Lectures out, engagement in

Technology will allow presenters to actively involve the audience, says John Quinn

Awolngr today offers mang tooks

I Lo ugsist prosenters, willt

PuwerPoin the tool of chiice for
rany years. While PowerPoint sermed
Like o gocat evohition, we have now
Do all too fandliar with the phrase
Dieath by PowerPoint™, 5o where did
we go wrong?

Research bus shown that in onder for
disep merstanding 10 acen, an
andience needs o be aclively engaged. The standard practice of
“ecluring” Lo your sudience s o longer enough. Sa how do we
engaye our andience and ensure they become active partcipunts,
rather than the traditional passive nove-takess and dozers?

Group and Aucience Response Systems (GALS] have been
aeailahle for soe e now but have previously been prohibitive in
Wi cost, euse of use and porlabilily, This has all changed - small,
alfrdable, plug-and-play systerns are now availible, Education and
training in the UK and US have embuaced this technology for some
time, witl posilive results being realised. Tn Austrulia, 8 company
Jenown s KEEpad is paving the way far the use of (s technology
in edueation and training. Systens are nov being utilised by
Lo sneh s Deloitle, Mazda and others Lo realise their
ion, Lraining and development goals.

STer over discouﬁ

(+ARS utilise small individual sireless kevpads, similar o those
used by the audience n Who wands fo be o Milliswaire? These
allow each parlicipant to respond Lo questions, anofymaonsly, ad
see an overall real-lime: display of the rlasses’ responses. The resull
is that whul lnoks like & PowerPoint presentation is something
mneh more exciting. The audience interacts with the contenl on
sereen insbead of staring ul il passively.

Lecturers and trainers ulreads embracing (his technology have
found that participanls are move open L inberackion with each
olher s they discuss (e various altematives. The presenter isthus
creating a conversation with the aroup as oppased o & leclure

The Quecnsland University of Technology recently conducted a
Lol uging (ARS with promising resulis, 41% agreed or siongly
wireed that they experienced deeper learning, 4086 agreed or
suongly agreed that it favilitated crilival thinking.

An added udvantage is the ability (o mtomatically track and
collate individuals’ esponses. Accuratn data can be accessed al the
efick of 2 bullon and Excel spreadshects created which can allow
for cross tubulation of results,

In this Last-paced and changing world, we need to embrace lovls
sueh as GARE,

John Guiren 75 geveral manager of Satellite, Dubai

Johmg@satellitco. e

Choice rather than discount governs he luxury market, says TN Pratap

ne of the higeese challenges for

capanics operating within the

Twxury gonds sector is 1o
consistently come up with effeetive und
{urgeted marketing sivategios that do nol
indringe on or devalus the rands. In un
inereasingty discount and valuefor
money-driven emvironment, we hive no
choice bt to find ways to bring people
i, other than discouuts.

(ver U st fowy yeurs, Tin Tlendi Enterprises has successfully
ioneered a no-discownt policy. We smondy befieve that al (his end
of the marker, the conswner is looking more for sclection ad
service than discounted prices.

Also, we no longer Jook at anmual incomes when we define onr
customers. The premiom end of the market is now targeled at the
weallhy as well us iose who are not so wealthy but have te
psychagraphic profile o spend on expensive brands,

In our houtiyues, we have made & conscious decision to have
well-mained slalf aeross different nationalities. This way we are
able o male all nur cusiomers [eel comfartable wlether they ure
Avabic speaking, nssian tourists or English-speaking expalzlules

Tt iss ulso equally importunt Lo understand e intermational
imagery & brand porizays aud the Tvpe of conswner it atizacts, Our
mono-kabel stores reflect, (his intemational image and cven perhaps
surpasss it Our new Brion store, one of brand's largest, is au
excample of the imporlance at which we hold retail ambience,
Years of catering to a discerning clientele have made us aware of
the iportance of building relationships and strengthening Lies with
our patrons. After ull, growing a brand is not just o question of
narketing, but ullowing the voice of the customer to drive the
stralegy. It is not only about high visibility advertising campaigns,
bul innavative marketing techniques thar build enguging
relarionships with costomers on an ongeing basis.

TN Pratap, GEO, Bin Henti Enlerprisss. porniap@hinhondi

P s L vy <3



