IFROIH, RBRBILATE
1B | LB




MSHEFBEIEERAXREE. BFH—IHRErR, EERT

ait) —XEELEFVANREUA 80 (2R, HARATBENEREFHIRE,

EERIGEEFE—ERE ME. BRI HAFTEBANMIRE—ESZER,
EEMNR, WLAMNAR— P BEREN. e+ AEEEBRISGINA?

HENE—MEZHE, BROEABNIBRLE: Eiff, BHZA
LUEAEISAME, REAASEEHERE, FRUEHERRS I EES:
TR, BINERE, TEFHNOE, (FEEER, TELHTET
R, Am, WRHESES, EFISRICEMEERTREEET (HLR
A%, BNIEEETIRERS). EHERAIMIRENR, FRRREHR
fR73, MEARERRCIERRETR, Rt EEERIERRGER.

20 =22 70 F, HESIN T SHAHCA , —EMF TIAFIRERT,

)
https://www.yunbaogao.cn \&




-
A=RE

[ERFIRIBIARGRM 7 L FaEEf IE A KE. O RESLREER
NRE—BFANEZFNR, BiaEmr— NMrAREIGEIEEMEESRE
EER, BrgtINREIRE], XagFEMihAARe—EFE. &~
BHABR, (REHEIRNFERR TR N FENR: EAMEMES
PR, BEAMERETREENR. MENPREMIAIERGER&IFEX
R BT, XA, {RRLAILARRHEXSSIRRAVARRE, AR
BfERAE, BAER—EM=, REBETHE.

AEFRERTSWN ENMEFNEE, EERREFHEHE M, HIEERE
BATIEIaRR, IXFMTAEMRIER. XEGEE, (REEESHHEFEE SRR
%, REITARER, HEWANSEMAEKRENEMTE. EEHEE
R TLR/RASISHRY, (RESLRER NS, TRERME, RHERTS
X, SIFIRZBHA, AESFIERERSINTNE.

BT RS FBRINRIFAIEINE IBM —ASAXD, IR T
ARKRATXERD L. R TRSIEEFIENES, REERENK. =
NAEEMERIRERME, RS (FIRINIEHERREE), RialFd
BREPNELKEMMEMERARERER. MEtmEXURER
SofR/REEH—HF, MhZZREBHZOE@, RS |, R, EART
BT, Bl T ATRERIOER, B T EIRIE, SABERTZ T IBM
AU . RV IR EMEEFEEXITRBIRT.

—BTYRETIXNEE, (FERIENRIZ, TED /&R, EEHE,

-3-

https://www.yunbaogao.cn 2 i




VT
LIRS
HEUWM., X, X5, JIFREIRRERRIISEEMFTE. 5§ Twitter

£ "BORS" #BERERA—R, IREMEBARE, EHRME T eI
me, MEBYES. REMBATELABERZIZEH AREHML.

(R LERTFIIANRS ZERHE R FIERITEAIRGESS], B
ARERENE L TIK, EIEEENERE NHIMAFHAOTZRITIES,
KRS BIRRATIRSEE, BNRTESFRE FRZBHtA, 52
HEENFFEIHA, RAUBAEKEIREFHMEE T "BFAEH" |, B
AEBH AL TE.

REE, BUESIUEHBILASZTIEN, HEIESH, SRR
AT EEELLABERE, MEXZMW, EFENTEAMIEIFER.

SRR

It" s no secret that our digital communication tools are
overwhelming us. A Deloitte study found that U.S. workers (in
aggregate) look at their phones almost 8 billion times a day, and
research shows that U.S. productivity has waned since the
introduction of the smartphone. But the world of business needs a
way to bring people together to share information and explain ideas,
and to get them to reach for the same goals. So what’ s the happy

medium we' re looking for?

https://www.yunbaogao.cn d




-

AR
I' m going to suggest a classic, underappreciated solution:
presentations. They often get a bad rap because they' re often
badly made. A good one takes many hours to build: It requires
research and clarity of thinking, and great care must be given to
word choice, image selection, and flow. Yet when we do that
important work, presentations can help us do something more
effectively than almost any other communication tool at our
disposal (which is saying a lot, because there are many). They enable
us to make a compelling, persuasive argument — without
overwhelming people with disjointed messages or a fire hose of

information.

When | was on the high school debate team in the 1970s, we
studied the psychological concept of cognitive dissonance, and
I" ve since used it to create thousands of speeches and inspirational
talks. The idea behind it is very simple: If you want a group of
people to adopt your point of view, start by describing some
difficult or painful issue they’ re faced with. Maybe it" s a problem
they didn’ t realize they had, or maybe it" s something they
recognize as an ongoing challenge. Either way, you' re forcing
them to hold two contradictory things in their minds at once: either

what they already believe and what you' re telling them, or what
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they know and how they behave. That dissonance ratchets up their
discomfort, which makes them want to fix it. From there, you move

to your explanation of the problem, and then to your proposed

solution, which will replace the dissonance with harmony.

That basic formula can work effectively whether you' re
articulating a new strategy at a staff meeting, pitching a product to
a customer, or bringing up an issue for discussion with your team. In
all these situations, you are trying to explain your idea, sell it to the
audience, and ask people to change their views or take some sort of
action. As presentation expert Nancy Duarte has pointed out, you
are essentially creating a story, one that sets up a problem, suggests
a solution, tells the audience what they should do, and describes

how they’ Il be better off as a result.

One of the very best teachers | ever had in business, a technical

guru at IBM, used this approach in his training sessions with




