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"How to Deliver Professional Presentations from the Boardroom
to the Platform"

Great speaking skills can mean the difference between success and failure; they can set you apart, help take
you to the next level in your career, make a positive impact on your organization and increase sales.
Transform your speaking skills to become a more confident speaker, who commands attention, owns their
platform, seals the deal and leaves them wanting for more.

Do you spend hours, days, sometimes weeks preparing for your presentation? Are you still using clipart on
your slides and fill them with too much text and images? Do you get a pit in your stomach when someone asks
you to speak in front of a group?

Become a more poised speaker, who connects with people; delivering inspirational, educational and
memorable presentations in front of small to large groups, staff meetings and/or in sales meetings, outside
events like conferences and retreats will provide you the success you need to deliver extraordinary speeches.

If you are an advanced speaker or just starting out, Ivy will share techniques for delivering your first, or
enhancing your hundredth presentation. The information you will learn in this session will contribute to your
next “presentation” being awesome and you being professional and confident in your delivery.

This is your opportunity to learn from a professional speaker, qualified by the National Speakers Association
and Global Speakers Federation.

Benefits of Attending

Understand what distinguishes an excellent speech from a presentation.

Hear how to increase audience interaction.

Learn about movement, appearance and positioning on the “platform”.

Consider ideas about what your appearance might portray about your message.

Learn what makes for excellent slide designs and what harms your message.

Hear key characteristics for the room setup (atmosphere, equipment, music, visuals, and distractions).

This seminar delivers innumerable valuable tips. Attendees have said it was one of the best presentations they
have attended for both personal and professional speaking skills development. We're all on the “stage” at
some point and advanced communication skills will have the most powerful impact on your interactions.

www.ivymeadors.com Page 2


mailto:Ivy@hthts.com
http://www.ivymeadors.com/
http://www.facebook.com/imeadors
http://www.twitter.com/ivymeadors
http://www.linkedin.com/in/ivymeadors

Meet the Speaker:

Ivy Meadors, founder and CEO of High Tech High Touch Solutions, Inc., shares her knowledge through
speaking, consulting, coaching and mentoring; contributing to people’s growth personally and professionally in
business and in life. Her dynamic and charismatic imprint has been felt among Fortune 50 to Fortune 1000
corporations, U.S. Government agencies, Universities and non-profit agencies worldwide.

With over thirty years of experience in customer service and support, Ivy has developed a platform of
excellence upon four pillars; psychology of leadership, customer service as the lifeblood of businesses, multi-
faceted communication techniques, and progressive deployment of specialized technologies.

Ivy is an active member and professional speaker designated by the National Speakers Association and the
Global Speakers Federation. Ivy co-authored “Success is a State of Mind”, along with Deepak Chopra, Les
Brown, Mark Victor Hansen, and numerous other brilliant authors.

The owner and producer of the Signature Customer Service and Support Professionals Conference, the
Government Customer Support Conference and the Ignite Summit for Empowering Women Leaders, affords
Ivy to share her passion in leadership, communications, and technology with people, globally. She is also the
co-founder and owner of the Customer Service and Support Professionals (CSSP) organization, nationally.
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