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In the story of the Three Bears, 

Goldilocks liked her porridge 'just 

right' – not too hot, not too cold. 
 
Just like the people you speak to. 

They want your comms to be 'just 

right' – not too detailed, not too 

brief. 

 

But what’s the ‘just right’ amount 

of detail? 

 

Well, I’ve no idea. 

 

It depends.  On all sorts of things 

– the topic, what you think needs 

including, what they think does. 

 

So how about this: next time 

you’re preparing a communication 

for someone, ask them in advance 

what level of detail they want. 

Some examples: 

  

• Asked to create a proposal? 

Say "Before I write it, let's 

quickly agree the content 

you’d like in there.  That way, 

it'll contain everything you 

need without boring you with 

stuff you don’t” 

• Asked by your boss to write 

something for her?  Ask her in 

advance what the main 

headings/sections should be, 

and the level of detail she 

wants 

• Running a meeting for your 

team?  Ask them what they 

want in the agenda, and the 

level of detail they want 

 

I know, I know... this Tip is hardly 

the most ground-breaking 

thinking, is it? 

 

But just because it’s obvious 

doesn’t mean it happens.  

 

Ask yourself: last time you 

prepared a communication for 

someone, did you ask them in 

advance what they wanted? 

 

And, if you didn’t, did the 

communication achieve what you 

wanted? 

 

If not, you know what to do next 

time. 

 

Action point 

 

Today, someone will ask you to 

create a communication for 

them.  

 

So agree in advance what’s to go 

in there. You want to agree at 

least two things: (1) the headings 

plus (2) level of detail. 

 

Getting these two right is 

essential.  But so are lots of other 

things.  For more guidance on 

how to create comms that’ll help 

you sell, network, present, 

overcome challenges, say “no”, 

and so on – check out my online 

video club here. 
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Are you following me on twitter? 
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to communicate more effectively, 
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Andy Bounds 

Give the right amount of detail (think 

“Goldilocks”) 

 
 
                                    

                 

                                                                                                                                                 



 

 

 
 

 

 

          Better Business Focus  June 2015 

 

 

 

 

 
 

 

 

          Better Business Focus  June 2015 

 

 

 

 
 

 

 

 

          Better Business Focus  June 2017 

  

 
23 

Important Notice 
© Copyright 2017, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons – 

such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

 The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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