
 
  

Presentation Skill Is a Habit 

Idea In Short

Most business presentations are genuinely dreadful: thin on content, poorly structured,
visually cluttered and, ultimately, unpersuasive. That failure rate is not evidence that
presenting well is an innate gift some people simply have. Aristotle is credited with the
observation that excellence is a habit, something built through repeated practice rather than
possessed by chance, and presentation skill follows that same pattern. The professionals
who consistently produce clear, persuasive slides got there through deliberate repetition,
not natural talent.

Excellence as a habit, not an accident

Aristotle is credited with the observation that excellence is a habit, something built by
consistently doing the right thing rather than achieving it once by chance. That framing
applies directly to business presentations. Someone who reliably produces clear, persuasive
slides did not stumble into that ability. It came from training, repetition and enough
accumulated practice that good structure became close to automatic.1

Deliberate practice, not raw hours

The relevant idea here is not simply logging hours, but practicing deliberately: building a
presentation, getting specific feedback on where the argument broke down, and revising
with that feedback in mind before repeating the cycle again. That deliberate loop, build,
critique, revise, is what separates someone who has made forty passable presentations
from someone who has genuinely improved through forty structured attempts.2

Why so many presentations fail

The overwhelming majority of business presentations fall short in fairly predictable ways:
thin on actual content, illogically sequenced, visually cluttered rather than clear, and
ultimately unpersuasive despite considerable effort. None of that failure is mysterious. It
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reflects the fact that most people build presentations reactively, under deadline pressure,
without ever deliberately practicing the underlying structure the way they might practice any
other professional skill.

What executives are actually listening for

Senior decision-makers are trained to listen for two specific things in any presentation: the
reasoning behind a recommendation, and the recommendation itself. A presentation that
buries either one under decorative slides or excessive background detail loses its audience
regardless of how much effort went into the visuals.3 Getting quickly to the point, and
supporting that point with a clear logical chain, matters far more than polish.

Overuse does not excuse poor quality

It is fair to observe that presentations get used more often than necessary across many
organizations, sometimes replacing conversations or documents that would communicate
the same idea more efficiently. That overuse is a separate problem from craft quality, and it
does not excuse building a poor one when a presentation genuinely is the right format. The
two issues, whether to present at all and how well to present, deserve to be evaluated
separately.

Treating the craft like any other trained skill

Professionals across law, finance and consulting who are known for excellent presentations
typically treat the craft the same way they would treat any other trained skill: with structured
repetition, honest feedback and a willingness to revise repeatedly before a final version
goes in front of an audience. Approaching presentation-building this way, as a habit to be
trained rather than a talent to be hoped for, is available to essentially anyone willing to put in
the structured repetition.

The payoff of treating it as a craft

Once presentation skill is treated as a trainable habit rather than an innate gift, the path to
improvement becomes straightforward, even if not easy: build more of them, get honest
feedback on the structure and logic, and revise deliberately rather than simply producing
more volume. That approach, applied consistently, produces the kind of clear, persuasive
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presentations that remain rare precisely because so few people bother to practice this way.

1Aristotle
2Deliberate practice
3Business communication

Summary

The overwhelming majority of business presentations fail not because presenting well
requires rare talent, but because clear, persuasive slides are a trained craft that most people
never deliberately practice. Structuring an argument around what an audience actually
needs to know, the reasoning behind a recommendation and the recommendation itself,
then refining that structure through repeated feedback, is a learnable habit, and treating it as
one is the fastest route to getting genuinely better at it.
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