
human energy to creating and delivering new business presentations. 

how to handle them with ease.

With best wishes, 

Liz Hecht 
Founder, Principal and Director of Research

Feeding the Elephant
Some lessons one has to learn the hard way. Of course I have long understood the meaning of “the elephant in the 
room” — i.e., the big issue that everyone is aware of but would rather not talk about. But only after one of those 
elephants trampled one of my own new business presentations to death did I fully realize its true meaning.

business: presentation strategy and coaching. We had an opportunity to present to the executive committee for one 

We were extremely well

came the elephant question: “Have you ever done this before?” the CIO asked. “No,” we had to admit. “You would 

In This Issue

Feeding the Elephant

Protesting Too Much

“Well, I think...” 

Alpha Partners is an investment 
marketing firm specializing in 
research and presentation strategy. 
Our goal is to create alpha (excess 
returns) by helping investment firms 
win, keep and diversify assets under 
management.

Alpha Partners LLC 
435.615.6862 
alphainvestmentmarketing.com

July 2011 Volume 1 | Number 7

Excess Returns
Monthly insights for investment marketing and sales professionals

https://www.alphainvestmentmarketing.com/


Excess Returns July 2011 | Page  2

A Pat and a Peanut
Asset management companies must cope with similar “elephant questions” all the time — particularly after a period 
of poor performance or when key employees have recently jumped ship. Last month I covered what can become an 

and well in a new business presentation, certain audience members may begin to feel mounting irritation.

questions for them prior to their in-person presentation. As discussed in the February issue of Excess Returns, 
however, and as dramatized by a war story on our website, consultants cannot be relied upon to answer the elephant 

tough questions during new business presentations.

Standard Tough Questions

necessarily require an answer before they are asked. Standard questions might center on the details of investment 

If there is an elephant in the room, or an obvious question that begs an answer, you should
answer it before it is asked. Give the elephant a pat and a peanut, allowing him to remain 

docile in the corner as opposed to trampling your presentation.

http://www.alphainvestmentmarketing.com/excess-returns/the-toughest-question/
http://www.alphainvestmentmarketing.com/excess-returns/when-last-should-come-first/
http://www.alphainvestmentmarketing.com/war-stories/research-can-impart-2030-vision/
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your strategy, the structure of and any recent changes to your investment team and other to-be-expected queries. 

scripted responses to key FAQs.

Ready-for-Anything Questions

investment strategies under the same roof relate to one another or nuances in process implementation. Or you might 
get a thoughtful question about something in the newspaper that day. Of course, if you don’t know the answer you 
need to say so immediately and promise to get back with a response. But your ability to answer such questions well 

Inattentive Questions

By “inattentive” I certainly do not
the presenter to be understandable and you should be grateful for any questions aimed at developing a better 
understanding. What I mean is questions indicating disregard of the obvious or careless inattention to information 
previously provided.

I recently shared an example with a large audience, dramatizing key elements of my story and frequently using 

approach is to answer such questions politely, wording your response so as to downplay the need for repetition while 
being mindful of others in the audience who actually were paying attention. But whatever you do, don’t say “As I 
just said …” Inattentive people, especially powerful inattentive people, do not like to be reminded in public that they 
are not paying attention. In this case, I simply thanked the person for his question and provided another example 
illustrating the same points.

an indelible lesson in feeding the elephant.

Protesting Too Much

 — Hamlet

ready-for-anything question (one that you should be prepared to answer only when asked). For example, if your 

questions. But you do not otherwise need to bring it up because the discussion may distract your listeners from the 
desired focus: strong numbers now. By “protesting too much” (or at all) you risk raising the ghost of a clouded past 
in what is now a bright future.
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“Well, I think...”

will hear, within a few minutes or even seconds “Well, I think …” I tried it during a lunch break while writing this 
article, tuning in to CNBC

Well, I think there are a couple 
of reasons …” 

usually represents a company so it should be “we.”
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