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	Creative Presentation Skills
1 Day Workshop 




	Background
When we meet with potential or existing clients this is our opportunity to creating a confident impression.  If you are going to sell to clients they need to believe in you as well  – “people buy people”.  The sales process is actually dependent totally on how we present ourselves, our products and the opportunity.  We do not realise how important our communication style is in the sales process.   
.

	Workshop Description
The workshop will take delegates on a journey through the world of effective communication and presentation.  We will look at how to create a confident impression with clients through voice tone, physiology and personal communication style.

Building rapport with your audience, knowing how to influence them and dealing with difficult questions will be key areas for analysis.  The workshop will provide practical advice and assistance that the delegates can take back to their workplace.


Learning Points
· Understand the challenge of effective presentation/communication

· Have a clear structure for planning effective presentation/communication
· Understand what is required of them to deliver effective communication/presentations

· Have confidence to conduct sales

· Have a clear and practical plan of action 
Proposed Content

	Module 1:
	Communication – what is going on?
	· Giving and receiving information

· Understanding how the brain works

· Individual communication styles


	Module 2:
	Some Models of Behaviour
	· 3 models for positive communication/presentation
· What this means for you and I

· Dealing with difficult people/questions
· The golden rules


	Module 3:
	Structuring a Creative Presentation
	· Accelerated Learning Model
· Key Steps in preparation
· Effective Delivery


	Module 4:
	Practical Application
	· What will work for you

· Clarity in communication

· Creative Presentation – a live example
· Constructive Feedback


	Module 5:
	Review
	· Key Learning Points

· Action Plan

· Team Review
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