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Analyze Your Pitch or Presentation
What I did well?

What I can do better? 

What I will do better next time? 

 
Targeted Communication Skills 
DISPLAY CONFIDENCE & CONNECT – Be visible by taking up space, ground yourself, use open gestures and maintain eye contact. Consider mirroring, if appropriate.  In negotiations, read your listener’s micro expressions.
OWN THE STAGE – Adjust the microphone and speak confidently.  When reading a script, look up at your audience at the end of each paragraph.  
FIND YOUR RESONATE VOICE –Breathe from your lower abdomen and relax your throat as you speak. Leave a message on your office phone daily for one week then once a week for a month. 

SPEAK WITH IMPACT – Introduce yourself clearly. If you have a difficult name, say your first name twice and then say your last name. If you speak quickly, be sure to pronounce the ends of words and all parts of many syllable words.  Avoid minimizers, tentative statements, and over-explaining. Just say ‘no.  Speak about your accomplishments.  

DELIVER A PITHY MESSAGE - Use Message Mapping to present clear and meaningful messages. Consider placing a video-message on your Institution’s website. Use the Teleprompt+ APP or Promptsmartpro.com.   

What I want to remember:
Skills Practice

Fine Tuning Your Presentation
REDUCE YOUR ANXIETY - Arousal is a good thing. Use relaxed breathing, feel appreciation (heart breathing). Say “I am excited”. Consider power priming and possibly a power pose. 

POLISH YOUR SPEECH – Eliminate fillers, project your voice, and articulate.

DEVELOP YOUR PITCH – Be conversational yet informative. Does your answer to “What do you do” capture who you are? 
Take the time to develop your pitch or valuation statement which can be modified for varied audiences. 

CHALLENGING SITUATIONS – Know your messages and remain poised and confident.  

What I want to remember:
A Valuation Statement or Pitch  

Your elevator speech, valuation statement, or pitch is a crucial way of efficiently and effectively presenting yourself to others.  You must know your pitch so that you can be conversational. Tailor it to your specific audience. 
As Lynne Wayman with Contacts Counts, LLC in Newtown, PA suggests, when you respond to, “What do you do?” say more that your job title, name of your institution or your area of specialization. Instead, talk about one area of expertise, a project, or a difference your research or patient treatment has made. Let people see you in action. Make it conversational without jargon. Give the person that you’re talking with something to react to, be curious about or use to introduce you to others. Give your pitch to several colleagues to see if it captures who you are. 

Here are several remodeled introductions: 

BEFORE: “I’m a marketing consultant.”  

AFTER: “I am a consultant who helps clients such as the American Medical Association and the American Association of Medical Colleges develop their messaging strategy and market their programs. Both associations have increased their memberships in 2017.” 
BEFORE: “I’m a laryngologist or ENT at The University of Minnesota Medical Center.” 

AFTER: “I’m a physician who specializes in treating patients with vocal difficulties ranging from hoarseness, to vocal weakness to cancer of the vocal folds. Yesterday I saw a professional singer who developed laryngitis and needs to perform at the Symphony Hall this weekend. She will do well.” 

BEFORE: “I’m a Ph.D. Researcher in the Department of Oncology at MD Anderson Cancer Center.”  

AFTER: About 14% of breast cancers overproduce the growth promoting protein HER2 which leads to very aggressive cancer. My laboratory at MD Anderson Cancer Center has developed an HER2 targeted therapy that has been found to reduce the risk of recurrence by 52% and death by 33% in a small number of patients. We are excited about this and are adding patients to our clinical trial.”    
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Videos: 
· Jeremy Raff, Olga Khazan: How to Turn Anxiety into Excitement:

Http://www.theatlantic.com/video/index/485297/turn-anxiety-into-excitement/
· Amy Cuddy - Power Poses: (physiologic results have not been replicated) 
http://www.ted.com/talks/amy_cuddy_your_body_language_shapes_who_you_are.html
· Susan Cain - The Power of Introverts:

http://www.ted.com/talks/susan_cain_the_power_of_introverts.html
· Nancy Duarte – The Secret Structure of Great Talks: http://www.ted.com/talks/nancy_duarte_the_secret_structure_of_great_talks
· Carmine Gallo - Message Mapping:

http://www.youtube.com/watch?v=phyU2BThK4Q&feature=youtu.be
· Talking While Female by NPR women:  http://goo.gl/7yB3uG
· Ingo Titze – Straw Voicing:

http://www.youtube.com/watch?v=0xYDvwvmBIM&feature=player_action.html.

Consider online coaching! Susan Miller Ph.D. susan@voicetrainer.com.
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