                             Business Presentation Strategies         1                                                    

Saddlebred-05 Strategies

Presentation Strategies for Differing Audiences 

Colorado Technical University

PSP110-0603B-05 Business Presentations

Saddlebred-05 Project Members: 
George Davies – Commercial / Investment Bankers

Julie Lyles – Venture Capitalist

 Adelene Mulimbayan - Stockholders

Luis Torres (Leader) – Board of Directors 
Board of Directors
         In presenting to the board of directors my objective will be to sell them on why we need to build a new robotics component manufacturing plant.  The board of directors is responsible for allocating the companies resources and we will need them to approve the allocation of corporate resources to get the financial backing for building the plant.  My objective for the presentation is to educate the board on the pressing need for building the facility.  Explaining that our current plant is rapidly becoming obsolete and if we are to stay competitive we must build a new state of the art facility.  In presenting to the board of directors my objective will be to sell them on why we need to build a new robotics component manufacturing plant.  The new facility will make our operations more efficient and reduce our labor costs. They will ask a lot of questions because it involves financial decision making and they would want to know how this is going to work.  
  This presentation will be held in the boardroom at company headquarters.  For this audience, we will use a combination of persuasive and informative styles and in the same respect knowing some information will be kept confidential with the board of directors.  While attempting to persuade the board to approve the building of the new plant and to allow us to seek financial backing for the project; I will use an informative approach to gain their approval being the directors can see overall organization of events. We will discuss the plan for the new programs and show them the financial forecast. The persuasive presentation must be compelling, informing the board as to what our return on investment will be. Our strategy is to inform them, and to convince them that without a doubt the component manufacturing plant would be the best decision to reduce labor costs, keep our current facilities from becoming obsolete, and to stay competitive in the market. .  Our persuasive presentation will be numbers based, showing them the realities of our increasing labor costs and how that has eroded our profit margin. (Munter & Russell, 2002, p. 27)

      The level of interaction with this presentation would be high, as the board of directors is accustomed to asking questions and getting answers to those questions.  We should expect that they will be intently following the presentation and will pose many questions regarding the financial data and the cause and effect analysis.  In this presentation, there will be great deal of financial information included in it. It will include the project report, financial budgets, cash flows, etc. Another purpose of this presentation will be to build goodwill and image building. 

      Before the presentation starts, necessary papers, including financial reports and data are to be distributed among the directors. This is necessary so that they come prepared with there questions and queries. Then on the day of presentation, there will be an audio visual presentation. We will prepare our script and check that all the equipment is working to avoid distraction while presenting. We will advise all board members to turn off their cell phones and pagers to help move the meeting along and keep to our schedule. 
Venture Capitalists

      With the board approval we will approach venture capitalist to get the financial backing we will need to construct the new facility.  Funding for this project will come from a consortium of Venture Capitalists, a bond offering and bank loans. We will want to gain their assistance for funding in the development of new products.  I will convince them that the new products would be profitable. The purpose of this presentation is to show the Capitalist members facts including balance sheets and ways of paying the money back.

   We will discuss the financial analysis and identify key areas of risks and opportunities. The reason the persuasive style is amplifiable one for this audience is because we are trying to convince the Venture Capitalists to invest in our new plant. 
Venture capitalists generally:

· Finance new and rapidly growing companies; 

· Purchase equity securities; 

· Assist in the development of new products or services; 

· Add value to the company through active participation; 

· Take higher risks with the expectation of higher rewards; 

· Have a long-term orientation 
 
We will prepare our presentation by researching their background; we must know what they want to hear and what their interests are.  The key words and target phrases for this audience are "increased revenue" and "profit.”  The type of information that they will want will be; “financial data, full resumes of the management team, the business’ marketing plan, growth strategy, and its competition” (Hughes, 2002).  This means that our presentation will be both in PowerPoint and a bound handout that contains a lot of confidential and proprietary information.  The venture capitalist would have to sign a non-disclosure form.
      In order to select the right firm we would have to vet the venture capitalists.  It would be beneficial to partner with a firm that has funded these types of projects before, one that would understand what it would take to get the project completed.  We can get help with the vetting process by contacting our chamber of commerce.  They can provide a list of venture capitalist that may have this experience and they will also provide the name of companies that have use these firms in the past.  We can gain insight into how it is working with the venture capitalist by interviewing other businesses that have used them. They will want resumes of key personnel and all senior management.  They will be interested in how the company decisions are made along with the company’s profit and loss history.  They will want to see the books, profit and loss statements, sales history, market analysis, and sales projections.  

       We need to understand what type of pitch worked or didn’t work with them whether it was an oral presentation, written, computer presentation, or mix of these and how the presentation went.  Did they wait until after the presentation to ask questions or did they interrupt the presenter to possibly gauge how the presenter handles pressure?  What level of management was present during the presentation?  In addition we can also review and interview their references and venture history. The companies that have worked with them would be able to provide us with information on what they are like, how aggressive they are, what type of information they wanted to see, etc…

      We should also be prepared to present in their offices so all materials that we would need such as a projection machine, laptop computer and backup computer, power cords, power strips, and all printed materials. With some advance vetting of the venture capitalist we should have a good understanding of how they operate and what level of interaction they typically take in a presentation but we should also be ready for whatever happens.  We might even run through some presentation test scenarios just to get comfortable with the different styles we might encounter.  That would make us more comfortable with the presentation even if we might have to give it outside of our normal environment.     

        To build a new state of the art facility will require New Products Creation to borrow $200 Million.  Because venture capitalists generally invest in small percentages of companies we are looking for them to provide 25% to 33% of the total funding.  (National, 2006). We expect additional funding sources such as commercial bankers and a bond offering to cover the majority of the needed funds.  

Commercial and Investment Bankers
      This presentation will be held in their offices on Wall Street.  For this audience, a persuasive presentation would be best. We will explain to them why and how the products would sell and it will be profitable.  Your investment of $100 to $150 Million in a state of the art robotic component manufacturing facility will enable New Product Creations to remain a market leader in the industry, reduce labor costs, increase efficiency and profitability. They will want to see the books, profit and loss statements, sales history, market analysis, and sales projections. We should expect the interaction to be high especially where finances are involved. We will show them the company’s portfolio and use handouts. Investment in manufacturing facility that is environmentally conscious with low operating costs will benefit the community in which it is built. The Q & A session – we will entertain any question that the bankers may have.


The Investment bankers will provide the services we need to put forth our bond offering.  The investment banker will want reasons they can give to investors why they should invest in our company.  We will need to show them what our return on investment will be, what our sales projections and market share analysis is, so that the investment bankers can be successful in pitching our company as a safe and profitable investment.
Presentation to Stockholders

  We will open our presentation to the stockholders with an animation that will show what happens when a company becomes obsolete.  The animation would be something similar to a caveman making square wheels and vehicles leaving his cave plopping along on square wheels.  Then along comes a vehicle with round wheels that zips past them with a competitor’s advertisement.  We then see all of the first caveman’s customers leave his cave and line up for the new round wheels in the competitor’s cave facility.  Something like this will help to get the point across that we must build a new facility in order to stay competitive.

Our presentation to the stockholders will be made in a large presentation hall or conference room where there are facilities for making audio-visual presentations. We expect the conference room to be well air conditioned so that everyone is comfortable but since it is a company stockholder meeting it can run long and people can get very cranky and their attention spans might be very short.  That is why our presentation will have attention getting video and computer animation so that it is memorable and grabs their attention.  We do not expect much interaction; we would expect it to be more of a one way exchange of information.   
This kind of presentation is generally a multipurpose presentation. They are persuasive on one hand and informative on the other. It is persuasive because it persuades the stockholders to invest in the future ventures of the company and keep there stock holding intact. We need their confidence and their “Yes” vote to perform our bond issuance.  Our objective presenting to them would be to instill their confidence in our needs assessment and in our financial forecasts that show how profitable we will be if we replace our obsolete plant with a new more efficient robotics plant.  
The stockholders are looking for a positive return on their investment and wish to see the value of their shares increase. We will advise them that this would be the best time to invest because the stock will go up.  The reason why the informative style is best for this audience is because the Stockholders need to be told what the company is doing, and why their continued financial support is needed. Stockholders will ask question on how this proposal will benefit the company. We need to demonstrate how we will grow their money and why it is more important for them to give the company the dividends instead of paying it out.
      The presentation, strategy and interaction for this audience will be in the following formats:

· PowerPoint

· Slide shows

· Pamphlets

We will need to ensure that we have the ability to give a computer presentation with a large projection screen.  We need to ensure we have all the power we need along with the ability to dim the lights so the presentation is easily viewable for everyone in the room.  Our presentation will be a computer multimedia presentation with a video clip showing our obsolete manufacturing plant along with some computer rendering of what our state of the art facility will look like.  We do not expect that we will have much interaction with stockholders; the presentation will provide them with the information necessary to make an informed decision regarding the bond issue. 
After the presentation completes, necessary papers must be distributed among those who are interested in the proposed projects.  Although we are aiming to sell our ideas we want our audience to feel they helped to develop the thoughts in process. They did not just attend the presentation to learn but, also to participate.  This kind of presentation is basically speaker centered. Which will makes it easier for the stockholders to understand the information. However, the speaker must present information in a user friendly manner. 
      That said as with all of our presentations we will rehearse the presentation so that it becomes a very comfortable delivery.  Munster and Russell suggest that where high-tech visuals are involved it would be necessary to practice their seamless integration into the presentation and to have a backup in case the technology fails.  (Munter & Russell, 2002 p.95)   We actually should have our entire presentation in writing in case we have a power failure and we need to freelance with the presentation. We can not allow the presentation to be so extended our audiences interest gets lost. This could lead to not enough time for Q & A once we open the floor to our audience. 
      By developing a strong dynamic opening and closing presentation we capture our audience.  By being selective with the words chosen to represent our ideas and concepts we assure validity of our concept. We must remember to speak clearly and slow enough we are not running away from our audience. It is very important to keep your time allotted in mind so there is ample time for Q & A.  We will keep continuous eye contact with our audience and allow a restroom break if needed. We can crake a joke or ask our audience a question to insure we have their attention and interest.  We will conclude with another animation of our cavemen competitors where the first caveman staring at his competitor’s cave facility and scratching his head goes back into his cave and we hear construction going on and he produces a new souped-up vehicle that is faster, bigger, and shinier.
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