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Creating good presentations can be thought of in three 
stages – today’s brown bag concentrates on the third, most 
tactical one 

Message 

design 

 Slide design 

 Slide element 

design 

• Presentation structure 

• Pyramid principle, problem definition 

• Persuasive arguments – qualitative and quantitative 

Strategic 

Tactical 

• Simplicity of message for each slide 

• Clarity in identifying part of chart or table of most 

interest 

• Mu-Sigma Way: talking headers, take-away 

boxes etc 

• Aesthetics issues (use of graphics, sufficient 

white space, clean color schemes etc.) 

• Object manipulation 

• Shortcuts  

• Efficiency tips 
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Objectives 

This session aims to improve our use and manipulation of objects and offer other tips 

– Common problems tackled 

– Use objects more easily and more often 

– Make slides look more readable and professional 

 It is designed for those who are familiar with 

– Basic PowerPoint skills 

» Creating new presentations 

» Basic moving around the slide and presentation, and use of objects, text etc. 

– Basic Mu Sigma templates and Mu Sigma Way 

This does not intend to be a Mu Sigma Way or ‘best-practice’ guide 

– There are many ways to do most the ideas here – usually only one is offered 

– There are many more methods and tricks out there 

» Investigate and let me know  

Graphs and tables will be the next session 

 

http://www.iso.org/iso/en/ISOOnline.frontpage
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Having the right toolbars allows easy creation, editing and 
positioning of objects 

When objects are chosen, there are various drawing tools available in the “Format” 

menu: 

– Object ‘order’ buttons (Bring to front, send to back, etc.) 

– Group and ungroup 

– Snap to grid, snap to objects 

– Basic shapes 

– Object and line properties 

– Aligning functions 

– Distributing functions 

 

 

 

 

 

 Group/Ungroup, 

Align and 

distribute, 

Snap to etc 

Bring to 

front, back 

etc. 

Object 

creation 

Fill, line 

and font 

color 
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 ‘Snap to grid’ and ‘Snap to object’ should typically be on 

– To position shapes or objects to the closest intersection of the grid, use Snap to Grid 

– To position shapes or objects to grid lines that go through the vertical and horizontal edges of 
other shapes or objects, use Snap to Shape 

How: 
– Click the shape or object in the worksheet. Under Drawing Tools on the Format tab, in the 

Arrange group, click Align   
– Click “Grid Settings” and check the snap to grid or snap to shape options 

OR 
–  Use shortcut: Alt+V+I 

 

Keep the ‘snap to’ option on for most occasions to help 
create and move objects more easily 
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Shift, Ctrl and Alt are (amongst) your best friends 

Use  

 

 and/or 

 

 and/or 

  

in various combinations whenever you 

 

– create an object 

 

– move or rotate an object  

 

– rescale an object 

Shift 

Ctrl 

Alt 
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Shift Ctrl Alt 

Using Shift when creating an object or line makes them well 
proportioned or orthogonal  

SHIFT maintains the object’s proportions 

– Select the autoshape type to create 

– Hold SHIFT down as you drag to create it 

 

Squares are created instead of rectangles 

 

Circles instead of ellipses 

 

Stars are well proportioned 

 

Lines drawn are horizontal or vertical 
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Using Ctrl when creating an object draws the object centered 
on the first mouse click; Alt overrides ‘snap to’ options 

CTRL creates the object centered on the first mouse click  

– Select the autoshape 

– Hold Ctrl down as you drag to create it 

E.g. circles, ellipses and stars are created centered where you start drawing 

 

 

 

 

 

ALT makes the movement ‘smoother’, overcoming any ‘snap to’ settings 

Without With Ctrl Ctrl 

Alt = 

Shift Ctrl Alt 
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Effective positioning of objects can be achieved using 
the Shift, Ctrl and Alt key when dragging and dropping  

Hold down SHIFT while dragging to move it horizontally or vertically on the screen  

Shift 

Ctrl 

Alt 

Shift 

Ctrl 

Alt 

• Left click to drag an object – release the left forefinger to drop it 

 

Shift Ctrl Alt 
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Shift 

Copying is easy using the Ctrl key, while the Alt key 
overrides the ‘Snap to’ option 

Hold down ALT while dragging, to move it ‘smoothly’, overriding the SNAP to grids, 

guides or objects 

Ctrl 

Alt 

Shift 

Ctrl 

Alt 

• Hold down CTRL while dragging, to copy the object 

 

Shift Ctrl Alt 
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Hold down SHIFT and ALT while dragging, to move an object horizontally or vertically 

and ‘smoothly’ (overriding the ‘SNAP to’ option) 

Shift 

Ctrl 

Alt 

Shift 

Ctrl 

Alt 

• Hold down CTRL and SHIFT while dragging, to copy the object while moving it 

horizontally or vertically 

The Shift, Ctrl and Alt keys can be used together  

Shift Ctrl Alt 
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Hold down CTRL while moving for ‘baby steps’ 

Shift 

Ctrl 

Alt 

Shift 

Ctrl 

Alt 

• The arrow keys can move any object 

– Useful for basic orthogonal motion 

 

An object can also be moved by pressing the arrow keys 
– CTRL makes it take much smaller steps each time  

Shift Ctrl Alt 
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Ctrl 

Shift 

Without With Ctrl Ctrl 

Rotate around center Rotate around edge 

With 

Rotate at 15º intervals 

Pivot 

15º 

Shift Alt 

Useful for 45º or 

90º rotations 

Objects can be rotated using their green handle  

Shift Alt 
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Shift 

With Ctrl 

Move one end only Move around center 

With 

Move along its axis only 

Without Ctrl Shift Alt 

Alt = With 

Line can be stretched or rotated by dragging their ends 
and using SHIFT, CTRL and ALT 

Shift Ctrl Alt 

Pivot 
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The red boxes are all aligned Middle 

 

 

Left  

Center  

Right  

Top 

Middle  

Bottom 

Use ‘Align’ to, well, align objects 
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Select objects and in format tab:  

Equal spacing 

between objects 

Use ‘distribute’ buttons to neatly space out groups of 
objects 

Discu
ssion

s 

Bluep
rint 

Post 
& 

Scree
n 

Traini
ng 

Discu
ssion

s 

Bluep
rint 

Post 
& 

Scree
n 

Traini
ng 
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How can this be quickly made? 

1 2 

4 

5 

3 

Copy it four 

times to 

roughly the 

right place by 

dragging it 

with CTRL 

key down 

Position the 

bottom right 

object 

Distribute 

horizontally 

‘Distribute’ 

vertically 

Create one 

object  
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How can these objects quickly be made? 
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Here’s one way 

1. Draw a hexagon using 

to keep shape in proportion  

2. Ensure ‘Snap to object’ is on 

3. Drag and copy a hexagon using                

      

4. Drag and copy a hexagon 

horizontally using    

5. Move it over using                and 

arrow keys  

Ctrl 

Ctrl 

Ctrl 

Shift 

Shift 
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Here’s one way 

6. Drag and copy down two more, 

using snap to object and 

7. Drag and copy down one more 

vertically, using snap to object 

and 

8. Adjust up using arrow keys and  

9. Select all, zoom in and drag a 

handle of one in with 

                           to smoothly resize 

from the center of each object 

Alt Shift 
Shift Ctrl 

Ctrl Ctrl 

Ctrl 
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   Select the object and right click. 

 Click on ‘Format <object>’ 

The two color gradient within an object can be an attractive fill 
effect 
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Patterns within an object are also useful fill effects, especially 
for printing 

   Select the object and right click. Choose ‘Format <object> 

– From fill choose ‘Picture or texture fill’ 

– Options include fills from files, clipart and the clipboard 

(after copy action) 

CRM 

database 

(35,561) 

Sales data 

(7,397) 
1,445 5,952 29,609 

Recent 

customers 
Prospects 
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Concentration of Sales

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

% of Customers

%
 o

f 
S

a
le

s

Think about line thicknesses and line types to help with 
clarity 

Line thickness 

Line type 
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Connectors stretch as you move a connected object. All 
PowerPoint 2007 lines are connectors 

Move the box… 

Connectors 

stretch as you 

move objects 

These are 

connectors and 

not ordinary 

‘lines’ 

1 

2 
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Objects are placed in front of other objects when they are 
created but may need ‘sending back’ if necessary 

3. ‘Send it back’ using 

 

 

 

4. Resize it to fit using                if 

necessary to override ‘Snap to’ 

1. To add a light background 

shading to parts of a slide 

 

Market 

potential 

Average 2 

year sales by 

customer 

type 

Population 

65+ years old 

Prevalence of 

cataract and 

glaucoma by 

state 

20% 

40% 40% 20% 

Sales potential 

Market 

potential 

Average 2 

year sales by 

customer 

type 

Population 

65+ years old 

Prevalence of 

cataract and 

glaucoma by 

state 

20% 

40% 40% 20% 

1 

2 

3 

2. Create a box roughly covering 

the area of interest 

Alt 
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The concept of front and back is important for building 
shapes on top on each other 

 

How is this created? 

• Answer: with 

three objects 

Back Middle Front 

+ + 

• With two objects, you can create this: 
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Alternatively you can make colors partly ‘transparent’ 

106,445 

5,952 

29,609 

Recent 

customers 

Prospects 
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Bullets in a box need some formatting before they’re ready 
Creating bulleted text inside an object can look like this 

•Here’s my title 

•These are some bullets 

•Here’s another 

•They look pretty average, especially if they overrun the box size 

• Consider: 

– Making the header bold 

– Left justifying 

– Wrapping the text in the box 

– Possibly, resizing the box to fit the text 

 

 Here’s my title 

•These are some bullets 

•Here’s another 

•They look pretty average, 

especially if they overrun the box 

size 
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Finally use the ruler when editing to get those bullets looking 
the way they should 

Here’s my title 

•These are some bullets 

•Here’s another 

•They look pretty average, 

especially if they overrun the box 

size 

Here’s my title 

• These are some bullets 

• Here’s another 

• They look pretty average, 

especially if they overrun the box 

size 

use the ruler and tabs 

when editing text in an object 
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Use ovals and callouts to highlight relevant numbers of 
interest  

19 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

Valuation tables for Soriatane and Extina markets

20361,684Total / 

Avg

071,6160

4182,3631

1742,0462

3024,3043

4715,1934

7110,1435

1086,7336

1714,2327

2722,6308

4401,6409

91678410

Avg Mkt 

TRx

No. of 

docs

Decile

132191,368Total / 

Avg

0043,1450

05110,3681

12922,4342

3787,8403

101843,3954

143741,6535

86679266

41,0226087

21,3964438

31,8403379

12,81921910

Avg Soriatane 

TRx

Avg Mkt 

TRx

No. of 

docs

Decile

Extina

Note: Average market TRx represents the ‘value’ of that decile 

compared to other deciles

Soriatane

Note: the relatively high 

proportion of Soriatane 

prescribers in the mid-

deciles may reflect those 

active doctors who tend 

not to prescribe biologics

Source:  NDC Health, Confidential and Proprietary, prescription data, 12 month to April 2004

Overall prescription data
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You create an object with complex properties (color, text boxes, shadows etc.) 

You want to convert it to a, probably, slightly different type of object 

– Select the format tab 

– Select ‘Edit shapes’ ’Change shapes’ select a shape 

 

 

 

 

 

 

 

 

An object can be converted from one autoshape to another, 
without recreating it 

Do the math! 
Do the 

math! 
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Use the mouse scroll wheel with CTRL to zoom in and out 

Use it when working on objects, charts or small text 

Makes it easier to move objects off completely off the slide, make edits and then move 

back 

With Ctrl 
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Before printing, always check your slides by viewing ‘black 
and white’  

The default for printing is ‘black and white’ slides 

– This is true even if the printer is very capable of printing in ‘grayscale’ as most are 

– This can lead to slides looking different on the screen to the handout 

– And not as you intended 

However, black and white is best for photocopying and faxing 

C
o

m
p

a
n

y
 

Rep 

Rep 

Rep 

Rep 

Rep 

Rep 

Customers 

Customers 

Customers 

Customers 

Customers 

Customers 

Color Grayscale Black and white 
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‘Black and white’ printing can be overcome (if desired) in the 
print options or by selectively changing object properties 
 If grayscale is preferred or necessary for printing 

– Print the whole document in grayscale 

» Select grayscale from the print menu 

– Select objects as grayscale for printing 

» Click View Color/Grayscale /Pure Black and White 

» Select the objects 

» Right-click and choose ‘Grayscale’  

 

 

Local 

business 

priorities? 

Local 

business 

priorities? Local 

business 

priorities? 

Note: the hidden stem 

of the speech bubble 

is printed unless the 

object properties are 

set to ‘Grayscale’ 

Color (on 

screen) 

Black and 

white 

Grayscale selected 

as object property 
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Sample slides people have liked or used  

5 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

This meeting will complete the first phase of the project, 

allowing the project to move to market segmentation and the 

Delphi meeting

• Estimate future promotion responsiveness by product and customer segment given new 

indications, changes in the competitive landscape, etc.

• Conduct interactive promotion response review session with Connetics project team (field 

sales, sales operations, brand team, senior sales and marketing management)

• Conduct segmentation analysis for physicians based on market potential and historical 

prescribing behavior

• Utilize statistical methods to derive frequency response relationships across products in the 

Connetics portfolio

• Review historical data to understand sales force call capacity and audience access 

constraints

• Understand the current situation facing each product, including issues, forecasts, and future 
market events

• Generate market and audience insights

• Develop a physician-level database to support market segmentation, segment valuation, and 

historical sales response analysis

• Determine the optimal size of the sales force and the optimal allocation of effort by product to 

each customer segment

• Determine financial implications of different audience coverage and sales force investment 

scenarios (sales, profits, ROI)

• Assess different risk scenarios to facilitate selection of the optimal sales force strategy

Phase Objectives

Immersion and 

database 

development

Judgmental 

forecasting

Segmentation 

and sales  

response 

analysis

Sizing and 

financial

analysis

Project statusNote use of: 

• Boxes 

• Highlighted 

areas 

• More 

interesting 

than bullets 

alone 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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Sample slides people have liked or used  

3 Connetics Presentation for Board of Directors 2004_07_09 1.0© 2004 ZS Associates

Executive Summary

• We recommend the sales force size be increased to 122 reps

– This increase is driven by the significant opportunities of the soon-to-be 

launched products, particularly Velac, as well as line extension of OLUX 

(OLUX-E)

Team size

Team 

structure

Audience

• We recommend the sales force be mirrored with two teams of 61 reps

– This suggestion is a result of the increase in total number of products, the 

importance of high frequency detailing, as well as the benefits of easier 

coordination and more efficient management

• Dermatologists should continue to be the primary audience

• Analysis shows that PCPs, which are typically in low to medium deciles, draw a 

reasonable additional number of reps for the two acne products but with relatively 

little additional sales

• Pediatricians require very little rep effort and are therefore responsible for almost 

no additional sales

Note use of: 

• Boxes 

• White 

areas 

• More 

interesting 

than bullets 

alone 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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Sample slides people have liked or used  

9 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

The project will focus on eight products in the period to 2007

• The assumed launch dates will influence the product 

forecasts used in the base case

• Alternative launch dates (i.e. forecasts) will be 

possible as scenarios

OLUX-E

2004 2005 2006 2007 2008

Current marketed 

products

Desilux

2003

Timeframe of 

project is to 

end of 2007

Feb 2007Desilux

Oct 2006OLUX-E

Aug 2005Velac

Mar 2005Extina

Dec 2004Actiza

Launch date 

(best estimate of 

‘street’ launch)

Product

Data reviewNote use of: 

• Two-color 

gradient 

• White 

space 

• Colored 

headings 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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19 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

Valuation tables for Soriatane and Extina markets

20361,684Total / 

Avg

071,6160

4182,3631

1742,0462

3024,3043

4715,1934

7110,1435

1086,7336

1714,2327

2722,6308

4401,6409

91678410

Avg Mkt 

TRx

No. of 

docs

Decile

132191,368Total / 

Avg

0043,1450

05110,3681

12922,4342

3787,8403

101843,3954

143741,6535

86679266

41,0226087

21,3964438

31,8403379

12,81921910

Avg Soriatane 

TRx

Avg Mkt 

TRx

No. of 

docs

Decile

Extina

Note: Average market TRx represents the ‘value’ of that decile 

compared to other deciles

Soriatane

Note: the relatively high 

proportion of Soriatane 

prescribers in the mid-

deciles may reflect those 

active doctors who tend 

not to prescribe biologics

Source:  NDC Health, Confidential and Proprietary, prescription data, 12 month to April 2004

Overall prescription dataNote use of: 

• Colored 

headings 

• Highlighted 

areas of 

interest 

with callout 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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24 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

Although OLUX and Soriatane may be considered as 

complementary, the overlap of high prescribers
1

is very low 

• Soriatane

OLUX

(4,547)
Soriatane 

(1,607)

1 Deciles 7-10 are considered as ‘high decile’ doctors

Source:  NDC Health, Confidential and Proprietary, prescription data, 12 month to April 2004

Overlap of decile 7-10 physicians 

in the OLUX and Soriatane market

1,576314,516

Overall prescription dataNote use of: 

• Different 

colors 

• Different line 

types and 

thicknesses 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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Sample slides people have liked or used  

31 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

About three quarters of all scripts for existing Connetics 

products are written by derms  

• Very few pediatricians currently write Connetics scripts

• PCPs write 7-10% of Connetics scripts

• Negligible Soriatane scripts are written by rheumatologists 

Proportion of Connetics scripts (TRx) by specialty

73% 77% 77%

10%
7% 10%

5% 5% 4%
11% 9%10%

0%

20%

40%

60%

80%

100%

Luxiq Total Olux Total Soriatane Total

Other

UNK

PD

PCP (FM/IM/GP)

D

RHU

Source:  NDC Health, Confidential and Proprietary, prescription data, 12 month to April 2004

Specialty codes. UNK: Unknown, PD: Pediatrics, FM: Family Medicine, IM: Internal Medicine, GP: General Practice, D: Dermatology, RHU: Rheumatology

Top 4 specialties in the ‘Other’ category typically consist of OTO (Otolaryngology), OBG (Obstetrics/Gynecology), EM (Emergency Medicine), NEP (Nephrology)

Prescription data by specialtyNote use of: 

• Mu Sigma 

Way graphs 

and colors 

• Simple 

bullets 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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35 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

Forecast sales to 2007 will be used in the analysis

Forecast sales ($MM)

$0

$50

$100

$150

$200

$250

$300

$350

Desonide-E

Velac

Extina

Actiza

Soriatane

Luxίq

OLUX-E

OLUX

Desonide-E $0 $0 $0 $11 

Velac $0 $24 $112 $140 

Extina $0 $6 $17 $23 

Actiza $0 $18 $30 $39 

Soriatane $55 $54 $29 $20 

Luxίq $24 $26 $28 $29 

OLUX-E $0 $0 $4 $10 

OLUX $60 $66 $64 $59 

2004 2005 2006 2007
Note:

OLUX, OLUX-E 

and Luxiq: 

excludes PCP 

forecast

Actiza, Velac, 

Extina, Desonide-

E: includes derms 

and non-derms 

Soriatane: derms 

only

Financial assumptionsNote use of: 

• PowerPoint 

graphs that 

can include 

table below 

• Mu Sigma 

Way colors 

• Grid lines 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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52 Connetics Data Review 2004_06_10 1.0© 2004 ZS Associates

Product breakdown for Extina market

30%

22%

16% 15%

6% 5% 4%
2%

0% 0% 0%
0%

5%

10%

15%

20%

25%

30%

35%

G
N
R
C
 K

et
oc

on
az

ol
e 

Top
/S

ha
m

po
o

Lo
pr

ox
 T

op
. +

 S
ha

m
po

o

N
iz
or

al
 S

ha
m

po
o

Top
. E

co
na

zo
le

M
en

ta
x

O
xi
st
at

N
af

tin

S
pe

ct
az

ol
e

N
iz
or

al

Lo
tri

m
in

La
m

is
il

Source: NDC data, 12 month to April 2004

Note: Lamisil 

and Lotrimin 

proportion is 

very low

(Nizoral A-D 

was not included 

in the NDC data)

Note: Loprox topicals 

and shampoo are a 

significant proportion 

of the market, and 

are an OTC product

Appendix – Product share for each market Note use of: 

• Simple graph 

(Appendix 

page) 

• Callouts 

• White space 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 
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29 Connetics Delphi Meeting 2004_06_22_v1.2© 2004 ZS Associates

Promotion Response Curves

Maximum P1 Equivalents for High Value Decile MD 32

Proposed P1 Equivalents per MD 0 8 16 24 32

% of Affectible Sales Achieved 0% 55% 80% 88% 100%

Alternative P1 Equivalents per MD 0 8 16 24 32

% of Affectible Sales Achieved 0% 65% 87% 94% 100%

Affectible Sales Achieved By Effort Level
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We must consider and agree the value of additional details for 

each product, which will help build up the sales response curve 

Example questions

“What is the likely 

maximum number of 

calls for this product?”

“How competitive is this 

market?

“Would it be more 

effective to direct the 

maximum number of 

calls to one doctor or 

split them between 

two?”

Illustration

Sales responseNote use of: 

• Border and 

shading for a 

screenshot 

• Bubbles for 

‘questions 

asked’ 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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3 Synch Selling brown bag 022805 v3.0© 2005 ZS Associates

Many pressures in the pharma market lead to the most valuable 

customers being shared by many reps

Arms race

Blockbuster launches

Access problems

“Frequency works”

Multiple products

C
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a
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y

Rep

Rep

Rep

Rep

Rep

Rep

CustomerCustomer

SituationNote use of: 

• Clear 

structure 

• White space 

• Well 

‘distributed’ 

objects 

• Consistent 

Mu Sigma 

colors 

• Shaded 

background 

boxes 

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 
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The forecasting process needs to be balanced to ensure 

usability and longevity

Technical

Focus

Process

Focus

Technically sophisticated, but nobody cares

Agreement based on suspect analysis

Process

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 

Note use of: 

• Clear 

graphics  

• White space 

• Well 

‘distributed’ 

objects 
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31 Connetics Presentation for Board of Directors 2004_07_09 1.0© 2004 ZS Associates
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Sales Response curves for all products agreed in Delphi meeting

Sales Response

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 

Note use of: 

• Clear 

graphics  

• White space 

• Colors 
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for gridlines 
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3 ABI steering comm mtng 4.06.05 v1.0© 2005 ZS Associates

The team has progressed through the sizing analysis and into 

the deployment planning 

Feb March April May

Sales force structure

Sales force size

MB deployment plan

MS deployment 

plan

HID deployment

Compensation and other effectiveness issues

Steering committee 

meeting

Today

M

M

M

M

M M

June

Overview / Structure update

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 

Note use of: 
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• Colors 
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objects 
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We win when we…

• Current clients are still the key source of new IC projects 

– Good work in SSA, Deployment, Market Research, etc. 
will foster our credibility and allow us to broach Incentive 
Compensation as a practice area

• IC work results in interaction with a significant portion of 
the client organization

– Opening doors for other possible project work

• Clients remember when we provide excellent service

– Client contacts often migrate from one firm to the other, 
but generally stay within the same industry

– Clients also refer us to their colleagues – but only if they 
received the full ZS Way treatment

Go in prepared

Convey our value 

proposition

Do good work

When do we win?

Note: these are indicative only of techniques discussed today. They are not Mu Sigma Way approved by the Mu Sigma Way authorities (although they 

may conform!). They are slides I like, other people have liked or have used as templates 

Note use of: 

• White space 

• Aligned and 

distributed 

objects 

• Lines 

directing 

eyes to text 

• Simple 

colors 


