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521 SALES COMMUNICATION

The Program
Before the session, you will complete an assignment 
that brings your own work into the training. During 
the session, you will be recorded practicing the skills 
of an eff ective sales presenter with your peers, and be 
coached by your instructor. You’ll get supportive com-
ments on your performance, review it for yourself, and 
then do it again so that you can see your improvement. 

By the end of the program, you will be able to organize, 
prepare, and deliver a sales presentation to any size 
group. You will practice eff ective verbal and nonverbal 
skills. And you will master support materials of any 
type: PowerPoint slides, product samples, or handouts. 

What It Means To You
Better, more eff ective sales presentations mean more 
sales. The ability to focus your sales message on their 
needs impresses customers and separates you from the 
pack. And the ability to deliver a persuasive presenta-
tion, seated or standing, is a valuable leadership quality 
that stays with you no matter where your career 
takes you. 

What It Means To Your Organization
Better sales presentations mean more sales. And there 
are incalculable benefi ts to having confi dent, charismatic 
people representing your company. When customers 
have confi dence in your salespeople, they have 
confi dence in your company and its products. When 
your salespeople give clear, eff ective presentations, 
they prevent misunderstandings, reduce cancellations 
and “make-good” costs, and prevent “buyer remorse.”

Master the art of giving powerful, 

convincing sales presentations that 

put you at the top of your game.

Sales Presentation Skills

…when you have learned as much as you can about 

the customer’s needs and motivations... when you 

have applied your most imaginative thinking to 

connecting the customer’s need with your product... 

That’s when you need to stand before the customer’s 

purchasing committee—or the stakeholders —or the 

key individual and present your proposal. It is when 

you explain to your audience how your product cre-

ates a compelling benefi t and has exceptional value 

for their organization. 

That is when your company and your product 

depend on your credibility, your authority, and your 

grace under pressure. Make no mistake:  sales are 

made as a result of the presentation of the proposal, 

as well as on the proposal itself. A great proposal 

can be destroyed by a poor presentation. 

THERE COMES A TIME WHEN YOU HAVE FORMED YOUR 
RELATIONSHIP WITH THE CUSTOMER. . . 




