
Technology: Presentation solutions

Presenting to customers in competitive 82 B marl<ets requires more
than just PowerPoint slides. Dave Howell investigates new solutions
available to help brands master the art of presentation

SHOWANDTELL
ow successful do you think your last presentation
was? Presenting your business's products or
services to cl ients is crucial to the lonq-term

"For many years, marketers
have relied on the office
PowerPolnt whizz to add bells
and whistles to a presentation
But a good presentation
doesn't rely on the latest
screen animaiion. lt 's about a
point well made, evidence to
support it, passion for the
product and knowledge of
your subject"

AtEX BRAYSHAW
Account director, DNX
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longevity of any'business, but in the highly demanding B2 B
sector, getting your message across is imperative. However,
presenting doesn't  stop there. Internal communications
within your company can be vastly improved with well-
designed presentations, which everyone from the C E0 to
the salesforce can benefit from.

Rick Lippiett, creative director at agency Glass, says,

" Like meeting people, first appearances are critical. A
slick, wel l-branded, high-production val ue presentation wil I
lend your business an air of credibi l i ty and wil l  also make a
statement about your attention to detail and your delivery
values. Sloppy presentation means sloppy del ivery in most
business oeoole's minds."

For al I businesses, presenting thei r goods and services is
an essential component oftheir business's brand message.
Communicating this message in a dynamic and informative
presentation is vital. Alex Brayshaw, account director at
agency D N X, says a presentation's impact is about more
than great- looking sl ides.

" For many years, marketers have relied on the office
Power Point whizz to add bel ls and whist les to a
presentation. But a good presentations doesn't rely on the
latest screen animation. I t 's about a point well  made,
evidence to support i t ,  passion for the product and
knowledge of your subject. Using a visual to help reinforce

an idea is very important, particularly when you're
presenting digital ly where you need to show flash
animations and maybe even live video."

With the widesoread oenetration of M icrosoft Office
products it's no surprise that PowerPoint is, for many
business managers, the default presentation pacl<age.
Today however, there is a diverse range of products that
can be harnessed to provide your presentations with the
impact they deserve.

Information overload
It's al I too easy to forget the purpose of your presentation.
When faced with a plethora of options, a presentation's
content can become masked by the overuse of graphics and
animation that do little except confuse the viewer. In the
B2 B marketing arena, this can mean a lost sale simply
because the 0resentation didn't understand how the
information should be communicated and what i ts
audience is looking for.

Ross Williams, M D at agency Rawnet, says, "Whatever
presentation system you're using, it's about supporting
your messaging in a compelling and persuasive way.That's
where a good presentation makes a difference. So many
companies know what they want to say, but they don't
know how to present it in a way that their audience wi | |
remember."

Peter Stephens, di rector at B O P Trai ni ng, rei nforces the
message that companies must resist the temptation to

CASE STUDY: GAEL QUALITY
Gael 0uality, a trading division of Gael, produces 0-
Pulse, a software packaqe that helps organisations
achieve value from demonstrating compliance, and
MindGenius, a business mapping tool used for
brainstorming, change management and problem-
solving in the public, private and education sectors.

Because of the nature of the 0'Pulse and
MindGenius products, it is imperative that potential
customers see the software in action to fully
appreciate its benefits. However, Martin Bowman,
Gael's sales directol was finding that repeated sales
trips and face'to-face meetings to demonstrate the
products were affecting sales targets and existing

client relationshios. "0ur sales executives were
spending around l0 days per month on the road
visiting existing customers or new prospects, often
holding no more than tvvo meetings per day," he says.
"l urgently needed an alternative to allow them to
meet with more people in less time."

Because of this, Gael 0uality invested in WebEx
Meeting Center. The chief benefit from using WebEx is
that Bowman's sales team now has instantaneous
and unrivalled access to prospects and clients.

"Within an hour of an enouirv we can be in a
virtual meeting with a customer or prospect to
understand their challenges and how our products

could address their needs," Bowman adds.
"We now hold around 120 WebEx meetings a

month, with some of our team performing f ive sales
meetings a day. The increase in productivity and
ability to reach prospective customers has been
fantastic."

In a recent sales push for its MindGenius,
Bowman's team had a 100 per cent conversion rate
after conducting 15-minute online product
demonstrations using WebEx. "You can't argue with
100 per cent success," says Bowman. "0n the back of
this, we're now looking to increase the size of the
team working on sell ing MindGenius."
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al  low the tools you are using to di I  ute and confuse your
presentation's message. "A presentation's impact is
lessened considerably when the presenter allows the
technological aspect of the presentation to be the main
focus; it becomes a crutch to hide behind," he says.

" Remember that the technology is just the tool to facil itate
the communication of your marketing message."

Presentation technology has of course radical ly
changed over the last few years. Where the overhead
projector and plastic slides were the norm, today the
laptop reigns supreme. As Lippiett at G lass says, "A laptop
has become crucial for del ivering a presentation and with i t
comes a whole host of angst-r idden issues. For example,
have you remembered your power supply or extra battery?
Have you remembered your DVI-VGA adaptor so thatthe
BARCO (a leading supplier of project ion technology) wil l
project the image onto the wal l? Is there even a projector

available? And if so, does anyone know how to operate it?
0r switch it on? Do you know how to set up your laptop to
display in Mirror Mode or astwo separate screens? Wil l
your carefu I ly crafted presentation even fit on the old
800x600 resolut ion VGA projector you f ind yourself

using? Did you remember to bring speal<ers for that
stunning piece of motion flash/QuickTime that won't mean
anything without sound? What do you mean there are no
speakers? What's that funny light lashing on and off next
to lamp? Has anyone got a spare bulb? Does anyone know
the number for technical suooort?"

Start with the right tool
Presentation is a ski l  I  to be developed, but choosing the
right tools goes hand-in-hand with the presentation's
content. PowerPoint might be l<ing, but you do have a
olethora of other ootions. PowerPoint is avai lable on both
Windows PC and Mac platforms.

If  vou're a Mac-onlv user then PowerPoint 's lVac

cousin is l(eyNote.You could also take a look at Opus,
which is another PowerPoint-li l<e presentation pacl<age.

0utside of the standard presentation applications you may
need to include ful l-motion video or r ich mediaand
graphics. I f  you do, then Adobe's Di rector can handle al I  of
these components. Beware though, this package is
complex and requires a steep learning curve.

If  you're interested in presenting your pitch onl ine, then
take a look at Flash.This Adobe application can enable you
to create what are, to al I intents and pu rposes, speci al ised
websites that present thei r content with sound, graph ics,
video and animation.Again,you wil l  need special ised ski l ls
to get the most from Flash.

Also from the Adobe stable is Presenter. It expands the
capabil i t ies of PowerPoint to enable you to include video
and software wal l<throughs.

Other innovative systems like WebEx that are irst and
foremost an online meeting and conference platform can
be expanded to offer a rich environment for web-based
presentations.

Death by PowerPoint
Smaller businesses in part icular are looking for an off-the-
shelf presentation package that inevitably leads them to
PowerPoint."The problem with a system l i l<e PowerPoint
is that it tries to be a one-size-fits-al I so lution, but not al I
companies are the same, " says Wil liams at Rawnet. "Often
a business wil l  use PowerPoint because they don't  l<now
anything else is out there. Also, the pacl<age may in the end
give you what you want, but perhaps 80 per cent of the
functional i ty just gets in the way of gett ing the job done."

Simon Morton, director of Eyeful Presentation, also
highl ights a lacl< of control over a presentation's creation.
"Systems l ike PowerPoint are too easy to use. Companies
wil  I  spend thousands of pounds on i ts websitg but won't
give a second thought to the presentation they are

i"Companies wil l spend
thousands of pounds on their
websites, but lvon't give a
second thouqht to the
presentation they are
producing. Whai's more
worrying is that 45 per cent o{
companies see PowerPoint as
their key sales tool, yet they
gei a PA or school-leaver to
create their corporate
presentations"

SIMON MORTON
Director, tyef ul Presentation


