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What do you need to do/d.i.ttgr’ent?
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Presentation
Changes Needed

90% of sellers believe
remote a selling presentation
should be different than
what they do for in-person
meetings

But, 75% continue to use
essentially, mostly or exactly
the same approach for both
situations.
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Warwick Business

Cognitive Neuroscientist
School

Stanford Business
Chief Science Officer

School

CORPORATE VISIONS STANFORDEZ
b Cowversations That Win® BUSINESSE:




DELIVER
MEMORABLE VIRTUAL PRESENTATIONS

W | |I|I|II|||I|||I|||||

p P TR g Ty Ty R Y




DELIVER

VIRTUAL PRESENTATIONS

Cth | add : I|I|||||| |||||| |||

>N PR R P W
CLARIFY YOUR10%







but what if we could change the reality of what

AUDIENCES REMEMBER?
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Imagine if you could conftrol the 1 O%

AUDIENCES REMEMBER




What is the

MOST IMPORTANT FiEEra.
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What is the VIOST IIVIPORTANT message?




Replace

“AGENDA"

with the "10%"

S Revive Consumer Profitability by addre g

¢ (Changing in standard procedures

¢ Key gaps in the current busingss
s New opportunities j /
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Replace

"AGENDA"

with the "10%"

How to allocate 445k budget:
"4

e 25% digital investment in search/social media /

¢ 50% channel focus in top three countries

e 25% PR reviewers day >
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EXAMPLES OF
“10%” MESSAGES

Leadership Principles —the framework

Believe
the best IN our people the best FOR the best FROM «—E[]
our people our people
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EXAMPLES OF
“10%” MESSAGES

Al is applied to a large,
global problem

The l’lg ht career g s ok and

for everyone in the world

Enterprise customers are
ready for Al




EXAMPLES OF
“10%” MESSAGES

Think Big Start Small Scale Up




What is the

MOST IMPORTANT pgazkEr
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CLARIFY YOUR 10%

Choose T main message,
3-4 supporting points
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WHERE IS THE

DIGITAL "RANSFORMATION =
TELnNOLCtY FIRST?
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DIGITAL TRANSFORMATION =

TECHNOLOGY FIRST?
| -g.‘..

' ‘. - { e 2
) ' Technology not the whole story

| a2 ¥ 1.3




ISO- 8583 CUPS-

HIGH LEVEL ARCHITECTURE

Business

Processes
Channels

Classify
message
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Channel Adapter

NETWORK IDE

Accelerator Services

i i Message Business Service Negative System trace

Platform Services

Named Service Business Message Switch
Data objects Discovery Processes Transform Administration

Authorization
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Data Virtualization Architectural Overview

COLOR

Data Virtualization Platform

Front-end Applications

Information Server

Development

Management
Environment ,
sQL Web Services

_ Environment
Messaging Hadoop
(ODBC, JDBC, ADO.NET) (HTTP, REST, SOAP, JSON, OData) (Input Format)

Business Directory

Manager
Security
Federation Engine Cost-based Optimizer

Discovery

Rules-based Optimizer

Views, SQLScript (Database Centric)

Deployment Manager
XQuery, Java, WSDL, SCA (Services Centric)

Studio

Caching Quality Governance

Monitor
Security

Adapters

W?b Messaging Hadoop MF Application
gz (IMS) (HiveDB)
(REST, SOAP)

Adapter APIs
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Data Virtualization Architectural Overview
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Data Virtualization Architectural Overview
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WHITEBOARD




Which of these techniques to “control focus” seem
the most useable and useful to you?

o Slide Animation/Builds
o Color Highlights
o Annotating/Notetaking
o Whiteboarding
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Use color, animation and
annotation to reveal the story
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PRIME THE BRAIN
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Polls »>>»>>

How comfortable do you feel your sellers are
at remote selling?

2 3 4

1 VOTE

2 VOTES

1 VOTE

2 VOTES

End Poll Share results










How willing are you to add “friction” by asking your
customer do draw along with your conversation?

&

Green Yellow Red
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Intensify the stimulus before
Important points
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Choose 1 main message, Use color, animation and In’rensﬁy the stimulus before
3-4 supporting points annotation to reveal the story Important points



Get a FREE Toolkit

https://cvi.to/
ses-toolkit




Sales Enablement
- Society Virtual
S Conference
October 26th - 29tnh

Forward Momentum
For a New Decade

Call for Presenters and Sponsors:
https://www.sesociety.org/page/2020conference
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