[s Riding A Horse Like Giving A Sales
Presentation?

Imagine standing in front of an audience (perhaps on a stage) about to present an idea or
product. Where is your centre of attention? Now imagine trotting down the centre line
preparing to halt and salute — where does your focus go?

Working in the corporate world as well as riding horses for pleasure, there are a number
of parallels to be drawn between the two. If lessons can be learned on both sides of the
fence — how easy might it be to improve in both?

/ \II good speakers will tell you there are a few basic rules of engagement which include: -

Rule 1: Engage with your audience!
Rule 2: ... Know your content!
Rule 3: Keep the message simple!
Rule 4: Rehearse!

Rule 5:... Have a point of view!

Rule 6: ... Watch your audience for cues!

How might these 6 rules apply to horse riding?

Mm,m,mmmmm
Rule 1: Engage with your audience!

An effective speaker stands tall and erect. Shoulders back. They have good eye contact with their
audience and they vary the pace of their delivery.

They are neither quietly spoken nor arrogant in All good speakers know the 6 rules

manner. They smile and breathe - apparently of engagement!

enjoying the experience of presenting!

Effective riders need to sit tall and upright. Shoulders

back. They too maintain good eye contact with where they are going and on the ears of their horse
(more of that later). They vary their schooling routine, level and pace, to keep the horse’s interest.
They avoid picking a fight with their horse nor do they allow him to resist work. They smile while
competing, consciously breath - in order to deliver a good performance.




Rule 2: Know your content!

When presenting, familiarity with your subject is essential. You wouldn’t make a presentation on
Gilt Bonds if you knew nothing about the financial markets. Equally, competent riders don’t enter
their horse into a class beyond its level or their own capability. They don’t cram test or course
revision into those precious moments before, while in the warm up ring!

Rule 3: Keep the message simple!

An audience needs you to be clear spoken, succinct and

to the point. An audience will remember a well delivered ) A P
Ensure your aids arS y @nfusing

the horse! Strip them down to the
Riding is the same: we give the minimum aid needed, and basic minimum and work up from
increase the volume only if required. We learn to silence there

clear message.

distraction by reducing each aid down to its most simple

element: leg on to move forwards; squeeze of the

fingers/hands to slow down. Professionals in all walks of life ‘make it look easy’ to the rest of us.
Riding should be the same by focussing on mastery of the basics and eliminating complexity.

Rule 4: Rehearse!

The point about a presentation rehearsal is to practice flow, the tempo, timbre and pace. Not to
learn the content!

Rehearsing with our horse needs to be about gaining relaxation, rhythm, and obedience. Anything
more falls into the bucket called ‘technical competence’ and should go back onto the training
agenda.

Rule 5: Have a point of view!

After dinner speakers often have a point of view! They leave an audience remembering something
about themselves or what they said: a contentious comment, good use of humour or a heart
warming story.

Riders can forget to have a point of view - deferring instead to the whim of the horse - afraid we will
“ break them” if we insist with a firm hand! Yet our attitude doesn’t have to be about showing the
horse ‘whos boss’ or ‘teaching the horse a lesson’, but it can be helpful to know when to draw the
line on unwanted behaviour and how - with a consistently closed hand to help!

Rule 6: Watch your audience for cues!

A charismatic speaker seems to feed off the audience and seeks out opportunities to interact with it.
This gives them ‘real time’ feedback about how the audience is responding — applause if positive,
silence or worse if negative.

How do our horses give us feedback? They either do or don’t do what we want, when, and where
we want it! They have another method too — moving their ears! By learning to read our horse’s ears



(just as a speaker reads an audience), stride by stride, we can better prepare to make adjustments to
how we communicate.

It seems that human nature is what it is, and that “first
impressions count”, whether in front of a Board selling
Consistently closed fingers can help the latest toothpaste product, or trotting down the
get your point of view across centre line towards a judge. How you sit, stand and
use your body language will convey confidence and
competence - in and out of the saddle.

Furthermore, how you manage your posture, shoulders, what you look at, and, how you use your
breathing - all add up to help you effectively get your message across, be it to human or to horse!

Finally, in both situations the central theme is about communication: the tools we have at our
disposal, those we use and those we forget about! If it isn’t clear by now, then let’s be direct: riding
and presenting are about knowing what you want to say (to horse or human), saying it (in a way that
will be understood by both), and then paying attention to their feedback so you can be ready to
adjust your next move! As always the most compelling of messages are those that are simple, short
and to the point “Just do it” says Nike, with deafening clarity.



