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Postgraduate Certificate in Technical Sales Support

Sales Presentation Skills

Sales presentation skills are an essential part of the technical sales support role. To excel in this field,
professionals need to master key terms and vocabulary that will help them effectively convey information,
persuade potential customers, and ultimately close deals. Let's delve into the crucial terms and concepts
that are vital for success in sales presentations.

**1. Sales Presentation:**
A sales presentation is a formal or informal talk that aims to persuade potential customers to purchase a
product or service. It involves showcasing the features and benefits of the offering, addressing customer
needs, and overcoming objections.

**2. Technical Sales Support:**
Technical sales support involves providing technical expertise and assistance to the sales team. This can
include product demonstrations, answering technical questions, and creating technical documentation to
support the sales process.

**3. Value Proposition:**
The value proposition is a statement that communicates the unique benefits and value that a product or
service offers to customers. It highlights why a customer should choose a particular offering over
competitors.

**4. Features vs. Benefits:**
Features are the characteristics of a product or service, while benefits are the positive outcomes or solutions
that these features provide to customers. It is important to focus on benefits during a sales presentation to
show how the offering can address the customer's needs.

**5. Needs Analysis:**
Needs analysis is the process of identifying and understanding the specific requirements and challenges of
a potential customer. This helps tailor the sales presentation to address the customer's unique needs and
pain points.

**6. Objection Handling:**
Objection handling involves addressing concerns or reservations that potential customers may have about
the product or service. It is important to listen actively to objections and respond with relevant information
to alleviate customer doubts.

**7. Closing Techniques:**
Closing techniques are strategies used to prompt customers to make a purchase decision. This can include
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asking for the sale, offering incentives, or creating a sense of urgency to encourage customers to take
action.

**8. Product Knowledge:**
Product knowledge is a deep understanding of the features, benefits, and applications of a product or
service. Having comprehensive product knowledge is essential for delivering a compelling sales
presentation and addressing customer inquiries effectively.

**9. Competitive Analysis:**
Competitive analysis involves evaluating the strengths and weaknesses of competitors in the market.
Understanding the competitive landscape allows sales professionals to position their offering effectively and
highlight its unique selling points.

**10. Sales Pitch:**
A sales pitch is a concise and persuasive presentation of a product or service to potential customers. It
typically includes an introduction, value proposition, demonstration of features and benefits, and a call to
action.

**11. Active Listening:**
Active listening is a communication technique where the listener fully concentrates, understands, responds,
and remembers what is being said. It is crucial during sales presentations to show empathy, build rapport,
and address customer needs effectively.

**12. Body Language:**
Body language refers to nonverbal cues such as facial expressions, gestures, and posture that can convey
messages during a sales presentation. Maintaining positive body language, such as making eye contact and
smiling, can enhance communication and build trust with customers.

**13. Visual Aids:**
Visual aids are tools or materials used to enhance the presentation and make information more engaging
and memorable. This can include slides, charts, graphs, product samples, or demonstrations to support key
points and illustrate concepts effectively.

**14. Storytelling:**
Storytelling is a powerful technique used in sales presentations to engage customers emotionally and make
information more relatable. By weaving a narrative around the product or service, sales professionals can
create a memorable and persuasive presentation.

**15. Follow-Up:**
Follow-up is the act of contacting potential customers after a sales presentation to answer questions,
address concerns, or provide additional information. It is crucial to maintain communication and build
relationships with customers to nurture leads and close sales.
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**16. Sales Pipeline:**
The sales pipeline is a visual representation of the stages that a potential customer goes through before
making a purchase. It includes prospecting, qualifying leads, sales presentations, negotiations, and closing
deals.

**17. Presentation Skills:**
Presentation skills are the abilities to communicate effectively, engage an audience, and deliver information
in a clear and compelling manner. Developing strong presentation skills is essential for capturing attention,
conveying key messages, and persuading customers.

**18. Call to Action:**
A call to action is a prompt that encourages potential customers to take a specific action, such as making a
purchase, signing up for a trial, or requesting more information. Including a clear call to action in a sales
presentation can drive customer engagement and lead to conversions.

**19. Solution Selling:**
Solution selling is an approach that focuses on understanding customer needs and providing tailored
solutions to address those needs. It involves positioning the product or service as a valuable solution to the
customer's challenges rather than just a set of features.

**20. Presentation Deck:**
A presentation deck is a set of slides or visual aids used during a sales presentation to guide the discussion
and highlight key points. It typically includes an agenda, product information, customer testimonials, and
case studies to support the sales pitch.

**21. Qualifying Leads:**
Qualifying leads involves assessing the potential of a prospect to become a customer based on their needs,
budget, timeline, and decision-making authority. It helps sales professionals focus their efforts on leads that
are most likely to convert into sales.

**22. Closing Ratio:**
The closing ratio is the percentage of sales presentations that result in a successful sale. Monitoring the
closing ratio helps sales professionals evaluate the effectiveness of their sales strategies and identify areas
for improvement in the sales process.

**23. Sales Forecasting:**
Sales forecasting is the process of predicting future sales based on historical data, market trends, and other
factors. It helps sales teams set targets, allocate resources, and make informed decisions to achieve sales
objectives.

**24. Value Selling:**
Value selling is an approach that emphasizes the unique value and benefits that a product or service offers
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to customers. It focuses on demonstrating the return on investment and long-term value that the offering
can deliver to the customer.

**25. Presentation Skills Training:**
Presentation skills training is a program or workshop designed to enhance the abilities of sales
professionals to deliver effective sales presentations. It can include practice sessions, feedback, and
coaching to improve communication, confidence, and persuasion skills.

**26. Persuasion Techniques:**
Persuasion techniques are strategies used to influence and convince potential customers to take a desired
action, such as making a purchase. This can include building credibility, addressing objections, using social
proof, and creating a sense of urgency.

**27. Sales Enablement:**
Sales enablement is the process of providing sales teams with the resources, tools, and training they need
to effectively engage customers and drive sales. It includes content creation, sales training, technology
solutions, and ongoing support to empower sales professionals.

**28. Presentation Software:**
Presentation software is a tool used to create, design, and deliver visual presentations. Popular presentation
software includes Microsoft PowerPoint, Google Slides, and Prezi, which offer features for creating engaging
slides, animations, and multimedia content.

**29. Demonstration Skills:**
Demonstration skills involve showcasing the features and capabilities of a product or service through live
demonstrations. Effective demonstration skills can help customers visualize the benefits of the offering and
make informed purchase decisions.

**30. Sales Cycle:**
The sales cycle is the series of steps that a potential customer goes through from initial contact to making a
purchase. It typically includes prospecting, qualifying leads, presenting solutions, negotiating terms, and
closing deals.

**31. Emotional Intelligence:**
Emotional intelligence is the ability to recognize, understand, and manage one's emotions and the
emotions of others. It plays a crucial role in sales presentations by helping sales professionals build rapport,
empathize with customers, and adapt communication styles to different personalities.

**32. Consultative Selling:**
Consultative selling is an approach that focuses on understanding customer needs, providing expert advice,
and offering tailored solutions. It involves acting as a consultant rather than a salesperson to build trust,
credibility, and long-term relationships with customers.
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**33. Product Demonstration:**
A product demonstration is a live or recorded presentation that showcases the features, functionality, and
benefits of a product or service. It allows customers to see the offering in action and experience its value
firsthand, which can increase engagement and drive sales.

**34. Sales Training:**
Sales training is a program or initiative designed to enhance the skills, knowledge, and capabilities of sales
professionals. It can cover various aspects of sales, including product knowledge, presentation skills,
objection handling, negotiation techniques, and closing strategies.

**35. Cross-Selling:**
Cross-selling is a sales technique that involves offering additional products or services to customers based
on their needs or interests. It aims to increase the value of each sale and strengthen customer relationships
by providing complementary offerings.

**36. Upselling:**
Upselling is a sales technique that involves persuading customers to upgrade to a more expensive or
premium version of a product or service. It focuses on highlighting the additional features, benefits, and
value that the upgraded offering provides to customers.

**37. Relationship Building:**
Relationship building is the process of developing and nurturing long-term connections with customers
based on trust, communication, and mutual understanding. Building strong relationships can lead to repeat
business, referrals, and customer loyalty.

**38. Sales Collateral:**
Sales collateral refers to marketing materials, brochures, case studies, white papers, and other resources that
support the sales process. It provides valuable information about the product or service, customer
testimonials, and industry insights to help sales professionals engage customers effectively.

**39. Presentation Etiquette:**
Presentation etiquette refers to the professional behavior, manners, and protocols that sales professionals
should follow during a sales presentation. This includes being punctual, dressing appropriately, maintaining
eye contact, and respecting the audience's time and attention.

**40. Sales Goals:**
Sales goals are specific targets or objectives set by sales professionals to achieve within a certain period.
Setting clear and measurable sales goals helps focus efforts, track progress, and motivate team members to
achieve success in the sales role.

In conclusion, mastering key terms and vocabulary related to sales presentation skills is essential for
technical sales support professionals to succeed in the competitive sales environment. By understanding
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and applying these concepts effectively, sales professionals can engage customers, address their needs,
overcome objections, and ultimately drive sales to meet business objectives. Continual learning, practice,
and refinement of these skills are crucial for success in the dynamic field of technical sales support.
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