CORPORATE SALES PRESENTATION WORKSHEET

(Not to be handed in) – Use for Corporate presentation, Not Role-play

You must follow Selling Process Steps given in class.

(Updated 2009)
1.      List 2-3 topics you are considering selling in the Big Sales Presentation.

2.      What are the benefits of your product/service/idea? (Remember the definition of benefit is how exactly it helps the potential customer – saves time, saves money, etc.)

3.      How will you establish need? (Take the opposite of your benefits to determine need, i.e. if you are selling seat belts, you would need to establish through appropriate sources the # of traffic deaths.  This would set up a “problem or need” that would have to be solved.  

4.      How will you prove each benefit identified in question 2? (Refer to text for benefit definition.  Also, Benefit 1, 2 and 3 should each have a, b & c as supporting points).



Benefit 1:_____________





A.





B.





C.



Benefit 2:_____________





A.





B.





C.

(Continue on depending on number of benefits you present – not more than 4)
5.      How will you gain attention in the first 1 minute of the oral presentation?

6.      How will you establish credibility?
7.      How will you close the presentation?

8.      How will you meet objections to your product/service/idea?

9.  What are your visual aids?
10.  Are your sources on the bottom of your PowerPoint AND in the written presentation in the bibliography?

