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Foreword

‘
‘ — B mwoun e onumaias | AB-14

The least important thing about a presentation

is the presentation itself.

The most important thing is the effect it has
on your audience—that is, what your audience
does and feels as a result of hearing you speak.

Your presentation is a means to an end, not the

end itself.

But people don't view it like that. Instead, they

tend to prepare by thinking:
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Unsurprisingly, this often leads to overlong,
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uninspiring, one-way rants that do more harm
Fhan good. I'm sure you've heard a few of these
in the past week alone. And, let’s face it, we all
hate sitting through them, don't we?

Now, at last, here’s a book that can
change all that.



| first met Simon a few years ago. To be honest,

| was a little wary beforehand. I'd met lots of
“PowerPoint experts” before. I'd found most
wore “to a man with a hammer, everything looks
like a nail” blinkers. You know the type of thing:
“You're delivering a presentation? Great—we
design slides. Let’s discuss how we can make
yours whizzy and shiny.”

But he was the complete opposite.

Like me, Simon’s core belief is

that a presentation is an audience
thing. They—not the presenter—
decide whether the presentation is
good or not.

It's they who decide whether to follow the Call
To Action. So it’s they who should be our sole
focus throughout. Get this right, and everyone
benefits. It makes things easy and quick. Its
more pleasant. Things get done.

This book will help you deliver the best
presentations of your life. You'll learn technigues
that will permanently change the way you

speak to others. | know this, because I've seen

it happen. Simon’s company and | have worked
together many times, helping thousands of
people—both presenters and audiences—enjoy
presentations more and transforming the way
companies communicate, leaders lead, and sales
teams sell.

This book will show you how to take your
audiences with you on a journey, in such a way
that they want to—and do—the things you want.

Better still, it will change how you feel about
presentations. Because, let's face it, what you

say on the outside mirrors what you're thinking
on the inside.

But best of all? Your audiences will love that
you've read it.

And when that happens, everybody wins.

Andy Bounds

Communication expert and author of international
best sellers The Snowball Effect and The Jelly Effect
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