
 

 
 
PROFESSIONAL SALES 
PRESENTATIONS 
 

 

The primary goal of salespeople is obtaining the  
most from sales situations.  As group sales  
presentations become a more routine part of a typical 
sales cycle, salespeople have a growing responsibility 
to consciously and continually develop presentation 
skills and strategies.   

     Professional Sales Presentations (PSP) focuses on 
the techniques involved in planning and delivering  
effective sales presentations.  The seminar itself is  
divided into two major topic areas:  Creating  
Professional Sales Presentations and Delivering  
Professional Sales Presentations.  Creating focuses  
on the skills necessary to build a structure that reflects 
a clear, customer-focused approach to needs and  
benefits.  Delivering focuses on the platform skills that 
will allow the message to be conveyed in a  
compelling and professional manner. 
     All this translates into more profitable communica-
tions for your people and your organization. 

 
 
 
CONTENT OVERVIEW 
 
PREWORK 
Before participants attend the seminar, 
they complete prework that introduces 
them to the program.  Participants are 
also asked to select a presentation topic 
and specific audience members from 
among their actual accounts to which 
they will apply the presentation plan-
ning process taught in the seminar.  As 
part of this selection process, partici-
pants are asked to collect specific  
account information and bring it with 
them to the seminar. 
 
CREATING PROFESSIONAL SALES 
PRESENTATIONS 
In order to be effective in delivering a 
sales presentation, participants need to 
have an effective strategy, and any 
strategy requires planning, analysis,  
organization, and anticipation.  In this 
section of the program, participants 
learn about a number of steps that will 
enable them to build clear, convincing, 
well-crafted presentations that are  
audience-oriented and get results. 
 
DELIVERING PROFESSIONAL SALES 
PRESENTATIONS 
A successful sales presentation depends 
on the appropriate content and the  
ability of the presenter to project an  
effective and professional delivery 
style.  This section of the program  
focuses on skills and techniques to  
improve delivery.  Subjects covered  
in this section include effective use of  
language, voice, nonverbal behavior, 
audience interaction, and the use of  
visual aids. 

 
 

Turning listeners into enthusiastic supporters or customers 



Seminar Objectives 

After completing the Professional Sales 
Presentations seminar, participants will 
be able to: 

• gather and analyze information 
needed to build a successful sales 
presentation 

• develop audience-centered sales 
presentations that address  
important account needs 

• organize the presentation’s content 
so that it delivers a clear, logical, 
and convincing message 

• select visual aids that support and 
reinforce the presentation 

• create convincing and compelling 
sales presentations that help  
advance the sale 

• make effective use of voice,  
language, nonverbal behavior,  
visual aids, and audience interac-
tion in delivering a presentation 

 
Implementing Professional Sales 
Presentations 

Professional Sales Presentations is an 
intensive two-day seminar with a full 
training agenda.  Appropriate for sales-
people, managers, and any other sales 
professional who presents information, 
the seminar is best suited for three to  
six participants. 
 
   During the session, participants select 
a sales-related presentation topic and 
then work to develop a finished  
presentation, complete with visual aids.  
They practice presenting their selected 
subject on three separate occasions.  
The final presentation is videotaped.  
The taped presentation is a one-on-one 
session. 
 

   The effectiveness of Professional 
Sales Presentations is further ensured 
through training methods:  participants 
learn the skills step-by-step through 
reading and written exercises, group 
discussion, connection exercises, and 
presentation practice exercises. 
 
 
Solutions for Superior Sales 
Performance 

Professional Sales Presentations is 
one of AchieveGlobal's comprehensive, 
integrated sales, consulting, and  
training solutions. 

Based on more than 38 years'  
experience, rigorous market research, 
and repeated product testing, our sales 
and service training solutions utilize a 
variety of interactive training methods 
and target the skills, behaviors, and 
attitudes that have the most decisive 
impact on productivity. And that  
translates into improved performance at 
every experience level. 

Selected programs have been  
translated into 44 languages and  
dialects and have been culturally 
adapted to reflect local customs and 
business situations. Comprehensive 
consulting, project management, and 
customization capabilities, offered 
through our network of offices on six 
continents, ensure global continuity, 
training relevance, and effectiveness, 
and local, customer-focused service. 

AchieveGlobal is part of Times  
Mirror Training, Inc., a subsidiary of 
Times Mirror, the Los Angeles-based 
news and information company. 

For more information about how 
AchieveGlobal can help your  
organization create dynamic solutions 
to its business challenges call us at 
(800) 456-9390 or e-mail us at 
www.achieveglobal.com. 
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