CONSULTING ADVISORY BOARD PRESENTATIONS

CONSULTING ADVISORY BOARD PRESENTATIONS ARE CRITICAL TOUCHPOINTS WHERE STRATEGIC INSIGHTS ARE SHARED,
DECISIONS ARE INFLUENCED, AND THE FUTURE DIRECTION OF A COMPANY OR PROJECT IS SHAPED. MASTERING THE ART OF
PRESENTING TO AN ADVISORY BOARD IS NOT JUST ABOUT CONVEYING INFORMATION; IT'S ABOUT BUILDING TRUST,
DEMONSTRATING COMPETENCE, AND ULTIMATELY, SECURING THE BUY~IN NEEDED FOR SUCCESSFUL EXECUTION. THiS
COMPREHENSIVE GUIDE WILL DELVE INTO THE NUANCES OF PREPARING, DELIVERING, AND FOLLOWING UP ON THESE PIVOTAL
PRESENTATIONS, COVERING EVERY THING FROM UNDERSTANDING YOUR AUDIENCE AND CRAFTING COMPELLING NARRATIVES TO
LEVERAGING VISUAL AIDS AND HANDLING CHALLENGING QUESTIONS. \WE'LL EXPLORE THE ESSENTIAL COMPONENTS OF A
SUCCESSFUL ADVISORY BOARD PRESENTATION, ENSURING YOU LEAVE A LASTING, POSITIVE IMPRESSION.
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UNDERSTANDING YOUR ADVISORY BOARD'S EXPECTATIONS

BEFORE YOU EVEN BEGIN TO THINK ABOUT SLIDES OR TALKING POINTS, THE MOST CRUCIAL STEP IN PREPARING FOR CONSULTING
ADVISORY BOARD PRESENTATIONS IS TO DEEPLY UNDERSTAND WHO YOUR ADVISORY BOARD IS AND WHAT THEY EXPECT FROM
YOU. ADVISORY BOARDS ARE COMPRISED OF SEASONED PROFESSIONALS, EXPERTS, AND STAKEHOLDERS WHO BRING A WEALTH
OF EXPERIENCE AND UNIQUE PERSPECTIVES. THEY AREN'T THERE TO BE LECTURED, THEYRE THERE TO OFFER GUIDANCE, CHALLENGE
ASSUMPTIONS, AND HELP NAVIGATE COMPLEX ISSUES. THEREFORE/ KNOWING THEIR INDIVIDUAL BACKGROUNDS, AREAS OF
EXPERTISE, AND PREVIOUS ENGAGEMENTS WITH YOUR PROJECT OR COMPANY IS PARAMOUNT. THIS INSIGHT ALLOWS YOU TO
TAILOR YOUR CONTENT AND YOUR COMMUNICATION STYLE TO RESONATE MOST EFFECTIVELY WITH THEM.

CONSIDER WHAT THEIR PRIMARY CONCERNS ARE LIKELY TO BE. ARE THEY FOCUSED ON FINANCIAL VIABILITY, MARKET
PENETRATION, OPERATIONAL EFFICIENCY, OR TECHNOLOGICAL INNOVATION? IDENTIFYING THESE KEY AREAS OF INTEREST WILL
HELP YOU PRIORITIZE THE INFORMATION YOU PRESENT. |T°S ALSO VITAL TO UNDERSTAND THE BOARD’S MANDATE AND THEIR
SPECIFIC ROLE. ARE THEY THERE TO PROVIDE STRATEGIC DIRECTION, APPROVE MAJOR INITIATIVES, OR OFFER CRITICAL FEEDBACK
ON ONGOING OPERATIONS? CLEARLY DEFINING THESE EXPECTATIONS UPFRONT WILL PREVENT MISUNDERSTANDINGS AND ENSURE
THAT YOUR PRESENTATION DIRECTLY ADDRESSES THE ISSUES THEY ARE EMPOWERED AND EXPECTED TO INFLUENCE. A WELL-
RESEARCHED UNDERSTANDING OF YOUR AUDIENCE IS THE BEDROCK OF ANY SUCCESSFUL ADVISORY BOARD ENGAGEMENT.

TAILORING CONTENT TO BoARD MEMBER EXPERTISE

ONE OF THE MOST EFFECTIVE STRATEGIES FOR CONSULTING ADVISORY BOARD PRESENTATIONS IS TO CUSTOMIZE YOUR CONTENT
TO ALIGN WITH THE SPECIFIC EXPERTISE OF EACH BOARD MEMBER. W/ HILE THE CORE MESSAGE SHOULD BE CONSISTENT, YOU CAN
SUBTLY EMPHASIZE ASPECTS THAT PLAY TO THEIR STRENGTHS OR ADDRESS AREAS WHERE THEIR INSIGHTS WOULD BE MOST
VALUABLE. For INSTANCE, IF YOU HAVE A BOARD MEMBER WITH DEEP FINANCIAL ACUMEN, YOU'LL WANT TO ENSURE YOUR
FINANCIAL PROJECTIONS AND FUNDING STRATEGIES ARE ROBUST AND CLEARLY ARTICULATED. CONVERSELY, IF ANOTHER MEMBER
IS A RECOGNIZED INDUSTRY THOUGHT LEADER, HIGHLIGHTING MARKET TRENDS AND COMPETITIVE ANALYSIS WILL LIKELY CAPTURE
THEIR ATTENTION.

THIS DOESN'T MEAN CREATING ENTIRELY SEPARATE PRESENTATIONS, BUT RATHER ADJUSTING THE DEPTH AND FOCUS OF CERTAIN
SECTIONS. THINK OF IT AS PROVIDING DIFFERENT LENSES THROUGH WHICH THEY CAN VIEW YOUR INFORMATION. YOU MIGHT
PREPARE SUPPLEMENTARY DATA OR DETAILED CASE STUDIES THAT YOU CAN BRING UP IF A SPECIFIC BOARD MEMBER SHOWS
INTEREST OR ASKS A PERTINENT QUESTION RELATED TO THEIR SPECIALIZATION. THE GOAL IS TO DEMONSTRATE THAT YOU’VE
DONE YOUR HOMEWORK AND VALUE THEIR INDIVIDUAL CONTRIBUTIONS, MAKING THEM FEEL MORE ENGAGED AND MORE LIKELY TO



OFFER CONSTRUCTIVE AND RELEVANT ADVICE.

DerFINING THE PURPOSE AND DeSIRED OUTCOMES

EVERY CONSULTATION ADVISORY BOARD PRESENTATION MUST HAVE A CLEAR PURPOSE AND DEFINED DESIRED OUTCOMES.
SIMPLY PRESENTING A STATUS UPDATE IS RARELY SUFFICIENT. WHAT DO YOU WANT THE BOARD TO DO OR DECIDE AFTER YOUR
PRESENTATION? ARE YOU SEEKING APPROVAL FOR A NEW STRATEGIC INITIATIVE, REQUESTING FUNDING, LOOKING FOR FEEDBACK
ON A GO~-TO~MARKET STRATEGY, OR NEEDING ASSISTANCE IN OVERCOMING A SPECIFIC BUSINESS CHALLENGE? CLEARLY
ARTICULATING THESE OBJECTIVES AT THE OUTSET OF YOUR PRESENTATION IS ESSENTIAL FOR SETTING EXPECTATIONS AND
GUIDING THE DISCUSSION.

W ITHOUT A CLEAR PURPOSE, THE BOARD MAY NOT KNOW WHAT KIND OF INPUT IS MOST VALUABLE, LEADING TO UNFOCUSED
DISCUSSIONS. SIMILARLY/ VAGUE DESIRED OUTCOMES CAN RESULT IN VAGUE FEEDBACK. FOR EXAMPLE, INSTEAD OF SAYING, “\We
WANT YOUR THOUGHTS ON OUR MARKETING PLAN," A MORE EFFECTIVE OBJECTIVE WOULD BE, “\¥/E SEEK THE BOARD'S
ENDORSEMENT OF OUR PROPOSED DIGITAL MARKETING BUDGET AND A RECOMMENDATION ON KEY PERFORMANCE INDICATORS FOR
THE NEXT QUARTER.H THIS SPECIFICITY ENSURES THAT THE BOARD'S VALUABLE TIME IS USED EFFICIENTLY, AND THAT THE
FEEDBACK YOU RECEIVE IS ACTIONABLE AND DIRECTLY CONTRIBUTES TO YOUR PROJECT/S SUCCESS.

CRAFTING A COMPELLING PRESENTATION NARRATIVE

A POWERFUL NARRATIVE IS THE BACKBONE OF ANY IMPACTFUL CONSULTING ADVISORY BOARD PRESENTATION. |T’S NOT JUST
ABOUT PRESENTING DATA, IT’S ABOUT WEAVING THAT DATA INTO A STORY THAT RESONATES WITH YOUR AUDIENCE,
HIGHLIGHTS THE PROBLEM, PROPOSES A SOLUTION, AND CLEARLY ARTICULATES THE PATH FORW ARD. THINK OF YOUR
PRESENTATION AS A JOURNEY, AND YOUR ADVISORY BOARD MEMBERS AS YOUR ESTEEMED GUIDES. THEY NEED TO UNDERSTAND
THE CONTEXT, THE STAKES, AND THE POTENTIAL IMPACT OF YOUR PROPOSALS. A COMPELLING NARRATIVE MAKES COMPLEX
INFORMATION ACCESSIBLE AND MEMORABLE, FOSTERING ENGAGEMENT AND DEEPER UNDERSTANDING.

YOUR STORY SHOULD LOGICALLY PROGRESS, BEGINNING WITH THE CURRENT SITUATION OR THE PROBLEM YOU ARE ADDRESSING,
MOVING THROUGH YOUR ANALYSIS AND PROPOSED SOLUTIONS, AND CULMINATING IN A CLEAR CALL TO ACTION OR DESIRED
OUTCOME. THE LANGUAGE YOU USE SHOULD BE PERSUASIVE YET GROUNDED IN FACT. AVOID JARGON WHERE POSSIBLE, AND
WHEN TECHNICAL TERMS ARE NECESSARY, ENSURE THEY ARE EXPLAINED CLEARLY. THE EMOTIONAL ARC OF YOUR STORY IS ALSO
IMPORTANT, IT SHOULD INSPIRE CONFIDENCE, CONVEY A SENSE OF URGENCY WHERE APPROPRIATE, AND ULTIMATELY, BUILD
EXCITEMENT FOR THE FUTURE YOU ARE PROPOSING. THIS NARRATIVE APPROACH TRANSFORMS A DRY REPORT INTO AN ENGAGING
CONVERSATION.

STRUCTURING YOUR PRESENTATION LOGICALLY

A WELL-STRUCTURED PRESENTATION IS CRUCIAL FOR CLARITY AND IMPACT IN CONSULTING ADVISORY BOARD PRESENTATIONS.
A COMMON AND EFFECTIVE STRUCTURE INVOLVES A CLEAR BEGINNING, MIDDLE, AND END, EACH SERVING A DISTINCT PURPOSE.
THE OPENING SHOULD GRAB ATTENTION, STATE THE PURPOSE, AND PROVIDE A BRIEF OVERVIEW OF WHAT WILL BE COVERED.
THIS CAN INCLUDE A COMPELLING HOOK, A SUMMARY OF KEY CHALLENGES OR OPPORTUNITIES, AND A CLEAR AGENDA. THE
MIDDLE SECTION IS WHERE YOU PRESENT YOUR CORE FINDINGS, ANALYSIS, AND PROPOSED SOLUTIONS. THIS SHOULD BE BROKEN
DOWN INTO LOGICAL THEMES, WITH EACH SECTION BUILDING UPON THE LAST.

THE CLOSING IS WHERE YOU SUMMARIZE YOUR MAIN POINTS, REITERATE YOUR CALL TO ACTION OR DESIRED OUTCOMES, AND
OPEN THE FLOOR FOR DISCUSSION. |T’S IMPORTANT TO ALLOCATE TIME FOR Qﬁ'A, AS THIS IS OFTEN WHERE THE MOST
VALUABLE INSIGHTS ARE GAINED. W/ITHIN EACH SECTION, USE CLEAR HEADINGS AND SUBHEADINGS TO GUIDE YOUR AUDIENCE.
ENSURE SMOOTH TRANSITIONS BETWEEN TOPICS TO MAINTAIN THE FLOW OF YOUR NARRATIVE. A LOGICAL STRUCTURE
PREVENTS CONFUSION AND ALLOWS BOARD MEMBERS TO FOLLOW YOUR LINE OF REASONING EFFORTLESSLY, MAKING THEM MORE
LIKELY TO OFFER INFORMED AND RELEVANT FEEDBACK.



HIGHLIGHTING KEY FINDINGS AND INSIGHTS

IN CONSULTING ADVISORY BOARD PRESENTATIONS, THE ABILITY TO DISTILL COMPLEX INFORMATION INTO KEY FINDINGS AND
ACTIONABLE INSIGHTS IS PARAMOUNT. Y OUR BOARD MEMBERS ARE BUSY INDIVIDUALS, AND THEIR TIME IS BEST SPENT FOCUSING
ON THE MOST CRITICAL TAKEAWAYS. THEREFORE, BEFORE DIVING INTO THE NITTY-GRITTY DETAILS, IT’S ESSENTIAL TO IDENTIFY
AND CLEARLY ARTICULATE THE MOST SIGNIFICANT CONCLUSIONS YOU'VE REACHED THROUGH YOUR ANALYSIS. THESE FINDINGS
SHOULD DIRECTLY ADDRESS THE PROBLEM STATEMENT OR OPPORTUNITY YOU PRESENTED AT THE BEGINNING OF YOUR
PRESENTATION.

USE CONCISE LANGUAGE AND IMPACTFUL STATEMENTS TO CONVEY THESE INSIGHTS. THINK ABOUT THE SO WHAT?" FOR EACH
FINDING. WHAT DOES THIS MEAN FOR THE COMPANY, FOR THE PROJECT, OR FOR THE INDUSTRY? CONNECT THESE FINDINGS TO
POTENTIAL STRATEGIC IMPLICATIONS OR RECOMMENDED ACTIONS. INSTEAD OF JUST PRESENTING A STATISTIC, EXPLAIN WHAT
THAT STATISTIC SIGNIFIES. FOR EXAMPLE, INSTEAD OF STATING, “OUR MARKET SHARE GREW BY 5%,” SAY, “OUR MARKET
SHARE GROWTH OF 5% INDICATES A SUCCESSFUL INITIAL CUSTOMER ACQUISITION STRATEGY, BUT ALSO HIGHLIGHTS AN
OPPORTUNITY TO FURTHER CAPITALIZE ON THIS MOMENTUM THROUGH ENHANCED CUSTOMER RETENTION PROGRAMS.” THIS
APPROACH ENSURES THAT YOUR FINDINGS ARE NOT JUST DATA POINTS BUT DRIVING FORCES FOR STRATEGIC DECISION-MAKING.

DEesSIGNING EFFECTIVE VISUAL AIDS

VISUAL AIDS ARE NOT JUST DECORATIVE ELEMENTS IN CONSULTING ADVISORY BOARD PRESENTATIONS; THEY ARE POWERFUL
TOOLS THAT CAN ENHANCE UNDERSTANDING, REINFORCE KEY MESSAGES, AND MAKE COMPLEX DATA MORE DIGESTIBLE. \W/HEN
DESIGNED EFFECTIVELY, VISUALS CAN TRANSFORM A DENSE REPORT INTO AN ENGAGING AND MEMORABLE EXPERIENCE FOR YOUR
AUDIENCE. THE GOAL IS TO SUPPORT YOUR NARRATIVE, NOT TO OVERPOWER IT. THINK OF THEM AS VISUAL SIGNPOSTS GUIDING
YOUR AUDIENCE THROUGH YOUR PRESENTATION, HELPING THEM GRASP COMPLEX CONCEPTS QUICKLY AND RETAIN CRITICAL
INFORMATION.

\W/HEN SELECTING VISUALS, PRIORITIZE CLARITY AND RELEVANCE. AVOID CLUTTERED SLIDES, EXCESSIVE TEXT, OR OVERLY
COMPLEX CHARTS THAT ARE DIFFICULT TO INTERPRET AT A GLANCE. THE MOST EFFECTIVE VISUALS ARE OFTEN SIMPLE, CLEAN,
AND DIRECTLY SUPPORT THE POINT YOU ARE MAKING. REMEMBER THAT YOUR ADVISORY BOARD MEMBERS ARE LIKELY TO BE
SCANNING THE VISUALS WHILE LISTENING TO YOU, SO THEY NEED TO BE IMMEDIATELY UNDERSTANDABLE. A WELL-DESIGNED
VISUAL CAN BE THE DIFFERENCE BETWEEN A CONFUSED NOD AND AN ENGAGED DISCUSSION.

CHoosSING THE RIGHT DATA VISUALIZATIONS

THE TYPE OF DATA VISUALIZATION YOU CHOOSE CAN SIGNIFICANTLY IMPACT HOW YOUR INFORMATION IS RECEIVED IN
CONSULTING ADVISORY BOARD PRESENTATIONS. DIFFERENT TYPES OF DATA CALL FOR DIFFERENT VISUAL REPRESENTATIONS. FOR
INSTANCE, PIE CHARTS ARE BEST FOR SHOWING PROPORTIONS OF A WHOLE, WHILE BAR CHARTS EXCEL AT COMPARING VALUES
ACROSS CATEGORIES. LINE GRAPHS ARE IDEAL FOR ILLUSTRATING TRENDS OVER TIME, AND SCATTER PLOTS CAN REVEAL
RELATIONSHIPS BETWEEN TWO VARIABLES. UNDERSTANDING THESE NUANCES ENSURES YOU ARE PRESENTING DATA IN THE MOST
COMPREHENSIBLE AND IMPACTFUL WAY.

\W/HEN SELECTING CHARTS AND GRAPHS, CONSIDER YOUR AUDIENCE AND THE MESSAGE YOU WANT TO CONVEY. IS THE DATA
EASILY INTERPRETABLE? ARE THE AXES CLEARLY LABELED? |S THE COLOR SCHEME PROFESSIONAL AND EASY ON THE EYES? THE
AIM IS TO SIMPLIFY COMPLEXITY, NOT TO ADD TO IT. POORLY CHOSEN OR DESIGNED VISUALIZATIONS CAN LEAD TO
MISINTERPRETATIONS AND DETRACT FROM THE CREDIBILITY OF YOUR PRESENTATION. ALWAYS OPT FOR CLARITY AND
ACCURACY, AND ENSURE YOUR VISUALS DIRECTLY SUPPORT THE INSIGHTS YOU ARE TRYING TO COMMUNICATE.

INCORPORATING MINIMALIST AND PROFESSIONAL DESIGN



IN THE REALM OF CONSULTING ADVISORY BOARD PRESENTATIONS, A MINIMALIST AND PROFESSIONAL DESIGN AESTHETIC IS OFTEN
THE MOST EFFECTIVE. THIS APPROACH EMPHASIZES CLARITY, SOPHISTICATION, AND A FOCUS ON THE CONTENT ITSELF. Avolb
FLASHY ANIMATIONS, DISTRACTING BACKGROUNDS, OR AN OVERABUNDANCE OF GRAPHICS THAT CAN DETRACT FROM YOUR
MESSAGE. |NSTEAD, OPT FOR CLEAN LAYOUTS, CONSISTENT BRANDING (IF APPLICABLE), AND A WELL-CHOSEN COLOR PALETTE
THAT CONVEYS PROFESSIONALISM AND SERIOUSNESS.

USE AMPLE WHITE SPACE TO GIVE YOUR SLIDES BREATHING ROOM AND MAKE THEM EASIER TO SCAN. KEY INFORMATION SHOULD
STAND OUT THROUGH STRATEGIC USE OF FONT SIZE, WEIGHT, AND COLOR. THE PRINCIPLE OF “LESS IS MORE” IS PARTICULARLY
RELEVANT HERE. EACH ELEMENT ON YOUR SLIDE SHOULD SERVE A PURPOSE. IF A GRAPHIC, IMAGE, OR PIECE OF TEXT DOESN'T ADD
VALUE OR CLARIFY A POINT, IT’S LIKELY BEST TO REMOVE IT. A MINIMALIST DESIGN NOT ONLY LOOKS PROFESSIONAL BUT ALSO
HELPS YOUR ADVISORY BOARD MEMBERS FOCUS ON THE SUBSTANCE OF YOUR PRESENTATION, RATHER THAN BEING DISTRACTED
BY THE AESTHETICS.

DeLIVERY TECHNIQUES FOR MAXIMUM IMPACT

DELIVERING YOUR CONSULTING ADVISORY BOARD PRESENTATIONS EFFECTIVELY IS AS IMPORTANT AS THE CONTENT ITSELF. EVEN
THE MOST BRILLIANT INSIGHTS CAN FALL FLAT IF NOT COMMUNICATED WITH CONFIDENCE, CLARITY, AND CONVICTION. YOour
DELIVERY IS YOUR OPPORTUNITY TO BUILD RAPPORT, DEMONSTRATE YOUR EXPERTISE, AND PERSUADE YOUR AUDIENCE. THINK
OF IT AS A PERFORMANCE WHERE YOUR GOAL IS TO EDUCATE, INSPIRE, AND ULTIMATELY, GAIN THE TRUST AND SUPPORT OF
YOUR BOARD MEMBERS.

PRACTICE IS KEY. REHEARSE YOUR PRESENTATION MULTIPLE TIMES, IDEALLY IN FRONT OF COLLEAGUES OR EVEN BY RECORDING
YOURSELF. THIS WILL HELP YOU IDENTIFY AREAS WHERE YOU STUMBLE, WHERE YOUR PACING IS OFF, OR WHERE YOUR
EXPLANATIONS MIGHT BE UNCLEAR. FAMILIARITY WITH YOUR MATERIAL WILL BOOST YOUR CONFIDENCE AND ALLOW YOU TO
FOCUS ON ENGAGING WITH YOUR AUDIENCE, RATHER THAN JUST READING FROM SLIDES. ACTIVE LISTENING AND RESPONSIVE
COMMUNICATION ARE ALSO VITAL COMPONENTS OF A SUCCESSFUL DELIVERY.

ENGAGING YOUR AUDIENCE ACTIVELY

T O MAKE YOUR CONSULTING ADVISORY BOARD PRESENTATIONS TRULY IMPACTFUL, YOU NEED TO MOVE BEYOND SIMPLY
TALKING AT YOUR AUDIENCE AND ACTIVELY ENGAGE THEM. THIS MEANS FOSTERING AN ENVIRONMENT WHERE THEY FEEL
COMFORTABLE PARTICIPATING, ASKING QUESTIONS, AND SHARING THEIR PERSPECTIVES THROUGHOUT THE PRESENTATION, NOT
JUST DURING THE DESIGNATED Qﬁ'A PERIOD. YOU CAN INITIATE ENGAGEMENT BY POSING RHETORICAL QUESTIONS EARLY ON,
INVITING THEIR THOUGHTS ON SPECIFIC CHALLENGES, OR EVEN ASKING FOR THEIR INITIAL REACTIONS TO A PROPOSED SOLUTION
BEFORE YOU DELVE INTO THE DETAILS.

DURING YOUR PRESENTATION, MAKE EYE CONTACT WITH DIFFERENT BOARD MEMBERS, ACKNOWLEDGING THEIR PRESENCE AND
INDICATING THAT YOU VALUE THEIR INPUT. IF A BOARD MEMBER INTERJECTS WITH A QUESTION OR COMMENT, ACKNOWLEDGE IT
PROMPTLY AND THOUGHTFULLY, EVEN IF YOU PLAN TO ADDRESS IT IN MORE DETAIL LATER. THIS SHOWS RESPECT AND KEEPS
THEM INVESTED IN THE CONVERSATION. ENCOURAGING A DIALOGUE RATHER THAN A MONOLOGUE TRANSFORMS THE SESSION INTO
A COLLABORATIVE WORKING SESSION, MAKING THE BOARD FEEL LIKE ACTIVE CONTRIBUTORS RATHER THAN PASSIVE OBSERVERS.

MAINTAINING CONFIDENCE AND COMPOSURE

CONFIDENCE AND COMPOSURE ARE NON-NEGOTIABLE ATTRIBUTES FOR ANYONE DELIVERING CONSULTING ADVISORY BOARD
PRESENTATIONS. Y OUR BOARD MEMBERS ARE LOOKING TO YOU FOR LEADERSHIP AND STRATEGIC DIRECTION, AND YOUR
DEMEANOR PLAYS A SIGNIFICANT ROLE IN THEIR PERCEPTION OF YOUR CAPABILITIES. PROJECTING CONFIDENCE REASSURES THEM
THAT YOU HAVE A FIRM GRASP OF THE SUBJECT MATTER AND A CLEAR VISION FOR THE PATH FORWARD. THIS DOESN'T MEAN
YOU NEED TO BE OVERLY ASSERTIVE OR ARROGANT, RATHER, IT'S ABOUT CONVEYING A SENSE OF CALM COMPETENCE AND
CONVICTION IN YOUR FINDINGS AND RECOMMENDATIONS.



To CULTIVATE THIS CONFIDENCE, THOROUGH PREPARATION IS YOUR GREATEST ALLY. KNOW YOUR MATERIAL INSIDE AND OuT,
ANTICIPATE POTENTIAL QUESTIONS, AND HAVE WELL-REASONED ANS\WERS READY. PRACTICE YOUR DELIVERY TO BECOME
COMFORTABLE WITH THE FLOW AND TIMING. DURING THE PRESENTATION, MAINTAIN GOOD POSTURE, SPEAK CLEARLY AND AT A
MEASURED PACE, AND USE DELIBERATE GESTURES. IF YOU ENCOUNTER A DIFFICULT QUESTION OR AN UNEXPECTED CHALLENGE,
TAKE A MOMENT TO PAUSE, GATHER YOUR THOUGHTS, AND RESPOND THOUGHTFULLY. DEMONSTRATING RESILIENCE UNDER
PRESSURE IS A POWERFUL WAY TO BUILD CREDIBILITY AND TRUST WITH YOUR ADVISORY BOARD.

HANDLING QUESTIONS AND OBJECTIONS GRACEFULLY

THE QGrA SESSION IS OFTEN THE MOST CRITICAL PART OF CONSULTING ADVISORY BOARD PRESENTATIONS. IT'S WHERE YOUR
UNDERSTANDING IS TRULY TESTED, YOUR PROBLEM~SOLVING SKILLS ARE SHOWCASED, AND YOUR ABILITY TO HANDLE DIFFERING
OPINIONS IS REVEALED. BOARD MEMBERS WILL INEVITABLY HAVE QUESTIONS, AND SOMETIMES, OBJECTIONS. How You NAVIGATE
THESE INTERACTIONS CAN SIGNIFICANTLY INFLUENCE THEIR PERCEPTION OF YOUR COMPETENCE AND THE TRUSTWORTHINESS OF
YOUR PROPOSALS. APPROACHING THIS PHASE WITH A PREPARED YET OPEN MINDSET IS KEY TO TURNING POTENTIAL CHALLENGES
INTO OPPORTUNITIES FOR DEEPER ENGAGEMENT AND ENHANCED UNDERSTANDING.

THE GOAL ISN'T TO WIN AN ARGUMENT OR TO HAVE ALL THE ANSWERS INSTANTLY, BUT TO ENGAGE IN A CONSTRUCTIVE
DIALOGUE THAT CLARIFIES ISSUES, ADDRESSES CONCERNS, AND FURTHER SOLIDIFIES YOUR POSITION. REMEMBER, THE BOARD
MEMBERS ARE THERE TO HELP, AND THEIR QUESTIONS, EVEN IF CHALLENGING, ARE A TESTAMENT TO THEIR ENGAGEMENT. TREATING
EACH QUESTION WITH RESPECT AND SERIOUSNESS IS PARAMOUNT. A THOUGHTFUL AND WELL-REASONED RESPONSE, EVEN IF IT
REQUIRES FURTHER INVESTIGATION, IS ALWAYS BETTER THAN A DISMISSIVE OR EVASIVE ONE.

ANTICIPATING POTENTIAL CHALLENGES

A HALLMARK OF A TRULY EFFECTIVE CONSULTING ADVISORY BOARD PRESENTATION IS THE ABILITY TO ANTICIPATE POTENTIAL
CHALLENGES AND HAVE WELL-THOUGHT-OUT RESPONSES READY. BEFORE YOU EVEN STEP INTO THE PRESENTATION ROOM, PUT
YOURSELF IN THE SHOES OF EACH ADVISORY BOARD MEMBER. W/ HAT ARE THEIR LIKELY CONCERNS? W/HAT ASPECTS OF YOUR
PROPOSAL MIGHT THEY QUESTION OR FIND DIFFICULT TO ACCEPT? BRAINSTORM A COMPREHENSIVE LIST OF POTENTIAL
OBJECTIONS, SKEPTICISM, OR AREAS OF CONFUSION THAT MIGHT ARISE.

FOR EACH ANTICIPATED CHALLENGE, PREPARE CONCISE, DATA-BACKED, AND LOGICAL RESPONSES. THIS DOESN'T MEAN SCRIPTING
EVERY WORD, BUT RATHER HAVING THE CORE ARGUMENTS AND SUPPORTING EVIDENCE READILY AVAILABLE. For EXAMPLE, IF
YOU'RE PROPOSING A SIGNIFICANT INVESTMENT, ANTICIPATE QUESTIONS ABOUT RO|, PAYBACK PERIODS, AND COMPETITIVE
THREATS. HAVING THESE ANSWERS PREPARED NOT ONLY DEMONSTRATES YOUR THOROUGHNESS BUT ALSO INSTILLS CONFIDENCE
IN YOUR BOARD. |T SHOWS THAT YOU'VE CONSIDERED THE RISKS AND HAVE A PLAN TO MITIGATE THEM, MAKING THEM MORE
COMFORTABLE WITH YOUR RECOMMENDATIONS.

ProVIDING CLEAR AND CONCISE ANSWERS

\X/HEN RESPONDING TO QUESTIONS DURING CONSULTING ADVISORY BOARD PRESENTATIONS, CLARITY AND CONCISENESS ARE
YOUR BEST ALLIES. AVOIDJARGON, RAMBLING, OR OVERLY TECHNICAL EXPLANATIONS THAT MIGHT ALIENATE OR CONFUSE YOUR
AUDIENCE. GET STRAIGHT TO THE POINT, DIRECTLY ADDRESSING THE QUESTION ASKED. IF A QUESTION REQUIRES A DETAILED
EXPLANATION, BREAK IT DOWN INTO DIGESTIBLE PARTS AND USE SIMPLE LANGUAGE. THE AIM IS TO ENSURE THAT YOUR
RESPONSE IS UNDERSTOOD BY EVERYONE AT THE TABLE.

IT'S ALSO PERFECTLY ACCEPTABLE TO SAY, “THAT’S AN EXCELLENT QUESTION, AND I'D LIKE TO LOOK INTO THAT FURTHER TO
PROVIDE YOU WITH THE MOST ACCURATE INFORMATION.” THIS DEMONSTRATES HONESTY AND A COMMITMENT TO
THOROUGHNESS, WHICH IS OFTEN MORE VALUED THAN A RUSHED OR INACCURATE ANSWER. HO\X/EVER, AVOID USING THIS AS A
CRUTCH, BE PREPARED FOR THE MAJORITY OF ANTICIPATED QUESTIONS. IF You CAN, PROVIDE SUPPORTING DATA OR EXAMPLES
TO BACK UP YOUR ANSWERS, REINFORCING THE CREDIBILITY OF YOUR RESPONSE. EFFECTIVE ANSWERS BUILD TRUST AND



DEMONSTRATE YOUR MASTERY OF THE SUBJECT MATTER.

PosT-PreSENTATION FoLLOW-UP STRATEGIES

THE ENGAGEMENT DOESN'T END WHEN THE CONSULTING ADVISORY BOARD PRESENTATION CONCLUDES. EFFECTIVE FOLLOW-UP 1S
CRUCIAL FOR CEMENTING THE RELATIONSHIPS YOU'VE BUILT, ENSURING THAT THE FEEDBACK RECEIVED IS ACTED UPON, AND
DEMONSTRATING YOUR COMMITMENT TO IMPLEMENTING THEIR GUIDANCE. THIS POST-PRESENTATION PHASE IS AS VITAL AS THE
PREPARATION AND DELIVERY ITSELF, SERVING AS THE BRIDGE BETWEEN INSIGHTFUL DISCUSSION AND TANGIBLE PROGRESS. IT's
YOUR OPPORTUNITY TO SHOW THAT YOU VALUE THEIR TIME AND EXPERTISE AND ARE SERIOUS ABOUT LEVERAGING THEIR
COLLECTIVE WISDOM TO DRIVE YOUR PROJECT OR ORGANIZATION FORW ARD.

A STRUCTURED FOLLOW-UP PLAN REINFORCES THE VALUE OF THE ADVISORY BOARD'S INPUT AND KEEPS THE MOMENTUM GOING.
THIS CAN INVOLVE VARIOUS FORMS OF COMMUNICATION AND ACTION, ALL DESIGNED TO KEEP THE BOARD INFORMED AND
ENGAGED. PROACTIVE AND THOUGHTFUL FOLLOW-UP ENSURES THAT THE VALUABLE INSIGHTS GAINED DURING THE PRESENTATION
ARE NOT LOST BUT ARE ACTIVELY INTEGRATED INTO YOUR STRATEGIC PLANNING AND OPERATIONAL EXECUTION. THIS
CONTINUOUS LOOP OF COMMUNICATION AND ACTION IS WHAT MAKES ADVISORY BOARDS SO POWERFUL.

SUMMARIZING KeY DeCISIONS AND ACTION |TEMS

A CRITICAL COMPONENT OF YOUR POST-CONSULTING ADVISORY BOARD PRESENTATION FOLLOW-UP IS TO CLEARLY AND
PROMPTLY SUMMARIZE THE KEY DECISIONS MADE AND THE ACTION ITEMS AGREED UPON DURING THE MEETING. THIS NOT ONLY
SERVES AS A WRITTEN RECORD BUT ALSO ENSURES ALIGNMENT AND ACCOUNTABILITY. A CONCISE SUMMARY DOCUMENT,
TYPICALLY IN THE FORM OF MEETING MINUTES OR A DEDICATED FOLLOW-UP EMAIL, SHOULD BE DISTRIBUTED TO ALL BOARD
MEMBERS SHORTLY AFTER THE PRESENTATION.

THIS SUMMARY SHOULD HIGHLIGHT THE MAIN DISCUSSION POINTS, THE CONCLUSIONS REACHED, AND MOST IMPORTANTLY, THE
SPECIFIC ACTIONS THAT WILL BE TAKEN. FOR EACH ACTION ITEM, IT'S BENEFICIAL TO ASSIGN A RESPONSIBLE PARTY AND A
TENTATIVE TIMELINE. THIS LEVEL OF DETAIL ENSURES THAT EVERYONE IS ON THE SAME PAGE REGARDING EXPECTATIONS AND
RESPONSIBILITIES. PROVIDING THIS CLEAR ROADMAP DEMONSTRATES YOUR ORGANIZATIONAL PROWESS AND COMMITMENT TO
TRANSLATING THE BOARD'S GUIDANCE INTO CONCRETE STEPS, FOSTERING CONFIDENCE AND ENCOURAGING FUTURE
PARTICIPATION.

COMMUNICATING PROGRESS AND IMPACT

REGULARLY COMMUNICATING THE PROGRESS MADE AND THE IMPACT OF THE ADVISORY BOARD'S INPUT IS ESSENTIAL FOR
MAINTAINING THEIR ENGAGEMENT AND DEMONSTRATING THE VALUE OF THEIR CONTRIBUTIONS. AFTER THE INITIAL FOLLOW-UP
SUMMARIZING DECISIONS, IT’S IMPORTANT TO ESTABLISH A CADENCE FOR ONGOING UPDATES. THIS COULD BE THROUGH BRIEF
EMAIL UPDATES, INCLUSION OF KEY ADVISORY BOARD-INFLUENCED METRICS IN REGULAR REPORTS, OR EVEN SHORT DEDICATED
UPDATES DURING SUBSEQUENT MEETINGS.

W/HEN YOU REPORT ON PROGRESS, SPECIFICALLY HIGHLIGHT HOW THE BOARD'S FEEDBACK OR DECISIONS HAVE INFLUENCED THE
OUTCOMES. FoRr INSTANCE, “BASED ON THE BOARD'S RECOMMENDATION TO REFINE OUR TARGET AUDIENCE, WE ADJUSTED OUR
MARKETING CAMPAIGN, RESULTING IN A ]50/0 INCREASE IN QUALIFIED LEADS.” THIS DIRECT CORRELATION REINFORCES THE VALUE
OF THEIR INVOLVEMENT AND ENCOURAGES CONTINUED SUPPORT. SHOWING TANGIBLE RESULTS STEMMING FROM THEIR ADVICE IS
THE MOST POWERFUL WAY TO DEMONSTRATE THE IMPACT OF CONSULTING ADVISORY BOARD PRESENTATIONS AND ENSURE THEIR
CONTINUED COMMITMENT.



FREQUENTLY AskeD QUESTIONS

Q: How MUCH TIME SHOULD | ALLOCATE FOR Q& A IN MY ADVISORY BOARD
PRESENTATION?

A: IT'S GENERALLY ADVISABLE TO ALLOCATE AT LEAST 20-309% OF YOUR TOTAL PRESENTATION TIME FOR QUESTIONS AND
DISCUSSION. THIS ALLOWS FOR THOROUGH EXPLORATION OF TOPICS AND PROVIDES AMPLE OPPORTUNITY FOR BOARD MEMBERS
TO VOICE THEIR INSIGHTS AND CONCERNS.

Q: WHAT IS THE MOST COMMON MISTAKE PEOPLE MAKE IN ADVISORY BOARD
PRESENTATIONS?

A: A COMMON MISTAKE IS FAILING TO CLEARLY DEFINE THE OBJECTIVE OF THE PRESENTATION. W/ITHOUT A CLEAR PURPOSE, IT's
DIFFICULT FOR THE BOARD TO PROVIDE TARGETED AND VALUABLE INPUT, AND FOR YOU TO ACHIEVE DESIRED OUTCOMES.

Q: SHOULD | PROVIDE PRE-READING MATERIALS TO THE ADVISORY BOARD BEFORE THE
PRESENTATION?

A: YES/ PROVIDING KEY DOCUMENTS OR A CONCISE EXECUTIVE SUMMARY A FEW DAYS IN ADVANCE IS HIGHLY RECOMMENDED.
THIS ALLOWS BOARD MEMBERS TO FAMILIARIZE THEMSELVES WITH THE CONTEXT AND COME PREPARED WITH MORE INFORMED
QUESTIONS AND INSIGHTS.

Q: How CAN | MAKE MY ADVISORY BOARD PRESENTATIONS MORE INTERACTIVEP

A: INCORPORATE OPPORTUNITIES FOR DISCUSSION THROUGHOUT, POSE QUESTIONS TO THE BOARD, USE INTERACTIVE POLLING
OR BRAINSTORMING TOOLS IF APPROPRIATE, AND ENCOURAGE MEMBERS TO SHARE THEIR EXPERIENCES RELATED TO THE TOPICS
BEING DISCUSSED.

QI \WHAT IS THE BEST WAY TO HANDLE DISAGREEMENTS OR CHALLENGING FEEDBACK
FROM AN ADVISORY BOARD MEMBER?

A: LISTEN ATTENTIVELY, ACKNOWLEDGE THEIR PERSPECTIVE WITHOUT IMMEDIATE DEFENSIVENESS, ASK CLARIFYING QUESTIONS
TO FULLY UNDERSTAND THEIR REASONING, AND THEN RESPOND THOUGHTFULLY, IDEALLY WITH DATA OR LOGIC THAT ADDRESSES
THEIR CONCERN. |F A RESOLUTION ISN'T IMMEDIATE, SUGGEST FURTHER INVESTIGATION OR A FOLLOW-UP DISCUSSION.

Q: How CAN | TAILOR MY PRESENTATION IF THE ADVISORY BOARD MEMBERS HAVE VERY
DIVERSE BACKGROUNDS?

A: FOCUs ON THE COMMON STRATEGIC GOALS OF THE ORGANIZATION. WHILE YOU CAN OFFER DEEPER DIVES INTO SPECIFIC
AREAS BASED ON INDIVIDUAL EXPERTISE, ENSURE THE CORE NARRATIVE AND KEY TAKEAWAYS ARE UNIVERSALLY
UNDERSTANDABLE AND RELEVANT TO THE OVERARCHING BUSINESS OBJECTIVES.

Q: SHOULD | INCLUDE DETAILED FINANCIAL PROJECTIONS IN EVERY ADVISORY BOARD
PRESENTATION?

A: WHETHER TO INCLUDE DETAILED FINANCIAL PROJECTIONS DEPENDS ON THE PURPOSE OF THE PRESENTATION AND THE BOARD'S
MANDATE. IF FINANCIAL PERFORMANCE, INVESTMENT, OR FUNDING IS A KEY AREA OF FOCUS, THEN DETAILED PROJECTIONS ARE
ESSENTIAL. OTHER\X/ISE/ FOCUS ON THE FINANCIAL IMPLICATIONS OF YOUR RECOMMENDATIONS.



QI \WHAT’S THE MOST EFFECTIVE WAY TO END AN ADVISORY BOARD PRESENTATION?

A: END BY CLEARLY SUMMARIZING THE KEY DECISIONS OR REQUESTED ACTIONS, REITERATING YOUR GRATITUDE FOR THEIR TIME
AND INSIGHTS, AND OUTLINING THE NEXT STEPS. THIS PROVIDES A CLEAR CALL TO ACTION AND REINFORCES THE VALUE OF THEIR
CONTRIBUTION.
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