general 				 $        3,168.7 		 $     2,968.7 		 $      200.00 		7%		

		  Interest expense				 $           759.4 		 $        811.4 		 $       (52.00)		-6%		

		  Other operating expenses				 $           716.0 		 $        748.1 		 $       (32.10)		-4%		

		     Total				 $       27,789.7 		 $    22,979.4 		 $    4,810.30 		21%		

										   		 		

		Income of Consolidated				 $        4,223.6 		 $     3,025.5 		 $    1,198.10 		40%		

		Group before Income Taxes 												

		Provoision for income taxes				 $        1,423.6 		 $     1,161.6 		 $      262.00 		23%		

		 												

		Income of consolidated group				 $        2,799.2 		 $     1,863.6 		 $      935.60 		50%		

		Equity in income (loss) ofuncolsolodated affiliates				 $               8.6 		 $          10.7 		 $         (2.10)		-20%		

		 								   				

		Net Income				 $          2,807.80 		 $     1,874.3 		 $      933.50 		50%		

		Less: New Income(loss) atributable to				 $               7.9 		 $            9.3 		 $         (1.40)		-15%		

		 noncontrollimg interest												

		Net Income Attributable to Company				 $        2,799.9 		 $     1,865.0 		 $      934.90 		50%		

														

		Per Share Data												

		Basic				 $               6.7 		 $            4.4 		 $          2.31 		53%		

		Dilutted				 $               6.6 		 $            4.4 		 $          2.28 		52%		

		Dividens declared				 $               1.5 		 $            1.2 		 $          0.36 		31%		

		Average Shares Outstanding												

		Baisc				 $         417.40 		 $      424.00 		-6.6		-2%		

		Diluted				 $         422.40 		 $      428.60 		-6.2		-1%		
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The CFO  put this awful slide up on the screen and said this: 



“I want to review our performance for the year just ended and I’m going to use the P&L statement to structure my presentation, since every sale we made and every dollar of revenue is reflected here, and every nickel we spent is also reflected here, whether it went for salaries, or R&D or the electric bill.  So let’s start at the top  with revenue.”  



Click, the awful slide went away. It was in view for only 20 seconds and it served its purpose wonderfully.



Look on the next 2 pages to see what the CFO did next
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STATEMENT OF CONSOLIDATED INCOME

For Years Ended December 31, 2011, 2010

(In millions of dollars and shares except per share amounts)

2011 2010 Change Percent

Net Sales and Revenues

Construction & mining $       16,459.7  $    11,794.8  $    4,664.90  40%

Farm & agricultural $        6,897.2  $     5,773.6  $    1,123.60  19%

Financial services $        3,412.0  $     4,961.7  $   (1,549.70) -31%

Intercompany $        2,697.2  $     1,043.1  $    1,654.10  159%

Total Net Sales $       29,466.1  $    23,573.2  $    5,892.90  25%

Finance & interest income $        1,922.6  $     1,825.3  $        97.30  5%

Other income $           623.8  $        606.1  $        17.70  3%

Total Sales & Revenue $       32,012.5  $    26,004.0  $    6,008.50  23%

Costs and Expenses

Cost of Sales $       21,919.4  $    17,398.8  $    4,520.60  26%

Research & Development $        1,226.2  $     1,052.4  $      173.80  17%

Selling, admin & general  $        3,168.7  $     2,968.7  $      200.00  7%

Interest expense $           759.4  $        811.4  $       (52.00) -6%

Other operating expenses $           716.0  $        748.1  $       (32.10) -4%

Total $       27,789.7  $    22,979.4  $    4,810.30  21%

Income of Consolidated $        4,223.6  $     3,025.5  $    1,198.10  40%

Group before Income Taxes 

Provoision for income taxes $        1,423.6  $     1,161.6  $      262.00  23%

Income of consolidated group $        2,799.2  $     1,863.6  $      935.60  50%

Equity in income (loss) ofuncolsolodated affiliates $               8.6  $          10.7  $         (2.10) -20%

Net Income $          2,807.80  $     1,874.3  $      933.50  50%

Less: New Income(loss) atributable to $               7.9  $            9.3  $         (1.40) -15%

noncontrollimg interest

Net Income Attributable to Company $        2,799.9  $     1,865.0  $      934.90  50%

Per Share Data

Basic $               6.7  $            4.4  $          2.31  53%

Dilutted $               6.6  $            4.4  $          2.28  52%

Dividens declared $               1.5  $            1.2  $          0.36  31%

Average Shares Outstanding

Baisc $         417.40  $      424.00  -6.6 -2%

Diluted $         422.40  $      428.60  -6.2 -1%

ABC Corporation P&L Statement 2011
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		STATEMENT OF CONSOLIDATED INCOME												

		For Years Ended December 31, 2011, 2010												

		(In millions of dollars and shares except per share amounts)												

						2011		2010		Change		Percent		

		Net Sales and Revenues												

		  Construction & mining				 $       16,459.7 		 $    11,794.8 		 $    4,664.90 		40%		

		  Farm & agricultural				 $        6,897.2 		 $     5,773.6 		 $    1,123.60 		19%		

		  Financial services				 $        3,412.0 		 $     4,961.7 		 $   (1,549.70)		-31%		

		  Intercompany				 $        2,697.2 		 $     1,043.1 		 $    1,654.10 		159%		

		  Total Net Sales				 $       29,466.1 		 $    23,573.2 		 $    5,892.90 		25%		

		Finance & interest income				 $        1,922.6 		 $     1,825.3 		 $        97.30 		5%		

		Other income				 $           623.8 		 $        606.1 		 $        17.70 		3%		

		   Total Sales & Revenue				 $       32,012.5 		 $    26,004.0 		 $    6,008.50 		23%		

										   		 		

		Costs and Expenses								   		 		

		  Cost of Sales				 $       21,919.4 		 $    17,398.8 		 $    4,520.60 		26%		

		  Research & Development				 $        1,226.2 		 $     1,052.4 		 $      173.80 		17%		

		  Selling, admin & general 				 $        3,168.7 		 $     2,968.7 		 $      200.00 		7%		

		  Interest expense				 $           759.4 		 $        811.4 		 $       (52.00)		-6%		

		  Other operating expenses				 $           716.0 		 $        748.1 		 $       (32.10)		-4%		

		     Total				 $       27,789.7 		 $    22,979.4 		 $    4,810.30 		21%		

										   		 		

		Income of Consolidated				 $        4,223.6 		 $     3,025.5 		 $    1,198.10 		40%		

		Group before Income Taxes 												

		Provoision for income taxes				 $        1,423.6 		 $     1,161.6 		 $      262.00 		23%		

		 												

		Income of consolidated group				 $        2,799.2 		 $     1,863.6 		 $      935.60 		50%		

		Equity in income (loss) ofuncolsolodated affiliates				 $               8.6 		 $          10.7 		 $         (2.10)		-20%		

		 								   				

		Net Income				 $          2,807.80 		 $     1,874.3 		 $      933.50 		50%		

		Less: New Income(loss) atributable to				 $               7.9 		 $            9.3 		 $         (1.40)		-15%		

		 noncontrollimg interest												

		Net Income Attributable to Company				 $        2,799.9 		 $     1,865.0 		 $      934.90 		50%		

														

		Per Share Data												

		Basic				 $               6.7 		 $            4.4 		 $          2.31 		53%		

		Dilutted				 $               6.6 		 $            4.4 		 $          2.28 		52%		

		Dividens declared				 $               1.5 		 $            1.2 		 $          0.36 		31%		

		Average Shares Outstanding												

		Baisc				 $         417.40 		 $      424.00 		-6.6		-2%		

		Diluted				 $         422.40 		 $      428.60 		-6.2		-1%		
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The CFO  put this awful slide up on the screen and said this: 



“I want to review our performance for the year just ended and I’m going to use the P&L statement to structure my presentation, since every sale we made and every dollar of revenue is reflected here, and every nickel we spent is also reflected here, whether it went for salaries, or R&D or the electric bill.  So let’s start at the top  with revenue.”  



Click, the awful slide went away. It was in view for only 20 seconds and it served its purpose wonderfully.



Look on the next 2 pages to see what the CFO did next
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STATEMENT OF CONSOLIDATED INCOME 

For Years Ended December 31, 2011, 2010

2011 2010 Change Percent

Total Sales 29,466 23,573  5,892  25%
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This slide was in place for several minutes while the presenter talked about the dramatic increase in revenue. The slide is clean and simple. Only 2 or 3 seconds are required to “take it in”.  It offers no distractions and keeps the audience focused on the presenter’s spoken words.
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STATEMENT OF CONSOLIDATED INCOME 

For Years Ended December 31, 2011, 2010

2011 2010 Change Percent
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This slide was in place for several minutes while the presenter talked about the dramatic increase in revenue. The slide is clean and simple. Only 2 or 3 seconds are required to “take it in”.  It offers no distractions and keeps the audience focused on the presenter’s spoken words.
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STATEMENT OF CONSOLIDATED INCOME 

For Years Ended December 31, 2011, 2010

2011 2010 Change Percent

Total Sales

29,466 23,573  5,892  25%

Cost of Sales 24,919 18,968  5,951  31%
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This slide and subsequent slides also keep the audience focused on the presenter's words by removing all materials that might distract listerners or encourage them to read ahead of the presenter. 
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For Years Ended December 31, 2011, 2010
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This slide and subsequent slides also keep the audience focused on the presenter's words by removing all materials that might distract listerners or encourage them to read ahead of the presenter. 
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