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You become Your vision of where
skilled and great or who want to be,

by wanting to be is the greatest asset
skilled and great. you have.
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introduction

KISS - keep it simple stupid. In 1960, the US Navy introduced this
principle, which became very popular in 1970. This KISS principle states
that most things work best if they are kept simple rather than made
complicated. Therefore, I believe simplicity is the best option to design
anything, where unnecessary complexity should be avoided. Later, this
principle came with many more variations like, "keep it simple, silly,"

"keep it short and simple," "keep it simple and straightforward," etc.

Perfect practice makes perfect, and not just practice makes perfect. It is
essential to notice the improvement of presenting and speaking each time
you present. Even more important to remember that doing something wrong
again and again never makes you better, it will help you develop bad
habits.

Impress Your Audience is designed to provide quick, most natural,
straightforward, and clear tactics to become a great presenter and public
speaker, which will suit you whether you're in a presentation or public
speaking class or doing a course in your major or on the job. On the other
note, have you ever asked these questions, "Why am I so afraid to present
or speak in front of people? What does it take for me to overcome my fear
and be a better presenter? How can 1 get a better response from my
audience?" If you have, you need to know there is '""Hope.' There are ways
to overcome your fear and be not only an excellent presenter but a great

one..

Impress Your Audience is written for those who hope they can do better
with presenting. This book comes with all simple and straightforward
tactics to help you make an outstanding presentation and help your
audience to say. "Yes, [ am on it."

Simplicity is the ultimate sophistication
- Leonardo Da Vinci
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Check for Understanding

Checking for the participant's understanding is
an integral part of any presentations. Having
several methods for determining what our
listeners have taken away from the given
presentation would be highly beneficial for both

the audience members and the speaker.
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Audience

Check for Understanding

Observe - By observing throughout the
presentation, we can check or guess whether the
participants are getting the message or not. We
can also observe whether the audience
responding positively or not. Base on that we
can change the direction of presentation as well

we can drive to a different direction.
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Check for Understanding

Ask Questions (Open-Ended) - Once the
presentation is over, we can start asking open-
ended and straightforward questions like, "did
you understand, what we just tried to deliver?"
or "is there anyone still sleeping?" or "does

anyone has any question?".
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Check for Understanding

Ask Questions (Close-Ended) — Sometimes, it
is needed to ask a close-ended question to get
the exact answer from anyone specific, it occurs
when we do not have plenty of time to run the
Q/A session. For example, "what was the topic
of today's presentation?" or "are you satisfied

with the information, we have just pitched?"
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Check for Understanding

Hunting best Question — This is another way to
check the participant's understanding. After
completing the presentation, we may ask the
listeners' to provide some best questions, and
thus speaker will be able to hunt some good

questions.
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Check for Understanding

Keywords — We can also ask for 5 to 10
keywords, which they can remember after the

presentation.
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Check for Understanding

Fill the Gap — We can provide the participants
with an incomplete summary of what we are
presenting and ask them to complete it with a
selection of predetermined vocabulary, where we
can help them with few options.
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Check for Understanding

Choose the Main Idea — Let's say we have
plenty of time after the presentation, where we
can utilize the time by presenting our class with
a few statements from which they can choose the
main idea - to justify their answers. We have to
give them few options to make the whole idea a
little easier for them - to identify the main idea.
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Check for Understanding

Key Take-away — We may ask our participants
to summarize their key takeaways from the
presentation, or we can ask them - how they are
going to apply to their own field of expertise
from what they have just learned and

experienced.
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Check for Understanding

Know What Learn (KWL) — KWL is a method
by which it is easy to understand, what the
participants already know about the topic, what
are they expecting from the presentation, and
what they have learned. The way to conduct this
method very easy. First you need to let them to
write down what they already know about the
subject and what are the expectation to lean
from this presentation and finally once the
presentation is over, then have them to write

down what they have learned.
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Check for Understanding

3 -2 -1 - This is a fun way to check the
understanding level of any presentation. We can
ask our participants to note - three things they
have learned, two things they have found most
interesting, and just one they still don't

understand quite well.
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Fake it “Till you make It”

Even if you are the best speaker in the world
and you have done hundreds or thousands or
millions of presentations, you can be still get
stressed or nervous, or both of them which .
results to tend to speak faster very often.

Consciously, take a deep breath and remind /

yourself to take it slow.

This is not so easy to go forward with
confidence all the time, but if you act
confident, you will start to feel more
confident. Go slow with grace, try to speak,
keep always smiling, be sad when required,
and wear something beautiful - no matter
how you feel internally, and thus you will
appear confident to all the participants. So
fake it ''till you make it."



ALWAYS WRAP UP WITH
LOVE
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LEARN
TO TEACH"
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Well, now you have got to draw the line somewhere...
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