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here is no doubt big data is coming. No, let me correct that: big data is 
here.

How much big data are we generating?

As executives and senior managers are getting bombarded with numbers and data, 
we try to understand just what this means. Many people quote things like ‘Terabyte”, 
so what is a Terabyte?

The official definition is that a Terabyte is a thousand Gigabytes. But that’s just not 
helpful to me. On my desk is a portable 1TB drive, which is 10mm thick. Google 
processes 1000TB of data every hour, which is 10 metres high. 

Data is becoming the new raw material of business
Craig Mundie, Microsoft

The tallest building in the world is the Burj Khalifa in Dubai 
at 828m high. Google processes over twice as much data 
as this each week. Now that’s big data.

Each day the New York Stock Exchange trades it creates 1 
Terabyte of data. And next time you fly, the sensor data on 
your plane produces 10 Terabytes of data every 30 
minutes. How much is 10 Terabytes of data? It’s the same 
as the printed collection of the U.S Library of Congress. 
So, when you fly from Sydney to Melbourne your plane has 
produced twice as much data as the in the library of 
Congress!



How can you use 
data to persuade?

Information is the oil of the 21st Century, and 
analytics is the combustion engine.
Peter Sondergaard, Garnter Research

e all hold large quantities of data about our customers, and this is only 
going to increase. The challenge is how to analyse all this data and then use it to 
persuade. 
Most people still analyse in excel and 
persuade in power point. And when 
most people try to persuade with data: 
they don’t persuade, they dissuade.

What do we mean by dissuade?
Well, spreadsheets have allsorts of 
shading, allsorts of fonts in allsorts of 
colours. Plus plenty of bold and plenty 
of black lines. All pasted into a single 
slide. 
When spreadsheets have tens, 
sometimes hundreds of numbers, you 
ask: What’s the message of this slide?

4 Persuasion

W

The presenters answer will often take 15 minutes or more, and the audience are left 
confused and often bored by the complexity, colour and explanation.
Our time is too busy to work even harder to understand then be persuaded by 
someone else’s data. So, as a presenter your job is to simplify and then persuade.
If most presenters are poor at presenting with data, then big data just brings us bigger 
problems.
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You can have data without information, but 
you cannot have information without data.
Daniel Keys Moran.

The successful companies will not be the companies with the most data, but the companies 
most effective at persuading with data. You must become more effective at persuading with 
data than your competitor.

The goal is to turn data into information, 
and information into insight.
Carly Fiorina.

Processed data is information, processed 
information is knowledge, processed 
knowledge is wisdom.
Ankala Subbarao.



Use emotion in your 
persuasion

Emotion: is the fast lane to the brain.
Doug Stevenson
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When you have a critical presentation, 
how can you sure that it has a heartbeat 
– and will persuade your audience to 
act?

A presentation may be critical because: 
winning the sale is budget-critical or 
convincing the audience is career-
critical. In these situations use this 
process to review that your presentation 
has a heartbeat to persuade.

Review process:
1.Ensure you  are clear about what you 
want.
2.Ensure you include only essential 
content.
3.Ensure you create a compelling case.

Faced with a choice between changing 
our mind and defending our position, 
most people get busy defending their 
position.
John K Galbraith

Try the ECG monitor for persuasion:
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Everybody gets so much information all 
day long that they lose their common 
sense
Gertrude Stein

The ECG monitor for persuasion is
used to check the heartbeat of your 
presentation. Let’s say you have 20 
slides. Draw a horizontal line with 
numbers 1 – 20, one for each slide. 
Then, draw a vertical line from 0 – 10, 
where 0 is neutral (or boring) and 10 is 
exciting or emotional.

So how do we use it?

Look at typical slides, the most common is text and bullet points. How would you 
rate that? There is only one score we can give: zero. Nobody ever says, “Please 
show me another slide of bullet points.”

Many presentations contain numbers, a spreadsheet filled with tiny numbers, with 
black lines around each number. How would you rate that? How is your audience 
supposed to know which numbers are important? Even if you bold the total-
column, there is so much black on the screen that the audience will just give up. 
Copies of spreadsheets, of numbers in slides, score: zero.

Some people will be just about to give themselves a score greater than zero 
because they use colour in their spreadsheets. Too much colour is as confusing 
as all black, so only use it to make your message stand out.



Why does your 
audience need to act?

The essential difference between emotion and 
reason is that reason leads to conclusions, 
while emotion leads to action.
Neurologist Donald Galne
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Another way to look at adding 
emotion to logic, is to adding 
right brain thinking to left brain 
thinking. With whole brain 
thinking we ask and answer four 
questions. From the left brain we 
ask What? And How? Then from 
the right brain Who? And Why?

In many presentations, we use only 
logic and only answer the left brain 
questions: What and How? 

To give our presentations a heartbeat 
we need to answer some right brain 
questions too. 

Left
Brain

What?
How?

Right
Brain

Who?
Why?



Who? Why?

This question covers two elements: 

• who will be affected

• who will be involved 

Talking about specific people and 
showing pictures of people adds some 
emotion and right brain thinking to our 
presentation.

This is often the most neglected aspect 
of presentations. 

Senior Managers are often quick to 
answer What and How, while the 
audience is distracted asking 
themselves the question: 

Why do we need to anything?

10 Persuasion

The Why question has gained some attention by 
Simon Sinek and his book: Start with Why: How 
Great Leaders Inspire Everyone to Take Action. 

Here is a summary of the book in this TED talk. Just 
18 minutes long and nearly 17 million views, so well 
worth a look. 

http://www.ted.com/talks/simonsinekhowgreatleader
sinspireaction

From a practical perspective, to include right brain thinking and to trigger emotion, 
ensure you connect to the big picture: what is happening with customers and 
competitors. Also, connect with long term objectives. What is your strategy? What are 
your goals beyond this financial year?

Answer the why question in your first two slides. If you do this well, then the audience is 
enthusiastic to hear the answers to the what question and the how question. 

Using visuals throughout and answering the who question throughout will sprinkle the 
spice of right brain thinking and emotion throughout your presentation. So adding right 
brain thinking gives you a presentation with a heartbeat. 

http://www.ted.com/talks/simonsinekhowgreatleadersinspireaction
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Gary Peacock
A specialist in improving and sustaining business performance through 
business coaching on implementing effective strategies and change 
management tactics to influence daily behaviour. One of Gary's specialities 
is presenting and communicating complex information in simple and 
interesting ways to diverse audiences from the boardroom to the factory. 
He is able to solve impossible complex problems with creative and practical 
solutions.

With over 20 experience in senior leadership roles his strengths include; 
improving and sustaining business performance, strategy, change 
management, simplifies complex information, strategic account 
management, innovation and problem solving. 

He is the best-selling author of two business books: Managing B2B 
customers you can't afford to lose and Persuading for Results.



Summary
Hiding within those mounds of data is 
knowledge that could change the world.
Atul Butt, Stanford.
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How can you use data to persuade?

1.Most people still analyse in excel and persuade in power point.

2.Simplify the data if you want to use it to persuade.

Use emotion in your persuasion.

1.Be clear about what you want.

2.Only include essential content.

3.Create a compelling case.

In short, make your message stand out.

Why does your audience need to act?

1.Include right brain thinking.

2.Answer the why do we need to do anything question in the first two slides.

3.Include who is affected and/or involved throughout.

Make your presentation personal, so your audience connect to your message.

If you need any further guidance, or have a specific customer or deal that you need 
some additional advice on, then get in touch: gary@gordianbusiness.com.au.

Big data is here and the amount created will continue to increase at an exponential 
rate. How are you going to deal with this?



For more tips and tricks on effective 
persuasion with big data that leads to 
real business results and fast, check 
out our blog. 

Gordian Business focuses on 
improving individual performance, 
increasing organisational 
effectiveness, reducing costs and 
growing revenue – ensuring 
sustainable profits for your business. 

The temptation to form premature 
theories upon insufficient data is the 
bane of our profession.
Sherlock Holmes

http://www.gordianbusiness.com.au/blog/?category=Persuasion
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