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6 Ripper tips on how to build your confidence 
when presenting. 

 

Presenting your offers, ideas, concepts and pitches is part of your everyday life. 

When faced with the opportunity to present in person, how do you feel? Does your 

heart rate increase? Do you get clammy hands? Does your voice go up an octave? 

Do you refuse to present in person and forgo the opportunity to interact with your 

buyers, clients or audiences? 

 

So how do you interact with your customers at presentation time? There is a range 
of things to consider about presentations skills. Skill sets such as voice control, pitch 
and delivery speed, eye contact, personal confidence, hand and body expressions 
and of course friendliness. All these attributes need to be considered to ensure your 
success in presenting. 
 
Consider these tips, tactics and techniques of how you can deliver a more confident 
impression when you present face to face: 
 
Communicate from a position of strength--not weakness. 
 
Treat contacts from a position of strength. Imagine that they were already buying 
your ideas. Use expressions and phases that are assumptive and obligatory in your 
presentation. When you own this idea/product/service these are the benefits or 
advantages (List then). Explain how your product, service or idea will HELP people. 
Fill your presentation up with advantages and benefits. Customers are looking for 
solutions. Show them how you can take way the “burn”, anxiety and fear by adopting 
what you suggest in your presentation. 
 
Be prepared to answer objections up front in your presentation. 
 
Customers will object. But be ready for those deal breakers or issues that cause 
procrastination. Manage the presentation. You are in control. Include answers to 
objections in your presentation as a natural process. Use expressions like: “You are 
probably wondering what happens in (insert situation)? Is it OK if I explain that here 
and now?” or “We are often asked about (insert objection). Here is how we can 
handle that issue for you.” 
 
Know the answers to the objections that will arise in your presentation. Develop and 
hone techniques to put those objections aside with skill and dexterity. 
 
Never show fear 
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Customers challenge you, ask questions, get off track, object to you or your 
presentation, or get aggressive. It's all part of the process of presenting. Do not be 
afraid. Do not show fear. There are two things happening here. 1. The prospect is 
involved in the decision. 2. You are getting an education first hand that will help hone 
your sales skills by being a better presenter. This means you are getting on the job 
training as a sales professional.  
 
Fear is infectious. People pick up on it very quickly. Learn how to subdue or hide it. 
This means it will not be transmitted to your audience. 
 
Be the professional. Look the professional. 
 
Dress to impress. You may think you are Steve Jobs or any of the other black t-shirt 
millionaires. Their presentation skills and dress sense may not necessarily be yours 
or suit your audience. Besides they have made their millions! You are still climbing 
the ladder of success. Audiences do have perceptions of what they expect from their 
presenters. 
 
Dress sense is a skill that you can easily acquire. If you are addressing the local 
under age football or soccer club, dress down to them so they feel comfortable. If 
you are addressing a board room, then dress appropriately. 
 
Be focussed. Concentrate. 
 
Concentrate on the following: a) Your presentation notes and the technology b) Your 
audience c) Your message d) The outcome you want from your presentation. 
 
The people you are "with" are your prime concern. You must make sure they know 
that. Do not let other thoughts impose on your presentation. Your dental 
appointment, dinner arrangements, holiday plans or other work responsibilities need 
to be shelved. Be sure you are focused 100% on your audience. 
 
Ask people to do something 

 

How many times have you been presented to and there is no engagement, 

challenge or request for you to follow up. Ho hum. I’ve given my presentation. Now 

please forget me. Why? Because I have not asked you to do anything! 

 

Effective presentations need a call to action. It can be as simple as come and talk to 

me, to please get out your credit card to take advantage of our tremendous offer 

NOW. 

 

Make your presentations memorable by including a call to action. 

 

This article is reprinted with permission from Jim Prigg CEO and founder of 

Knowledgemaster International Pty Ltd. Knowledgemaster International is an online 

resources company that delivers practical communications, interaction, sales and soft skills 
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tips, tactics, techniques. Learn more about winning business programs by calling Jim Prigg 

on mobile 0408 520 453 
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