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MAIN IDEA

Every time you make a presentation or try and
influence someone, their minds will pretty much
always be made up in the first three minutes or
sooner. This is not your fault – it's just the way
people are hardwired, and today attention spans
have become shorter than ever before.

Therefore, whenever you attempt to influence
someone, apply the "3-Minute Rule":

Applying the 3-Minute Rule is a two-step process:

Hollywood uses a number of techniques which
apply the 3-Minute Rule to perfection. Follow their
lead to transform your pitch into something which is
highly engaging. You should also use
Hollywood-inspired techniques to del iver
information in digestible pieces, to lead your
audience to draw the right conclusions, and to
make that three minutes engaging and persuasive.
Earn the right to go further by saying less and
delivering more.

"Audiences today simply want information. They

want it quick, clear, and concise. They must

conceptualize your idea, contextualize how it will

benefit them, and then actualize it with potential

engagement or further interest. You have about

three minutes. And so do I."

– Brant Pinvidic

1. WHY JUST 3 MINUTES? . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 2

You're far better off giving a 3-minute presentation and then getting people to start asking
questions than you ever will be making people sit through a dry 20-minute reading of your
handouts. Present-and-engage, not present-and-bore-them-to-tears.

2. HOW TO PUT TOGETHER A GREAT 3-MINUTE PRESENTATION. . . . . . . . . . . . . . . . Pages 3 - 6

Developing a 3-minute version of your presentation is a two step process:

3. ADD IN THE CLINCHERS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 6 - 8

Once you have your 3-minute pitch, take some time to add in the finishing touches:
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