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Idea 1 - Write So It's Easy To 

Read 

OK, this may sound obvious.  But the 

quality of your writing will determine 
how well your presentation, or 

report, or pitch succeeds. 

 
Here are a few quick tips that can 

make a big difference. Some are 

surprisingly simple, but often 

neglected.  For example How To 

Write So People Will Read – 6 

Great Tips 

 

Idea 2 - Identify Your 

One Big Idea 
How many great ideas did you 

have in your last important pitch 

or presentation?    

 

Was it One, Two, Five or Ten?  

How many ideas do you need for 

an impressive and memorable 

pitch, One or Ten?  Or were you 

missing that one Great Big Idea? 

 

We have a powerful test to use 

on any pitch or leadership 

presentation.  We call it The 

Takeaway Test.  i.e. What would 

someone say about you after your 

meeting?   

 

Learn more about using The 

Takeaway Test here 

 

Idea 3 - Rehearse Like 

a Professional 
Have you ever been in the 

situation where your team spends 

weeks perfecting a pitch 

document, but then does not 

practice the pitch meeting? 

 

It's a bit like an Olympic athlete 

reading all the books, but not 

doing any training.  

 

Our clients always insist on pitch 

rehearsals - because they see the 

immediate impact it makes. Think 

about a pitch rehearsal before 

your next pitch and, in the 

meantime, look at these six ideas 

to make your pitch stand out.  

 

© Copyright, Benjamin Ball 

 

About the Author 
With a focus on improving financial 

presentations and increasing pitch 

win rates, Ben advises business 

leaders how to present themselves in 

front of investors, clients and the 

media.  

 

Over the last 10 years he has built 

this company’s systematic approach 

to pitch coaching and presentation 

training. He works with 

entrepreneurs, senior managers and 

leaders of major corporations.  

 

Clients he has advised include 

Permira, Statoil, Microsoft, 

Worldpay and Olswang as well as 

many private equity firms.  

 

Previously, Ben was a corporate 

financier at dot com specialist 

Durlacher following senior roles at 

Pearson, Cable and Wireless and the 

BBC. He is a regular speaker at 

financial conferences including Super 

Return and GAIM. 

 

Co-ordinates 
Web: http://benjaminball.com/ 

LinkedIn: linkedin.com/in/benjaminballtraining 

 
 

 

 
 

Benjamin Ball 

Three ideas to make your 

leadership 

presentations more persuasive 

 

                                                                                                                                                 


