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Key Points to Remember for Any Presentation

1.
Identify and stick to 3 or 4 key messages

· Can have subthemes for each, but more than that will get lost

2.
Key things to get across in your opener

· Four key things to cover
· What do they need to know?

· Why should they care?

· How are you/your organization different?

· What action do you want them to take?
· Particularly important to let them know why should they care
· Success in any setting starts with quickly and effectively answering that one key question
· Decide who is the ultimate audience (e.g., lawyers, legislators, general public, etc.), and tailor your message to them

3.
Say it With Passion, Conviction and a Positive Message

· If you sound bored or like you don’t believe it, why should they?

· That doesn’t mean you can’t acknowledge challenges, but let them know you believe in the cause, have a vision and that we can get there.

4.
Combine Big Picture Messages With Your Organization’s Niche

· We are all part of a larger cause—advancing our nation’s fundamental principle of equal justice for all—and should speak as one about that

· Legal aid is vitally important to everyone in the Chicago area--and especially to lawyers--because equal access to justice is central to our democratic society, integral to the efficient functioning of our justice system, and a critical part of the safety net for vulnerable members of our community.

· Within that larger cause, make sure your organization’s unique niche comes through

· How is your organization different/distinct from others?

· Use anecdotes, stories from your program

Two great resources
· 10 Simple Secrets Of The World’s Greatest Business Communicators and Fire Them Up, by Carmine Gallo

· See attached Gallo articles for a flavor of what’s in those books
Key Points For Pro Bono Presentations in Particular
1.
You are an ambassador for your program and for the cause
· This is a great opportunity for your program
· How often do you get the chance to be in front of lawyers to talk about your program and have their undivided attention?
· You have a great story to tell

· You not only represent your program, you are an emissary for the larger pro bono cause
· When it’s good, it lifts up the whole cause

· When it’s not, well….

· Make sure you can deliver on what you are pitching

· Do you have sufficient opportunities and support for what you are pitching? 
· Be honest and don’t oversell
2.
Before the presentation
· Carefully consider who is doing the presentation for your organization
· This is like sales and development work
· Your organization’s representative should have those attributes and skills
· Talk with your firm or corporation contact in advance
· What are they looking for from the presentation?
· Who’s going to be there?
· Know Your Audience
· Are you preaching to the choir, trying to engage first timers, or both?
· When it’s not the proverbial choir, be conscious of their circumstances 
· Very busy
· May have been cajoled to be there or attending because they felt some pressure or obligation
· Prepare for the presentation as you would any other important presentation
· Treat it as important as it is
3.
The presentation itself—general points
· Importance of Opener
· Make sure it’s clear why they should care from the get go
· Tell them what they are going to learn, why they’ll be glad they attended
· Show your passion and enthusiasm
· No substitute for this
· Use Positive Messages
· The need is there, and they can make a real difference
· Inspire them!
· Use stories to illustrate your points
· Be as interactive as possible

· Be as concise as possible

· If using props, consider the Powerpoint rule noted below

· Mix in images, pictures, charts
4.
The presentation itself—the content

· What do they need to know?
· Who is your organization and who are you?
· You’re going to make it easy for them to get involved, and they’ll be glad they did
· Beware of using acronyms and jargon
· Why Should They Care About Pro Bono?
· “Lawyering for the Soul”
· Lawyers increasingly are looking for meaning in their careers
· Pro bono can energize all of their other work too
· Helping Others in a Way Only We as Lawyers Can
· Skill Development
· Other (depending on setting)
· Stature in firm or company
· Stature in court
· How are you Different?
· Chances are they have heard or will hear lots of pro bono pitches and opportunities
· What’s different about your organization and/or this pro bono opportunity?
· Remember, positive messages!
· What you want them to do?
· Take a case right there?  Become part of a panel?
· Stress what you are bringing to the table
· You’ve got their back—training, support, etc.
· Make sure you can deliver on what you say

5.
After the presentation
· Thank them for attending and listening

· Make sure you follow through on what you said you would do
· If you can’t do that, make sure to let them know why, and if possible offer them alternatives
· Return calls, be responsive

Addendum:  Carmine’s Powerpoint Rule (by way of Mr. Kawasaki)


The rule is simply: When giving a presentation, you should stick to 10 slides in 20 minutes with 30-point font. Following the rule forces you to refine your pitch. If you only have 10 slides, then you must edit the extraneous information. If you only give yourself 20 minutes to actually present your material, it forces you to stick to the most important information, and if you build slides with larger fonts, according to Kawasaki, "It will make your presentations better because it requires you to find the most salient points and to know how to explain them well." I have never seen a persuasive presentation that deviates greatly from this rule. It works. 
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