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Presenter
Presentation Notes
People are making a determination on whether or not they like you in a very short period of time based upon the way your speak and present. On an introduction/prospect/warm call, you have 37 seconds to make a favorable impression. On a one-on-one call to a couple, you have approximately five minutes to make a favorable impression. Typically a women will determine if she likes you in 17 seconds. For a man, about 35-40 seconds. People are determining whether they like you or not very quickly and initially it has nothing to do with your professional knowledge. Also remember that people will begin to evaluate your professional credibility within the first seven seconds based on the way you are dressed. Right behind that – every single element is based or tied to your public speaking and presentation skills. There are three main factors that separate the top producers from the status quo: Psychological Belief system Listening and Communication Skills Persuasive Presentation SkillsSo, don’t stick your head in the sand, or a brown paper bag, when it comes to studying and improving your presentation skills. There is nothing that will have a larger affect on your AMSOIL sales.
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Presented by Rob Stenberg 
Director, Dealer Sales 

Powerful Presentations 
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Sales Presentation Defined 

 A spoken 
communication 
that moves the 
sales process 
forward. 

 

Presenter
Presentation Notes
It is what you say to the customer when you have the floor. 
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It is NOT a… 

 Questioning 
session 

 

 Rapport-building 
session 

 

 Conversation 
 

Presenter
Presentation Notes
There are many misconceptions as to sales presentations. To be effective, and move the sales process forward, a sales presentation must persuade. These (the points on the screen) are all elements of a sales process. They are not a sales presentation. Sales presentations range from an elevator speech delivered to someone on the fly to standing in a room of top executives with the clicker in your hand.  A sales presentation is when you must literally stand and deliver the selling proposition you have to offer. Many sales professionals believe that sales presentations should be like keynote speeches – entertaining but without much meat -  while others are just as convinced that sales presentations should be like lectures – informative but without emotion. Both are wrong. If you are going to be persuasive, a sales presentation must have a structure that matches the way people make decisions. It must also answer the key questions every customer has, while intriguing and inspiring the listener. In other words, a sales presentation will use both entertainment and information to support its persuasive arguments, but these are always subservient and never included for their own sake. The best sales presentations tell a story. What is your AMSOIL story?



Powerful Presentations  
Basic Structure 
 

Informative vs. Persuasive 
 

Getting Your Point Across 
 

Handling Hostility 
 

Practice – Practice – PRACTICE 
 

Conclusion 
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The Basic Structure 
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Persuasive Presentations have: 
 

Introduction 
Body  
Conclusion 
Call to Action 
 

In that exact order! 
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Presenter
Presentation Notes
There is a basic outline to creating presentations; tell you audience what you are going to tell them (introduction), tell them (body), then tell them what you told them (conclusion). This is effective because the retention of the spoken word is so low. Don’t worry about repeating yourself. The introduction; What does it do? It previews the message you’re going to communicate. It grabs the listener’s attention  and tells them where you are going.  Grab your audience by the neck with your introduction! Better yet, tell them a story! What is your AMSOIL story? Want to hear mine?  



The Body 
 
Why you? 
 

 
Why AMSOIL? 
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Presenter
Presentation Notes
The body provides the content you want to communicate, with supporting evidence. In the body of the presentation, you also want to include why someone should be doing business with AMSOIL. Include a strong argument and with all of the testing that AMSOIL does, and all the marketing materials available to you, this should be something you can easily do! Make sure you tell your prospect why they should be doing business with you! Highlight your expertise, your service and your ability to get things done. If you can save them money, tell them. If you can save them time, tell them. If it makes it easier or more enjoyable to do their job, tell them. Tell them early, often and clearly. Don’t leave them guessing. Find out what is important to them and if you can fill that space, tell them how you will fill that space. As yourself “Why should this customer care about this information/product recommendation/my service?” If there is only one thing that you want your prospect to take away from your presentation, what would it be? Focus on selling the benefit behind AMSOIL products. Make that one thing as clear as possible, repeating it at least twice during your presentation. 



Presenting an Argument  
 
 

Give proof 
 

Step by step arguments 
 

Summarize your argument 
 

Not guilty!  

You’re a Famous Lawyer 
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Presenter
Presentation Notes
Sales presentations are similar to being a lawyer in a court of law, except that rather than ask for a verdict, they ask the customer to make the decision to move forward. Presenting an argument to save the life of your client.You start by telling the jury what your going to prove (introduction).Go through your arguments step by step (the body)Summarize your argument (conclusion)Ask the jury to find your client not guilty (call to action)Tell a story! The legal profession has understood the power of story for years, long before the sales profession, and I don’t know if the entire profession has woken up to this fact yet. Stories are powerful and influence! 



Basic Structure 
The Conclusion; 
 

Its Purpose: 
 

 A call to action! 
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Presenter
Presentation Notes
The conclusion summarizes communications. The call to action asks for the next step. Notice that I did not say “ the close.” This is because the next step in the sales process may or may not involve a sale. It may involve moving to the next step in the customers process.  This process matches the way that adults learn and make decisions! 



To be persuasive… 
 

Why work with you? 
 

Why work with AMSOIL? 
 
Why do it now?  
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Presenter
Presentation Notes
To be persuasive, your presentation must answer these questions. Your presentation must contain a series of claims or arguments that describe to the customer what you’re planning on doing, what tools you’re going to use, why it’s going to work for the customer, and how he or she is going to feel afterward. Each element of the argument must be supported by specific evidence. Finally, the presentation must be delivered in a way that is intriguing and engaging.



Informative vs. Persuasive 
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What is Informative/Persuasive? 

Must Have Context 
 
Connect the dots 
 
Benefits!  
 
  

Presenter
Presentation Notes
Information without context is meaningless data.  A presentation that is informative rather than persuasive is a waste of time. Don’t simply present a string of information to a potential customer. Connect the information with the benefit of using AMSOIL products and doing business with you. 
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Study of 5W-30 Synthetic Motor Oils 
(G-3115) 
 
Does Your Customer Care? 
 
Know How to Use It! 
 
Tie it In! 
 
 
 
 

For Example…. 

Presenter
Presentation Notes
This is great information, but use it wisely. If you simply provide the data included in this brochure, your customer will get bored. Always ask yourself, from the customers perspective, so what? Put yourself in your customers shoes. Make sure that you tie the information to how the use of AMSOIL will be of benefit to your customer. This is persuasive! This is a great sales tool, if you know how to use it. Do you think your customer, or potential customer cares how much using AMSOIL saved other customers? No, they care how much money they can save. Tie it in to your customer.
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Annual oil change cost; 
   
 AMSOIL   $50.75 
 Lucas        $92.55 
 Pennzoil  $108.55 
 Mobil 1     $112.69 
 
How many vehicles? 
  
Do the math 
  
 
 
 
 

Case Study Oil Change Costs 

Presenter
Presentation Notes
Do you think this is information that your potential customer is interested in? Maybe, but maybe not. They want to know how using AMSOIL is going to benefit them, not someone else, but you can tie that into your customer! And, you must if you are going to be persuasive. Always, always, ALWAYS be looking for your customers buying motives.
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Be Persuasive! 

Don’t  provide “static” information 
 
Highlight Their Savings! (If a buying motive) 
 
What would this savings mean, in dollars, to 
their operation? 
 

Presenter
Presentation Notes
Do the math for them! Make sure you know what their maintenance schedule and issues are and move on from here. Show them how much they can save in oil changes and cost of ownership. This is what is important to your customer! Then move on to the next step in the sales process, whatever that step might be. Remember, only highlight the savings if this is a buying motive for them!



Getting Your Point Across 
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Making Your Point 
Know your audience 
 

Focus your topic 
 

Prepare exhaustively 
 

Spice up your introduction/conclusion 
 

Practice, practice, PRACTICE 
 

Arrive early 
 

Handle questions and answers with tact 
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Presenter
Presentation Notes
First of all, make absolutely sure that all important decision makers are in attendance. Be sure to know the level of expertise of your audience on the products you are highlighting. For example, if you are focusing your presentation on AZO, make sure that everyone in the presentation is familiar with the product code meaning our 0W-30 100% Synthetic engine oil.Researching and questioning should give you an idea of the problems faced by your prospect and the solutions you can provide by recommending the right AMSOIL product. Make sure to focus on the benefit, not the feature, that AMSOIL products offer. Collect ideas that you would like to suggest or selling points you want to make on small pieces of paper and then organize them according to your purpose. Give your words credibility by backing them up with testimonials you have from current customers. The most memorable parts of most presentations are the beginning and the end, so they deserve special attention. Have an imaginative opening to your presentation. Use the conclusion to summarize key points and as you plan your presentation, ask yourself what last impressions you want to leave your audience with before you finish and include these points. Practice- and do it out loud. It increases your odds of a flawless presentation and increases your confidence. Arrive to a presentation well before your scheduled time. Use this time to organize yourself. �Be ready for tough questions and be sure to put yourself in your customers shoes when thinking of questions that could be asked. If you don’t know the answer to a question, don’t be afraid to say so! Be sure to tell them that you will get an answer for them as soon as possible. Stay calm and confident no matter what questions you’re asked.



No Information Overload! 
Don’t Drone On…. 
 
Don’t overwhelm with product knowledge 
 
Watch Their Eyes… 
 
Beware…Presentation Overkill 
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Presenter
Presentation Notes
Keep the information you give to your prospect pertinent to that prospect. Make sure that it ties in with their concerns. It is easy to go on and on about how great AMSOIL products are. Who knows better than you the details of what AMSOIL can do for a customer?  But, as you give your presentation, your prospects eyes glaze over. Welcome to presentation overkill!In this type of scenario, find out as much as possible about the prospect. You should have a solid understanding of the prospect of their company because you want to make the next meeting as meaningful as possible so as to use their time efficiently. Try to limit the presentation to a few choices and don’t ramble on about things that aren’t important to them. Make sure you listen to what they want and hone in on what they say is important.  Don’t forget that the presentation is about your customer’s needs, not yours.  



Go With the Power! 

Use the Power of 3! 
 
Much research has been done 
 

Not 2, not 5….3!! 
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Presenter
Presentation Notes
Listeners like lists. But how many points should you include in the list? Three is the magic number. Comedians know that three is funnier than two. Writers know that three is more dramatic than four. Three is more persuasive than five. Every great movie, book, play or presentation as a three-act structure. There were three musketeers, not five. Goldilocks encountered three bears, not four. There were three stooges, not two. Legendary NFL coach Vince Lombardi told his players that there were three important things in life; family, religion and the Green Bay Packers. And the U.S Declaration of Independence states that Americans have a right to “life, liberty and the pursuit of happiness,” not simply life and liberty. The rule of three is a fundamental principle in writing and humor. The US Marine Corps has conducted extensive research into this subject and has concluded that three is more effective than two or four. Divisions within the marines are divided into three: a corporal commands a team of three; a sergeant commands three rifle teams in a squad; a captain has three platoons; and so on. If the marines were kind enough to study this stuff, why should we reinvent the wheel?  



Do Your Homework 

AMSOIL product choice becomes 
obvious.  
 

Don’t give to many choices.  
 

 

Give what you feel is the best product 
choice and one or two alternatives.  
 

 
 
 

21 

Presenter
Presentation Notes
An average of two to three prodcut choices would be fine. Write them out for the prospect. Remember that when you are talking about options, you must have a good reason why you think one AMSOIL product will work better than another. If you can’t justify the reason, there is no sense in presenting those options.



Do You Listen? 

What is the selling point? 
 
Mention it with each choice 
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Presenter
Presentation Notes
From your previous conversations, you should be able to pick out one point that stands out as important to your prospect. This is the selling point. Bring the selling point up every time you talk about each choice. If the selling point is dependability, mention it every time you talk about each product choice. 



Handling Hostility 
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Be Prepared  
 
Could be a Cool Reception 
 
Keep Answers Short 
 
Get to Neutral Ground 

Hostile Prospects/Customers 

Presenter
Presentation Notes
There are a great number of reasons that someone, whether presenting to a single person or a group, may be hostile. They may want to impress the boss with the questions asked or have a friend who they want to do business with and want to keep you out.  Sit down and make a list of all the tough questions you think might be asked. Then think through and rehearse your answers. This way you will be ready to give examples you want to give and don’t want to give.Rephrase a question so that it is neutral. For example, if someone were to ask you, “What makes you think your such an expert on engine oil?” you could respond by saying, “You may be wondering where I got my experience in as to engine oils” and then you can go on to describe your background, including the fact that you have attend AMSOIL University! 
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The Most Critical Step - Difficult to 
Take 
 

Aligning diffuses hostility  
 

Can be accomplished by:  
 

Probing  
 

Questions 
 

Acknowledging frustration 

Step One: Alignment 

Presenter
Presentation Notes
This does not mean you are agreeing with them as to their frustration, but validating their frustration. Let me give you an example. I used to sell electronic security systems for homes and businesses. While on a sales call in the home of a husband and wife who were approximately in their mid 60’s, and who incidentally had been broken into, I found the husband to be very short with answers to questions, if he answered them at all. He just would not warm up to me. He would not smile, he would not keep much eye contact, and when he did, it was a cold stare. This made me feel very uncomfortable and uneasy. After I had taken a tour of their home, and just before I was going to provide them with my proposal, I looked at this gentleman and asked permission to ask him one question. He said yes. I said, “It seems to me that you are not very happy with what we have been talking about and I was wondering if there is anything that is bothering you about the process we are going through?” He proceeded to tell me that he was angry that I was there because he “had” to have me there. That ever since they were broken into that his wife did not feel safe in their home and he really resenting “having” to have me in his house! Well, this is a hostile situation. What did I do? I aligned myself with him. I told him that I don’t like “having” to do anything either. That the feeling of “having” to have someone in your home because some punks decided to break in was not a pleasant thought. And, the fact that my wife did not feel safe in her own home would be the emotion that would bother me the most. He warmed right up to me after that because I was just like him! I provided my proposal and made the sale. 
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Step Two:  
Specific, Tangible Benefits 

Respond with benefits  
 
 

Comments such as “Here is what 
we will do…” or “If you agree, I’d 
like to…”  
 
 

Provide a suggested solution  

Presenter
Presentation Notes
Respond with specific, tangible benefits to the listener. Comments such as “Here is what we will do…” or “If you agree, I’d like to…” Provide a suggested solution or next step to fixing the issue. 



27 

To Where You Started 
 
Erase the Memory 
 
Positive Statements 
 
 

Step Three: Get Back 

Presenter
Presentation Notes
Bridge back to your major points. Erase the emotional memory of the conflict.Link the discussion back to positive statementsReiterate some key points or the measurable benefits of using AMSOIL.



Practice, Practice, Practice 
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Increases Your 
Success  
 
Smooth Delivery  
 
Provides confidence. 
 
Practicing in your 
head… not a good 
substitute.  
 

Practice Out Loud 
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Big Mistakes 
 
What Are They? 
 
 
 

Q & A 

Presenter
Presentation Notes
What are the biggest mistakes that sales pros make when giving a sales presentation.



1. They wing it 
2. Being too informative rather 

than persuasive 
3. Misusing their allotted time 
4. Providing inadequate 

support 
5. Failing to make the sale 
6. Being boring 
7. Relying too much on visual 

aids 
8. Using distracting or 

annoying body language 
9. Dressing inappropriately  
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Most Common 
 
Most Serious 
 

Some Hurt More 

32 

Presenter
Presentation Notes
Of these nine, which is the most common and most serious? A: For shorter presentations, winging it. For longer ones, the worst offense is being too informative rather than persuasive.Sales pros wrongly think that they’ll somehow manage to be brilliant for short periods of time when in fact shorter presentations are often even more demanding than longer ones, and thus need more preparation.



Let’s Be Real 
 
Don’t Relearn 
 
Develop Sales Skills  
 
Practice! 
 
 
 

What to Learn? 
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Presenter
Presentation Notes
Q: Is it realistic to expect an AMSOIL Dealer to completely relearn their sales presentation? A: There are few skills that you can develop as an AMSOIL Dealer, and a sales professional, that will have a bigger impact on your success. These are all good reasons to practice your presentations. 



Conclusion 
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Presenter
Presentation Notes
"According to most studies, people's number one fear is public speaking. Number two is death. Death is number two. This means to the average person, if you go to a funeral, you're better off in the casket than doing the eulogy." - Jerry Seinfeld 



Opening,  Body, Conclusion,  
Call to Action  
 
Be Persuasive! 
 
Make Your Point 
 
Be Prepared for Hostility 
 
Practice, Practice, Practice! 

Follow the Structure 
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Contact your: 
 
Sponsoring Dealer 
 
Upline Direct Jobber  
 
Regional Sales Manager! 

Questions? 
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