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12 Biggest Sales Presentation Mistakes

1. "Winging it”
2. Being too informative versus persuasive
3. Misusing the allotted time

4. Providing inadequate support
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12 Biggest Sales Presentation Mistakes

5. Failing to close the sale
6. Being boring, boring, boring
/. Relying too much on visual aids

8. Distracting gestures and body language
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12 Biggest Sales Presentation Mistakes

9. Wearing inappropriate dress
10. Technology or demonstration failures

11.Verbal missteps

12.Failure to create connection with listeners
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Best Practices for Closing the Deal

1. Google and social media (person & company)
2. ldentify your most persuasive arguments
3. Practice and perfect persuasive key points

4. Customize, customize, customize







Don’t Forget the
Most Important Follow Up




Repeat, Don’t Forget the
Most Important Follow Up
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Items to Have on Standby

£

Agreement Sample deliverables Marketing pieces

Examples of client work Information sharing
request letter
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