
PRESENTATION SKILLS SEMINAR

Lee Broekman

• Professor of Communication
• Principal, Organic Communication
• Presentation, Persuasion & Interpersonal 

Communication 
• Keynote Speaker, Coach & Trainer
• Author, Stop Blocking, Start Connecting



• Introductory  
Presentations

• Presenting to shelter 
staff & families

• Communication 
Apprehension

• Listening & 
Nonverbal Skills

Program Overview

Presenting 
with purpose

• Informative 
Presentations

• Presenting to school 
districts & c’ty orgs

• Interacting with 
Intention & Impact

• Creating mutual 
understanding

Communicating with 
Clarity & Confidence

• Persuasive 
Presentations

• Presenting to 
corporations

• Influencing attitudes 
and actions

• Presenting with 
empathy/curiosity

Speaking 
Compellingly



Introductory Informative Persuasive

Purpose:
Influence attitudes, beliefs, 

actions and behaviors

Purpose:
Inform listeners about 

yourself to create 
connection, trust, rapport 

and likability

Purpose: 
Share your knowledge and 

experience with 
listeners about a topic of 
significance and relevance 

to create mutual 
understanding

Types of Presentations



• Shelter staff & 
families

• School districts 

• Community 
organizations

• Corporations

Rhetorical Situations



Session 1: 
Presenting with Purpose

Communication Apprehension
Listening & Nonverbal Skills
Introductory Presentations

Presenting to shelter staff & families



Write 1-2 words that describe 
how you want to show up today

Setting the Tone: Intention



Introductory Presentations
Purpose:

Inform your listeners about yourself to create 
connection, trust, rapport and likability
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What is the story behind your name?

Name Game



Front of the Card 

• What is your name/role at SOW?
• Who does SOW serve?

• How does SOW provide support?

“If you can’t explain it simply, 
you don’t understand it well enough.”

- Albert Einstein

Present a 3-minute introduction 
sharing the information below.

Introductory Statements

Back of the Card

• How did you become involved?
• Your passion

• Experience/education

• Family/background



Overcoming Communication 
Apprehension



Warm-Up Game: Alliteration 



How will I prepare for 
my worst-case 

scenario?

What are my fears, 
worries, doubts 
and concerns?

Communication Apprehension
Cognitive Restructuring

ü PLAN
ü PREPARE
ü PERFORM



1. Underlying Fears
– Unknown, Judgment, Failure, Sounding Unintelligent

2. Managing Fear of the Unknown
– Research and organize your presentation
– Practice in advance with close friends/colleagues
– Practice in the room you’ll be speaking
– Meet some audience members in advance

3. Managing Fear of Judgment
– Use visual aids
– Rearrange audience seating/positioning
– Check appearance before/wear clothes that conceal

bodily reactions

4. Managing Fear of Failure
– Focus on communicating rather than performing
– Speak from limited notes vs. memory or complete manuscript
– Try out ideas on trusted friends in advance

5. Managing Fear of Sounding Unintelligent
– Prepare different ways of saying “I don’t know”
– Prepare outline with bullet points
– Skills Training – the better you know something, the less anxious you’ll feel about it

Tips to Manage Fear



Listening

Reflection – Presentations and Public Speaking



Share one insight from the 
interaction you had.

Pair Share Debrief



“I am Excited” 
> 

“I am Calm”

Communication Tip 



Motivational Ritual – Performance Mindset





Nonverbal 
Communication



Studies show that when 
communicating intentions:

• Less than 20% of the message is 
verbally communicated

• While more than 80% 
of the message is 
nonverbal

Nonverbal Communication



Thin-slicing is what we do when we first see 
someone.
We take a very quick snapshot of who we 
think they are. 
We gauge very quickly, in less than a second:

• Do we think that they are credible?
• Do we think they are competent?
• Do we think that they are charismatic?

And we do that very, very quickly based on 
very few cues, almost always nonverbal.

Perception is Reality

Thin-slicing



1. It’s not what you say, 
it’s how you say it

2. Jazz hands rock

3. Scripts kill your charisma

4. Smiling makes you 
look smarter

5. You have seven seconds

Five Nonverbal Patterns from Blockbuster Talks

Delivery



Recap



Q&A



Acknowledge the Wins    

E.B.I. = Even Better If

Intro Presentation Assignment: Feed-Forward Tool



• DESCRIBE
• What, who, where, when?

• Paint a clear picture

• EXPLAIN
• Why?

• Purpose or policy

• DEMONSTRATE
• How to participate?

• How to get involved?

• Process or procedure

Assignment: Informative Presentation – ‘Expert Talk’
Prepare a 3-minute informative presentation to 

School District or Community Organization members.



What is your most valuable takeaway from today?



Lee Broekman
lee@organiccomm.com
818-212-9196

Lee Broekman

Next up: Virtual Cohorts for Sessions 2 and 3

mailto:dana@organiccomm.com

