


IN T H I S A R T I C L E 

Personal-Life Issues and Work. 
Speaking and Presentation Skills 

BEATING THE 

POST-PRESENTATION 

HAVE YOU BEEN SINGING THE BLUES? 

MANY SPEAKERS EEEL TIIEIR MOODS CLOUDING OVER 

AFTER THE) RETURN FROM GIVING PRESENTATIONS. HERE 

ARE SOME UP-TEMPO TIPS YOU CAN USE TO KEEP YOUR 

SPIRITS SUNN) AND YOUR PERSPECTIVE IN TUNE. 

B Y A N G E L A V . W O O D H U L L 

hen Sonja M. returned home 

after a two-week speaking 

engagement, she was eu-

phoric. It was her first tour 

as a representative of a 

company that offers semi-

nars on improving work 

habits. On the tour, Sonja 

had encountered reluctant 

trainees, a mix-up about a 

ll/uslmtinii hySitstiii Uncles 
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Up-Tempo Tips for Trainers Who 
Here are some lips for preventing 
the post-presentation blues. 
• Keep to your usual routine, diet, 
and exercise regimen while on the 
road. 
I Stay heal thy at home so that 
you'll he in top form when it's time 
to go on the road again. 
» Make a buddy in the corporate 
home office to take care of logistics 
while you're traveling. 
» Be realistic about approva l . 
Don't expect 100 percent of your 
audiences to like you. 

I Take a day off when you return 
home. 
» Seek closure by reviewing the 
highs and lows, and by making a 
list of tilings to do differently . 
I Accentuate the positives by re-
calling what went right and by sav-
ing your positive evaluations for a 
confidence boost when you need it. 
I Learn how to stop rehashing a 
tour once you get home, so you 
can enjoy other activities. 
I Form alliances and share experi-
ences with other speakers. 

presentation room, a microphone that 
wouldn't work, and an overhead pro-
jector that went kaput . Yet, she 
thought she spoke with poise, and 
the evaluations were superb. Overall. 
Sonja felt that her presentations had 
motivated people. 

Then she received a letter forward-
ed by her company from a disgrun-
tled participant who asked for his 
money back. He wrote that her pre-
sentation was disorganized and shal-
low. and that she was aloof. 

Sonja was taken aback and began 
feeling mildly depressed. Perhaps she 
wasn' t as wonde r fu l as she had 
thought. Fighting jet lag. she decided 
to go to bed and hoped that she'd feel 
better in the morning. But the next 
day, she reread the letter and won-
dered how ii might affect fu ture 
bookings. She knew that she was one 
of 75 speakers employed by the com-
pany. And the company had let her 
know that she could be easily re-
placed. 

Nevertheless, Sonja 's company 
sent her on two more tours. After 
each one, she experienced the same 
feelings of despondency. The mild 
depression was becoming a pattern, 
lasting from two to five days each 
time. 

Sonja was experiencing post-pre-
sentat ion blues, also called "dys-
iliymia." The symptoms are confu-
sion, low energy, despondency, and 
fatigue. Entertainers, athletes, and 
even the most positive motivational 
speakers experience it at one time or 
another. Experts say that the phe-
nomenon can be brought on by such 
factors as jet lag; overstimulation; in-

somnia; and changes in climate, diet, 
or exercise. Sonja's case was exacer-
bated by a perceived lack of support 
from her employer. 

What to do 
Shae Graham Kosch, director of the 
behavioral medicine program at the 
University of Florida in Gainesville, 
recommends that sufferers try to iden-
tify the specific cause or causes of 
their dysthymia. 

"It's not a true clinical depression,'' 
says Kosch. "Clinical depression per-
sists for two weeks or more. Still, dys-
thymia can l)e acute and intense." 

Kosch explains that when some-
one is performing, there is a surge of 
a biochemical adrenalin similar to caf-
feine. But the brain can produce only 
so much of the stimulant. Eventually, 
the person feels deple ted and let 
down. 

"When people perform, they're 
cranked up with energy," says Mark 
Gold, director of neuroscience at 
the Shands Research Hospital in 
Gainesville, Florida. "All the things 
that are s t imulat ing—performing, 
checking the itinerary, flying to differ-
ent cities—tend to exhaust the stores 
of neurotransmitters. Once the stimuli 
are removed, there is a neurochemi-
cal letdown." Gold says that soldiers 
exper ience a similar r e sponse in 
wartime. After a battle, they are men-
tally fatigued, and they need time for 
restoration. 

Getting all geared up to perform 
isn't necessarily healthy, says Gold. 
"People do it because it's glamorous. 
They get the red-carpet treatment. But 
when the excitement is gone, they are 

just ordinary peop le again. Their 
spouses may say, i t ' s your turn to 
take out the garbage."' 

In fact, spouses left at home may 
resent their mates who have been 
away giving presentations and being 
stars, according to William Wood, 
professor of psychiatry at the Univer-
sity of South Florida in Tampa. And 
co-workers may think that a presenter 
has been having a ball while they've 
been doing the dirty work back in the 
office. The complaints can cause pre-
senters to experience dysthymia. 

To prevent the post-presentation 
blues, experts recommend several ap-
proaches. 
Train. The healthier you are before an 
extended tour, the less likely it is that 
you'll get depressed afterwards. Says 
Gold, i n effect, you're preparing for 
a marathon. Get plenty of exercise 
and sleep, eat a lot of carbohydrates, 
avoid fats, and stick to a regular rou-
tine. This will help lessen your recov-
ery time." 
Make contacts wi th in the f i rm. Make 
sure you develop a good relationship 
with at least one person in the corpo-
rate office of the company that sets 
up your presentat ions . "Speakers 
shouldn't have to worry about such 
things as gelling from the airport to 
the hotel and whether the workbooks 
arrived," says Gold. Someone at the 
corporate office should take care of 
the logistics and make sure to send 
presenters any positive, as well as 
negative, comments that come in. 
Keep regular habi ts . It 's n o t a g o o d 
idea to go from eating cereal every 
morning at home to having a big buf-
fet breakfast every day on the road, 
warns Wood. Stick to your regular 
routine as much as possible. 
Exercise. While traveling, try to exer-
cise at least 45 minutes a day if you 
can. Many hotels have swimming 
pools or exercise rooms. Or, just take 
a walk with a buddy and talk, recom-
mends Kosch. As you walk, focus 
your attention on trees and buildings 
in the distance. A farsighted gaze is 
energizing. 
Be realistic. Don't expect to receive 
100 percent approval from everyone, 
cautions Michael Wade, a principal of 
Sanders and Wade Consult ing in 
Phoenix, Arizona. Wade even sug-
gests that aud iences are getting 
"meaner" toward presenters because 

30 Training & Development, July 1995 



more training is mandated. 
Sonja 's company expec t ed its 

speakers to receive two "excellents" 
for every "good" on their evaluations. 
That kind of pressure alone can lead 
to dysthymia and hinder performance. 

"If SO percent liked it and 50 per-
cent thought it was OK, that's excel-
lent. No matter how polished a per-
fo rmance is. there will a lways be 
criticism," says Wade. 
Take time off. Wood says that even if 
you go back to work the day after 
you return from a tour, you should 
think of it as a day off. "You're in a 
transition period, so don't expect to 
get a lot accomplished the first day 
back." 
Review. What were the high and low-
points? Think about what you'd do 
different ly next t ime. Make a list. 
"Come home, put on relaxing clothes, 
and put closure on the trip," suggests 
Wood. 
A c c e n t u a t e t h e p o s i t i v e s . T a l k 

about what went right. Your mood 
will follow your talk," says Kosch. 
"It's important to discuss the negative 
aspects . Hut it's also important to 
keep one's perspective. Write down 
everything that went right." 

Maria Arapakis, author of Softpow-
er, recommends saving positive eval-
uations. Says Arapakis: 

"During the first years of my career 
as a speaker. I was extremely sensi-
tive to the slightest criticism. I'd be-
come terribly upset by even one neg-
ative evaluation in a stack of positive 
ones. Once. I let three bad evalua-

" N O MATTER 

HOW POLISHED A 

PERFORMANCE IS, 

THERE WILL BE 

C R ITIC I S M " 

lions out of 400 good ones ruin an 
entire evening. 

"That night. I decided to take my 
collection of 'warm, fuzzy" evalua-
tions on my future travels. I'd reread 
them whenever I overreacted to criti-
cism on the road. It worked like a 
charm. In minutes, I was able to re-
store a healthier, more realistic per-
spective." 
F o r m a l l i e s . L e o n a r d F e l d e r , a u t h o r o f 

Does Someone at Work Treat Yott 
Badly? th inks that it's essential to 
share your exper iences with other 
speakers. Felder says that it's possible 
that a co-worker not only shares your 
feelings, but also has the clout or ex-
perience to help. 
S w i t c h g e a r s . A u t h o r a n d s p e a k e r 

Arthur Pell recommends that presen-
ters on the road look forward to a fa-
vorite activity they can pursue when 
they return home. 

Sonja didn't have an ideal support-
ive relationship with her company. 
And she couldn't please every mem-
ber of her audience. But next time, 
she could offset those negatives by 
using the positive approaches recom-
mended here to ward off those low-
down, post-presentation blues. • 

A n g e l a W o o d h u l l is president of 

SOULutions Seminars, Box 14423. 
Gainesville. FL 32604-2423. Phone: 
904/331-7746 or 904/332- 7746. 

To purchase reprints of this article, 
please send your order to AS'TD Cus-
tomer Sen ice. 1640 King Street. Box 
1443. Alexandria, V A 22313-2043-
Use priority code FIM. Single photo-
copies. at $10 each, must be prepaid. 
Bulk orders < 50 or more ) of custom 
reprints may he hilled. Phone 
703/683-8100forprice information. 

Does your training 
program really support 
your business goals? 

Is il riiungiiig helmvior on llu> jnli? 
Docs il iontrihute lo the bottom line? 

Hertric fVrliiriiiaiire Suppnit S>slcnis 
II'SS) can help >1111 achieve ynur business 
Uiiiils. These kiinvvleilse-hiiseil. mi-line 
s\ si en is are designed In miiile users 
lliriitidi specific tasks and present jusl the 
riuhl amiinnl nl' assislance nr learniitf! at 
pisl (lie riuhl time. And Hie liesl way I nr 
.Mi l l In learn ninre alum) H'SS is Ihrnidi 
WnrkSniart. a cnnipanj ileilicaled In 
traiisfnriiiiiia >nnr nruani/alinn iiitn a liiuli 
perfnrnianie wnrkplaee. 

In disriiMT nrw tw/.rv In m.iiitiiir Iruniini! 
w ithin 1 niif iir'Miii/utinii. riiiitnrt us Inilny 

W » r k ^ m « n i Inr . 
"J'i'J VV. Ontario, Suite "illll 
Chicago, IL (>ll(>lll 
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TREAT YOURSELF TO 
A DOUBLE FEATURE. 

PltEMKW T W O D A H T N E L I . V I D E O S 
EOH THE PRICK OF ONE. 

w •" - ? t l j j 

Double features: They were always a bar-

gain—and a great way to discover new 

movies. Now you can go to a "twofer" 

again—right in your office! 

When you order a preview video from 

Dartnell's new "Two-for-One Previews Video 

Catalog," you can select a second preview title 

FREE. Choose from a wide variety of best-sell-

ing video programs. Video topics include: 

• quality • sexual harassment 

• customer service • teamwork 

C a l l f o r y o u r f r e e c o p y o f D a r t n e l l ' s 

"Two-for-One Previews Catalog"I 

( (800)621-5463 ) 
954049 

V J 5 J = D A R T N E L . 
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