
TIPS FOR 
PRESENTING
YOUR OFFER

Below is a list of tips you can utilize as you prepare to present your offer to a

prospective client or customer.

Be GENUINE- Show the client or customer how much you care. 
 

Repeat what the client has shared with you-  in step two and three we talked about
identifying the customers needs and wants. It is important to restate them so they know
you were paying attention and can identify the areas they need solutions.

Share a story- of a client who was in a similar situation who you were able to assist.

Create a clear picture- of what the outcome will look like for them. Utilize a presentation
deck or photos if need be.

 
Slow down- often times when we get nervous we tend to talk really fast making it difficult
for the prospect to understand what we are trying to communicate.

 
Be passionate- share the love you have for what you do with others so they can see and
feel how much this means to you. 

Present solutions- only present solutions rather than focusing on the features.

THE DO'S:

Oversell- the longer you talk the more likely you are to lose a sale. Keep it simple and to
the point.

 
Refer to competitors- by bring up your competition you highlight others in the industry
that they maynot have even considered before working with you. Keep the client focused
on your company name and no one else.

 
Overpromise- businesses will overpromise just to get a contract signed. It's important
that you are not only qulaified but have the bandwidth to perform the job required.

 
End the call or meeting without a follow-up scheduled- create a sense of urgency for
a prospect to make a decision and have an answer back to you.

THE DONT'S


