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Being Specific in your 60-second Presentations 
Improving presentations and referral requests.
Everyone grab a paper and pen.  

I need a DVD for somebody’s birthday but I want you to buy it for me.    

I’m not going to give you any more information about them.

You have 30 seconds to write down the name of a film, perhaps one you’ve seen recently or your favourite film.

(Get a few answers from the audience)

I’ll now give you a bit more information about the person you’re buying the DVD for  - it’s for somebody I love. 

You have 30 seconds to change your mind if you wish.

(Get a few more answers – see if anyone has changed their mind.)
Actually, this person I love is my nephew Sam who is 5 years old.    

You have 20 seconds to change your mind if you want.

(Get a few more answers from those who have changed their mind.)
One other thing I forgot to mention is that Sam likes trains and in particular he likes blue ones with large faces and whose name includes the words, “Tank Engine”.

You have 1 second to change the film if you want.

(Get a few more answers.)
A good DVD form me would be Thomas the Tank Engine.
If I had stuck with the generic information, non specific details that I gave you at the start ‘A DVD FOR SOMEBODY’S BIRTHDAY’, how many of you would have bought me the correct DVD.  

ANYBODY?

In the same way, you can’t expect your fellow members to bring you the referrals that you want unless you tell them precisely what you are looking for.  FOR EXAMPLE: I WISH TO BE INTRODUCED TO NEIL  SMITH, THE HUMAN RESOURCES MANAGER AT PHOENIX ELECTRONICS ON THE BROOKFIELD BUSINESS ESTATE.   

So, EVERYTIME YOU PREPARE your 60 second presentations, think very carefully about who are you are trying to target – BE AS SPECIFIC AND PRECISE AS POSSIBLE. 
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