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Some context

NIYSE,



Presenter
Presentation Notes
John Henderson’s perspective.
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Presenter
Presentation Notes
1 thing: what nickname will reviewers come up with for your proposal
3 things: what are the reasons that a program manager will give to his/her boss for funding your proposal


Fast, persuasive communication
harnesses emotions and intuition

Targets audience
Uses compelling images

Keeps it simple

NS -
National Nuclear Security Administration


Presenter
Presentation Notes
Today’s talk’s 1 and 3 things. We’ll also include some exercises at the end of the session for those who can stay.


B
Analyze your audlence

Who will be in the What are their areas
room? of expertise?

Which situational

What do they care considerations will
about? affect these
reviewers?
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Presenter
Presentation Notes
Marketing, media, etc. are experts in this topic, but it’s an area that is vital to anyone hoping to publish an article or win funding. 

Demographics
Age?
Experience?
Role?


Knowledgebase
What will they know?
What will they not know?

Situational concerns
Time?
Location?
Size of the task?

Social/community concerns
LDRD Lab-Wide concerns?
Organizational concerns?
LLNL concerns?
What biases will they have?



Context matters

Decisions Your Goals

Persuasive
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Presenter
Presentation Notes
Conferences


Context matters N



Presenter
Presentation Notes
Speeches (government, group)
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Context matters
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Presenter
Presentation Notes
Three minute theses/Lightning Talks




Presenter
Presentation Notes
Idea days


We think we ma




We're actually
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Decision-making at speed
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Presenter
Presentation Notes
Becomes more emotional �(gut/impression)
Harnessing pathos becomes important for winning



But emotions are not
objective!

NIYSE,



Presenter
Presentation Notes
Tough nuggies. If you want to make an impression on your audience while you’re presenting at speed, you have to embrace the pathos argument.


®
Make it easy for your audience to get excited

about your work 2

N TR

"
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Presenter
Presentation Notes
Tell stories
Speak to their interests
Demonstrate connections
Use easy-to-intuit information to simplify complexities


Lawrence Livermore National Laboratory
LLNL-PRES-707757


Presenter
Presentation Notes
Humans like stories—they help us make sense of the world and the stimulate our empathy. Using a story to frame your research helps your reader feel involved in the story (and by extension, your research). 


Speak their language

English Francais

N AV&_@ 17



Presenter
Presentation Notes
What are their interests? Put everything in their terms.

In a lightning talk—and in many other persuasive spaces—you want to ground the topic in the most compelling information for your given audience.

Think about when you hear the PA system at the lab talk about an evacuation exercise that does not apply to your building. Do you find yourself tuning it out?






Presenter
Presentation Notes
Most—if not all people—are concerned about themselves/their survival/their success.

The more you can tie your work to another person’s work/interests/goals, the more you can build an alliance with your audience.


Use Images
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Use easy to intuit visuals

‘ Lawrence Livermore National Laboratory
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=Attention
=Retention

=Motivate
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TOYOTA

ALWAYS A
BETTER WAY

Werso comes udth Toyota Skiwtew that will
ouch & Go comprising @ full map nawvigatic rste

yOta-Europe.com/ versa



Why is this?

NS, =




60%
remember
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10%
remember

this B | rd
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Use images to
motivate



Presenter
Presentation Notes
skardas@comcast.net



Simplicity helps
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Presenter
Presentation Notes
What were the ice cream cones?
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Presenter
Presentation Notes
What were the ice cream cones?


3-5 things

The Magical Number Seven, Plus or Minus Two: Some Limits on our Capacity for Processing Information[l]
George A. Miller (1956)

Harvard University
First published in Psychological Review, 63, 81-97.

- - \ "el
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http://psychclassics.yorku.ca/Miller/#f1

When you use a slide like this

Describe your strategy
=  What you will do

=  What you will NOT do

Workforce: Stress your pipeline

= Students, postdocs, early career hires

= Retention strategy (if your workforce is at risk)

= What are your “critical skills” needed to execute/grow

= Highlight metrics: publications, peer-peer interactions — how do we measure our people / work?
Discuss partnering

= DISPLAY YOUR PARTNERS PROMINENTLY

= Use the “mutual assured survival” theme if it applies when partnerning with the other NNSA labs
=  What we want from the partner?

=  What we are willing to give?
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Do you see this?

Describe your strategy
XXX XXXX XXXXX XXXXX XX

B XX XXXXX XXX X XX X XXXXX

Workforce: Stress your pipeline
mOXOOKNOEEK XXX XX XXXXXXX XXXXX XXXXXXX

B OXXXX XXXXXX XXX XXX XXX XXX X X X X XXX XXXXX
BOXXOXXX XXX X XXXX XXXXXXX XXXX XXXXXX XXXXXX

B OXXXX XXXX XXXXXXXXXX XXX X X XXXXXXXX XXX XXXXXXXXXK XXXXXX XXXX XX XX XXXX XXXXX XXXX?

= Discuss partnering

XX XX X XXXXX XXXXXXXX

B OXXXXXX XXXX XXXX XXXXXXXX XXXXX X X X XX
XXX X XXXX X X XX X X X XXXXXXX?

B OXXXXXX XXXX XXX X X X XXXXXX?
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You could do this

Strategy Workforce

III. I

* Students / postdocs /

NATIONAL LABORATOR -
E5T.1943

early career hires « PARTNERS
Will do « Retention strategy «\What we want
Will NOT do  Critical skills
* What we will
« Metrics do

Lawrence Livermore National Laboratory N A'S&if% 38

LLNL-PRES-707757




Building your pitch
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Need
pproach

Benefits

Competition

40 NISHE «


Presenter
Presentation Notes
Many of you may be familiar with the NABC model the Lab teaches. The focus of this model is that a successful pitch hits on what the sponsor’s needs are and how your approach solves those needs to yield specific and valuable benefits that are better than the competition. So how do you make a pitch that hits NABC?
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Presenter
Presentation Notes
Again, as we talked about, a big-picture image will help motivate the science. Generally, such a big-picture works best when it speaks to the sponsor’s needs (“speaks their language”)


Focus on the Golden Nugget
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Presenter
Presentation Notes
Otherwise known as the central thing or innovation you bring to the table. It should be a brief overview of your approach and should communicate what is unique about what you’re doing.

Why this, why now, why me.


Use exciting verbs

=Apply new technology
disparate methods
*Design new tools/capabilities
*Create a new approach

NS -




Identify which results you anticipate

and their benefits

NIYSE, «




nghlight how Its will transform




Include a call to action
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Presenter
Presentation Notes
If you have excited your audience, you make them want to participate in your success.

Make sure they understand what is the next step and how they can help.



KISS (keep it simple, stupid)
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Respect and maximize sensory
experience

NIYSE, =




Body
language
matters



Presenter
Presentation Notes
Do this. 

Power poses are non-verbal cues of confidence. The majority of our communication actually lies in non-verbals (voice, posture, pace), so you want to leverage the best tools to win.



Body
language
matters
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Presenter
Presentation Notes
Not this.

AND NEVER touch your neck! Neck = Jugular. Touching your neck = protecting your jugular. We’ve evolved to recognize this action as a sign of insecurity.


So does delivery



Presenter
Presentation Notes
Excitement is contagious.

Pace is important – too slow, listeners get bored. Too fast, listeners get lost. Record yourself and watch your delivery. Are you presenting your excitement? If not, try changing your pace. Try using hand gestures. Try moving around the stage. Try out different deliveries. See what works best for you.




Keep your cool

Do you have

Frist, take a ST e Thank the asker and

offer to go into depth

breath LBl after the presentation

question quickly?

Yes

Thank the asker and reflect the question back to confirm that you’re discussing the same topic

Once you understand Do you Admit you don’t know
the question, pause to know the the answer and offer to
consider your answer answer? find it as a follow-up

Yes

Provid is ' e to th .
rovicde a toncise response to the End with a thank you to the asker

for their clarifying question

question, keeping in mind how the answer
relates back to your presentation

Lawrence Livermore National Laboratory
LLNL-PRES-707757
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Presenter
Presentation Notes
Handouts on tips for navigating challenging audience members


Find the fun

. : 53 3
‘ Lawrence Livermore National Laboratory N ‘YS@% 53

LLNL-PRES-707757




Questions?

- - o4
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Exercise time

= \Write three sentences (total) that clearly
represent your idea’s:
" Motivating need
" Key objectives
" Challenges

" Benefits

NS s
National Nuclear Security Administration




= To build support for our work, we need to create
presentations that will engage their interest and
inspire their action.

= Our presentations target specific audiences and use
compelling images to build interest in our work and
stir audience support.

= By keeping our message simple and easy to
understand in a short amount of time, we enhance our
listener engagement and the likelihood of their
support.

b Lawrence Livermore National Laboratory N L' S,{_j& 56
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=\With a partner, consolidate the three
sentences into one sentence that still hits:
" Motivating need
" Key objectives
" Challenges

" Benefits

- - \ (el
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= To build a fast and persuasive pitch, we target a
specific audience and use stories and images
they will find compelling to create a concise,
simple, and, engaging presentation that
resonates with the audience’s emotions and
leverages their intuition.

Lawrence Livermore National Laboratory NVSE, =8
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= Brainstorm a visual that would help your reader
remember your idea.

NS =
National Nuclear Security Administration




= Which motivation would you use to engage

your audience?

—Big picture?

—Lingering unknown?
—Opportunity for discovery?

= Brainstorm an image to match this motivation.
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