 Using the POPS Model to create a 
Persuasive Or Problem Solving Presentation 
In Eight Sentences  (or more)
1. Greeting and Rapport 

Example: “Good morning; and thanks for being here on such a nice day when many of us would rather be out on the golf course.”  

2. Purpose of Presentation and Value to Audience

Example: “My purpose today is to show you how we can use new technology to improve the service we provide our clients and reduce our operating costs at the same time.”  


3. Problem, Dissatisfaction, Need for Change, Goal

Example: “As you know, our present computer system is seven years old and doesn’t have the memory or the speed to run the new programs and giant data files our clients send us via email and CD.”


4. Solution 

Example: “Our research has convinced us that the best solution to this problem is to replace the current system with a new cutting edge computer called HAL 2015.”

5. Benefits

Example:  “HAL 2015 is much faster than our present system, so we will be able to reduce turn-around time on client requests even while we cut back from two shifts per day to one shift.”

6. Detail and Supporting Arguments*

Example: “In the past week, I have visited three other companies that have installed a HAL 2015 in the last year and they all report complete satisfaction.”  


7. Summary

Example: “I’ll take any questions you have in just a moment, but first, let me summarize what we have covered thus far: our present computer system is woefully inadequate; if we replace it with a HAL 2015 we will be able to improve client service and reduce operating costs at the same time.” 


8. Call to Action

Example: “If we want the new system in place by the start of the new fiscal year, then we must have final  budget approval by the end of this month.”  


(*Step 6 provides additional explanation, data or proof in support of Steps 3, 4, and 5.  If the whole presentation doesn’t exceed 5 or 6 minutes, then you may want to eliminate Step 6 and simply add whatever additional material you have directly into Steps 3, 4 and 5.  But in longer presentations, it’s often a good idea to move fairly quickly through the Need, the Solution, and the Benefits, and then to circle back and add more detail and data as needed.)  

Using the “Tell ‘Em” Model to Create an Informative Presentation In Six Sentences  (or more)

1. Greeting and Rapport 

Example: “Good morning; and thanks for being here on such a nice day when many of us would rather be out on the golf course.”  


2. Purpose of Presentation and Value to Audience

Example: “In the next 60 minutes, I’m going to provide you a thorough introduction to our new Employee Benefits Program and show you how you can choose from a menu and customize your benefits to your own needs and lifestyle.” 


3. Tell ‘em what you are going to Tell ‘em: outline the agenda or logical flow
Example: “We have a lot of material to cover and I thought the best approach would be to divide the full benefits program into 4 logical categories (healthcare; savings/retirement plans; vacations/time off; and miscellaneous) and then within each category, to show you how you can choose the level of benefits you want.”  



4. Tell ‘em: Flesh out the Logic or Agenda;  Zoom-in or Zoom-out as appropriate

Example:  “Within the Healthcare category, please note that you now have the freedom to choose any hospital you want and pay a deductible of $500 or use a pre-approved hospital and pay a deductible of $300.”    

(Most of the other steps in an Informative Presentation can be handled in a single sentence.  For this step, of course, you will probably need many sentences, not just one.)


5. Tell ‘em what you Told ‘em: Give a quick summary
Example:  “Before we get to the Q&A session let me point out that we have now covered all four categories of benefits, and that in each category you have some flexibility to tailor your benefits program to your particular needs.”


6. Call To Action

Example: “You will surely have more questions as you proceed to design your own customized benefits program, so please log on to the Benefits Page of the company web-site or call me at Extension 12345.” 


*The trick to designing and delivering a good informative presentation is to find a logical structure for the material you wish to deliver.  Our example divided the material into four categories, and then within each category gave examples of how the program can be tailored to individual needs.  If you were giving a progress report on the construction of a new headquarters building, you might use a timeline to help you organize your material.  If you were explaining how an insurance company processes claims for reimbursement, you would probably organize your material around the sequential steps that are necessary to get the job done.

You can use any logical structure or skeleton that helps you organize the material and helps your audience take it in and understand it.  One simple alternative is the “major points approach”, in which you announce to the audience “there are 4 (or 5 or 6 or however many) major points or topics that I want to cover in regard to today’s subject.”  You then show a listing of those major points and that becomes your structure or agenda.  

Whatever structure you choose, be sure to announce it early in your presentation.  That will help the audience stay oriented and tuned in to your message.
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