Presentation Flow
(Direct Selling)


Instructions: 
Use this presentation flow if you’re selling a course or program directly without a sales call.

==========================================================================

Section 1: Build Up 
Build intrigue, authority, and hope for a better future.

· Slide 1: Share your High-Interest Headline.

· Slides 2-5: Intrigue Opener (What they’re going to get during your presentation).

· Slides 6-7: Two Quick Case Studies (less than two sentences describing the results they got from using what you’re sharing today (Optional if you don’t have these).

· Slides 8-14: Share your Discovery Story. Why you’re here today sharing what you’re sharing? 

· Slide 15: Here’s what I need from you (get early commitment).

· Slide 16: By the end of this presentation (share what they will be able to do).



Section 2: Roadmap to Results
Build trust, clarity, and certainty around the new opportunity your process provides.

· Slide 17: Introduce your Roadmap to Results (show a graphic of your process).

· Slides 18-32: Sharing Step/Phase 1 of your roadmap. 

· What your first step/phase is.
· WHY it’s important
· Share an insight, short story, or example, or overcome a faulty mindset or objection. Make sure it relates to your first step.
· Share the substeps of your main step 1. Substeps are an overview of what it takes to do step 1. Keep this high level.
· (Optional) Share a short case study of someone who did step 1 and got a good result. It could also be your own story.
· Can you see how…(confirm they see and understand how valuable your first step is).

· Slide 33: Recap Step 1 and move to Step 2. Show your full roadmap again to give them clarity on where steps 1 and 2 are in your process.

· Slides 34-48: Sharing Step/Phase 2 of your roadmap. 

· What your second step/phase is.
· WHY it’s important
· Share an insight, short story, or example, or overcome a faulty mindset or objection. Make sure it relates to your second step.
· Share the substeps of your main step 2. Substeps are an overview of what it takes to do step 2. Keep this high level.
· (Optional) Share a short case study of someone who did step 2 and got a good result. It could also be your own story.
· Can you see how…(confirm they see and understand how valuable your second step is).

· Slide 49: Recap Step 2 and move to Step 3. Show your full roadmap again to give them clarity on where steps 2 and 3 are in your process.

· Slides 50-64: Sharing Step/Phase 3 of your roadmap. 

· What your third step/phase is.
· WHY it’s important
· Share an insight, short story, or example, or overcome a faulty mindset or objection. Make sure it relates to your third step.
· Share the substeps of your main step 3. Substeps are an overview of what it takes to do step 3. Keep this high level.
· (Optional) Share a short case study of someone who did step 3 and got a good result. It could also be your own story.
· Can you see how…(confirm they see and understand how valuable your third step is).

· Slides 65-69: So Far We’ve Covered. This is a recap reminder of all the value you have provided during the presentation. 

· Slide 70: Let me ask you this…(Confirm they got value and new ideas).

· Slide 71: Transition to the offer. Simple in concept, nuanced in execution. 



Section 3: Offer Presentation
Share your offer and why to take action now

· Slide 72: Make a special invitation to your program and share your program’s name.

· Slide 73: Share the big outcome they will get by going through your program.

· Slide 74: Share your promise to them.

· Slide 75: Share who your program is specifically for.

· Slides 76-78: Share the high-level details of your offer (what it is ie: course or group coaching and any relevant details).

· Slides 79-81: In three parts, share the high-level things they’ll do inside your core program. Share 1-3 benefits of each of those things. 

· Slides 82-86: Share your bonuses. One per slide. Make sure to call out the objection or perceived problem your bonus addresses.

· Slide: 87: Recap your core program plus all the bonuses on one slide. Have the total value listed at the bottom.

· Slide 88: Share your fast action bonus for those who pay in full during the webinar only.
· Slide 89: Reshare the entire offer including the fast action bonus with the total value. Reveal the pay in full price on this slide.

· Slides 90-91: Recap the price and tell them what to do to get started and claim the fast action bonus.

· Slide 92: Share your guarantee. 

· Slide 93: Share your installment (payment) plan.

· Slide 94: Final recap slide. Recap the entire offer including your core program, all the bonuses, the guarantee, and the pricing.  

· Keep your final recap slide up the entire time for Q&A. Stay on as long as people are asking questions and engaging with you. 
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