
Module 4
Presentation and Communication 

Skills

Erasmus+ Capacity Building in Higher Education
Assessing and Improving Research Performance at South East Asian Universities

8.4 – 12.4.2019, Universiti Teknologi Malaysia Malaysia

1

Tur Nastiti
Universitas Gadjah Mada



AGENDA
• Day 1. Coaching building block
• Day 2. Communication building block
• Day 3. Persuasive presentation building block
• Day 4. Presentation building block
• Day 5. Sharing building block
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Tak kenal maka tak sayang
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Day 1Day 1. Coaching Building Block 
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Coming in your mind:

Communication – Presentation
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Coming in your mind:

Presenter – Audience
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Communication

A process in how people use messages to generate 
meanings within and across various contexts for 
common understanding. 

As a discipline, communication studies all forms, 
modes, media, and consequences of 
communication through humanistic, social 
scientific, and aesthetic inquiry.
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Communication Process
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Perception Bias



Facts:

Corporations may spend $3.1 billion annually to 
fix problems from writing deficiencies 

(Locker & Kaczmarek)
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Facts:
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3.1 Report Clarity
3.2 Transition Coherence
3.3 Paragraph Coherence

3.4 Report Conciseness
3.5 Thesis Topic Understanding

3.6 Strong Evidence in Supporting The Ideas
3.7 Literatures Integration

3.8 Referencing Style
3.9 Citation Style

3.10 Paraphrasing Style
3.11 Presentation Clarity

3.12 Presentation Coherence
3.13 Presentation Conciseness

3.14 Main Issues Identification
3.15 Accurate Information Description

3.16 Using Media
3.17 Well-prepared presentation

3.18 Appropriate Gestures
3.19 Enthusiasm

3.20 Answering Questions

Exceeds Meets Fails
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SWOT in Communication
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Self-Assessment

• What are your communication strengths?
• What are your communication weaknesses?
• Who is your communication role model?
• What are characteristics of your communication 

role model?
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Self-Assessment

• Do you have competencies to achieve those 
characteristics?

• What are steps needed to achieve the 
competencies?

• What are barriers to achieve the competencies?
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Self-Assessment

• How to measure your achievement in the 
competencies?

• How long it will be? 
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Working sheet

Self-Assessment
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Purpose Steps Deadline Measurement



Well-Structured Communication
A Design Thinking Approach
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An effective communicator has to be 
well-structured

(Stanis Tandelilin, Founder of Sale Stocks)
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Linear - Lateral Thinking
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Creativity Basic Concept

Never Go Hunting Alone.
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Creativity Basic Concept
You must know: It Has Been Done Before
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Rule in Observation

Less Judgement

Critical Eye
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Getting a Solid Plan

• Confirm your plans 
• Assign roles
▫ Designate one person to lead the conversation. 

Select a second person who will focus on 
watching participants’ body language and 
facial expressions. Decide which team member 
will take notes. 

• Prepare your equipment
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25

Persona



Elements of 
user persona
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Persona Influences The Solution Design
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Brainstorming Rules

• Defer judgment
• Encourage wild ideas
• Stay focused on topic
• One conversation at a time
• Be visual
• Go for quantity
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Experimentation
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Day 1Day 2. Communication Building Block 
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Communication

A process in how people use messages to generate 
meanings within and across various contexts for 
common understanding. 

As a discipline, communication studies all forms, 
modes, media, and consequences of 
communication through humanistic, social 
scientific, and aesthetic inquiry.
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Communication Process
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Perception Bias



Perception Bias
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Perception Bias
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Person Perceptions 

What is perception?
• A cognitive process that enables us to interpret and 

understand our surroundings
• Important as perceptions affect actions and decisions
• Perceptions are based on the characteristics of:

• The perceiver
• The target
• The situation



Model of Person Perception
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Attribution Theory

6-39



You-Attitude 

Lacks you-attitude: I have negotiated an 
agreement with Universitas Gadjah Mada that 
gives you a discount on its tuition.

You-attitude: As a UTM student, you can now get a 
20% discount when you study there using this 
scholarship. 



You-Attitude 

Lacks you-attitude: We provide health insurance to 
all students.

You-attitude: You receive health insurance as a 
UTM student.



You-Attitude 

Lacks you-attitude: We are shipping your order of 
September 21 this afternoon.

You-attitude: The two Harvard Business Review 
magazines you ordered will be shipped this
afternoon and should reach you by September 28.



Positive Emphasis 
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Integrity

Appeal based 
on credibility

Appeal 
based in 
logic

Appeal to 
emotions

Aristotle’s 
Persuasive 

Appeals

1-44



Self-management
Practice makes 
perfect
Mentorship
Toilet power
Face gym







Generation Gap 

Communication:
1. Characteristics of your generation?
2. Communication characteristics of your 

generation?
3. Perception about another generation?
4. Your expectation to another generation?
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National Culture 

• Power distance; 
Individualism-
Collectivism; Masculinity-
Femininity; Uncertainty 
avoidance; Long term 
orientation
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Cultural Map
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Communicating
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Evaluating
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Persuading
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Copyright © 2013 Pearson Education

Leading
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Deciding
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Trusting
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Disagreeing
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Scheduling
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Your Cultural Map
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Interaction: Individual Exercise 







Interaction: Paired Exercise 



Interaction: Group Exercise 



Day 1Day 3. Persuasive Presentation Building Block 
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Outline

• Audience
• Message
• Story
• Media
• Slides
• Delivery
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Audience

Who is your role model?
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Audience

• Understand the audience power
• Segment the audience
• Define how you‘ll change the audience
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Harnessing
The Science

of
Persuasion
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Change The Way
You Persuade

• Charismatic
• Thinkers
• Skeptic
• Follower
• Controller
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Messages

• Define your big idea
• Generate content to support the big idea
• Balance analytical and emotional appeal
• Craft sound bites
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Story

• Apply storytelling principles
• Use metaphores as your glue
• Create Something They‘ll Always Remember
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Media

• Choose the right vehicle for your message
• Media richness theory
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Media Richness
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Choose The Right Vehicle
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staged

spontaneous

Small
audience

Large
audience

Carefully planned but 
informally delivered

Programmed, staged, and 
formally rehearsed

Facilitated by presenter or 
audience

Distributed for audience to 
access on own time



Slides

• Think like a designer
• Create slides people can get in three second
• Arrange slide elements with care
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Storyboard
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Slideument
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Flow
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White Space
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Contrast
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Unity
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Turn Words into Diagram
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Turn Words into Diagram
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Delivery

• Rehearse your material well
• Know the venue and schedule
• Communicate with your body
• Communicate with your voice
• Follow up after the talk
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Take a Way Notes – Call to Action

• ...
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Thank you for your attention!
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