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Presenting the Value Proposition

Brainstorming Video Clips showing :



Preparation



Start Well



Keep the audiences Attention



Body Language and tone of voice



Cope if things go wrong



Purposeful Conclusion

Applying it to presenting the value proposition

Developing and delivering your own presentation


ONE DAY WORKSHOP ON PRESENTING THE VALUE PROPOSITION USING NLP 
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The Presenting the Value Proposition Workshop starts by allowing participants to observe several varying standards of presentation on DVD clips and decide for themselves which are the important elements that contribute to an effective presentation.
The workshop then develops general frameworks for developing, delivering, reviewing and improving sales presentations using the lessons from NLP
The presentation skills framework encourages the use of a conversational style, audience participation and the use of pictures to illustrate the key points.  This then allows the participants to prepare both an individual one on one presentation and a presentation to a larger group.  Presentations to the larger group are filmed and the participants get the opportunity to review their own presentation together with a facilitator’s suggestions for an improvement plan.
Each participant is left with a DVD of their own presentation for review an assessment of their good and bad points in their presentation to a larger group and an agreed action plan for improvement. They also receive a spreadsheet to help them prepare for future presentations and assess their performance afterwards.
Each participant needs therefore to be in a position to finalise a 10 minute powerpoint presentation that they can give using a “paper” presentation to an audience of one and that they can give using a computer to a larger group.
	9.00–10.00
	Observing A “Bad” and a “Good” Presentation
Participants are subjected to DVD clips showing badly prepared, badly delivered presentation and are asked to brainstorm on its good and bad points and how it could have been improved.

The participants then see a well prepared well delivered presentation and again a brainstorming session aims to identify again its good and bad points and how it could have been further improved.

A  meta planning session aims to agree a prioritised list of what is important in contributing towards an effective presentation and what should be avoided. 


	All

	10.00–10.30      
	Preparing an effective presentation to a group.
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General Presentation Format
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Audience Connection

Agenda

Key Point 1 R&D

Key Point 2 Service

Key Pt3 Commitment

Conclusion

Q&A

A direct statement of the goal of the presentation  

A  rhetorical question                                          

A startling statement of interest to the audience

Summarise Key Points         

Summarize benefits for them            

Call for action

Transitioning

Transitioning

Transitioning

Transitioning


A description of “best practice” in preparing a presentation with reference to both the presentations previously seen and the final meta planning list. DVD clips are used to illustrate how to get audience attention, set an agenda, transition between key points and conclude the presentation. Consideration is given to the three stages in the sales process and the lessons that can be learnt from NLP. 
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The value proposition is assessed together with the likely audience to determine the particular purpose and goal of the presentation.
The meta planning list is adjusted after discussion to arrive at an improved prioritised list of what should contribute to an effective presentation and what should be avoided. 

	PR

	10.30–10.45
	Coffee
	

	10.45-11.15
	Effective Delivery
A description of “best practice” in delivering a presentation with reference again to what NLP has to teach us and the presentations seen earlier in the morning with adjustment of the meta planning list to arrive at an agreed final list of what should contribute to an effective presentation and what should be avoided. Again DVD clips are used to illustrate how to avoid common pitfalls.
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Particular subjects covered include: How to start your presentation, Mean what you say, How to construct your presentation, Use of gestures, Use of voice, Use of vocabulary to paint word pictures, Use of notes, Use of humour, Establishing rapport, Use of visual aids.

	PR

	11.15–11.45
	Groupwork - One on One presentations

The final list for presentation to a group is discussed to agree what amendments if any are necessary to adapt it for use in a one on one presentation.

	All

	11.45-1.00
	Individual Presentation Preparation
Each participant prepares a 10 minute presentation suitable for giving in a one on one situation and for giving to a larger group.


	PR

	1.00–2.00
	Lunch

	

	2.00-4.00
	Practising the Group Presentation
Each participant makes a 10 minute presentation to the group. The group discusses the good and bad elements of the presentation, marks it against the final list and agrees an improvement plan for the individual.

	All

	4.00–4.30
	Reviewing the Group Presentation.
Each participant’s presentation is reviewed by the group against the agreed list and weak points for improvement are identified. 
Each participant is given a copy of the DVD of their presentation, the group assessment and an individual assessment by the facilitator together with his suggestions for improvement. They also receive a spreadsheet to help them prepare for future presentations and assess their performance afterwards.
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Problem Solving Presentation Format
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	All

	4.30–5.00

	Summary of the Lists and Prize-Giving
Prizes are awarded for the best overall presentation.
	All
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