The Northwest Power Group

Helping Businesses Succeed One Referral at a Time
5-10 Minute Presentation


Each week a member gives a 5-10 minute presentation. It is important for members to make the best use of their limited time. Don’t talk about how you got into the business or what is going on in your personal life. Talk about your business and how your sales team can find you more referrals. Educate your sales team as to what you do. Educate them as to how they can help you.

Write down what you want to say, rehearse it, practice it in front of a mirror, and time yourself.  Get feedback from someone else on your presentation. If you have display materials, be sure they are set up ahead of time. Don’t use your 10 minutes to set up or pass out handouts. This is distracting to your message. It is the responsibility of the presenter to bring a door prize, something of value between $15-$20. Bring something that is a reflection of you. Some suggestions include a gift basket, sales books, or a gift certificates (purchased from a member). Don’t give away $20 dollar bills or one of the mugs that you would give a client as a marketing piece. Give your door prize some thought. 

Anatomy of a 5-10 Minute Presentation

· 1-2 minutes about yourself (education, credentials, experience in the field)

· 1-2 minutes about the company  ( where business is conducted, unique services, hot products, how the company is innovative)

· Tell a short story about a client who had a problem and how you solved the problem. Describe how you solved the problem  and what was the end result.

· 1 minute consider discussing industry myths and some benefits of your service.

· 5 types of referrals that you are seeking
 

