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Half of Final

Name:

SALES PRESENTATION OUTLINE
READY-SET-SELL
In preparation of your sales final, fill out the following outline. This assignment should be typed.
Should be written in conversational format where appropriate. The outline package is the final
compilation of your RSS Plan as you have prepared it for your presentation. It is your
opportunity to pull all nine assignments together in “final form.” This will be given to your
evaluator so they know the context of the sale.

1. Brief Description of Product or Service and Company Represented:

2. Situation or context in which this sales call will be made: (Where, who, what they
are looking for, etc.)

3. Short-Term Call Objective and Strategy:

4. The Opening:
I will introduce myself as:

I plan to make a positive impression by:

I will open the conversation by:

I intend to build rapport by:
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5. Probing

I will ask the following (4) probing questions.

6. Features, Advantages, and Benefits

I intend to use the following information during my presentation:

Feature No. 1

Advantage:

Benefit:

Feature No. 2

Advantage:

Benefit:

Adapted from RSS Assignment from Dr. Kim Anderson — Oklahoma State University



Feature No. 3

Advantage:

Benefit:

7. Handling Objections:
| foresee these objections with my product/service
Objection No. 1
Technique for handling the Objection:

Listen
Restate
Clarify
Handle:
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Objection No. 2
Technique for handling the Objection:

a. Listen
b. Restate
c. Clarify
d. Handle:

Objection No. 3
Technique for handling the Objection:

a. Listen
b. Restate
c. Clarify
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d. Handle:
8. Closing

Trial Close:

Close: (Chose one type)
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