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This course focuses on the audience – the listeners. If a presenter sincerely 
cares about conveying the most appropriate message, the focus can change 
from thinking about ourselves to a breakthrough in helping to overcome 
some of the natural nervousness or distracting habits that can inhibit 
success. 

Objectives 

 Plan and organize professional presentations that speak directly to 
your chosen audience. 

 Be more natural, relaxed, and confident when making 
presentations. 

 Sell ideas, influence, and inspire others to action. 
 Be your authentic self to create a positive impression and maintain 

it through your entire presentation. 
 Elevate your ideas with clarity and force to maximize retention. 

Consider some challenges: Persuading customers to buy a new 
product. Getting employees to embrace a major change initiative. Urging 
competitors to engage in a collaborative venture. How do companies 
succeed at turning such communication challenges into gains for the 
business? 

Dale Carnegie gives businesspeople the tools to successfully build their 
case. We deliver critical methods and tools people can use to present 
compelling messages, connect confidently with any audience, and help 
generate new growth. 

The experience in this program is as close as you can get to having a 
personal training coach. 

• Participants present at least 7 times over the course of 2 days. 
• Your presentations are videotaped and evaluated. 
• And you get expert one-on-one coaching at the end of each 

presentation.  

There are two trainers who will challenge participants to overcome 
distracting habits and point out the strengths they possess, building on 
those strengths to squeeze out the weaknesses they must overcome to be 
high impact. After each participant has presented, their video of their 
presentation will be reviewed individually in the presence of a trainer. This 
serves several purposes:  it allows the participants to see how their 
audience sees them, as well as the opportunity for the trainer to ask specific 
questions about individual leadership needs. 

Many organizations have needed to pivot to virtual or deliberately made 
the decision to continue with virtual teams, virtual meetings with clients, 
and virtual presentations. This has accelerated the necessity to deliver in-
person presentations and virtual presentations with the same skills and 
results. Participants are asked how they typically present - in person, 
virtual or blended - and the trainers will coach in an individual context 
during the course. 

Module One 
Create a Positive First Impression 

Module Two 
Increase Credibility 

Module Three 
Present Complex Information Clearly 

Module Four 
Communicate with Greater Impact 

Module Five 
Motivate Others to Action 

Module Six 
Respond to Pressure Situations 

Module Seven 
Inspire People to Embrace Change 

 
 
 
Accreditation 
 
1.6 CEU’S 
16 PMI/PDU’s 
12 HRCI Credits 
12 SHRM PDC’s 
16.8 NASBA CPE’s  
 
Need a consultation call?   
Contact Ellen Valudes at  
215.498.0933 or 
ellen.valudes@dalecarnegie.com 

http://www.gbca.com/profdevelopment
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