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INTRODUCTION 
 
The two major components of any pitch or presentation are content and delivery.   
 
The most important thing to remember is that it is not about you – it is about the 
audience whom you wish to persuade. The audience may be many people, or just one. 
 
Naturally you have a strategic objective, a desired goal, so the pitch must land in that 
sweet spot where your goal, and their interests, intersect. 
 
Audience-centered presentations start with a full evaluation of the audience and the 
desired objective. In preparation for our workshop, please fill out the blanks.  
 
STRATEGIC CONSIDERATIONS 
 
Audience description (briefly) __________________________________________ 
 
 
Objective of the presentation, i.e. what do you want the audience to do, believe, 
change, etc. 
 
 
IF I CAN PERSUADE THEM THAT_____________________________________ 
 
 
THEN THEY WILL__________________________________________________ 
 

AUDIENCE CONSIDERATIONS 

Every audience you address will have some things in common and some things that are 

wildly disparate. Assess what you know, or should know, to be able to structure the 

presentation in a way that suits what the audience needs from you. 

Who else is pitching this same group? 

 

What is the knowledge level of the audience regarding your topic?  
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How old are they?  

 

Gender, cultural background, economic background? 

 

 

What do they know about you? What should they know? 

 

 

What handouts or supplementary materials will you have and when/how will you 

distribute them? 

 

 

How much time will you have, including questions and interruptions? 
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WORKSHOP SMALL GROUP EXERCISES 

Based on your strategic objective and your audience assessment, please bring a 4 – 5 

minute presentation to the workshop on June 22/23.  In order to make the best use of 

your time, please choose a pitch you will be giving in the future, or anticipate being 

involved in; in other words, something useful to spend time refining. 

Ideally this could be used as an executive summary of a longer presentation.  Please 

include a strong opening statement to grab the audience (What’s in it for them), a story 

or metaphor that makes the topic engaging, no more than three “buckets” of information 

that would be covered in more depth in a longer piece AND a strong closing. 

Like an accordion, the 3 buckets can be fuller or emptier, depending how long your 
presentation is. The only thing that changes is the degree of detail and additional 
information within each bucket. 
 

BECOME A DONOR, FOR EXAMPLE 

Strong opening statement/WIIFT 

Story to engage emotionally 

Buckets: 

1. The need for organ donors 
2. How to become an organ donor 
3. Frequently asked questions 

 
This can be covered in 3 - 5 minutes including the strong open and close.   
 
In a longer pitch you simply add more detail to each bucket: 
 

1. The need for organ donors 
a. Stats on most common organs required 
b. Who are the recipients and how are they chosen? 

2. How to become an organ donor 
a. What is the matching process and testing? 
b. How do you register to be a donor? 

3. Frequently asked questions 
a. Can you choose which organs to donate? 
b. Can you express a preference for recipients, i.e. age, gender? 
c. Does it hurt to be tested? 


