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PERSUASIVE PRESENTATION SKILLS MASTERCLASS 
A Strategic Approach to Persuasive Presentation Design and Delivery 
PRESENTED BY MICHELLE BOWDEN
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MY NOTES 
There are three phases to a 
persuasive presentation:


1. 

2. 

3. 

A JOURNEY OF A THOUSAND MILES 
BEGINS WITH A SINGLE STEP 

Chinese proverb


What may feel impossible is completely 
within you. Great presenting is about 
getting into your stakeholders’ shoes and 
telling them what you want to say in the 
way they want to hear it. It’s about serving 
the audience. It’s all about your audience.

GREAT PRESENTERS ARE MADE NOT 
BORN 
Talented presenters are not born they are 
made. Consistently persuasive presenters 
respect their audience; structure their 
message for their audience; rehearse, 
rehearse and rehearse; and they become 
lifelong learners who strive to conquer the 
art and science of presentation mastery. 
They do the work!


ANYONE CAN BE AN EXCEPTIONAL 
PRESENTER 

It’s just a matter of knowing what to do 
and doing it.

http://www.michellebowden.com.au
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PHASE 1 - 
ANALYSIS 
Before designing your 
presentation do you spend 
time thinking about your 
audience and their 
expectations of you? 


Do you ever take the time to 
wonder what the audience 
wants to achieve from you?


Or are you likely to focus on 
what YOU want to say and 
what YOU want to get out 
of your presentation?


When you present in 
business, is it possible that 
your audience may have left 
your presentation feeling 
confused about the point?


Do you know how to 
prepare for a presentation 
so that you influence your 
stakeholder to do what you 
want?


It’s really important to 
prepare thoroughly before 
you design your 
presentation message and/
or slides.


Thorough preparation 
before you even start to 
design your presentation is 
the secret to making a 
successful presentation. 


What are they thinking, 
feeling and doing? What do 
you want them to think, feel 
and do?

http://www.michellebowden.com.au
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5 STEP ANALYSIS 

1.TOPIC

_____________________________________________________________________
_____________________________________________________________________


2.GOAL

_____________________________________________________________________

_____________________________________________________________________
___________________________________________________

_____________________________________________________________________


3.PURPOSE

_________________________________________________

_________________________________________________

_________________________________________________

_____________________________________________________________________

___________________________________________________

4.LEADING STATEMENT

_________________________________________________

_________________________________________________

_____________________________________________________________________
_________________________________________________

___________________________________________________

PURPOSE

LEADING STATEMENT

Goes in 2 places:


1. 

2. 

1. 

2. 

3.  

1st POSITION 

2nd POSITION  

3rd POSITION

HANDY TIPS
★ You cannot influence 
functionally from 1st 
position.


★ If you are influencing 
from 1st position you will 
need to make use of your 
personal or positional 
power.


★ This is not the key to 
long-term, sustainable 
change.

GOAL
Is never to:


1. 

2. 

3.  

It’s ALWAYS to:


______________________


http://www.michellebowden.com.au
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Current State                                                         


Desired State


THOROUGH ANALYSIS LEADS TO 
SPEEDY DESIGN 
When you take the 20 minutes necessary to 
follow the 5 Step Analysis Model, you’ll fast 
track your design process.

KNOW YOUR AUDIENCE 
When you think deeply about your audience, 
what they might be expecting and what you are 
trying to achieve, you’ll be ideally placed to affect 
a change in their attitudes and behaviour.


PREPARATION IS THE KEY 
It’s important to prepare thoroughly before 
you deliver your presentation. This involves 
understanding your audience.


5.THINK/FEEL/DO PRESENTERS MUST CONTROL
1. 

2. 

3.  

http://www.michellebowden.com.au
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PHASE 2 - 
DESIGN 

There are two levels to the 
design of a persuasive 
message that compels your 
audience to action.


The foundational model is 
called 4Mat and was 
designed by Dr Bernice 
McCarthy.


You combine the 4Mat 
model with Walt Disney’s 
Storyboarding process to 
design your message in a 
way that meet all the 
intrinsic needs of everyone 
in the audience.


The icing on the cake is the 
13 Steps to Exceptional 
Presentation Design. The 13 
Steps are a combination of 
linguistic devices that 
combine an awareness of 
personality, values and 
human nature to ensure 
everyone is engaged at all 
times throughout your 
message.


Thus ensuring you achieve 
persuasion success.


“All real change involves 
major uncertainty, and we 
cannot deny the questioning 
time to others simply 
because we have already 
answered the questions for 
ourselves.” Dr Bernice 
McCarthy, creator of 4Mat 

http://www.michellebowden.com.au
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CREATING A MESSAGE THAT STICKS IN YOUR STAKEHOLDERS’ MINDS 

4MAT by Dr. Bernice McCarthy 

★ Need to address all four virtual questions.

★ This way you’ll satisfy the intrinsic needs of every audience member.


http://www.michellebowden.com.au
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STORYBOARDING 

A design technique developed by Walt Disney to ensure you have all the information in the 
right places, with no gaps, and so you don’t need to rely on your notes.


SETUP 
1. Take a large piece of paper.

2. Draw a line across the top.

3. Draw the 4Mat axis in the large blank space with the 4Mat questions: why? what? how? 

what if?/what else?

4. Write your ‘purpose’ above the dotted line.


DESIGN 

1. DREAMER: Brainstorm all possible content on post-it notes and place them above the 
‘purpose’ line.


2. REALIST: Place the post-it notes in the correct box in the 4Mat model.

3. CRITIC: Stand back and evaluate. Where are the gaps? Where is there too much 

information for my audience? What don’t I want to say anymore? Place them in a pattern.


Purpose 

4. Brainstorm content 

 on post-its 

2. Draw the 4Mat 

axis in remaining 

blank space 
3. Write  

your purpose  

above line 

1. Draw a line 

across your page 
6. Stand back and evaluate 

! 

5. Place post-its 

in 4Mat 

QUICK
★ A quick technique that helps 
you get all of the information in 
your head out onto paper so you 
can order it and ensure it makes 
sense.

UNIVERSAL
★ Ensures that you meet the 
needs of all types of learners in 
your audience - no gaps. If there 
is a gap, simply fill it up!

CONNECTION
★ When you don’t need to rely on 
your notes you can ensure your 
eye contact is direct and 
connected. This reduces your 
nerves and means you’ll engage.

http://www.michellebowden.com.au
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ICEBREAKERS 

HANDY TIPS
★ Icebreakers MUST link to your 
content.


★ They happen before you 
introduce yourself.


★They should be delivered in a 
conversational manner.


★You might also mention the 
subject of your icebreaker in 
your close so the beginning links 
to the end.

Three steps to an effective icebreaker:

Icebreakers are an excellent way to begin. They help to 
encourage your audience to sit on the edge of their chairs 
and want to hear more - from the very start.


MY NOTES

1. 

2. 

3.

My example:

http://www.michellebowden.com.au
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BUILDING RAPPORT - PACING AND LEADING 

UNIVERSAL TRUISM
★ A universal is a statement or question that can be 
considered to be universally true across all people. 


For example: “Most people would like more money.” Or, 
“Technology is changing rapidly”.

★ A truism is a statement or 
question that is true for the group 
here and now. It’s likely to be 
industry or subject matter 
specific. 

Pacing is: 

I can pace my audience through flexibility in my ..... 

a)                                              e) 

b)                                              f) 

c)                                              g) 

d)                                              h) 

MATCHERS & MISMATCHERS

★ Have you ever known someone who could never notice anything different or inconsistent about your 
ideas? 


★ Or perhaps you can think of someone who continually finds reasons why your ideas might not work?


★ Your audience members will be naturally inclined to either match (find what is the same) or mismatch (find 
what is different).

HOW DO YOU MANAGE THE MISMATCHERS?

★ To ensure that the people who prefer to mismatch your ideas cannot disagree with you and ‘derail’ your 
presentation, it is a good idea to avoid the use of absolutes like: ‘everyone’, ‘all’, ‘never’, ‘can’t’, ‘should’, 
‘won’t’, ‘must’ ‘isn’t’, ‘no one’, etc.


And instead you can Cover All your Bases and use CABS in your universals and truisms to ensure you 
maintain 100% inclusion.


CABS are words like: 


___________________________________________________________


___________________________________________________________

http://www.michellebowden.com.au
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My list of relevant universals/truisms:

My leading statement:

BUILDING RAPPORT - PACING AND LEADING 

★ If rapport is non-existent you need at least _____________ universals/truisms (pacing 
statements) before you lead.


★ If rapport is OK you need at least _____________ pacing statements before you lead.


★ If rapport is excellent you still need at least _____________ pacing statements before you lead.


★ You don’t have permission to _______ an audience unless you have first ___________ them.


★ You can’t ask for anything unless you are in ______________________________.


★ “No” is feedback you didn’t _____________________ enough or _______________________. Or it 
might be feedback that your lead is unreasonable.


★ “Yes” can be feedback that you did! Congrats! 

Note: “Yes” can also be feedback that you’ve mis-used your personal or positional power - so beware.

HELPFUL HINTS

http://www.michellebowden.com.au


	 www.michellebowden.com.au                                                                                                                                                                        
	  �                                                                                                                                                                                                                   12

WIIFM? MOTIVATE YOUR AUDIENCE TO LISTEN 

RULES

MY NOTES

MOVE TOWARDS / MOVE AWAY

When attempting to motivate someone to follow our plan, adopt our 
strategy, or change their behaviour it is helpful to know what 
specifically motivates them.


Some people are motivated by moving toward their desired values 
(receiving a carrot), whereas others are motivated by moving away 
from undesired values (avoiding a stick).


Given you’ll mostly have both types in any given audience it is wise to 
ensure that the statement you use to motivate your audience includes 
something for the move aways, something for the move towards and 
also something for those people oscillating on the fence.


Talk about what you can help your audience avoid. Mention the 
problems they can minimise and the things that won’t go wrong if they 
do as you suggest.


Talk about what you can do, will achieve, and the bonuses or 
incentives inherent in our plan or ideas.


Emphasise how easy this plan will make their life.


★ Stick to this order.


★ Take out ‘maintain’ if you like.


★ Use a different word if you can.

http://www.michellebowden.com.au
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PACING OUT OJBECTIONS

THREE TYPES OF OBJECTIONS

1. 

2. 

3.

COMMON OBJECTIONS

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10.

http://www.michellebowden.com.au
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WHEN DO YOU PACE OUT OBJECTIONS?

STEPS TO PACING OUT OBJECTIONS

PACING OUT OBJECTIONS 

★ 


1. 

2. 

3. 

4. 

5. 

WHAT HAPPENS IF YOU 
DON’T PACE OUT 

OBJECTIONS?

MY NOTES

WHAT ALTERNATIVE USES ARE THERE FOR THIS TECHNIQUE?

★ 


http://www.michellebowden.com.au
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HOW MANY FRAMES DO YOU USE?

SOME EXAMPLES OF FRAMES

FRAMING 

★ 


★ 

★

★

★

★

★

★

★

★

★

★

★

★

★

★

★

★

WHAT HAPPENS IF YOU 
DON’T FRAME?

MY NOTES

WHY DO YOU FRAME?

★ 


★ 

WHEN DO YOU FRAME?

★ 


★

 

★

http://www.michellebowden.com.au
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13 STEPS TO PERSUASIVE PRESENTATION DESIGN 

0. 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

  a) 

  b) 

  c) 

9. 

10. 

11. 

12. 

13.

http://www.michellebowden.com.au
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DESIGN 

ASKING FOR QUESTIONS 

ANSWERING QUESTIONS 

CLOSING STATEMENTS 

ASKING FOR QUESTIONS (embedding search hooks)

CLOSING STATEMENTS

ANSWERING QUESTIONS

1. 

2. 

3. 

4.

1. 

2. 

3. 

4. 

5. 

6.

http://www.michellebowden.com.au
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P H A S E 3 - 
DELIVERY 

It doesn’t matter how good 
your message is, if no one 
is listening!

Michelle Bowden


Delivery refers to the way 
y o u a c t u a l l y s a y a n d 
perform your presentation. 


Delivery includes how you 
manage your nerves, how 
you warm up your voice, 
your body and your mind. 


Delivery is about how you 
use your voice, stand, 
move, what you wear, how 
you set up your room, how 
you incorporate mult i-
media, PowerPoint and 
other visual aids and how 
you incorporate stories, 
analogies and metaphors.


Delivery is also all about 
how you manage the group 
dynamic so that you serve 
the needs of the ‘group’ not 
just certain individuals who 
are in your audience.


I n t e re s t i n g l y, i t ’s n o t 
possible to consistently 
deliver your message with 
confidence, clarity and 
charisma if you haven’t first 
thoroughly completed the 
fi rs t two p resen ta t ion 
p h a s e s ( a n a l y s i s a n d 
design). That’s why delivery 
is phase 3.


Think about your message 
from the audience’s point of 
view. Then work out what 
YOU want to achieve as the 
presenter. Next craft your 
message with 4Mat and the 
13-steps. Now you’re in an 
excellent position to deliver 
y o u r m e s s a g e w i t h 
consistently exciting results.

http://www.michellebowden.com.au
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HOW DO YOU DO IT?

WHY DOES IT WORK?

EXTENDING THE SELF 

★ Imagine there is a big bubble around you and 
your audience.


★ Claim your space confidently and 
charismatically with your shoulders back, your 
feet under your hips, and your brace muscles 
engaged.


★ Throw your attention out into the bubble.


★ If you are focused on yourself, of course you’ll be 
nervous.


★If your attention is only on your audience, which 
means you are not aware of yourself or your 
nerves, how could you be nervous?


★This technique, will create a connection with your 
audience.


★This is what ‘rapport’ is ALL about.


HANDY TIP

HANDY TIP

★ Reduce your nerves?


★ Build rapport with your audience?


★ Engage your audience?


★ Compel your audience to sit up and listen?

HAVE YOU EVER WISHED YOU COULD.....

http://www.michellebowden.com.au
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STAGECRAFT 

BREATHING 

STANCE 

NO NOS! 

THE NATURAL STANCE

DIAPHRAGMATIC BREATHING

WHAT CAN’T YOU DO?

http://www.michellebowden.com.au
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WANT SOME MORE? 

If you are interested in follow-up programs, or any of our wonderful business resources that have been specifically designed to help 
you cement your learning, please contact Michelle directly on 0412 391170, visit our website: www.michellebowden.com.au or 
email Michelle directly: michelle@michellebowden.com.au 

The steps I am going to take to ensure I continue to learn and present and effectively as 
possible are:


1. 

2. 

3. 

  

MY FUTURE

http://www.michellebowden.com.au
http://www.michellebowden.com.au
mailto:michelle@michellebowden.com.au
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BEST SELLING AUTHOR 
Michelle’s book remained in the best 
sellers list for the duration of 2013 and 
has been translated into Portugese for 
release in 2015. 

HOW TO PRESENT MAGAZINE 
This business-focused magazine delivers 
tips, tools and techniques to help you 
ensure your communication at work is 
effective and produces the desired 
results.

HOW PERSUASIVE ARE YOU? 
Michelle is the co-creator of the world-
first, brand-new, on-line Persuasive 
Relative Strengths Indicator (PRSI) that 
reports on your persuasiveness strengths 
and weaknesses. 

FACILITATOR’S EXPERIENCE 
Michelle Bowden is an authority on persuasive presenting in business and one of only 35 female 
Certified Speaking Professionals in Australia. This is the highest designation for speakers in the 
world.  
 
Michelle has been nominated for the past six years for the Educator Award for Excellence and is a 
consultant to a blue chip list of international clients.  
 
She’s the author of the international, best selling How to Present: the ultimate guide to presenting your 
ideas and influencing people using techniques that actually work (Wiley); and STOP! Your PowerPoint 
is Killing me! She’s also the Editor of How to Present magazine, producer of Michelle Bowden TV and a 
regular media contributor in print, radio and TV. 
 
Michelle has facilitated her Persuasive Presentation Skills Masterclass over 700 times with more 
than 7000 people. She’s also well known for her executive and celebrity coaching to help CEOs and 
senior executives from Fortune 500 companies sell their ideas at board level and win multi-million 
dollar pitches.  
 
Michelle is renowned for achieving results through learning and laughter. She has a passionate, 
entertaining, and highly interactive approach to her presentations that ensures behavioural change 
every time. 
 
- If you are in sales – she’ll show you how to pitch your message with influence so people buy your 
products or services.  
- If you’re in leadership – then she’ll show you how to influence your team so they are motivated and 
inspired to productively live your organisation’s values. 
- If you’re in customer service – she’ll show you how to communicate with your clients so they feel part 
of your tribe and supported by your business. 
 
In short – she’s Australia’s authority on how to communicate persuasively for results. 
 
Qualifications 
 
- NLP Practitioner 
- Certified Speaking Professional (CSP) 
- Masters of Education in Adult Education 
- Diploma in Workplace Training and Assessment 
- Category 2 Workplace Trainer and Cert. IV in Workplace Training and Assessment 
- Graduate Certificate in Adult Education in Training  
- Bachelor of Arts


Work with Michelle Bowden and experience the difference 

http://www.michellebowden.com.au
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BRILLIANT TEACHER 

“A must do for anyone wanting to take 
their presentation skills to a new level! 
Michelle is a brilliant teacher and 
generous is sharing her knowledge and 
experience in a fun way.” 


David Mackaway, GM, Challenger 

EXCELLENT IN EVERY POSSIBLE WAY 

“The course was outstanding. It took me on a 
journey, which I’ll continue. I now have the skills 
to better influence people, which is critical for my 
job. The program was excellent in every possible 
way.“


Adriana Stefancic, Senior Manager, CSL

MODELS YOU CAN REMEMBER 

“Brilliant! I’ve been using Michelle’s 
proven techniques for many years and 
have even taught much of her system 
to my various team members to enable 
them to increase their success.


Michael Green, VP, Oracle

AbbVie

Actellion

AIM

Alexion

Alphapharm

AMEX

AMP

Asgard Wealth Solutions

Asteron

AUSTAR

Austereo

Austrade

Australian Trucking Assoc.

Australian University Sport

Australia Post

AVON

Barrett Burston

Bauer Media Group

Bayer Healthcare

BBraun

Bega Cheese

Camp Quality

Challenger Financial Services

Chartered Accounts AUST/NZ

Cisco

Clinique

Clubs NSW

CocaCola Amatil

Commonwealth Bank

Compuware

CoverMore

CSL Pharmaceutical

CSR Bradford

Dept. Human Services

Deakin University

Delta Electricity

DOW Agrosciences


Ella Bache

Ernst & Young

Estee Lauder

Essential Energy

Fairfax 

Family Law Courts of Australia

Gadens Lawyers

GBST

GrainCorp

Innovex

Heartkids

IAG

IMC Pacific

Janssen-Cilag

JELD-WEN

Jetset Travelworld

Johnson & Johnson

KPMG

Lend Lease

Linfox

Logica

LMT Surgical

M.A.C Cosmetics

Macquarie Bank

Macquarie University

Marsh

Medtronic

Melbourne University

Merck Sharp and Dohme

MLC

MYOB

National Australia Bank

National Surgical

NewsCorp

Novartis

Novell

NRMA


NSW Ministry of Health

Optus

Oracle

Peer Support Foundation

Peoplebank

Phillips

Port Jackson Partners

Radio 2GB

RBC-Dexia

Recruitment Edge

ResMed

REVLON

RGA Reinsurance

RTA

Roche Pharmaceuticals

Siemens

Splunk

Starlight Children's Foundation

Stryker

Suncorp

Sunrice

Sydney Ports Corporation

TAFE NSW

Tata Consulting Services

Teradata

Thorn Group

Torch Media

TMP Worldwide

Toyota

University of Melbourne

Virgin Mobile Australia

Vivid-Wireless

Vodafone Hutchison Australia

Weight Watchers

Westfield

Westpac

Wyndham City Council


A SELECTION OF MICHELLE’S CLIENTS PAST AND PRESENT

http://www.michellebowden.com.au


	                                                                                                                                                                                                                        

WHO AM I TO BE 
BRILLIANT? 

Our deepest fear is not that 
we are inadequate.

Our deepest fear is that we 
are powerful beyond 
measure.

It is our light not our darkness 
that most frightens us.


We ask ourselves,

‘who am I to be brilliant, 
gorgeous, talented, 
fabulous?’

Actually, who are you not to 
be?....


Your playing small does not 
serve the world.


There is nothing enlightened 
about shrinking so that other 
people won’t feel insecure 
around you.


We are meant to shine, as 
children do.


And as we let our own light 
shine, we unconsciously give 
other people permission to do 
the same.


As we are liberated from our 
own fear,

Our presence automatically 
liberates others.


Marianne Williamson


Michelle Bowden Enterprises 
www.michellebowden.com.au 

michelle@michellebowden.com.au

+61 412 391170

Michelle Bowden

http://www.michellebowden.com.au
mailto:michelle@michellebowden.com.au
http://www.michellebowden.com.au
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