How Are Your “PEOPLE” Skills?
Presentation by: ___________________________ Evaluated by: ____________________
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	Poise
	Student displays relaxed, self-confident nature about self, with no mistakes.
	Makes minor mistakes, but quickly recovers from them; displays little or no tension.


	Displays mild tension; has trouble recovering from mistakes.


	Tension and nervousness is obvious; has trouble recovering from mistakes.



	Elocution
	Student mumbles, incorrectly pronounces terms, and speaks too quietly for students in the back of class to hear.
	Student's voice is low. Student incorrectly pronounces terms. Audience members have difficulty hearing presentation.
	Student's voice is clear. Student pronounces most words correctly. Most audience members can hear presentation
	Student uses a clear voice and correct, precise pronunciation of terms so that all audience members can hear presentation.

	Organization
	Audience cannot understand presentation because there is no sequence of information.
	Audience has difficulty following presentation because student jumps around.
	Student presents information in logical sequence which audience can follow.
	Student presents information in logical, interesting sequence which audience can follow.

	Preparedness
	Student is completely prepared and has obviously rehearsed.
	Student seems pretty prepared but might have needed a couple more rehearsals.
	The student is somewhat prepared, but it is clear that rehearsal was lacking.
	Student does not seem at all prepared

	Listens While Others Present
	Listens intently. Does not make distracting noises or movements.


	Listens intently but has one distracting noise or movement
	Sometimes does not appear to be listening but is not distracting.


	Sometimes does not appear to be listening and has distracting noises or movements.

	Enthusiasm
	Demonstrates a strong, positive feeling about topic during entire presentation.


	Occasionally shows positive feelings about topic.


	Shows some negativity toward topic presented.


	Shows absolutely no interest in topic presented




Comments:

3 Steps to Begin Marketing Your Program

1. First answer these questions with your group:

Who are you “selling” your program to? (students, parents, teachers, administrators, the community, potential funders)
Why are you selling it to them? (to get more participants, more teachers involved, parent, teacher, or administrative support, funding, or to inform others)
What aspects of service learning would they be interested in? (academic, social, civic benefits to youth, impact on community, influence on work place readiness)

How will you be sure to let your audience know you are talking about service learning? (explain connection to learning, share reflections, describe the process, elaborate on needs assessment and need be addressed)
2.  Use your answers to the questions above to create a rubric for an effective marketing pitch for your program (focus on the content, the what you want people to know). (Use the chart paper provided)

3. Now create a “pitch” or “3 minute elevator speech” about your program.
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