
Sales Presentation Tip Sheet
Basic Sales Presentations:

● Purpose: You must set a specific goal that should be reasonable and
appropriate

● Audience: Focus on customer needs and try to figure out “What’s in
it for them?”

● Credibility: Make sure that you are a product expert. Demonstrate
competence in customer service. Take time to get to know your
customers. Be honest, friendly, and fair. If you are willing to lose a
sale, you have gained a loyal customer. Find ways to demonstrate
your enthusiasm about the product.

● Logistics: Determine how the sales transaction will take place (ex:
face-to-face, over the phone, in a group). Keep the needs of the
customer in mind.

● Content: Know your products inside and out. Give supporting
material.

● Organization: This is very similar to organizing a persuasive speech.

o The Problem/Cause/Solution works well if a customer has a
problem he/she is trying to solve.

o Use the Be�er Plan Pa�ern to demonstrate why your product is the
best.

o The Persuasive Stories Pa�ern helps customers relate to previous
satisfied customers.

o The most effective pa�ern may be Monroe’s Motivated Sequence



Guidelines for Listening to Customers

The more a customer talks, the more you can learn about his/her needs,
concerns, tastes, and financial sources. Listening also gives you time to
prepare your sales pitch.

● Listen to what the customer says and to his/her nonverbal behavior.

● Listen comprehensively when a customer seems confused or quiet. If
he/she believes you are trying to learn about then, he/she will begin to
trust you.

● Listen analytically when a customer is skeptical or critical. Then try to
answer the customer’s objections without beli�ling his/her concerns.

● Listen empathetically when a customer describes problems or concerns.
Genuine concern for your customer translates into trust.

● Listen appreciatively when a customer seems enthused and interested in
your product.
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