


Module 4- Present your Project 

Unit 1- Create a presentation file –
marketing and communication



TOPICS of our module
• Essentials of Communication and Public Speaking.
• Key means to deliver an impactful speech.
• Ways and means to support your presentation. 
• “DOs” and “DON’Ts”



Key concepts 
Definitions 

and 
explanations

Examples Questions & 
Conclusion

OUR LESSON OUTLINE



Key 
Concepts



KEY CONCEPTS
Throughout this module, you will be able to understand:

• What it takes to prepare an effective presentation and how to catch
your audience’s interest.

• What are the basics and essential elements of public speaking and
how to sound credible.

• What are the most reliable “tools” to conduct an impactful
presentation.



Definitions 
& explanations



DEFINITION & EXPLANATIONS (1)
Public Speaking is an essential skill in the domain of employability and
“entrepreneurial” initiative and its golden rules may vary from context
to context.

There are no written formulas for each probable scenario.
Successful communicators balance and evaluate their speaking

relying on a series of essential and general ingredients mastered
throughout years of training.



DEFINITION & EXPLANATIONS (2)
Psychological studies shown that in Communication
“words” account only for a 7%, the tone of voice accounts
for 38% and the rest is occupied by Body Language
(Mehrabian, 1972).
These findings have some serious implications for however
approaches to Public Speaking training.

Pay attention to the “non-verbal” reactions of your
interlocutors, try to the read their emotions and focus on
the relation.
As once said by the famous Economist Peter Drucker:

“The most important thing in communication is hearing 
what isn’t said”



DEFINITION & EXPLANATIONS (3)
Key means to deliver an effective and impactful presentation.
Once again, it really depends on the context:
• Are we in a scheduled appointment?
• Do we know our interlocutors in person or are we talking to the

online public?
• What is their institutional position? (ndr. Who are we talking with?)
• Where are we delivering our speech?
• Can use any visual support tool?
• Etc.



Examples



On the basis of the information that we know, the vector of our
message might be supported by (or structured in):

 A Business Plan – whenever high formality is required, we need to
support our presentation with a document that resumes all the
technicalities of our speech.

Business Plans are essential when the interlocutor is interested in in-
depth quali-quantitative information, like in the case for banks and
investors.



 Power point, slides, brief videoclips, conceptual maps, etc. – graphic
supports that pinpoint visually what you are trying to communicate
represents always a plus.

The rules are simple:
- Eye contact your audience
- Be concise and effective
- Valorise pictures, graphs and images
- Focus on key takeaways rather than full concepts



How to design a PowerPoint

• the text stands out in the background
• the pictures are accurate
• the design is clear



How to NOT design a PowerPoint

• the text are is to see
• the colors are annoying to the eyes
• the background is not clear



How to NOT design a PowerPoint

• the text is difficult to see
• the colors are annoying to the eyes
• the background is not clear



How to NOT design a PowerPoint

• the text is difficult to see
• the background makes the text unclear
• the text is too dense



How to design a flyer

https://www.canva.com/
CANVA is a free tool to 
design your flyers

• the text is clear
• the colors do 

not strain the 
eyes

• the images are 
neat and 
explanatory



How to NOT design a flyer

• it is difficult to 
recognise the 
content of the 
text

• the images are 
messy



The design of your flyer start with a very simple consideration: What
is it aimed to? (i.e. the key message).

A flyer is nothing but a simple piece of paper that displays essential
information about something; in this context your flyer will contain:
• Meeting place (and time)
• Itinerary
• Pictures and previews of the locations of interest
• Any other consistent information (meals, suggested clothing, etc.)
• What to expect form the visit



Questions & 
conclusion



WHAT YOU NEED TO KEEP IN MIND…

• Successful speakers are well aware that communication is a matter of
“how things are said” rather than “what things are said”.

• Take care of the vector of the message as much as the message itself.
• Every communication happens in temporal and spatial context – do

not underestimate the impact of these variables.
• Record your performance and try to self-assess your progresses.
• Try to intercept the most adequate tool to support effectively your

speech.
• Surpass the fear of auto-criticism and learn to be your ultimate

judger.



TO DEEPEN THE TOPIC

• Links, resources, bibliography, references etc.
Examples of great presentations
How to create an Elevator Pitch with examples
The Art of the Elevator Pitch - Harvard Business Review
6 Elevator Pitch Examples to Inspire Your Own
The Top 10 Communication Skills You Need to Learn in 2020
9 Effective Communication Skills - Habits for Wellbeing
How to Create a Good Concept Map
What Is a Concept Map and How to Do Concept Mapping



https://citiesbyheart.aeva.eu/

This project has been funded with support from the European Commission. This publication reflects the views only of
the authors, and the Commission cannot be held responsible for any use which may be made of the information
contained therein.





Module 4- Present your project

Unit 2- Know how to argue and convince 
an audience of professionals



TOPICS of our module

What is rethoric?

Articulating a persuasive argument: Basic ideas

Articulating a persuasive argument: Proceeding



Key concepts 
Definitions

and 
explanations

Examples Questions & 
Conclusion

OUR LESSON OUTLINE



Key 
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KEY CONCEPTS

Rhetoric: Art of effective or persuasive
speaking or writing. This art was largely studied
by the ancient Greece and Rome.

Rhetoric can be used to organize and maintain
social groups, construct meanings and
identities, coordinate behaviour, mediate
power, produce change, and create knowledge.



Definitions
& explanations



DEFINITION & 
EXPLANATIONS

Basic idea to keep in mind

Rhetoric on logic, can be a powerful tool to 
articulate a persuasive message

We are going to stop in the three stages 
linked to delivery a rhetoric speech

• Acknowledging (your) language
• Building a message
• Delivering the speech



DEFINITION & EXPLANATIONS
Rhetoric can be a powerful tool to articulate a persuasive message

But where should I start? Acknowledge your language! 

Basic ideas to keep in mind:

• Language is constitutiveWe shape and are shaped by language

• Language is dialogic It’s a two way street between self and others

• Language has a context The message that we produce is linked to the social, cultural and    

economical reality.

• Language is connected with self-experience The “inner speech” varies from one to other.



DEFINITION & EXPLANATIONS

Rhetoric can be the tool to articulate a persuasive message. 

Language acknowledged? Time to build your message!

• Be articulated
• Show a clear viewpoint
• Contain verifiable data
• Be adapted to your audience
• Be engaging
• Not contain personal perceptual ideas

Your message should



DEFINITION & EXPLANATIONS

Follow the reciprocity code: If you want to receive, you’d be ready to give as well.

But what should you give?

• A Digital Take-Away: An electronic distribution of your slides post-talk can give your audience a way to refer back to your points 
and ideas when making a decision. 

• Your Social Media Information: Encourage people to reach out to you there to continue the discussion or share quick ideas! This 
gift is useful in a large setting where you may not be personally "known" to much of your audience.

• Your Time: Let your audience know that you are willing to use your time to help them see your point of view. Beyond ensuring 
that everyone knows the best way to reach you with questions, you can offer to stick around post-presenting to discuss 
questions or concerns one-on-one. 

• Your Attitude/Passion: Anyone willing to take the lead should model the behaviour they want to see from others. Have a positive 
attitude and produce a personal relationship with your audience.

Specific tips to convince a profesional audience



DEFINITION & EXPLANATIONS
Rhetoric can be a powerful tool to articulate a persuasive 

message

I’m aware of my language, my message ticks all the points, it’s 
time for practice but… 

What should I expect during and after delivering my message?

• Put your facts in good use: Be ready to debate

• Be not only confident but trustworthy

• Engage with the audience feedback: Whether it’s verbal or 
non verbal



Examples



EXAMPLES
Martin Luther King Jr 
(1963): I have a dream

Steve Jobs (2007): 
Stanford 
Commencement address

Malala Yousafzai 
(2013):UN Speech



Questions & 
conclusion



WHAT YOU NEED TO KEEP IN MIND…

Remember that communication 
is more than just words

Adjust your message to facilitate 
greater understanding

Engage actively with the verbal 
and nonverbal feedback from 

others

Take the same time to 
understand that to be 

understood



TO DEEPEN THE TOPIC

• Links, resources, bibliography, references etc.

o BBC Bitesizes (Accessed 2020): Writing to persuade, argue and advise https://www.bbc.co.uk/bitesize/guides/zyydjxs/revision/5

o Beirne, Bridget (2014): Want to persuade your presentation audience? Give them something https://www.ovationcomm.com/insights-on-communication-skills-
and-relationship-building/trying-to-persuade-in-a-professional-presentation-what-are-you-giving-them

o Carmine Gallo (2017): 5 Reasons Why Steve Jobs' iPhone Keynote Is Still the Best Presentation of All Time. The original iPhone presentation had all the elements of 
a great story. https://www.inc.com/carmine-gallo/5-reasons-why-steve-jobs-iphone-keynote-is-still-the-best-presentation-of-all-ti.html

o Cialdini, Robert (2001): Harnessing the science of persuassion. https://hbr.org/2001/10/harnessing-the-science-of-persuasion

o Ghulam Haider (2014): Analysis of Malala Yousafzai’s speech: Application of Aristotle’s ethos, pathos, and logos -
http://ijee.org/yahoo_site_admin/assets/docs/10.1152714.pdf

o Camille Langston (2016): How to use rhetoric to get what you want? https://www.ted.com/talks/camille_langston_how_to_use_rhetoric_to_get_what_you_want

o San Diego State University (Accessed 2020): What is rhetoric? https://rhetoric.sdsu.edu/resources/what_is_rhetoric.htm



https://citiesbyheart.aeva.eu/

This project has been funded with support from the European Commission. This publication reflects the views only of
the authors, and the Commission cannot be held responsible for any use which may be made of the information
contained therein.





Module 4- Present your project 

Unit 3- Understand how to identify a 
target among potential visitors and 

communicate with this target on the 
service (ie: intercultural visits)



TOPICS of our module

• Knowing your audience

• Communicating in service with your target: Why someone should
listen to your message?

• Communicating in service with your target: Pitching technique



Key concepts 
Definitions

and 
explanations

Examples Questions & 
Conclusion

OUR LESSON OUTLINE



Key 
Concepts



KEY 
CONCEPTS

• Market segmentation: Understanding who your 
potential clients are, where they come from, and what 
characteristics they share. This way, you will meet their 
needs and communicate with them effectively.

• Pitching: Bringing an idea to someone with the power 
to do something with it. This technique is used in a 
great variety of fields.

• Elevator pitch: Mainstream pitching technique based 
on being able to explain an idea in a short period (what 
an elevator may take from one floor to the next one)



Definitions
& explanations



KNOWING YOUR TARGET

• Each target is unique. Nevertheless it’s impractical to tailor your 
message to each person or to use a single strategy for all 
potential targets.

Knowing the TARGET determines 
how you communicate.  

• Dividing the market into distinct targets with common 
characteristics allows you to focus your efforts on the segments 
that are most likely to respond to your communications, seek 
your services and benefit most from them.

Something in the middle: market 
segmentation

• This approach serves to focus your efforts to make effective use 
of your resources and reach the people who could benefit the 
most from your services.

Using market segmentation and 
focusing your communication 

efforts on key groups doesn’t mean 
restricting only to these groups. 



COMMUNICATING 
IN SERVICE WITH 
YOUR TARGET: 
Why someone
should listen to 
your message?

Once you know who’s your 
target, let’s take the next 
step: Communicating on 

service but…

Why someone should 
listen to your message?

Focus on what your 
audience can gain from 

the idea you’re delivering. 

Ask yourself not only why 
they should care, but why 

they need to care.
But…How to step 

forward? 

Use a well-known 
technique: pitching!



COMMUNICATING IN SERVICE WITH 
YOUR TARGET. Stepping forward: 

Pitching
But… What’s pitching?

Used in a great variety of fields, especially in marketing and business, pitching
is bringing an idea to someone with the power to do something with it.

Sounds interesting…How should I do it? 

Quick answer? Putting their perspective first

o How the target views the world (their needs, perspective and desires) 
should be the leading key of your pitching.

o This doesn’t mean to only say what a person wants to listen but that you 
should be aware of how your perspective is different from theirs, and 
improve your ideas, and how you communicate them, based on that 
awareness. 



COMMUNICATING IN SERVICE WITH YOUR 
TARGET. Stepping forward: Pitching
You have now the leading key of your pitch, but how you should structure it? 
Use the elevator pitch technique!

Elevator pitch technique: Imagine you’re on an elevator. Your target is also 
there. This is a really good chance but… how long do you have to deliver your 
message? Not more than a minute! Seize this opportunity and be ready to 
grab your target’s attention in a sentence. 

Do you have more time? Grow naturally from your sentence into a 5 minutes 
speech and from there, to a full 30 minutes speech!

That should be you! Wait… Almost forgot one important tip: 

Before you deliver, try it on a safe environment! 



COMMUNICATING IN SERVICE WITH YOUR 
TARGET. Stepping forward: Pitching

Okay… I tried but I didn’t work. Now what?

Don’t be discouraged if things don’t go well. Keep believing in yourself, but harvest as
much value as possible from the attempt.

Never leave a pitch without understanding what went wrong: 

 Did you understand what they didn’t agree with?
Were there any refuted assumptions?
 Did your approach meet the target perspective.

Now, it’s time to review your strategy: Keep learning. 

You’re getting closer to meet the goal!



Examples



EXAMPLES

Steve Jobs (2007): Iphone launch

Steve Jobs was well-known for his communication abiilities.

On this speech, in 2007, he’s launching a phone with smart 
characteristics. It’s the first bet towards a phone that is not only 
used to make phonecalls and share messages.

This speech changed the world as we knew it.

Pay close attention on every element Steve uses: From how he 
talks, to how he behaves and how he manages to launch a rand 
new idea.



EXAMPLES

Pitching an idea can be done in every field: Including the social
field.

On this short video (less than two minutes), Greenpeace pitches 
using the storytelling technique about the palm-tree 
deforestation consequences and what we can actually do.

This short pitching focus the efforts to make effective use of the 
available resources and reach the people who could do 
something towards meeting the goal. 

Greenpeace (2018): Rang-Tang #dropdirtypalmoil



Questions & 
conclusion



WHAT YOU NEED TO KEEP IN MIND…

• Each person is unique but there are points of union between them… 

Benefit from the market segregation strategy!

• Have you identified your target? Pitch your idea

• Didn’t go as expected? Always learn from the experience!



TO DEEPEN THE TOPIC
• Links, resources, bibliography, references etc.

o AIMS Community College (Accessed 2020) : Determining Audience https://www.aims.edu/student/online-writing-
lab/process/determining-audience.php

o Kelly Allison (2018): How to write a ted talk like a pro https://www.ethos3.com/2018/01/how-to-write-a-ted-talk-
like-a-pro/

o Scott Berkun (2005): How to pitch an idea https://scottberkun.com/essays/38-how-to-pitch-an-idea/

o Corporate Relations and Business Strategy Staff included in the APA Services (Accessed 2020): Tools for Identifying 
and Understanding Your Target Clientele https://www.apaservices.org/practice/business/marketing/target-client

o Steve Harvey (2018): Who, what, why and where? Your target audience definition https://fabrikbrands.com/target-
audience-definition/



https://citiesbyheart.aeva.eu/
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