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CLIENT / CONTEXT

Eli Lilly, an American
multinational
pharmaceutical company.
130 UK employees across a
range of medical roles.

THE CHALLENGE

Ahead of a major global product

launch, the UK team needed to
communicate new product messages

with more confidence and impact — turning
complex data into engaging stories across
launches, pitches and stakeholder meetings.

THE SOLUTION

THE METHOD created an intensive one-day
presentation Performance Programme to build that
confidence and storytelling ability, with line managers
equipped to coach and reinforce it across the team
over the following three months.

PERFORMANCE PROGRAMME

THE TOOLKITS:
@ MAXIMISE MY PRESENTATION IMPACT

@ BRING THE DATA TO LIFE

Two 180-minute TOOLKITS developed participants’
ability to communicate new business messages with
greater conviction and confidence and turn complex
facts and data into engaging, memorable narratives.

THE STUDIO:

@ REHEARSAL LAB
@ MANAGERS PERFORMANCE COACHING

Participants rehearsed challenging presentations and
conversations and received directive coaching and
feedback. A 90-minute coaching session also helped
line managers coach, progress and enhance the
performance of their teams.


https://the-method.com/be-more-impactful-toolkit/
https://the-method.com/the-method/
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effective in calls with HCPs.”

Senior Sales Advisor





