
http://ijfr.sciedupress.com International Journal of Financial Research Vol. 8, No. 4; 2017 

Published by Sciedu Press                        115                          ISSN 1923-4023  E-ISSN 1923-4031 

A Psychometric Evaluation of Skill Clusters and Practices Used by Highly 

Effective Executive Presenters 

Augustine C. Arize
1
, Scott Liu

2
, Solomon Nyaanga

3
 & John Malindretos

4
 

1
 Regents Professor, Department of Economics and Finance, College of Business, Texas A&M University, USA 

2
 Associate Dean, Global Programs, Executive Director, Center for International Business Studies, School of 

Management, New York Institute of Technology, USA 

3
 Department of Management and Marketing, Cotsakos College of Businessm William Paterson University, USA 

4
 Department of Economics, Finance and Global Business, Cotsakos College of Business, William Paterson 

University, USA 

 

Received: May 9, 2017               Accepted: May 29, 2017           Online Published: October 17, 2017 

doi:10.5430/ijfr.v8n4p115                        URL: https://doi.org/10.5430/ijfr.v8n4p115 

 

Abstract 

The present paper is an evaluation of those skill clusters and practices that are associated with superior ratings of 

executive presentation skills. It focuses on improving executive presentation skills. It explains the basics of oral 

presentation skills in general that apply across domains including that of business and management. Six sets practices 

were found to be characteristic of effective executive business presentation: the preparation, the delivery, and the 

questions and answers that follow the delivery. As Pappas and Hendricks (2000) and DiStanza, and Legge, 2002 

found that an effective executive presentation includes the presenter's mastery and skill in technical content, 

organization, delivery and relating to the audience. Effective presenters have must be proficient at collecting, 

selecting, organizing, and illustrating their data, and have to be acutely aware of the purpose of their presentation, 

and the needs and interests of the audience. So, what distinguishes an executive presentation from other forms of oral 

communication is the context (environment), the content and the audience. The ingredients of an effective executive 

presentation are more or less the same as those of any other types of face-to-face presentations. Hence, although this 

article is focused on helping executives develop and more effectively use their oral presentation skills and practices, 

our framework can be of used by others who want to be effective public speakers. 

1. Introduction and Review of Relevant Literature 

Effective presentations and public speaking skills are very useful in many aspects of work and life. Effective 

presentations and public speaking skills have been shown to be very important in business, sales and selling, training, 

teaching, lecturing and generally entertaining an audience. Developing the confidence and capability to give good 

executive presentations, and to stand up in front of an audience and speak well, are also extremely helpful 

competencies for self-development too. The importance of business communication skills has received much 

attention during the last 60 years (Butler, 1960, Downs and Conrad, 1982, Drucker, 1954, Hildebrandt, Bond, Miller 

and Swinyard, 1982, Hunter, 1983, McNaughton, 1963, Warlum, 1988, Montzberg, 1989, Scudder and Guinan, 

1989). There is also increasing evidence that executive communication skills have become integrated into and 

become an important element in the MBA and EMBA Program curriculum (Campbell, Mothersbaugh, etal, 2001, 

Ober, 1987, Sorenson, Savage and Oren, 1990, Leeds, Raven, and Brawley, 2007). 

Academics and practitioners have long agreed that communication skills are linked to professional effectiveness. 

Russ (2009) concluded that faculty must provide students with the communication skills demanded by employers. 

Campbell eta I (2001) found that oral presentations skills must be mastered to have a successful professional life; 

Grez, Valcke, and Roozen (2009) concurred that higher education should address this skill as a key competency and 

Kennedy (2007) noted research from both business leaders and alumni claiming college graduates often lack 

adequate oral communication skills. 

2. Literature Review 

There is plethora of research, writing and books on effective oral presentation skills, precise definitions of "executive 

presentation or "oral" presentation are hard to find. A literature search for publications that provide empirical or 
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statistical data on specific features of oral presentations or public speaking does not reveal a rich set of characteristics. 

Oomkes (2000), for example describes public speaking as a "limited interaction because only one person is speaking 

and others are listening". However, his definition is focused on formal presentations to large audiences. This paper 

does not discuss whether the features or interaction between a presenter and the audience is the same for 

presentations to small groups. Schultz von Thun (1998) and Wiertzsema and Jansen (2004) describe three purposes 

of oral presentations; persuading, informing and relating. However, neither paper provides an operational definition 

or construct of oral presentations or presentation skills. Van Merrienboer, Van der Kklink and Hendriks (2002) go 

one step further in their definition of oral communication competence. According to these authors, specificity (or 

context relevance), integration (structure) and durability (retention of the message, are three factors that result in 

effective oral presentations. Bastiaens, Kirschner, and van der Vleutren (2007) define oral presentation competence 

as "the combination of knowledge, skills and attitudes needed to speak in public in order to inform, to self-express, to 

relate, and to persuade". 

Based on our review of academic research, professional business publications and "self-help" books several, these 

various sources differ in how effective presentations and effective presentation skills are defined. Carnegie (1976) 

describes effective presentation skills based how to develop poise, gain self confidence, improve your memory, 

make your meaning clear, begin and end your talk, generate and maintain the interest and charm your audience, 

improve your diction, and win an argument without hurting people. Carnegie and Carnegie (1977) also focus on 

using presentations to win others over to your point of view by maximizing impact as a speaker. Gaulke (1996) 

offers an inventory of 101 audience-tested anecdotes, experiences, quotes, and insights that illustrate effective oral 

communication. Wilder (1994) presents 10 steps that help you to "sell your ideas". Dowis (1999) discusses how 

factors that tend to reduce the effectiveness of oral presentations. He indicates that one's impact on an audience is 

lost if your speech is rambling, illogical, and boring. Zelazny (1999) describes how humor and visuals, among other 

things, can make presentation more effective. Detz (2000) concentrates on the "process" that is that result in more 

effective oral presentations; these include, initial preparation, organization, delivery skills, and the use of technology. 

Booher (2002) introduces the basics that you must master, along with advanced techniques for fine-tuning your 

delivery and maximizing your impact on the audience. 

The author attempts to teach you how to (i) establish rapport with your audience, (ii) speak with passion, persuasion, 

proper pacing, and punch, (iii) organize your ideas and plan your structure quickly for optimum effect, (iv) match 

your delivery style to your content, audience, and purpose, (v) add interactivity to your presentation, and (vi) use 

multimedia to engage your audience. Kaye, et al. (2002) help you take your career to the next level by 

communicating like a seasoned business leader. Jeary (2003) describes eight "secrets" that you can practice to 

achieve dramatic results. In his opinion, speaking is more a skill than a talent and requires techniques such as 

reciprocation, authority, scarcity, and tactics like knowing your audience and overcoming anxiety. Leech (2004) 

provides practical advice on the best ways of communicating information. His work is focused on helping you make 

your case using persuasive supporting materials that illuminate and inspire, win over the audience with persuasive 

evidence, and create a positive impression through voice and language, both verbal and nonverbal. Mortensen (2004) 

provides strategies for persuading, influencing, and motivating others. Jacobi and Randall (2000) provide advice on 

how to develop a dynamic speaking style to project power, confidence and persuasiveness; because your success 

depends on the confidence and conviction you project. They guarantee that your voice can make the difference 

between prosperity and failure. Grant-Williams (2002) described how to employ positive vocal techniques and 

become a more confident presenter. Finlayson (2001) rivets attention on questioning techniques. He argues that it is 

not enough to just ask questions; it is important to know which questions to ask and how to ask them. When you 

master the art of asking smart, meaningful questions, you not only make an excellent impression, but also improve 

your performance. Williams (2004) explains the significance of strong, clear feedback, which is a critical nutrient for 

the presenter. Wempen (2004) and Atkinson (2005) discuss powerful, practical, and easy to apply techniques for 

PowerPoint. 

Looked at from another perspective, the literature on presentation skills has three broad focus points: the process, the 

nature, and the impact. For example, Bienvenu (1999) and Diresta (1998) tell you how to create and deliver your 

message with power and punch. Peoples (1992) and Leech (2004) have proven practical advice on how to 

communicate the essential information. Kalish (1997), Diresta (1998) and Tisdale (2005) have the recipe for 

"terrific", "knockout", and "effective" presentations respectively. However, ·whether the book is process-oriented or 

nature-oriented, the ultimate objective is to help the presenter communicate effectively with the audience. That is 

why Stevenson (2003) and Atkinson (2005) aim at capturing the audience attention, inspiring their action, and 

producing results. Sampson (2003) advocates the use of creative ideas to influence the listeners. Pfarrer (1998) and 
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McCarthy and Hatcher (2002a, 2002b) view presentations as the art of persuasion. In Weissman's (2003) opinion, the 

goal of a presentation is to connect with the audience and win them. 

Of all the books and articles mentioned above, only some (Gaulke, 1996, Witherspoon and White, 1997; Pfarrer, 

1998; Rotondo and Rotondo, 2001; Sampson, 2003; Stevenson, 2003; and Tisdale, 2005) have been written for 

business people in view, and Villata's (2003) has been written with medical presenters in mind. One of the goals of 

the present study was to determine if there were constructs and measures of the presentation practices and skills used 

by highly effective managers and executives. In our review of over 500 research studies conducted between 1960 

and 2011, there were numerous anecdotal and conceptual papers about the characteristics of effective executive 

presentations. However, we failed to identify any statistical studies that focused specifically on psychometrically 

valid or reliable measures of executive presentation skills and practices. 

3. Specific Studies of Presentation Skills and Practices in Educational Settings 

In general, the literature focuses on three areas: a) studies and research on basic oral presentations skills and 

competencies or studies that focus on understanding or evaluating specific aspect of the skill, (b) literature that is 

basically process-oriented, nature-oriented, or impact-oriented, and (c) literature written for general presenters 

especially for business executives and managers. Expectedly, all books on the topic profess that if you gain some 

good advice about how to make presentations, you can overcome your fears and become more effective. The 

following is a review of effective practices used by student presenters: 

1) Getting Audience to Participate--Encouraging questions: 

Asking and answering questions is an important mechanism for learning and a central orally-based activity in 

student teaching sessions. However, many students are reluctant to either pose or respond to questions orally in 

front of a whole class, preferring to ask 'private' questions after class, use discussion boards and/or question 

boxes. With this issue in consideration, through a research project conducted collaboratively between Brunei 

University and Universidade de Aveiro, Portugal, Watts (2007) sought to: 

a) "Explore learners' 'questioning styles' and approaches to asking questions; 

b) Develop 'teaching for questioning' to encourage question asking and to build this into the fabric of sessions 

and course provision." Watts (2007) offered explanations as to why students don't ask questions, which 

can be summarized as follows: 

• learners do have questions but often avoid asking them 

• they fail to be stimulated to ask questions 

• "conceptual avoidance (the Ostrich Principal) (the Construction of Ignorance)" 

The design of teaching and learning can limit and inhibit student questions 

• they may experience feelings of social exposure and vulnerability 

• the nature of the subject area can impact on question asking 

Based on this research project's findings Watts (2007) drew a number of conclusions: 

• "it is clearly possible to create a 'questioning environment' where asking questions (and receiving 

answers) becomes an integral part of everyday transactions between teachers and students; 

• different strategies, such as group based mini projects, can promote questioning during sessions and 

enhance, more than others, the students' 'spirit of enquiry' 

• teacher centered strategies, such as standard lectures, do not easily motivate students to question 

during the class; 

• students need time and encouragement to ask higher level (higher quality) questions; 

• it is clearly possible to assess question asking and answering against explicit criteria 

• students need explicit formative guidance on the quality of their questions during routine teaching 

sessions 

• students need explicit guidance and practice in the writing of questions for formative assessment   

• to do so is to encourage the asking of higher level, higher quality questions which reflect conceptual 

clarity and critical thinking" 



http://ijfr.sciedupress.com International Journal of Financial Research Vol. 8, No. 4; 2017 

Published by Sciedu Press                        118                          ISSN 1923-4023  E-ISSN 1923-4031 

2) Identify and state the purposelobjective(s) of the presentation: 

Like any academic project, before conducting oral presentations students must prepare and plan for it. Study 

guides and skill packs encourage students to do this. Young (1998) and Drew and Bingham (2001), for example, 

emphasize the need to identify the objective of the presentation, allowing reflection on its purpose, aim and 

eventual outcome. If working in a group, at this point it may be useful to negotiate and allocate responsibilities 

between group members (Drew and Bingham, 2001). Next, "the students must be sure that they are familiar with 

the background of the information they discuss ..." (Eisen, 1998:4). In order to ensure students are familiar with 

the background and any current issues concerning the topic of their presentation, they are encouraged to carry out 

research by using textbooks, TV/films on the subject, the internet and other media (Drew and Bingham, 2001; 

Eisen, 1998). 

3) Read--Consider your audience: 

Levin and Topping (2006) suggest that consideration of the audience is vital when preparing for an oral 

presentation. They provide five key questions which aim to guide students on the content of their presentation, 

depending on their audience: 

1. Who will be the audience, and why will they be there? 

2. Why does your audience need this presentation, about this subject? 

3. What does your audience already know? 

4. What kind of energy, on your part, will be appropriate to your audience? 

5. What 'protocols' will you be expected to follow? (Levin and Topping, 2006: 36) 

4) Plan--Organize the structure: 

Once these questions have been answered, students are encouraged to structure their presentations in a clear and 

coherent manner (Cottrell, 1999; Bryan, 2001; McCarthy and Hatcher, 2002; Levin and Topping, 2006). Blundel 

(2004) introduces the concept of rhetoric and identifies the ingredients that make a presentation persuasive and 

convincing; ethos, logos and pathos. Here, the use of sign posting is recommended, as it should "help the audience 

to know 'where they are' from moment to moment, and 'where they are going"' (Levin and Topping, 2006: 60). 

Levin and Topping quote a popular method which simplifies the process that a successful presentation must adopt: 

1. Tell them what you're going to tell them. 

Then tell them. 

1. Then tell them what you've told them.(Levin and Topping, 2006: 59) 

5) Practicing--Rehearsing: 

Prior to the actual 'performance' rehearsing the presentation is advised (Turk, 1985; McCarthy and Hatcher, 2002 and 

Levin and Topping, 2006). McCarthy and Hatcher (2002) describe the usefulness of recording the presentation in an 

audio format, correcting mistakes or amending material or behavior before video recording it in order to further 

critically assess one's own performance. Turk (1985), on the other hand, highlights the advantage of using a close 

personal friend to 'try out' the presentation, as they are more likely to be honest and correct in their evaluation than 

the presenter will be of themselves. Rehearsing the presentation provides a good opportunity to assess and practice 

timekeeping skills, effective body language, such as eye contact and hand gestures, voice projection (or the lack of) 

and content (Young, 1998; McCarthy and Hatcher, 2002, Murray, 2003 and Levin and Topping, 2006). Levin and 

Topping (2006) offer techniques for developing the voice, the presenters' most valuable tool, including enunciation 

exercises and ideas for experimenting with different tones. Bryan (2001) offers useful tips in relation to voice control, 

pausing and repetition and McCarthy and Hatcher (2002) also provide their readers with questions concerning 

volume, emphasis, rhythm, pace, pitch, etc. which speakers could consider and reflect upon before or even during 

their presentation. 

6) Projecting Self-Confidence--Overcoming performance anxiety: 

Much of the literature and self-help books dealing with presentations have been generated by the fear of public 

speaking. This problem is so pervasive that it has produced hundreds of books and articles on the topic. As 

recognized earlier in this literature review, nervousness and stress may hinder one's ability to present an oral 

presentation to the best of their ability. For this reason, many writers have stressed the importance of practicing 

relaxation techniques, or adopting other approaches to ensure presenters are calm and focused before presenting 
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(Turk, 1985; Bryan, 2001; McCarthy and Hatcher; 2002; Levin and Topping, 2006). Bryan (2001) for example, 

provides guidelines for students to follow before presenting, which include visualizing yourself performing well, 

taking deep breaths, clearing your mind as a way of Relaxing and releasing tension through isometric exercises 

(Bryan, 2001: 1145). Levin and Topping (2006) recommend techniques which are more orientated towards realizing 

a positive mental attitude, focusing on self appreciation and gaining a positive outlook towards the work you have 

accomplished, while McCarthy and Hatcher (2002: 50142) give details of specific physical exercises to aid 

relaxation and breathing. 

7) Using nonverbal cues and communication: 

The effective use of body language during an oral presentation is central to guidance for presenters. Bryan (2001) 

identifies particular gestures which help convey messages of authority, confidence, and trust, such as open arm 

gestures and finger movements (to count point 1, 2, 3, for 11 examples). Similarly, McCarthy and Hatcher, dedicate 

a verbal language' (2002: 107134), discussing nonverbal communication behavior which portray confidence, such as 

posture. Turk also dedicates a chapter to 'Nonverbal communication' (1985: 145166), and advises consideration of 

factors such as dress signals, posture, positioning, movement, maintaining eye contact with the audience and hand 

gestures. 

8) Handling Questions and Objections: 

Finally, presenters are advised to include a question and answer session at the end of their presentation to help clarify 

points, as well as providing the audience with a chance to test the knowledge of the speaker (Turk, 1985; Young, 

1998; McCarthy and Hatcher, 2002; Levin and Topping, 2006). While Levin and Topping (2006) give their readers' 

advice on how best to manage the session, McCarthy and Hatcher (2002) give tips on how to handle questions when 

they are asked. 

The Use of Self and Peer Assessments: 

In the present study, several methods were used to rate the presenters. These included peer, audience, expert and 

self-ratings of presentation skills, behaviors and effectiveness. There is a growing body of research around the 

benefits and validation of self and peer assessment. With regard to the assessment of oral presentations skills, Magin 

and Helmore (2001) found that the reliability of summative assessment could be improved by combining teacher 

evaluation with the average from multiple peer ratings. Hughes and Large (1993) found that individuals could make 

reasoned assessment of their peers independently of their own ability. Baud (1989), however, argues that student 

assessment is too unreliable to count for summative assessment. It is also claimed that if peer assessment is only used 

formatively students will not take it seriously (Swanson, 1991, cited in Magin and Helmore, 2001).Unfortunately, 

after reviewing over 500 research studies we were not able to find any studies that related to the use or accuracy or 

executive, audience, expert or self-ratings of executive presentation skills, behavior or practices. 

Academic and Professional Assessment of Communication Skills 

It is widely accepted that business management and business educators perceive communication skills as highly 

valuable to employees and organizations alike. In business organizations, numerous sources have reported that 

communication skills are critical to career success and a significant contributor to organizational success 

(Du-Babcock, 2006; Roebuck, 2001; Certo, 2000; Dilenschneider, 1992; Rushkoff, 1999). In academia, research has 

shown faculty and administrators perceive that communication skills are very important to students' eventual career 

success (National Association of Colleges and Employers, 2001; Gray, 2010). Maes, Weldy, and Icenogle (1997) 

found that oral communication was one of the top three competencies needed to succeed in a managerial position. 

Yet other studies over decades have demonstrated the unsatisfactory oral communication skills of recent graduates 

(Bolt-Lee & Foster, 2003; Reinsch & Shelby, 1997). Thus, it appears that preparing students' oral communication 

skills for the managerial workplace has not been highly successful. Several studies reveal that business needs 

communication skill competency and that business education must be sensitive to and understand the communication 

skill needs of business. Accordingly, some evidence exists, that there are significant differences between the types of 

communication skills business considers important and those college instructors and business educators consider 

important. 

Study Objectives 

The objective of our study was to identify those behaviors and practices that are associated with self, peer, audience 

and expert evaluations used by managers and executive who rated as highly effective presenters. As a result of our 

research, we developed a 35-item executive presentation practices that we refer to as the "Presenter Assessment 

Inventory", or PSI. This development of this instrument was based on a thorough review of the literature on oral 
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communication skills, effective organizational and business communication practices and extensive interviews with 

senior executives and experts in management, communication, and behavioral research. We initially identified over 

200 item or practices. However, we were able to reduce the number of items to the final set of 35 items that were 

most frequently and consistently identified as behaviors that were used by outstanding business presenters and 

presentations. In the present study, we provided executives giving a 90 minute presentation with two types of 

audience feedback about the practices that were demonstrated in their presentations: 1) the frequency or "how often" 

they demonstrated or used specific practices or skills and 2) the level of skill or ":effectiveness": that the presenters 

demonstrated during their presentations. The PSI enables the business presenters to compare their self-perceptions of 

the skills and practices that they use and the impressions or "impact" they make on the audience with audience 

assessments of their behavior. 

Structure of this Report 

Our research is organized into 4 sections: 

A review of the process and statistical methods that were used to select items that were included in the PSI; 

1) A review of the statistical methods that were used to determine the reliability and internal consistency of 

items or presentation practices and the items associated with several presentation skill clusters; 

2) Present a review of the psychometric properties of the PSI clusters including the reliability of the 

major constructs that serve as the basis for measuring presentation practices; 

3) Finally, a set of multivariate regression analyses was used to determine the relative% of variance explained 

by each of the 5 presentation skill clusters and the overall ratings of the presenter's communication style 

and effectiveness. 

4. Methodology 

4.1 Statistical Methods 

We performed a descriptive analysis (frequencies and percentages) of the demographic characteristics of the 

participants. We conducted factor analysis develop clusters for items showing a high level of commonality. Prior to 

conducting the factor analysis, we tested the suitability of the presentation skill rating scale using the 

Kaiser-Meyer-Oklin (KMO) test and the Bartlett's Test of Sphericity. Because the some of the data was skewed 

toward the higher values, we re-categorized the answer choices into three groups: "poor or fair," "good," and "very 

good or excellent." 

We then conducted a series of analyses to evaluate the psychometric properties of the PSI survey questionnaire. We 

measured internal consistency reliability (Cronbach's alpha) to assess whether all the items were contributing to the 

measurement of presentation practices, we also measured inter-item gamma scores to examine the level of 

relationship between the items in the questionnaire and calculated correlation coefficients for items in each cluster. In 

addition, we calculated the Kruskai-Wallis K Independent Samples test to examine differences in total score across 

demographic groups. The total score was computed by tabulating the sum of all 35 items to provide a continuous 

measure of presentation skills. We used SPSS version 13.0 (SPSS, Inc., Chicago, Illinois) for all analyses. 

4.2 Development of the PSI Research Instrument 

Three methods were used to develop the 35 items and 5 clusters of the Presentation Skills Inventory (PSI) 

questionnaire used in our research. As mentioned previously, an extensive review of behavioral science research 

studies was used to identify those skills, characteristics and practices used by outstanding business presenters. This 

review included over 500 technical documents, research reports and evaluations published during the past 30 years. 

A group of 40 trained content analysis evaluators who were not familiar with the research literature or the content of 

the questionnaire. The content reviewers analyzed the results of these research studies and initially recorded over 150 

items or practices used by effective business, government and industry presenters. After rewording, editing and 

consolidating these items, 52 presentation practices were used in the research instrument. This set of practices was 

then evaluated by a second group of reviewers consisting of 35 executives, consultants, psychologists, trainers and 

highly experienced public speakers. The judgments of this group were based on over 10,000 presentations that they 

had conducted, attended or evaluated. After each of the items 52 practices were evaluated, a set of 40 were included 

in the pilot study. Thirty five senior executives used these practices to evaluate the effectiveness of a 90 minute, 

financial services presentation. After completing their assessments, the practice items were reworded to reduce 

overlap and improve comprehension. The data gathered during this pilot was analyzed and practice items that either 

had a low completion rate or very little variance were eliminated from the practices instrument. This resulted in a set 
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of 35 items that we used in our study. 

4.3 Ratings of Presenter Effectiveness and Use of Presentation Practices 

The 35 item Presentation Practices Inventory (PSI) was completed by 250 business executives who attended a 5 hour 

financial services education program. Several different statistical methods were used including an ANOVA to 

evaluate the reliability and internal consistency of the practices and presentation clusters used in the PSI. We also 

evaluated the degree to which the raters using the PSI varied in their ratings of the presenters. Statistics revealed that 

ratings of "Frequency of Use" of presentation practices ranged from 3.2 to 4.4. Ratings of "Presenter's Skill Level" 

ranged of 3.7 to 4.5 on a five point Likert Scale. The standard deviation 0.71 to 1.03 indicating a significant variation 

in ratings of these sets of practices The audience was asked at the end of the questionnaire to rate the Overall 

Effectiveness of the Presenter. This set of practice ratings ranged from 3.0 to 4.4; the average rating was 3.8/5.0 with 

a standard deviation of .82. These statistics suggest that there was a significant amount of variation in the audience 

evaluation of the 35 presentation practices used by the presenters in our study. 

4.4 Cluster Analyses 

Cluster analysis of the ratings of 250 executives who completed the Presentation Practices Inventory revealed 10 

presentation practice factors or "clusters. ANOVA was used to explore the correlations between practice ratings and 

presentation skill factors. There were two categories of factors that demonstrated the best-fit between practices and 

factors. 

a) Frequency of Use Clusters 

The first set of questions asked the audience (presentation evaluators) to rate each presenter in terms of how often 

he/she used the five types of presentation skills, practices and behaviors in his/her interaction with them. The 

following Frequency of Use Clusters resulted from our analysis of the data: 

1) Establishing Credibility and Authority consisted of 7 practices, r ranged from +.25 and +.50, The 

overall Average internal consistency of items in this cluster= RFic1.=+.81 

2) Maintaining Focus consisted of 7 practices, r ranged from +.40 and +.76, The overall internal 

consistency of items in this cluster= RFic2.=+.88 

3) Building a Positive Environment consisted of 9 practices, r ranged from +.25 and +.70, The 

overall-Average internal consistency of items in this cluster= RFic3.=+.90 

4) Delivering a Useful/Effective Presentation consisted of 4 practices, r ranged from +.44 and +.80, The 

overall-Average internal consistency of items in this cluster= RFic4.=+.81 

5) Impact-Promoting Retention consisted of 8 practices, r ranged frorn +.25 and +.85, The 

overall-Average internal consistency of items in this cluster= RFic5.=+.81 

These results (See Table#1) indicate that all 5 of the frequency of use presentation practices had moderate to 

high correlations between component practices and overall cluster scores. Internal consistency coefficients for 

Frequency of Use Clusters were high ranging from r=+.81 to .90. 

b) Presenter Skill-Level Clusters 

A similar pattern was found when we analyzed the 35 questions that focused on the audiences' evaluation of 

the presenters' skill level as demonstrated by five different presentation skill clusters. The results of our 

analysis of the 5 Presentation Skill Level Clusters as shown below: 

1) Presenters' Skill in Establishing Credibility and Authority consisted of 7 practices were moderately 

correlated-- r ranged from +.30 and +.57. The overall Average internal consistency of items in this 

cluster= the internal consistency for this cluster RSic1. =+.81 was statistically significant. 

2) Maintaining Focus consisted of 6 practices, correlations for these items ranged from +.42 and +.76, 

The overall internal consistency of items in this cluster= RSic2.=+.82 

3) Building a Positive Environment consisted of 9 practices, r ranged from +.27 and +.75, The 

overall-Average internal consistency of items in this cluster= RSic3.=+.89 

4) Delivering a Useful/Effective Presentation consisted of 4 practices, r ranged from +.27 and +.56, The 

overall-Average internal consistency of items in this cluster= RSic4.=+.76 

Impact-Promoting Retention consisted of 9 practices, r ranged from +.27 and +.79, The overall-Average internal 

consistency of items in this cluster= RSic5.=+.88 
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These results (See Table#2) indicate that all 5 of the presenter skill-level practices had moderate to high correlations 

between component practices and overall cluster scores. Internal consistency coefficients for Frequency of Use 

Clusters were high ranging from +.76 to .89. 

5. Results Summary: Frequency of Use Clusters 

As Table#3 indicates there was a moderate to high degree of inter-correlation between the five Frequency of Use 

Clusters were high ranging from r=+.66 to .77. This indicates that there was a positive, significant (+.0001 level of 

significance between the 5 frequency of use clusters, Cluster 5, Promoting Retention was most highly correlated with 

the four other frequency clusters (r=+.60 to .77). There was a moderate relationship between Maintaining Focus and 

Establishing Credibility and Authority (r=+.50) and with Building a Positive Environment (r=+.48). There was also a 

strong relationship between ratings of Establishing Credibility and Authority and Building a Positive Environment 

(r=+.70). The correlation between these two clusters and ratings of overall Presenter Effectiveness was r = +.69. One 

interpretation of these results is that presenters who exert more authority are seen by the audience (evaluators) as 

Promoting a More Positive Environment and the more likely they are to retain information and/or derive benefit from 

the presentation. Presenters who establish their Authority and Credibility are seen as more effective presenters. 

6. Results Summary: Presenters' Skill Level Clusters 

As table#4 indicates, correlations between the five presentation skill clusters range from +.55 to .75. While, the range 

of correlations for skill clusters were slightly lower than the frequency of use correlations, the general pattern and 

direction of these correlations were found to be quite similar. Audience ratings of Promoting Retention were most 

highly correlated with ratings of Presenter Effectiveness (R=+.76) and skill in Creating a Positive Environment 

(r=+.73).There was a moderate relationship Creating a Positive Environment and Establishing Authority and 

Credibility (r=+.73). There was a much lower relationship between the Maintaining Focus MF Cluster and the 

Establishing Authority and Credibility EAC Cluster (r= +.53). There was also a somewhat lower relationship 

between each of these 2 clusters (MF and EAC) and overall ratings of Presenter Effectiveness(r=+.50).These 

findings suggest that presenters who focus on Promoting Retention are rater higher on Presenter Effectiveness as 

compared to those who place more emphasis on Establishing Authority or Maintaining Focus. On the other hand, 

presenters who Establish Authority are seen as Creating a more Positive Environment. All of these correlations were 

positive and significant (p=.0001) indicating a high degree of consistency in audience evaluation of the presenters 

skills and behaviors. 

7. Relationships between Ratings of Presenter Effectiveness and How Frequently Practices Were Used 

As table#5 indicates, as we might expect intuitively, the audience rated presenters who exhibited greater use of 

presentation practices to be more effective; the reverse pattern was also observed. Correlations between the 5 

frequency of clusters and the ratings of the 5 effectiveness clusters were significantly inter correlated (r=+.79 to.90). 

The strongest and most significant relationship were between audience ratings of the skills and frequency of 

practices used by presenters to Create a Positive Environment (r=+.90) and between ratings (skills and frequency) 

that were used by presenters to Maintain Focus (keeping the audience focused) r=.+89. There was a moderate 

relationship (r=+.79) in terms of Establishing Control and Authority. Perhaps this suggests that presenters are too 

controlling are seen as less effective by the audience. However, the overall pattern across all 5 presentation practice 

clusters strongly suggests that audience perceptions of the presenters' effectiveness were significantly related to how 

frequently they used the practices. 

8. Relationships between Presentation Practice Ratings and Audience Evaluations of Presenter Effectiveness 

Significant relationships were found between audience evaluation of Presenter Effectiveness (skill in dealing with 

questions, responding to challenges/disagreement and facilitating two-way discussion/interaction with the audience) 

and audience ratings of the Frequency of Practices across all 5 clusters P=+.001). Correlations between Presenter 

Evaluations and ratings on Frequency of Use clusters show a moderate degree of variation (r=+32 to .69). The 

strongest relationships between audience ratings of the Building a Positive Environment and evaluations of the 4 

items of the presenter's ability to manage the audience (r=+57 to .69). This finding suggests that presenters who 

Create a Positive Environment during their presentations, are seen by the audience as more effective presenters. The 

relationships found between the remaining 4 Frequency of Use Clusters and audience evaluations of presenter 

effectiveness ranging from a lower and less significant (r=.+50 to .60) for the Establishing Control and Authority, 

from r=.+32 to .47 for Maintaining Focus, from r=.+48 to .52 for Delivering a Useful Presentation and from r= +.53 

to .56 for Promoting Retention. Based on these findings, it appears that the Presenters' ability to Create a Positive 

Environment has a greater impact on audience evaluations of the presenters' effectiveness than the other 4 
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presentation practice clusters. 

As the data presented in table 6 indicate, a similar results were observed for the ratings of the 5 Presentation Skill 

Clusters and audience evaluations of Presenter Effectiveness (r=. +35 to .71; p=+.001). The strongest relationships 

between audience ratings of the skills used to Build a Positive Environment and evaluations of the 4 items of the 

presenter's ability to manage the audience (r=.+64 to .71). Again, audience ratings of Maintaining Focus and 

Presenter Effectiveness Evaluations were significant but showed the level of relationship (r=+.35 to .46). 

Establishing Control and Authority were significantly related to each of the 4 Presenter Effectiveness Evaluations. 

The strongest relationships were found between this cluster and Managing Conine! (disagreement) r=+70, and 

Facilitating Audience Discussion Participation (r= +.68). We also found that there was a weak relationship between 

Audience Evaluations of the Presenters' ability to Manage Conflict and ratings of the Maintaining Focus cluster 

(r=+.33). This finding might suggest that "keeping the presentation on track" by failing to address issues and/or 

ignoring confnct or resistance is not seen positively by the audience. This has important implications; an effective 

presenter has to be able to "read the audience" and deviate from his/her plan when important issues are raised by the 

audience. Executive presenters who demonstrated Skill in Establishing Credibility, Creating a Positive Environment 

and Promoting Retention received much higher evaluations of their effectiveness in Managing Conflict/Resistance. 

This pattern was not related to the Frequency of Use of practices for these 3 clusters. 

9. Relationships between Audience Ratings of Skill and Frequency Clusters and Audience Evaluation of the 

Presenters' Overall Effectiveness 

The audiences' overall ratings of the presenters' effectiveness was assessed using two different measures. The final 

question asked the evaluator to give each presenter an Overall Effectiveness Performance Rating (OEPR) during 

his/her 5-hour presentation. We also measured presenter effectiveness by calculating the weighted average of the 4 

different presenter ratings of executive presenters in our study. We refer to this measure of the presenter's 

effectiveness as the Combined Average Effectiveness Score (CAES). As table 7 indicates, there were strong positive 

correlations between these two measures (OEPR and CAES) and executive presentation practices. Correlations 

between overall ranged from r=+.55 to +.89 for Frequency of Practice Use and from +.60 to +.89 for Presenter 

Effectiveness. There were strong, positive and significant relationships found between the audience's overall 

effectiveness ratings (OEPR) and the frequency of using the following practices: Building a Positive Environment, 

r=+.70; Promoting Retention, r=+,69; and Establishing Credibility/Authority, r=+.66. Maintaining focus showed the 

lowest correlation with Audience OEPR ratings (r-=+.55). As expected, the same trends were in general found 

between the Combined Audience Performance Scores (CAES). However, ratings of OEPR and Promoting Retention 

had the highest degree of relationship (r=+.89); all of these findings were significant at the +.001 level). 

The frequency of use of practices that focused around Building a Environment were significantly related to CAES, 

r=+.8; p=+.001. Alternatively, presenter skill in Establishing Credibility and Authority and Building a Positive 

Environment correlated with CAES (r=+.+76 and r=+.74 respectively. When CAES was used as an indicator of 

presenter effectiveness, skills associated with Promoting Retention, (r=+.89), Establishing Authority and Building A 

Positive Environment were highly correlated (r=+.86) p=.0001. Skill in Promoting Retention was more highly 

related to CAES than OEPR. 

Multiple regression analysis was used to determine how much variance in ratings of presenter performance was 

accounted by each of the presenter practice and frequency of use clusters. Three separate, step-wise MOVA analyses 

were conducted. The use of step-wi se regression takes into account both the independent contribution or weighting 

of each cluster score from the score that accounts for the most variance in presenter ratings to the clusters that 

account for little or no variance. In addition, at each 'step in the analysis, weighted coefficient express the relative or 

comparative amount of explained variance in ratings attributed to each of the cluster scores. 
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