Speech 10680 Dave’s Sales Presentation
Good afternoon [or morning or evening, whichever it is].  As you are all fully aware, we have recently concluded the first six months as an integrated sales team, and I am here to give you an update on how this new program worked.

As with any new program, and when you are combining products and people, we have encountered and worked through a learning curve. You can kind of think of it like the first six months of a marriage. The new couple is happy, but they have to learn to live with each other, right? They also have to learn how to combine all of their assets, talents, abilities, etc. You get the picture. So, like any new relationship or partnership- whether personal or business- there were several aspects that worked, and a few that could use some improvement.

First I’d like to start with some good news. When you look at bottom line sales figures, we have continued to meet our monthly sales goals. But I know you all have a lot of questions, not just about the bottom line, but how our new sales packages worked, and what we can do to improve the new system. We all knew there would be some tweaking. Well, what I would like to do next is to tackle the top questions that I know you must have.
Number One: Were we able to integrate our sales packages? This was one of our primary goals. We knew that in order to differentiate ourselves from our competitors, and offer some unique and attractive options to our clients, we absolutely had to present some integrated packages.  

The short answer to this question is: Yes
. Working together as a team across all platforms, we did develop some integrated packages which we felt would best meet our clients’ needs, and which they would find most attractive. For example, [Dave: here, please insert an example of an integrated package that was developed. Talk about the different platforms or areas that were combined, and how the price structure was derived. Try to keep this description to about three or four sentences, or 200 words]

That leads us to our next question. Number Two: Did our clients and/or media buyers see the value or appreciate our bundled offerings? Again, the short answer is, yes
. Overall, I would say the new bundled offerings are something our clients are interested in. There were some who recognized their value right away. There are some who are beginning to recognize it. And there are still some clients or media buyers who need more time and convincing. And that is something we as a sales team are working to do. [Dave, here you can include an example of what you are doing to prove the value of the bundled packages to clients who are uncertain of it- keep it to just a few sentences].
Now I know the next question that you all probably have. Question number three: Were we able to leverage our hot properties with slow-moving ones? After all, that was another important goal of creating our bundled packages—to incorporate some of the slower properties with the hot ones. In answer to this question, let’s go back to the example I used in answering the first question. Let’s look at that bundled package again. [Dave, here go back to that example and point out that the hot property in the package is X, and the slower property is Y. Then you may want to describe how well this package is selling—hopefully it has been selling fairly well, or at least many clients or media buyers have expressed interest. Keep this wording, if you can to around 250 words.]
Our integration hasn’t just affected our customers and sales. It has also affected us internally, as a company. So I know your next question will be: Number four: Did I have the full cooperation and support of my sales people in pushing these synergy offerings? Again, I would have to report that overall, the answer to that question is “yes.” I do feel that all of our sales staff recognize the potential of these bundled offerings, their value to customers, and what they can do for their own sales goals and achieving them
. However, I do have an idea for gaining even more widespread support and excitement from them. You’ll hear about that in a few minutes.

Before I talk about that, I want to address the last question—question no. 5 which I know you may have. And that is: Did I have the cooperation of the other departments as far as including/involving other platforms in their marketing and merchandising efforts? Well, remember, back at the beginning of my presentation I mentioned that there were a few items that could be improved? Well, this is one of them. That does not mean that other departments were uncooperative. What it does mean is that I think there is still some work that needs to be done to emphasize the fact that we are an integrated team, and we all need each other if this new synergistic system is going to succeed.

So that brings me to two ideas that I think would really solidify this integration. First, as I have already mentioned, even though everyone knows we’re integrated, I would like to see more communication from top management to everyone throughout the company about working together on these bundled packages, presentations, and sales material. If top management makes it even more clear that we have one common goal and objective: integration, we’ll see the spread of more real and long-term buy in and teamwork, which is what we need. We can then work together to prioritize our bundling/consolidated sales packaging, starting with corporate negotiations with clients.

The second idea I have for improvement, relates to question number 4. Remember that question? Did I have the full cooperation of my sales team? While I felt the cooperation was certainly there, we need to shift from “cooperation” and kick it up several notches to enthusiasm and excitement, to really make the most of these synergies. So how do we do that? We need to put some money where our collective mouth is, and give better incentives or kickers for sales people who generate revenues from cross-packaging. I can create those incentives, but I need your support to get them done.

So, that’s where we are. When it comes to this new marriage of platforms, the honeymoon is over. Now the real work begins. With more communication about the importance of the integration and incentives for sales of bundled packages, I am confident you’ll see even better results by the end of the next six months. 

Thank you for your time.


�Dave, I am assuming this is the answer. If not, you will need to let me know so I can rewrite this section.


�Again, Dave, I am assuming this is the case, especially when you say your sales team met their goals.


�Dave, obviously I don’t know if any of this stuff I am saying is correct. I am making a lot of assumptions. Feel free to tweak so that it works for your situation.








