Cultural Diversity
Oral Presentation Outline Format
[bookmark: _GoBack]

Introduction

I. Attention-getting statement - gain the attention of the audience by using a quotation, telling a brief story or humorous anecdote, asking a question, etc.

II. Thesis statement - state the specific purpose of your presentation here.

III. Preview statement - overview of all of your main points.
Transition:



Body
I. First main point
A. Subpoint
1. Sub-subpoint
2. Sub-subpoint

B. Subpoint
1. Sub-subpoint
2. Sub-subpoint
3. Sub-subpoint
Transition:





II. Second main point

A. Sub-point
1. Sub-point
2. Sub-point
B. Sub-point:
1. Sub-subpoint
2. Sub-subpoint
C. Subpoint
1. Sub-subpoint
2. Sub-subpoint
Transition:

III. My Last main point:
A. Subpoint
1. Sub-subpoint
2. Sub-subpoint

B. Subpoint
1. Sub-subpoint
2. Sub-subpoint

Conclusion:
I. Summary statement - review all of your main points.

II. Concluding statement - prepare a closing statement that ends your presentation smoothly.



Work Cite is needed.



For great example, look at the paper:
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‘What Makes a Loan Officer Say Yes?

2 L INTRODUCTION
Captures attention ————————= A. How many of you expect one day to start your own business? How many of
you have all the cash available to capitalize that business when you start?
Involves audience ————————ae B. Like you, nearly every entrepreneur needs cash to open a business, and 1

promise you that by the end of this talk you will have inside information on

Identifies speaker ————————e C. As a loan officer at First Fidelity Trust, which specializes in small-business

loans, I make decisions on requests from entrepreneurs like you applying
for start-up money.

Transition; Your professor invited me here today to tell you how you can
| improve your chances of getting a loan from us or from any other lender. 1

have suggestions in three areas: experience, preparation, and projection. u———-L Previews three
IL BODY

main points

t

!
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how to make a loan application that will be successful. E
i

ranning

A. First, let's consider experience. You must show that you can hit the ground

1. Demonstrate what experience you have in your proposed business.
2. Include your résumé when you submit your business plan.
3. If you have little experience, tell us whom you would hire to supply the
skills that you lack.

Transition; In addition to experience, loan officers will want to see that
you have researched your venture thoroughly.

B. My second suggestion, then, involves preparation. Have you done your
_homework?

Establishes
main points

1. Talk to local businesspeople, especially those in related fields.

2. Conduct traffic counts or other studies to estimate potential sales.

3. Analyze the strengths and weaknesses of the competition.
Trapsition: Now that we've discussed preparation, we're ready for my
final suggestion.

C. My last tip is the most important one. It involves making a realistic projec-

tion of your potential sales, cash flow, and equity.

$
[ . =t Develops

Q*—?) a_~ \ coherence with
\ .- three planned

S \)“10 LD—'B transitions

\ 1. Present detailed monthly cash-flow projections for the first year.

2. Describe What-if scenarios indicating both good and bad possibilities.
3. Indicate that you intend to supply at least 25 percent of the initial
capital yourself.

{
Transition: The three major points I've just outlined cover critical points %
in obtaining start-up loans. Let me review them for you. i
. CONCLUSION
Summarizes ————————————a A. Loan officers are most likely to say yes to your loan application if you do i
main points three things: (1) prove that you can hit the ground running when your t
business opens; (2) demonstrate that you've researched your proposed
‘business seriously; and (3) project a realistic picture of your sales, cash
flow, and equity.
. Experience, preparation, and projection, then, are the three keys to Provides final
launching your business with the necessary start-up capital so that you focus
can concentrate on where your customers, not your funds, are coming from.
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Chapter 14: Business Presentations
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