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In the world of big deals, a good sales presentation is
a key tool for your team.

If done right and at the right time, it can grab your
prospect's attention and make them interested in
moving forward with your product.

The problem is, your team might not use it enough!

This means your presentation might not be as good
as it could be, and your sales deck – the PowerPoint
that goes with your talk – might end up being a messy
mix of stats, notes, and stock photos.

This guide will show you how to create a clear, story-
based sales deck that supports your presentation
and helps you close deals.

We'll cover the slides you need and what to cover on
them.

But first, let’s take a look at what a sales presentation
is and how it's different from a sales pitch.

Using This Guide
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Before we dive into the details, it's important to distinguish the different between sales pitches
and sales presentations, as they serve different purposes.

A sales pitch is the bread and butter of your sales team's day-to-day interactions, typically
conducted in a one-on-one, informal setting. They're adept at navigating these conversations,
whether over the phone or face-to-face.

A sales presentation, on the other hand, is a more elaborate affair, usually reserved for
significant opportunities or the culmination of a detailed client engagement process.
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Sales Pitch vs Sales Presentation?

This format often involves a comprehensive meeting, complete with
demonstrations and the collaborative efforts of multiple sales team
members.

Unlike the quick exchanges of a pitch, presentations can extend up
to an hour, targeting a group of key decision-makers.

The stakes are higher, transforming even the most experienced sales
professionals into a knot of nerves due to its performance-like
nature and the substantial impact it can have on sealing major
contracts.

Typically, a well-structured PowerPoint deck accompanies these
presentations, equipped with crucial slides aimed at clinching the
deal! 
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Share a genuine case study of a customer who
overcame similar obstacles with your product.

Craft an illustrative narrative, possibly
anonymised, highlighting a comparable situation.

Relate the development of your product as a
response to a challenge you encountered.
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Slide 1

Identifying the Core Challenge

Customisation is key for each presentation.

Strive to incorporate market or industry-specific data relevant to your audience, focusing on their unique
challenges.

This approach not only personalises the experience but also strengthens your sales pitch by demonstrating
an understanding of their specific needs.

Your first slide is pivotal in capturing your client's attention by
directly addressing their issue.

It's essential to tailor this introduction to the specific problem your
solution aims to resolve, emphasising the challenges your
customers face. Employ storytelling to vividly present these
challenges:
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Comparative statistics that highlight the performance gap between
companies addressing similar challenges and those that aren't.

Industry benchmarks or averages that your prospect's issue deviates
from, illustrating the potential for improvement.

Trend data showing the evolution of this problem over time, hinting at
worsening conditions if left unaddressed.
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Slide 2

Quantifying the Issue

This approach reinforces the importance of a prompt and effective
solution. It's a strategic reminder that a lackluster, unconvincing sales
presentation can be a missed opportunity, emphasising the need for a
dynamic, data-driven approach to engage your prospects effectively.

Your second slide, should deepen the narrative introduced initially by integrating compelling data points
that validate the challenges faced by your prospects.

This data not only substantiates the problem but also places it within a broader context, potentially
underscoring the urgency of addressing the issue.

Here, you are effectively communicating to your audience: "Indeed, you face a significant problem, and
ignoring it could lead to serious repercussions."

To enrich this slide further, consider including:
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After illustrating the problem and creating a sense of urgency, this next slide should shift focus towards your
product as the remedy.

Rather than delving into a detailed feature list, paint a vivid picture of the transformative impact your solution
will have:

Illustrate the positive changes in business operations or personal life.

Highlight the broader impact on their operational environment.

Demonstrate tangible benefits, such as cost savings and revenue growth.
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Slide 3

Introducing the Solution

Employ visual aids like optimistic imagery or graphics showcasing
enhanced efficiency or profitability, supported by relevant statistics,
to make this vision compelling and convincing.
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Slide four, serves as the grand unveiling of your product and company,
intricately weaving them into the ongoing narrative.

After showcasing a vision of a brighter future, now pivot to delineate
how your product's features are pivotal to realising this new reality.
This can be accomplished through:

Contrasting these features with outdated practices to underscore
their innovative impact.

Framing your product's capabilities as transformative tools that
address and solve your prospect's challenges.

Benchmarking your features against those of competitors to
highlight your unique advantages.
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Slide 4

Our Identity and Offer

This stage might not include a product demo video but it's an opportune moment to present your product in
action, ensuring the demonstration aligns seamlessly with the story told thus far.
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Slide 5

The Unique Benefits of Our Product
Now you need to compellingly argue why your product stands out as
the optimal solution. This is achieved through:

Showcasing testimonials from satisfied customers who have
experienced the benefits firsthand.

Presenting compelling statistics that underscore the effectiveness
and efficiency of your product.

Offering a comparative analysis of the market, highlighting how
your product differentiates itself from competitors.

This slide's objective is to articulate the unique value proposition of your
product.

It will preemptively addressing and dispelling any potential concerns or
objections your prospects might have.
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The next slide will offer a detailed plan to facilitate the transition to your solution, addressing potential
concerns about moving away from current practices.

It outlines:
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Slide 6

Implementation Roadmap

A step-by-step adoption strategy, ensuring clarity on the transition
process.

Key team members involved, establishing roles and responsibilities.

Defined next steps, offering a clear action plan.

An estimated timeline, setting realistic expectations for the
adoption process.

This slide aims to reassure your clients by presenting a clear, structured
approach to implementing your solution, mitigating concerns about
the complexity or time required for transition.
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To make these points more relatable and convincing include case studies or success stories that illustrate the
actual impact on similar businesses, detailing the before-and-after scenarios in terms of key metrics.

Also remember to discuss industry benchmarks or averages, and show how your product helps clients exceed
these standards.
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Slide 7

Expected Outcomes and Key Metrics
Slide 7, delves deeper into the significant, measurable benefits your
client can look forward to upon integrating your product into their
operations.

This slide is designed to:

Highlight specific, quantifiable improvements that signify a transition
to a more efficient, productive, or profitable state.

Offer predictions on the degree of improvement for these key
performance indicators (KPIs), setting clear expectations based on
your solution's capabilities.

Provide a realistic timeline for when these benefits are likely to
manifest, helping clients set achievable expectations.
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This slide is is designed to illustrate the tangible benefits your product has delivered to clients.

Through detailed case studies and testimonials, this slide will showcase the diverse challenges faced by your
clients and how your solution provided the necessary outcomes.

Highlight specific instances where your product significantly improved efficiency, profitability, or customer
satisfaction, offering a compelling narrative of transformation and success.
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Real-World Applications
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This is where you will present a forward-looking view of your product's development and the ongoing support
structure - not just the implementation of it that you exploried in Slide 6.

It outlines upcoming features, enhancements, and strategic initiatives aimed at addressing future challenges. 
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Continuous Support

This slide emphasises your commitment to long-term
client success. It will detail the comprehensive support,
training, and resources available to ensure clients derive
maximum value from your solution, reinforcing the idea of
a partnership that evolves to meet their changing needs.
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The final slide is your opportunity to open the floor for dialogue,
inviting your audience to seek clarification, express concerns, or delve
deeper into how your product can meet their needs. This interactive
segment encourages:

Direct engagement, offering a personal touch that can address
specific queries or reservations.

Clarification on details presented throughout the presentation,
ensuring a comprehensive understanding.

Feedback collection, which can provide insights into common
concerns or areas of interest, guiding future presentations or
product enhancements.
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Slide 10

Engage with Us - Q&A’s

Encourage your audience to share their thoughts and questions, fostering a collaborative atmosphere.

This approach not only demonstrates your willingness to listen but also your commitment to supporting them
every step of the way.
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Use Engaging Visuals Throughout

Incorporating captivating visuals is crucial for
maintaining audience engagement and enhancing
comprehension of your message.

Visual elements such as infographics, relevant
images, and charts not only break up text-heavy
slides but also make complex information more
accessible.

By strategically using visuals, you can evoke
emotions, underscore key points, and create a
memorable presentation experience that resonates
with your audience.

Extra Tips

The Art of Storytelling

Storytelling is a powerful tool in presentations,
transforming abstract concepts into relatable
narratives.

A well-crafted story can captivate the audience, making
the information more digestible and engaging. So
master this skill!  
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