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Why do I require this?Why do I require this?

Board Meetings

Addressing your teams

Training

Pitching for business

Seminars/ Investor Presentations

Addressing social gatherings

Interviews / group discussions



Common Purposes 
of Business Presentations

InformInformInform

MotivateMotivateMotivate

PersuadePersuadePersuade

EntertainEntertainEntertain

PresentationPresentation
ContentContent

PresentationPresentation
StyleStyle

Audience MembersAudience Members

Presenter
Presentation Notes
Oral presentations can be categorized according to their purpose. The four basic reasons for giving a presentation are to inform, to persuade, to motivate, and to entertain. 

Most of your presentations or speeches will be informative, requiring a straightforward statement of the facts. If you’re involved in a marketing or sales position, however, you’ll probably be writing and delivering quite a few persuasive presentations and speeches.  Motivational speeches tend to be more specialized, so many companies bring in outside professional speakers to handle this type of presentation. Entertainment speeches are perhaps the rarest in the business world; they are usually limited to after-dinner speeches and to speeches at conventions or retreats.

Whatever your purpose, your speech will be more effective if you keep your audience interested in your message. To do so, you must understand who your audience members are and what they need. 



Presentation SkillsPresentation Skills

4 P4 P’’ss
Preparing Skills

Probing Skills

Presenting Skills

People Skills



Aim
Scope
Audience and Occasion
Main Ideas
Research the topic
Organize the data
Write the draft
Visual Aids
Rehearse

Planning & PreparationPlanning & Preparation
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The Three-Step Process

Flow of the Message

Planning

1

Planning

1

Writing

2

Writing

2

Completing

3

Completing

3

Substance of the Message

Presenter
Presentation Notes
The chances are that you will have to deliver a number of oral presentations throughout your career. You may not speak before large audiences of employees or the media, but you'll certainly be expected to present ideas to your colleagues, make sales presentations to potential customers, or engage in other kinds of spoken communication. 

Regardless of your job or the purpose of your presentation, you will be more effective if you adopt an oral presentation process that follows three steps:

1. 	Plan your presentation.

2. 	Write your presentation.

3. 	Complete your presentation.





Planning Speeches 
and Presentations

Determine
the Purpose

DetermineDetermine
the Purposethe Purpose

Adapt the
Message
Adapt theAdapt the
MessageMessage

Gather 
Information

Gather Gather 
InformationInformation

Analyze
the Audience

AnalyzeAnalyze
the Audiencethe Audience

Presenter
Presentation Notes
Planning oral presentations is much like planning any other business message: It requires analyzing your purpose and your audience, investigating necessary information, and adapting your message to the occasion and your audience so that you can establish a good relationship. 

However, because presentations are delivered orally under relatively public circumstances, they require a few special communication techniques. For one thing, a presentation is a one-time event; your audience cannot leaf back through printed pages to review something you said earlier. You must make sure that audience members will hear what you say and remember it. To do so, you must capture their attention immediately and keep them interested. Otherwise, you'll lose them, and chances are you won't get them back. So when you prepare your presentation, begin by defining your purpose clearly and thinking of ways to engage your audience.







AimAim

In case there is no focus, the audience would get bored and 
disinterested.

Main Purpose
Focus
Need
Objective



Writing Oral Presentations

Audience

Audience
PurposePu

rp
os

e

Organizing
the Message
OrganizingOrganizing

the Messagethe Message

Composing 
the Body

Composing Composing 
the Bodythe Body

Creating the
Introduction
Creating theCreating the
IntroductionIntroduction

Writing the
Conclusion
Writing theWriting the
ConclusionConclusion

Presenter
Presentation Notes
You may not ever actually write out a presentation word for word. But that doesn't mean that developing its content will be any easier or quicker than preparing a written document. Speaking intelligently about a topic may actually involve more work and more time than preparing a written document about the same topic.

Writing effective oral presentations involves four phases: organizing the message, creating the introduction, composing the body, and writing the conclusion. 



ScopeScope

Within a given timeframe, breadth is inversely proportional to the 
depth.

What is the objective of the presentation
What should the audience achieve
Ho much can I achieve within the time
available?
Breadth and Depth

Cover a large area in a very broad manner;or

A smaller area in a greater detail



Organizing the Message

Define the Main IdeaDefine the Main IdeaDefine the Main Idea

Limit the ScopeLimit the ScopeLimit the Scope

Prepare the OutlinePrepare the OutlinePrepare the Outline

Choose the StyleChoose the StyleChoose the Style

Audience Purpose

Purpose Audience

Message MessageChoose the ApproachChoose the ApproachChoose the Approach

Presenter
Presentation Notes
You should organize an oral message just as you would organize a written message, by focusing on your audience as you define your main idea, limit your scope, choose your approach, prepare your outline, and decide on the most effective style for your presentation.

What is the one message you want audience members to walk away with? Look for a one-sentence generalization that links your subject and purpose to your audience's frame of reference, much as an advertising slogan points out how a product can benefit consumers. 

Effective presentations not only focus on the audience’s needs but also tailor the material to the time allowed, which is often strictly regulated. 

Use the direct approach if the subject involves routine information or good news; use the indirect approach if the subject involves bad news or persuasion. 

A carefully prepared outline can be more than just the starting point for composing a speech or presentation. It will help you stay on task. Use it to make sure your message accomplishes its purpose. Your outline will help you keep your presentation both audience centered and within the allotted time.

Choose your style to fit the occasion. Your audience's size, your subject, your purpose, your budget, and the time available for preparation all influence your style.





Audience AnalysisAudience Analysis

The more you know about your audience, the 
more you’ll be able to customize your 

presentation for them

Analysis - Who are they? How many will be there?

Understanding - What is their knowledge of the subject?

Demographics - What is their age, sex, educational background?

Interest - Why are they there? Who asked them to be there?

Environment - Where will I stand? Can they all see & hear me?

Needs - What are their needs? What are your needs as the 
speaker?

Customized - What specific needs do you need to address?

Expectations - What do they expect to learn or hear from you?



Structuring the PresentationStructuring the Presentation

Introduction / Background - 10% 
… T    R    A    N    S    I    T    I    O    N…

Main Body - 60% 
…T    R    A    N    S    I    T    I    O    N…

Conclusion - 10% 

Audience Interaction - 20% 



ArouseArouse
InterestInterest

Preview thePreview the
PresentationPresentation

BuildBuild
CredibilityCredibility

IntroducingIntroducing
the Messagethe Message

Presenter
Presentation Notes
A good introduction arouses the audience’s interest in your topic, establishes your credibility, and prepares the audience for what will follow. 

Arouse audience interest. Start by capturing the audience’s attention. If you are presenting to a small group, involve the audience, encouraging comments from listeners. When speaking to a large group, responding to comments can interrupt the flow of information, weaken your argument, and reduce your control of the situation. Therefore, it’s best to ask people to hold questions until you’re finished--be sure to allow ample time after your remarks. 

Build your credibility. Establish your credentials quickly—people will decide about you within a few minutes. Building credibility is easy for a familiar, open-minded audience. For strangers (especially skeptical ones), try letting someone else introduce you. If introducing yourself, keep your comments simple, and don't be afraid to mention your accomplishments.

Previewing your presentation. Help your audience understand the structure and contents of your message. Give them cues to figure out how the main points of the message fit together. Summarize the main idea, identify the supporting points, and indicate the order in which you’ll develop them. Establish the framework so that your audience will understand how the facts and figures are related to your main idea as you move into the body of your presentation.





StructureStructure…… Opening / Introduction Opening / Introduction 

Don’t apologize, embarrass, read or start 
with a joke

Hook
Catchy and brief

Humorous story or an incident

A quotation, maxim, proverb

An inspiring or value-adding question

Greeting
Purpose 

What’s in it for me?

Layout
Agenda / Overview



The body is the heart of your talk; here you 
explain and support the main purpose of 

your presentation

Break it into easily digestible parts
Sequential
Timing
Focus on your objective
A/V Supports
Verbal
No “Slides Flood”
No “Statistics Ocean”

Clarity 
of 

thought 
is the 
key

StructureStructure……BodyBody



Limit theLimit the
Main PointsMain Points

EngageEngage
the Audiencethe Audience

Connect theConnect the
IdeasIdeas

Composing Composing 
the Messagethe Message

Presenter
Presentation Notes
The bulk of your speech or presentation is devoted to a discussion of the three or four main points in your outline. Use the same organizational patterns you'd use in a letter, memo, or report, but keep things simple. 

An oral presentation must rely on words to link various parts and ideas. For small links between sentences and paragraphs, use one or two transitional words: therefore, because, in addition, in contrast, moreover, for example, consequently, nevertheless, or finally. To link major sections of a presentation, use complete sentences or paragraphs, such as "Now that we've reviewed the problem, let's take a look at some solutions." Every time you shift topics, be sure to stress the connection between ideas. Summarize what's been said, and then preview what's to come. The longer your presentation, the more important your transitions become. 

You also have to hold your audience's attention. Here are a few helpful tips for engaging an audience:

Relate your subject to your audience's needs. 

Anticipate your audience’s questions. 

Use clear, vivid language. 

Explain the relationship between your subject and familiar ideas. 

Ask opinions or pause occasionally for questions or comments. 



Sequential Order
Chronological Order
Order of Importance 
Question & Answer method 
Comparison & Contrast

StructureStructure……BodyBody



Restate theRestate the
Main PointsMain Points

End on aEnd on a
Strong NoteStrong Note

Describe theDescribe the
Next StepsNext Steps

ConcludingConcluding
the Messagethe Message

Presenter
Presentation Notes
The close of a speech or presentation is almost as important as the beginning because audience attention peaks at this point. Plan to devote about 10 percent of your total time to the ending. When developing your conclusion, begin by telling listeners that you're about to finish so that they'll make one final effort to listen intently. 

Restating the Main Points. Once you've decided how to announce your close, plan on repeating your main idea. Be sure to emphasize what you want your audience to do or think, and state the key motivating factor. Finally, reinforce your theme by repeating the three or four main supporting points. 

Describe the Next Steps. Some presentations require the audience to reach a decision or to agree to take specific action. If you expect any action to occur as a result of your speech, you must explain who is responsible for doing what. Alert people to potential difficulties or pitfalls. 

End on a Strong Note. Make sure that your final remarks are encouraging and memorable. Conclude with a quote, a call to action, or some encouraging words. Your task is to leave the audience with a feeling of completeness. Do not introduce new ideas or to alter the mood of the presentation. 





Leave some “Food for thought” for the 
Audience

Summary of key points
Conclusion
A call for action
A Poem
Moral of the story
Analogy
Quote
Illustration

StructureStructure……ClosingClosing

Summary…

…Final Point

Q&A



Creating Effective SlidesCreating Effective Slides

Content
and Graphics

Consistency

Design
Elements

Special
Effects

Simplicity

Simplicity

R
eadabilityR
ea

da
bi

lit
y

Presenter
Presentation Notes
Having too many visuals can detract from your message. It forces you to either rush through a presentation or to skip slides—some of which may be critical to your message. Once you’ve planned out what a slide is going to say, organize the content as you would for any written message. Then compose and polish the written content before focusing on the slide’s design elements.

When creating slides, keep in mind that simplicity is the key to effectiveness. Slides that are too complex or poorly written will confuse the audience. People can’t read and listen at the same time so your slides must be simple enough for the audience to understand within a moment or two. Therefore, your primary focus when creating text or graphic slides is to keep content and graphics simple and readable, select design elements that enhance your message without overshadowing it, be consistent in your design selections, and use special effects selectively . 





Using Visual Aids

ContentContentSettingSetting

AudienceAudience

PurposePurpose

ClarifyClarify
Main PointsMain Points

ImproveImprove
LearningLearning

AddAdd
VarietyVariety

CreateCreate
InterestInterest

Presenter
Presentation Notes
Visual aids can improve the quality and impact of your oral presentation by creating interest, illustrating points that are difficult to explain in words alone, adding variety, and increasing the audience’s ability to absorb and remember information. 

As a speaker, you’ll find that visual aids can help you remember the details of the message and improve your professional image. Speakers who use visuals generally appear better prepared and more knowledgeable than speakers who do not use visuals aids. 

Today’s speakers can select from a variety of visual aids to enhance oral presentations. Among the most popular types of visual aids are overhead transparencies, electronic presentations, chalkboards and whiteboards, flip charts, and 35-millimeter slides (see the next slide).





Convey Information, Facilitate 
Environment; Reinforce Ideas

Visual AidsVisual Aids

Computer
OHP
Flip-chart Board
White Board
Audio / TV / VCR
Visuals

Create ImpactCreate Impact



This is the This is the 
Company Company 
President President 

rehearsing in the rehearsing in the 
toilet for an annual toilet for an annual 

employees meetemployees meet 
why should you why should you 

not rehearse ???not rehearse ???



Three rehearsals are recommended. If you 
rehearse too much, the statements sound 

memorized.

Become familiar with the text and equipment

Stand and deliver your talk loud…can use mirror

Imagine the audience in front of you

Focus on Ideas / the Big Picture

Build mental relationships

Prepare notes, if necessary 

Anticipate questions and prepare for answers

Time your speech

B +ve

Walk the TalkWalk the Talk



Presentation SkillsPresentation Skills

4 P4 P’’ss

Probing Skills

Preparing Skills

People Skills

Presenting Skills

Focus: Confidence Building; Creating an 
Impression 



3 V3 V’’ss

Verbal



Performance Methodologies
Entry of the Presenter
Opening the Talk 
Verbal
Vocal
Visual
Managing Nervousness
Use of A/Vs
Do’s 
Common Pitfalls

Conduct of the PresentationConduct of the Presentation



A combination of some of the above is ideal

Lectures

Role-plays

Case Studies

Exercise

Games

Quiz

Performance MethodologiesPerformance Methodologies



The latter way attracts the attention of the audience

Audience enters the hall with the presenter awaiting 
them

Presenter makes an entry when the visitors are 
settled

Entry of the PresenterEntry of the Presenter



Good beginning is half done! But half done is only half done!!!

Start with a Bang

Introduction should be impactful

First few sentences should be well-rehearsed

Try a hook

Objective - Aim - Scope

Expectation Setting

Opening the TalkOpening the Talk



“CONNECT” with the Audience – 
Simplicity and Informality helps

Concise wording; Short Sentences

Simple; Positive language

Correct grammar

Avoid Acronyms / Jargons

Avoid Speech-ticks

Beware of Dog words (…basically, actually, you 
know…)

Avoid rhythm

Audience involvement

Address individuals by names

Verbal Verbal 



First and Final Punch is necessary

Pitch / Tone

Monotone

Voice Modulation

Speed

Words per minute

Oral white space

Pause…take a break

Volume – Behind the last bench

Vocal quality - Clarity

Pronunciation

Vocal Vocal 



Posture

Formal - Erect,straight, unbending

Casual - Sitting  on the edge of a table

Movement

To hold attention

To get rid of nervousness

To suggest transitions

To increase emphasis

Appearance

Business Formals

Business Casuals

VisualVisual



Gestures – Hand and arm gestures are used to 
emphasize, point, reject, describe

Vary gestures

Avoid continuous gestures

Watch timing

Adapt gestures

Facial Expressions

Smile / laugh

Eye contact

Confidence 

Rapport

Frown / Head buried deep down

VisualVisual……contd.contd.



Mastering Your DeliveryMastering Your Delivery

MemorizingMemorizingMemorizing

Impromptu
Speaking

ImpromptuImpromptu
SpeakingSpeaking

ReadingReadingReading

Speaking
From Notes
SpeakingSpeaking

From NotesFrom Notes

Audience

Audience

Subject M
atterSu

bj
ec

t M
at

te
r

Presenter
Presentation Notes
Once you’ve planned, written, and developed visuals for your presentation, you're ready to begin practicing your delivery. You have a variety of delivery methods to choose from, some of which are easier to handle than others:

Memorizing. Unless you're a trained actor, avoid memorizing your speech, especially a long one. You're likely to forget your lines, and your speech will sound stilted. Besides, you'll often need to address audience questions during your speech, so you must be flexible enough to adjust your speech as you go. However, memorizing a quotation, an opening paragraph, or a few concluding remarks can bolster your confidence and strengthen your delivery.

Reading. If you're delivering a technical or complex presentation, you may want to read it. If you choose to read your speech, practice enough so that you can still maintain eye contact with your audience. 

Speaking from notes. Making a presentation with the help of an outline, note cards, or visual aids is probably the most effective and easiest delivery mode. This approach gives you something to refer to and still allows for eye contact and interaction with the audience. 

Impromptu speaking. You might have to give an impromptu, or unrehearsed, speech if you're called on to speak unexpectedly or if you've agreed to speak but neglected to prepare your remarks. When you're asked to speak "off the cuff," take a moment to think through what you'll say. Then avoid the temptation to ramble.



Appearing More ConfidentAppearing More Confident

Get ControlGet Control
At the StartAt the Start

Watch YourWatch Your
PosturePosture

Vary FacialVary Facial
ExpressionsExpressions

MaintainMaintain
Eye ContactEye Contact

Use AppropriateUse Appropriate
GesturesGestures

Control Your Control Your 
Tone of VoiceTone of Voice

Presenter
Presentation Notes
As you deliver your presentation, try to be aware of the nonverbal signals you're transmitting. Regardless of how you feel inside, your effectiveness greatly depends on how you look and sound.

Well-delivered presentations start with your first minute at the podium, so don't rush. Once your presentation is under way, be particularly careful to maintain eye contact with your audience. 

Your posture is also important in projecting more confidence. Stand tall, with your weight on both feet and your shoulders back. Avoid gripping the lectern. In fact, you might step out from behind the lectern to help your audience feel more comfortable with you and to express your own comfort and confidence in what you're saying. Use your hands to emphasize your remarks with appropriate gestures. Meanwhile, vary your facial expressions to make the message more dynamic.

Finally, think about the sound of your voice. Studies indicate that people who speak with lower vocal tones at a slightly faster than average rate are perceived as being more credible.







Look carefully! All symptoms are internal !!

Heart rate increases

Blood pressure and body temperature rises

Mouths feel dry

Palms sweat

Mind goes blank

Universally experienced Symptoms of Universally experienced Symptoms of 
NervousnessNervousness



Building Your Confidence

•Think Positively••Think PositivelyThink Positively

•Visualize Success••Visualize SuccessVisualize Success

•Take a few deep breaths••Take a few deep breathsTake a few deep breaths

•Rehearse••RehearseRehearse

•Prepare Extra Material••Prepare Extra MaterialPrepare Extra Material

•Don’t Panic••DonDon’’t Panict Panic

•Keep Going••Keep GoingKeep Going

•Focus Outside Yourself••Focus Outside YourselfFocus Outside Yourself

•Get Comfortable••Get ComfortableGet Comfortable

•Be Prepared••Be PreparedBe Prepared

Presenter
Presentation Notes
Here are some ways to harness your nervous energy to become a more confident speaker.

Prepare more material than necessary. Combined with a genuine interest in your topic, extra knowledge will reduce your anxiety.

Rehearse. The more you know your material, the less panic you'll feel.

Think positively. See yourself as polished and professional, and your audience will too.

Visualize your success. Use the few minutes before you actually begin speaking to tell yourself you're on and you're ready.

Take a few deep breaths. Before you begin to speak, remember that your audience is silently wishing you success.

Be ready. Have your first sentence memorized and on the tip of your tongue.

Be comfortable. If your throat is dry, drink some water.

Don't panic. If you feel that you're losing your audience during your speech, try to pull them back by involving them in the action; ask for their opinions or pause for questions.

Keep going. Things usually get better as you go.

Focus outside yourself. Perhaps the best way to feel more confident is to focus on your message and audience.



Fake it until you make it ! Use the 
Energy of Fear 

I am the Best

Know your subject well

Rehearse well

Use Visual aids

Breathe deeply and slowly before sleeping

Move during speech

Begin with the Body go onto your mind

Be genuinely involved with the audience

Keeping a glass of water helps

Managing NervousnessManaging Nervousness



Confidence or the Lack of it is a habit 

Be an “Animated Presenter”

Be confident and enthusiastic

Be aware of the image you portray

Be specific and sincere

Use notes / cue cards

Manage process and time

Presentation DoPresentation Do’’ss



Monotonous Voice

Slow speed, low pitch - Very High Pitch

Rhythmic tone

Pronunciation

Abrupt beginning / end

No overview – straight to the body

No logical sequence

Hand(s) in pocket

No eye contact / single side eye contact

Audience does not matter

Common PitfallsCommon Pitfalls



Presentation SkillsPresentation Skills

4 P4 P’’ss

Probing Skills

Preparing Skills

People Skills

Presenting Skills



Types of Questions
Answering “Do’s”
Answering “Don’ts”

Managing ProbesManaging Probes



Open probes

Closed probes

General questions

Pick-up Questions

Redirected questions

Rhetorical

Questions for the sake of questions

Types of QuestionsTypes of Questions



Be Polite, Firm, Assertive, Cheerful and Confident

Acknowledge the question

Listen for both content and intent

Ask for clarification

Answer clearly, specifically and briefly

Check for understanding

Support with evidences and data

Answering DoAnswering Do’’ss



If somebody troubles you excessively, EXPOSE HIM.

Don’t argue with anyone

Don’t allow one person to keep asking
Don’t say, “As I said ……”, “Anyone should know the 

answer of that ….”
Don’t put hands on your hips
Don’t point at the audience
Throw it back

Answering DonAnswering Don’’tsts



Presentation SkillsPresentation Skills

4 P4 P’’ss

Probing Skills

Preparing Skills

People Skills

Presenting Skills



Esteem
Empathy
Involvement
Sharing

People SkillsPeople Skills



Respect people and their ideas even when you don’t agree with 
them !!!

Treat the audience as your clients

Respect them

Praise and compliment

Show your appreciation

Be polite and courteous

Be specific and sincere

EsteemEsteem



Don’t sympathize….Empathize

Think and feel from the audience point of view

Listen actively for facts and signs of how the person 
feels 

Respond to facts and show empathy for the 
audience’s feelings

EmpathyEmpathy



Don’t be a BORE.

Ask for ideas, even when you have a good solution

Use the audience’s ideas whenever possible

Avoid telling or demanding

Don’t let them sleep

InvolvementInvolvement



Whenever possible, offer the “whys”

Provide your insights, but don’t dominate

Mirror audience’s feelings

SharingSharing



Women would put on a coat left arm first and men 
right arm

When a man passes a woman in a crowded street 
he usually turns his body towards her as he passes; 
she normally turns it away from him

Women are generally more perceptive than men and 
this fact is commonly referred to as “woman's instinct”.

Body LanguageBody Language



The clues to the meaning and intent of 
communication from others that we get from gesture, 
facial expression, posture—everything that isn’t 
spoken

Communication through gestures or attitudes. 
(Webster's)

Language without spoken words and is therefore 
called non verbal communication

DefinitionDefinition



Interpreting visual cues for appreciation of real life 
situations and people 

To understand how different signals can be 
transmitted by using your body language. 

Being more confident, more assertive, better 
handling of conflicts and presenting information easily

ObjectiveObjective



Gestures 

Handshakes

Eye contact/ Gazes – most important

Smiles

Hand Movement

Posture

Distance – Proxemics

Component of Body LanguageComponent of Body Language



HandshakesHandshakes

Equal Handshake

Tight Grasp/ 
Knuckle Grinder

Limp/Dead fish 
Handshake Politician’s Handshake



TheThe GazesGazes

Business Social Intimate

Eye contact is the most obvious way to communicate. When you are 
looking at the other person, you show interest. When you fail to make 

eye contact, you give the impression that the other person is of no 
importance. 



SmilesSmiles
o Felt smile

o Genuinely 
amused

o Social 
interactions

o Amusement

o Miserable 
Smile

o False Smile



Hand movements

o Arms folded with thumb pointing upwards

o Holding hands in front

o Clasping of hands behind the neck



Hand movements

o Both hands or one hand on hip

o Stapling of fingertips with thumb and first two fingers 
(Triangular shape)



Styles of Walking

o Hands in pocket
o Walk disorganized, head bent
o Walk disorganized, kicking an imaginary object

o Focusing of eyes
o On the ground
o In the air

o Strutting style of walking 



ProxemicsProxemics: Spatial communication: Spatial communication
Study of how people use and perceive their social 

and personal space

o Intimate distance

o Used for most private activities
o Get clues about a relationship

o Personal distance
o Comfort bubble
o Arrangement of furniture to 

safeguard territory.

o Social distance

o Business transactions and casual 
social exchanges

o Standing – seated transaction

o Public distance

Space distances



SummarySummary
Body Language is a great tool for :
o Understanding the Subconscious reactions and behaviors of 

people
o Understanding Etiquettes across countries
o Creating an Impression without being loud and direct 
o Beginning the process of Personal Transformation  



……ITS VERY EASY TO BE A GOOD PRESENTERITS VERY EASY TO BE A GOOD PRESENTER……

You just need to beYou just need to be 

““ABOVE AVERAGEABOVE AVERAGE”” 

Because rest of the Because rest of the 
world isworld is 

““BELOW AVERAGEBELOW AVERAGE””

sumitpahwa77@gmail.com
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