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What is Your Presentation 
Sales Message? 

  

  

Having a clearly defined presentation message can improve 

the content and delivery of your PowerPoint presentation 
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All too often, speakers deliver more information than even the most dedicated audience can 

remember. Typically, an executive will stand up at the annual Kick Off meeting and deliver 50 

minutes on the company's “Ten Strategic Directions” (none of which can be recalled by 

anybody during the coffee break, immediately following the session). What chance is there that 

these “strategic directions” will be acted on in the six months ahead? 

The mistake made by this corporate executive in the above example was to focus on 

content and not on the action he or she wanted the audience to take. That is, the presentation 

message. Who really cares about the ‘ten strategic directions’, if the staff is delivering great 

customer service and contributing to the growth and profitability of the organisation?  

A focus on action is absolutely critical to the vast majority of business presentations. 

When considering your presentation sales message, ask yourself the following questions: 

• What is my presentation message? 

• What action do I want the audience to take after my presentation? 
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Active Presence is a niche communications consultancy that 

improves B2B communication. 

Specialising in Confident Persuasive Presenting and Delivering 

Memorable PowerPoint, our bespoke communication programmes 

give you the confidence to perform more effectively, outstrip your 

competition and win more business. Effective Meeting Facilitation 

enables you to better engage while keeping your projects on 

schedule and within budget. 

Working from fully equipped studios in NW England and using the 

very latest technology, our online learning environment, YouRecall, 

provides a unique delivery platform that adds real value to your 

organisation in a pragmatic and structured way. 

Managing Director, Chris Davidson, is a respected speaker, 

broadcaster and author. In 2010 his book, Successful Speaking 

Secrets Quick Reference, won the International Book Award in Los 

Angeles. With more than 10 years’ experience helping businesses to 

better communicate, Chris can provide customised training and 

development for all areas of presenting.  

Get in touch today for a programme tailored to your needs. 
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How much an audience can remember is a point of some debate and on-going research. A 

reasonably safe range would be three to five points – but at the maximum that's five well- 

delivered points, not five bland statements in corporate-speak, delivered by a grey-suited 

business spokesperson, in a dull, grey voice, supported by boring grey bullet-points, repeating 

the same dull grey words the dull grey speaker is saying. You get the picture. 

When creating your key presentation message it's helpful to select one that is 

measurable. This allows you to objectively assess the impact and success of your presentation. 

Objectively assessing the success of a presentation is something that is commonly forgotten 

about. By the way, getting the audience to fill out happy sheets is not ‘objectively assessing the 

success of a presentation’. What you need to measure is outcome – the action people take that 

they would otherwise not have taken. 

Make your presentation sales message as tight and descriptive as you possibly can. Far 

too many presenters start with an initial brief that is "a general introduction to the company". 

This is a waste of time and money, as all of this information can be had from multiple online 

resources; the company website, LinkedIn, Twitter, Facebook, professional associations, third-

party review websites, etc.  

Contrast this with a presentation message that focuses the audience’s attention on a 

particular product or service and seeks audience engagement through offering a free trial, for 

example. This is a very clear, tight objective – and very measurable. Answering the question 

"how many people took advantage of the free trial?" gives you an immediate handle on the 

success of the presentation. 
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