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Three Levels of Customization
(From Mark LeBlanc)

Each of these are positive and have their own place in the marketplace.

1.  Canned
A “canned” type of presentation is more of a performance, humorous or motivational
in nature.  These often get a bad rap from speakers in general, however, these types of
presentations serve a purpose and often can command high fees.

2.  Personalized
A “personalized” presentation is really what most people do and it includes a limited
amount of personalizing, i.e. logo on the handout, an interview or two, and a reference
or two during the presentation.

3.  Customized
A “customized” presentation is specially prepared for an organization, requires an in-
depth study of the industry, client, culture, people, and annual reports, new content is
created, etc. (or some strong combination thereof), new handout with specific mate-
rial.  It is my belief that this level of preparation needs an additional fee for the cus-
tomization and prep for the presentation.
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A. Write the organization’s name or initials for the lastlastlastlastlast 5 presentations you gave.

1.

2.

3.

4.

5.

Turn to the next pages. Put an X or ✓  next to each listed item you actually did before or
during your last presentations. “Presentation #” corresponds to the numbers above.

B. Write the organization’s name or initials for the next next next next next 5  presentations you’ll give.

6.

7.

8.

9

10.

Turn to the next pages. Put an X or ✓  next to each listed item you plan to do before or
during your next 5 presentations. “Presentation #” corresponds to the numbers above.

What’s Your Customization Level?
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Morgan Customization Scale
This list is based upon customization ideas. While some of the ideas listed in the first few levels are great value-added offers, or
make sound business sense, they are not high on the customization chart because they don’t take much (or any) effort to customize.
Also, your presentation may not need a lot of customization to be effective.

Level 1                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Use the organization’s name

B. Use client’s industry’s name

C. Mention the meeting theme

D. Have the client complete a pre-program questionnaire

E. Provide “giveaways” (e.g., T-shirts, bandanas, clocks, pens) printed with your program title

F. Provide job aids to reinforce your points

G. Before your presentation, conduct a management briefing session to help managers understand how to
use the ideas from your presentation

H. Submit an article reinforcing your points for the client organization’s newsletter

Level 2                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Interview your client

B. Print organization’s name on handout cover

C. Put organization’s name on your visuals

D. Look at client’s web site

E. Read industry information

F. Read organization-specific information (e.g., newsletters, magazines, annual reports)

G. Give group a list of 5-10 items you can cover and have them vote on their top 2-3. Rearrange your
presentation to cover their top choices.

H. Build your presentation from segments of various presentations, based on customer needs

I. Tie your presentation into the theme of client’s conference/company slogans
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Level 3                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Have a conference call/meeting with select organization executives/committee members

B. Use client’s buzz words/acronyms

C. Use an icebreaker that deals with client’s industry/company

D. Reference inside jokes/stories

E. Print conference/organization’s logo on handout cover

F. Put conference/organization’s logo on visuals

G. Ask target attendees to complete and return fax/email/web survey

H. Take a tour of the organization’s facilities

I. Get copies of slides/notes from speakers on the program before you

J. Insert industry-specific publications and/or clients you’ve worked with in the introduction that is read for
you
K. Use names of key individuals (with their permission) in your standard jokes/stories

Level 4                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Incorporate into your presentation the target group survey responses

B. Incorporate into your presentation responses from pre-program questionnaire

C. Interview attendees/employees beforehand

D. Show how your points specifically support the organization's mission/vision/values

E. Provide “giveaways” printed with your program title along with the organization's logo/name

F. Incorporate quotes from speakers who spoke before you on the program

G. Before the meeting, interview speakers (or listen to their tape) who will be on the program, but you
won’t hear, and reinforce some of their main concepts during your presentation
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Level 5                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Quote interviewed attendees/employees in your session

B. Quote industry leaders

C. Quote organization’s leaders

D. Integrate industry information into your presentation (e.g., industry trends)

E. Integrate organization’s information into your presentation (e.g., data from customer satisfaction,
employee satisfaction surveys)

F. Integrate client’s people’s names into your standard visuals (use their names on your cartoons)

G. Tell stories from client’s organization (with their permission)

H. Call your client 3-4 days prior to the event and get any last-minute news about the organization or their
personnel to weave into presentation

I. During your presentation, read parts of customer service letters the company has received, naming
exemplary employees

Level 6                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Use quote from client’s people/leaders on a visual

B. Put your visuals on client’s templates to match conference look

C. Learn and report on company/industry best practices

D. Conduct focus group w/client’s people and/or customers

E. Interview the client’s customers

F. Research the client’s competition

G. Interview pre-arranged audience members during your session

H. Tell stories from client’s organization (with their permission) and have the person/people mentioned
stand, and the audience applaud their efforts
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Level 7                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Have visual with photo of person w/quote

B. Have visual with photo of previous speaker w/quote

C. Create job aids specific to client’s processes/verbiage

D. Integrate client’s people’s names into standard handouts/exercises (with permission)

E. Provide custom computer reports for each individual (e.g., Inscape/Carlson Learning, TTI)

F. Use client’s product/service in your examples

G. Create a web page with specific handouts/articles/ info. for this audience

Level 8                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Create and play pre-recorded audio clip of industry leaders

B. Create and play pre-recorded audio clip of organization’s leaders

C. Create custom song/poem for this group

D. Ride with/work along with/monitor/mystery shop audience members before session

E. Create exercises and case studies specific to client’s situations

Level 9                                                                                                             last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Create and show on-site audio/video/photos of attendees

B. Create and show pre-recorded video of industry leaders

C. Create and show pre-recorded video of company leaders

D. Use client’s best/worst practices for exercises/handouts

E. Input notes from the group’s work sessions and send back to them afterwards
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Level 10                                                                                                           last                                 next
Before and/or during your presentation              Presentation #    1     2    3    4    5              6    7    8    9  10
A. Create and show video based on client’s issues

B. Create never-before-done processes/exercises specific to client’s objectives

C. Create event-specific games

D. Create training guides to fit client’s specific requirements and job processes

Follow Up                                                                                                        last                                 next
After your presentation                                      Presentation #    1     2    3    4    5              6    7    8    9  10
A. Create follow-up activities to reinforce your program, that attendees can do on their job

B. Create follow-up activities to reinforce your program, specific to client’s organization and job site, that
attendees can do on their job

C. Send attendees additional handouts/article

D. Send individual attendees a copy of his/her commitments

E. Conduct a management briefing session to help managers understand how to use the ideas from your
presentation

F. Submit an article reinforcing your points for client’s organization’s newsletter

G. Conduct regular teleseminars for coaching and ongoing information

H. Create custom audio tapes for this client and/or specific participants

I. Provide managers w/outlines and exercises for their staff meetings to reinforce your points

J. Provide post-presentation training and/or coaching to help the audience apply your concepts

K. Email participants afterward

L. Have on-going dialogs with audience members on their application of the presentation content
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Slide Examples

Quotes from pre-presentation research with sources the
audience would know.
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So many speakers saySo many speakers say

they customize andthey customize and

then don’t, or they don’tthen don’t, or they don’t

understand what itunderstand what it

means to trulymeans to truly

customize a program.customize a program.
——Mark LeBlancMark LeBlanc
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And for another perspective...And for another perspective...

I do no customization! If
you have a solid, quality
message and presentation,
there’s no need to
customize.
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A medical company hiredA medical company hired
me. I  told them I wouldme. I  told them I would
visit one of their clinics tovisit one of their clinics to
see how their customerssee how their customers
are treated.  are treated.  ThenThen they they
told me that I wastold me that I was
speaking to their groupsspeaking to their groups
of MALE IMPOTENCYof MALE IMPOTENCY
clinics!!!clinics!!!

——Scott McKain, CSP, CPAEScott McKain, CSP, CPAE
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“Are you playing on“Are you playing on

the edge?”the edge?”

—Arthur Hull—Arthur Hull

Quotes from previous speakers on the conference program.
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I know it didn’t work outI know it didn’t work out

exactly as we planned,exactly as we planned,

but we got a chance tobut we got a chance to

know each other better.know each other better.
—Brian Holloway—Brian Holloway
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