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“There is nothing that is a more certain sign of insanity than to do the same 
thing over and over and expect the results to be different.” 

Albert Einstein  

Executive Presence & 
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 Course Objective: 

By the end of this course you will be able to: 

Present yourself to others as a high-impact person with a strong presence 

 

Your Objectives: 
List your three main objectives below. What do you want to learn in this course? 
What do you want to take away with you? What do you want to become better at? 
What do you need? 

 

1. 

 

 

2. 

 

 

3. 
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1 What is Personal Impact 
“No one can make you feel inferior without your consent.” 

Eleanor Roosevelt 

Objective: 
By the end of this session you will be able to: 

Define your brand and how you want others to see you 

 

This course prepares you to become highly effective in dealing with people and 
helps you to achieve a high presence and impact. High Impact people are 
remembered well, are listened to and are respected. As a result, they are often 
successful and influential people. Having a high impact on others allows you to feel 
more confident about your abilities and actions and affects the way people 
perceive you. This in turn makes it easier for you to present yourself and your 
ideas in a way that is beneficial to you.  

Having a presence, like any other behaviour, is just a skill and can be mastered 
through using correct techniques and practice. This course provides a variety of 
guidelines on many aspects of developing presence such as body language, what to 
say, how to behave, how to interact with others and so on.  

Personal impact is effectively about how to present yourself in order to positively 
stand out of the competition and be remembered long after you are gone. People 
who don’t have a presence are not listened to, are forgotten easily and their ideas 
are not taken seriously. In this session, you will explore the concept of personal 
impact and learn about various areas that you need to work on to improve your 
image and develop a personal brand.  

Note that in this course impact and presence are used interchangeably as they 
capture the same concept.  

1.1 Why Do You Need Impact?  
You need impact because:  

 You want to be remembered  
 You want to be listened to  
 In a service economy, you need to be able to sell yourself as people buy you  
 You want to advance in your career rapidly  
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 You want to increase your self-confidence and self-actualisation (to satisfy 
your highest-level motivation)   

 You can create an atmosphere that you can easily work in and get others to 
sync with you 

 

 
 

Person Rank (1 best) 

 

 

 

  

  

  

  

 

1.2 How Do You Want to Be Seen? 
To have an impact, first you need to know how you want to be seen. You must 
start at the end and work backwards. Hence, you need to know how you want to 
be perceived before you can take steps to get there.  

For best results, you need to do this in writing. Set a mission statement and 
develop a brand for yourself. You can regularly read your mission statement and 
remind yourself of what you want to do and how you want to be seen by others.  

 

PRACTICE: HIGH IMPACT PEOPLE 
Identify 5 people who you think have a high impact. They can be politicians, 
actors, role models, scientists or historic figures. Once identified, rank these 
figures from 1 to 5. Think what characteristics led you to your choice and discuss 
this with others.  
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Able Dependable Intelligent Patient Sentimental 
Accepting Dignified Introverted Powerful Serious 
Adaptable Energetic Kind Proud Shy 
Bold Extroverted Knowledgeable Quiet Silly 
Brave Friendly Logical Reflective Spontaneous 
Calm Giving Loving Relaxed Sympathetic 
Caring Happy Mature Responsive Tense 
Cheerful Helpful Modest Searching Trustworthy 
Clever Idealistic Nervous Self-assertive Warm 
Complex Independent Observant Self-conscious Wise 
Confident Ingenious Organized Sensible Witty 

 

Your Brand Values 

 

 

 

 

 

   

 

1.3 Impact and Presence 
Impact and presence can be divided into three main areas:  

 Your brand. First you need to know how you want others to see you. Here, 
you need your unique brand. 

 Inner presence. You need to work on your ideal attitude to maximise your 
presence. This helps you to improve your presence from the inside out.  

 Outer impact. You can use a variety of techniques to portray your chosen 
brand. This involves presenting yourself visually or behaviourally to get your 
desired outcome. This focuses on how you are seen from the outside.  

In this course, you will explore all three areas in various sessions with particular 
emphasis on inner presence and outer impact. First, let’s start with developing 
your brand.  

PRACTICE: VALUE WORDS 
Identify 5 value words that you like to associate with you brand. Use the list 
provided below as inspiration. You are free to add your own words if you like.  
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1.4 Your Brand  
How others see you is quite important. The good news is that you can simply 
design the way you are seen by others. It is totally under your control how you like 
to be perceived and you are only limited by your imagination.  

To develop your brand, you need to consider the following components: 

 Features. This is what you offer. It is the front-line expression of your 
brand. 

 Benefits. This captures the benefits of working with you 
 Values. This shows your personal values. 

These three components can then be used to identify your brand in a single 
sentence.  

Let’s see how this works in an example capturing the brand for Luxury Academy: 

 Features 
o Qualified and experienced in the training field  
o Expert in psychology, management and learning methodologies 
o Years of experience in training people on soft skills  
o Academic experience and interest on the effect of soft skills on 

people’s productivity and behaviour 
 Benefits 

o People will learn how to get more from life by using our courses  
o Our coaching on management, efficiency, personal and inter-personal 

skills allows people to progress their careers also in life to reach their 
dreams   

o Our training enables people to become assertive and emotionally 
skilled, so they can handle challenging and emotional situations 
better 

 Values 
o Respect for people’s time  
o Helping people to become more productive  
o Helping people to develop their emotional skills  
o Helping spread the importance of reason and use of science to think 

about life, self and existence  

The components lead to:  

The Brand:  

“An efficient and well-presented organisation whose aim is to increase 
individual’s productivity and improve their emotional skills”  

Now it is your turn. Identify your brand using the following exercise:  

 

 

 

 

 


