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	[image: image1.wmf]Act I: Set up the story



	[image: image2.wmf]The setting


	Consumer brands today are under siege by store brands


	[image: image3.wmf]The protagonist


	Brand innovation teams
 must find ways to defend their turf

	[image: image4.wmf]The imbalance


	Lack of consumer knowledge limits innovative opportunities


	[image: image5.wmf]The balance


	Successful innovation
 can flourish with a new approach

	[image: image6.wmf]The solution


	Adopt Kansei to discover new packaging opportunities


	[image: image7.wmf]Act II: Develop the action



	5-Minute Column: why?

	15-Minute Column: how?

	45-Minute Column:

	Connecting feelings with packaging creates more satisfaction

	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	Kansei
 will widen the scope of  packaging design innovation
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	More satisfying packaging forms platforms for other product innovation
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	Can Kansei open understanding and successful innovation?


	[image: image9.wmf]Act III: Frame the resolution



	[image: image10.wmf]The crisis


	Overcome the
 limitations of knowledge with a new approach

	[image: image11.wmf]The solution


	Adopt Kansei to discover new packaging opportunities
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	Unfolding opportunities of innovation
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	Got Kansei?
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�Always include the presenter’s name in the byline to indicate ownership and responsibility for the ultimate delivery


�Here I’ve keep the setting general to establish the broad context for the presentation.


�This should be the specific audience of this presentations – the structure will be different for different audiences. 


�Edited this a little tighter


�This is the vision the audience is looking to achieve.


�This clearly states what you want the audience to do – “to adopt”


�Now the question for these three statement ties back to the solution: “Why should I adopt Kansei to discover new packaging opportunities?"  All three of your statements are great.


�If you wanted to go one more level, you would answer “How (0r why) does “Connecting feelings with packaging create more satisfaction?”


�Good, just edited for length.


�This one and the next are great.


�This should relate back to the imbalance/balance more specifically as here.


�The crisis summarizes the “balance” and “imbalance” statements from Act I.


�This is exactly the same as from Act I, clearly saying what you want the audience to do.


�This is a general statement that appears on screen while you give your verbal conclusion


�And finally, a clever statement on screen while you answer questions.





