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Presentation in Front of an Audience 

Overview 

•  Why to present? 
•  Presentation materials 
•  Presentation skills 
•  “Elevator pitch” 
•  Being on the other side 
•  Concluding remarks 
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What is the big deal about presentations? 

•  One of the easiest ways of advertizing your work 
•  Do it whenever you can 
•  Scientific meetings are a great opportunity for networking 

Hint: 
– The best teacher of presentation skills is practice, 

so do it as often as you can 
– Whenever a colleague/friend is visiting town, invite 

him/her to give a talk at your institution 
– Whenever you visit anybody, arrange to speak 

about your work 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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The ground rule 

• Be as clear as you can, so that as many people as 
possible understand you 

• Only then will they be able to give you feedback 
• Welcome the audience’s feedback, be genuinely 

thankful for their time and questions 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 

You present to be understood 
... in order to “sell” your work 

... in order to get feedback 
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The audience 

•  You have to know who the audience are 
•  Prepare presentations that target the audience 
•  Keep contact with the audience 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 

http://thinkdivision.com/4-steps-finding-right-audience-content/ 
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The structure of the talk 

•  Similarly to a paper, your talk has to have a clear 
structure and logical flow 

•  Introduce and motivate the problem that you are 
going to talk about 

•  Show your way of addressing the problem 
•  Stress the conclusion and the “take home” message 

(what you would like the audience to take out of your 
presentation) 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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Your presentation materials: Slides 

•  Not too much text! 
•  Sufficiently large font! 
•  Some guidance to the audience as to how far into the 

talk you are (look at the guide in the upper-right corner 
of this slide J) 

•  Pictures and graphs, whenever appropriate 
 “A picture is worth more than a thousand words” (usually J) 
 A screenshot explains better what your system does than a lot 
of words 
 Information is much easier to grasp from a graph than a table 

•  Less is often more – do not overload your audience with 
too much information 

•  A mistake for a research talk is just to put all what you 
want to say to the slide 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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•  Audio elements 
•  Movie clips: Provide a nice 

diversification 
•  Software demos: Can 

explain dificult concepts 
much easier than “dry” 
slides 

•  Telling a joke is great but a 
little risky.  Do not attempt 
it if you are not humorous 
by nature.  

•  Avoid risky jokes and 
risky statements 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
Your presentation materials: Audio, video, demos 
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Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
Your presentation materials: Audio, video, demos 
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Your presentation materials: “Beautifiers” 

•  Animation: Use it but only whenever it serves 
its purpose  

•  Sound effects: Don’t use at all! 
•  Not too many colors 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 

http://junkcharts.typepad.com/junk_charts/music/page/2/ 
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How much time should you plan for? 

Absolutely not more than the allotted time 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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How many slides should you plan for? 

Heuristic: one slide a minute of the allotted 
presentation time 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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How do you start? 

•  “Today  I am going to talk about …” 
•  “Thank you for this generous 

introduction.” 
•  “It is a pleasure to be here after a 

five years long break.” 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 

http://en.wikipedia.org/wiki/Ruth_Westheimer 
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Your speech 

•  No stop-words (hmm, aha, actually, etc.) 
•  Do not read your text! 
•  Say things in your own words, explain as if you 

were explaining to your colleague 
 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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Your physical behavior 

•  Look at the audience!! 
–   it helps to create a level of comfort among the listeners 

•  If you feel nervous, look at somebody who is paying 
attention to your talk and keep eye contact with that person 
– it will help you! 

•  No stepping from one leg to the other 
•  No nervous movements 
•  Control your hands 
•  Speak confidently 
•  Be natural (be yourself) 
•  Emphasize important points 

with your behavior 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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Some mental torture that is good for you 

•  Video record yourself and watch the recording 
•  You are guaranteed a terribly torturous experience 
•  This experience will, however, work greatly in 

improving your presentation skills! 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 

http://www.affiliatesummit.com/audio-and-video-recording-prohibited-at-affiliate-summit-east-2012/ 
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Handling questions 

•  This is really a killer of otherwise good scientists and 
good presenters 

•  “This is a stupid question” vs. “This is an interesting 
question; I haven’t thought about it this way” 

•  “Thank you for asking this question” “Now, this is really 
the central question” “You got to the core of this 
problem” 

•  Being rude and unwelcoming discourages others from 
asking questions (Why would you want to discourage the 
audience from asking questions?) 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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Toastmasters International 

•  An organization that has as a goal improving public 
speaking skills 

•  Can be found in most places in the World 
•  Some links: 

http://www.toastmasters.org/ 
http://www.toastmasters.org.pl/ 
http://topcareerstoastmasters.waw.pl/ 
http://speakingelephants.ning.com/ 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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The “elevator pitch” 

•  You can find audience at many places (queuing up for coffee 
during the break, sitting next to you at a conference banquet, 
riding with you on the train, riding with you on the elevator). 

•  You never know when somebody will ask you the question 
“What are you working on?” (i.e., “What research problem are 
you working on?”). 

•  You need to have a 30 second speech prepared and ready at 
all times. 

•  If you sense more interest (but only then J!), pull out a 5 
minute long speech. 

•  Very, very important in networking and learning what happens 
in your field in the World.  Quite possibly, the most important 
thing that you do at scientific meetings. 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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The “elevator pitch” 

•  An elevator pitch is an overview of an idea for a product, 
service, or project. The name reflects the fact that an elevator 
pitch should be possible to deliver in the time span of an 
elevator ride, meaning in a maximum of 30 seconds and in 
130 words or fewer. 

•  The term is typically used in the context of an entrepreneur 
pitching an idea to a venture capitalist or angel investor to 
receive funding. Venture capitalists often judge the quality of 
an idea and team on the basis of the quality of its elevator 
pitch, and will ask entrepreneurs for the elevator pitches to 
quickly weed out bad ideas and weak teams. 

•  A variety of other people, including entrepreneurs, project 
managers, salespeople, evangelists, policy-makers, job 
seekers, and speed daters commonly use elevator pitches to 
get their point across quickly. 

Source: http://en.wikipedia.org/wiki/Elevator_pitch 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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The “elevator pitch” 

•  A "hook“: A statement or question that makes them want to 
hear more.  Start by getting the listener’s attention with 
something that you know will interest them. 

•  Energy and passion: People like seeing energy, passion, and 
dedication. 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks 

• 
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Being in the audience 

• You are contributing your time 
to the speaker but can also 
benefit from the presentation 
(typically by being inspired by 
something) 

• Do come to research 
seminars! 

• Help the speaker by listening, 
looking at the speaker, trying 
to follow, asking questions 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks • 
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How do you express criticism? 

A whole collection of polite 
expressions: 

•  “It seems to me that …” 
•  “Could it be possible that the 

results that you have seen are 
due to … ?” 

•  “Your results seem to be quite 
different than those of Smith.  
Do you have any insight why?” 

What do you do when somebody 
is really wrong (beyond repair) 
in his/her presentation? 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks • 
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Introducing a speaker 

•  At a minimum say the name of the speaker, go briefly 
through the educational background. 

•  Be extremely polite, thankful for the distinguished speaker 
to be here, say something nice (but do not overdo it!). 

•  Be smiling, perhaps joking, but confident. 
•  Clark Glymour’s introduction of Herb Simon at a 

symposium dedicated to Simon’s 80th birthday (the 
shortest and one of the most creative I have seen): 

“I have always wanted to introduce a speaker who does 
not need an introduction.  This is the moment I have 
been waiting for.  Ladies and gentlemen, Herbert 
Simon.” 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks • 
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Being a conference session chair 

•  Announce the session at the very start, explain the rules 
(how much time each of the speakers, how much time for 
questions, whether questions are allowed during the 
presentation). 

•  Introduce each of the speakers (make sure you checked 
each speaker before the session – this is also a chance to 
double-check how to introduce!). 

•  If you have time in advance, make yourself familiar with the 
papers. 

•  Prepare a question for the speaker if there are no questions 
from the audience – this is apart of the job! 

•  Send signals to the speaker about the time (prepare large 
sheets of paper with 1 minute, 5 minutes, 10 minutes), push 
physically off the podium if needed J. 

•  Break long/heated discussions if needed (“I propose to take 
this discussion off line”) – you are the boss! 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks • 
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Concluding remarks 

• Keep your presentation simple 
• Remember that the best spontaneity is a well-prepared 

spontaneity (practice, practice, practice, …) 
•  It all starts inside (in martial arts, you start from your 

mental attitude) 
• Do not hesitate to be different, unconventional (some 

things are too risky, though) 
•  Is PowerPoint the best tool to start preparing your 

presentation with?  What about pen and paper? 
• Connect with the audience 
•  The worst thing you can do is to be boring, especially if 

people are waiting for coffee or lunch 
 

Why to present? 
Presentation materials 
Presentation skills 
“Elevator pitch” 
Being on the other side 
Concluding remarks • 


