Making Your Strategic Management Project Presentation
If you were working in a real consulting firm on an assignment like that described in the original Strategic Management Project handout, a couple of months into the project two things would happen 

I. You’d start working on a draft of your final report
II. You’d make a presentation to fellow junior analysts and a few senior consultants.  

The presentation would be a picture of what you think the consultants should present to the final customers.

In the next few weeks you’ll be both delivering a written report – the equivalent of the draft of the final report for the consulting firm – and making a presentation that will tell what you think the consultants should present to final customers. 

When you do your oral report, do not just go through the modules. You’re presenting to fellow junior analysts and a few senior consultants.  The instructor will be the only senior consultant, but imagine that others are here.  
   
The most important point is to keep things clear and unified.  Start with a clear summary of the most important point.  (An old saying in the presentations world is that at the start you should “Tell ‘em what you’re going to tell them.”)  Coming up with a good short summary is really difficult, but really worthwhile.  

   
Think of the introduction as being for top executives of the firms you identified in the marketing assignment as potential customers.  What are the most important things executives of a company that buys from, sells to, or competes with your company should know?  
                                           
Then, in the main body of the presentation, say what’s key from modules for top executives.  You may organize this information as a SWOT analysis (much more complete than you did in the first few weeks of the course), but you don’t have to.  

In the conclusion – summarize what you said, then say what the executives of firms that buy from, compete with, or sell to the firm you’re studying should do.  A good principle for a conclusion is to goad your listeners to action.  

