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Mathias Bruhn
• DTU - B. Eng. in Architectural Engineering

o Focused on façade constructions 

• Project Engineer at Rambøll Denmark

• CBS - Business Psychology and Administration 
o Focus on leadership and decision making

• Teacher & Coach - Social psychology and communication since 2012



• Competency development in Social psychology
o Speech & Presentation Technique
o Charismatic Behavior
o Work & Leadership Psychology
o Group Dynamic
o Negotiations & Conflict Management

Who are we?



Presentation 
Technique

Staging

Communi-
cation

Persuading

Inhibitors





6-Step Model
1. Introduction

Who are you? What do you want to tell about?

2. Claim
What is your claim?

3. Argument
Why is your claim correct?

4. Example/ Storytelling
Example or story that support your claim

5. Thought objection
What are the counter claims? Why are they not valid?

6. Round-off
Simple or conclusive



Evaluation Criteria
1. Is the Project well structured and clearly communicated?

2. To which degree is the project’s sustainability supported in the pitch?

3. To which degree is the project technical usable and feasible?

4. To which degree is the project visionary and innovative?



Agenda
• Staging

o First impression
o Halo effect

• Communication
o Voice
o Body language

• Persuading
o Argumentation

• Inhibitors

• Poster Technique
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Staging
• What is a relation?

• What is your relation to me?

• Intro-slide



First Impression
• The brain wants to categorize

o Schemata - the world in a scheme
o Stereotypes - extreme categorization 
o Scripting - the manuscript

• The 20-Rule
o Primacy effect – better recall on first info



Halo Effect
• Beautiful people are perceived as more:

o Talented
o Kind
o Honest
o Intelligent

• Healthy looking
• Well groomed
• Clothing
• Posture



Other Factors to be Liked
• Mirroring

o Fit into the interaction

• Reciprocity
o Connection between 

said and done

?

!!



Staging – Conclusion 
• Respect the 20-Rule
• Fill in the blank spots with Halo
• Answer the unsaid questions

o Explain why things are
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Communication
• What is communication?

An exchange of information between objects…



Clear Message
• The Speech Paper

o Make it short and precise
o Think about your message
o Arguments for all points

• The great communication
o Why  How What, Simon Sinek
o The Pyramid Principle, Barbara Minto

!



Voice
• The persons identity

• 4 dimensions
o Emphasis
o Frequency
o Tempo
o Volume 



Body Language
• Expressive gesticulation more competent

• Mehrabian’s rule
o Spoken: 7%
o Voice: 38%
o Body language: 55%

• Body language and first impression



Movement – Gesticulation 
• Emphasizing the message
• Missing reciprocity  Risking cognitive dissonance
• Draw what you say
• Easier recalling what you see AND hear



Exercise I 
Position & Gesticulation

• Slightly splayed legs
• Slightly outward foot angle
• Shoulders above hips above heels 
• Elbows in bent 90 degrees
• Raise the head

• Slightly move hands
• Slightly move arms
• Including people – look left and right



Exercise II
Staging

• Purpose
o Train Staging techniques

• 6-Step Model
1. Introduction
Who are you? What do you want to tell about?

2. Claim
What is your claim?

• How to
o Join in groups of 3
o 20 seconds introduction each
o Feedback
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Persuading
• What is persuading?

• Behavior-altering communication



Argument-types
• Logos

o Logical argument
o Facts & Reason

• Ethos
o Trust and Goodwill towards the speaker
o Show Competence, Openness & Commitment

• Pathos
o Passion argument
o Happiness, Anger & Excitement

Ethos

Pathos

Logos



Toulmin’s model

Claim

Warrant

Data
Jenny did not do 

her homework

Students who do not 
do their homework 

tend to fail the exam

Jenny will fail 
her exam



Toulmin’s model

Backing

Qualifier

Warrant

Data

Rebuttal

Claim
Jenny did not do 

her homework

Students who do not 
do their homework 

tend to fail the exam

Probably

Unless she can revise 
for the exam

At least that is what 
happened to John and Mia

Jenny will fail 
her exam



6-Step Model revisited
1. Introduction

Who are you? What do you want to tell about?

2. Claim
What is your claim?

3. Argument
Why is your claim correct?

4. Example/ Storytelling
Example or story that support your claim

5. Thought objection
What are the counter claims? Why are they not valid?

6. Round-off
Simple or conclusive



Exercise III
Argumentation

Claim

Warrant

Data
Ethos

Pathos

Logos
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Inhibitors of Communication
• What inhibits communication?

• How do we feel stress?

• Social Facilitation
o Individual evaluation
o Distractions 
o Mere presence



Overcome Inhibitors
• Understand your symptoms 

• Implementation
o Feel comfortable at the location
o Speak your way to feeling comfortable
o Practice

• Trick your body - oxygenate your brain



Conclusion
• How do I become the best speaker?

o Categorization - 20-rule
o Preparations - Halo
o Clear message - Speech Paper
o Confident and vivid body language
o Correct argumentation
o Overcome inhibitors 
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Posters as presentations
• Who is target?

• How?

• Keep it stupid simple
• Keep it stupid short



Good or bad?
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Good or bad?



Direction
Poster title goes here Poster title goes here



Direction
Poster title goes here



White is a good thing



Fonts
• Simple is better

o Stick to MAX 3 fonts 

• No complex fonts

• Size matters
o Depends on presentation

Comic Sans MS

Blackadder ITC

Bradley 
Hand ITC
AlgeriAn

Bauhaus 93



Balance the material





Graphs and Tables
• Keep it simple

• Nothing disturbing



Graphs and Tables
• Keep it simple

• Nothing disturbing



Software to use
• Inkscape
• Indesign
• Illustrator
• Power Point

• DTU templates



Posters as a science
• Complimentary colors



Posters as a science
• Complimentary colors

o http://paletton.com
o http://colorschemedesigner.com

http://paletton.com/
http://colorschemedesigner.com/


Posters as a science
• Complimentary colors

o http://paletton.com
o http://colorschemedesigner.com

• Golden ratio

o
𝐴𝐴+𝐵𝐵
𝐴𝐴

= 𝐴𝐴
𝐵𝐵

= 𝜑𝜑

o 𝜑𝜑 = 1+ 5
2

= 1,61803

A

A B

B

http://paletton.com/
http://colorschemedesigner.com/


www.tankenbagtale.dk

Tanken Bag Tale

@tankenbagtale

Thank you for your time
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