COMM 333 ‑ Training Lab
Lab #6 ‑ September 28, 2016
 "Putting Together a Product Pitch"


1.  Your task in Lab today is to continue work on both the written and oral presentations (including your PowerPoint presentation) required for your “product sales pitch” to Chet (due next week). I will be available today and throughout the rest of the week to answer questions and offer advice as you request.  Feel free to phone or email me all week, at home as well as in the office.    Below are some guidelines (also found on the course web site).
Selling Your Training Product to MC Consulting
The Goal of both written and oral presentations is to meet Chet's expectations so he will approve your product and allow your team to stay on the payroll and develop the content of the training program. You must make it clear to Chet and as easy as possible for him to see that you have met his expectations, which are:

I. The program must be able to make money.
· Chet must hear good ideas for ways to sell your product to clients.

· There must be a substantial number of potential clients.

II. The presentation offers proof the training program meets organizational needs 
· Training must improve organizational or personal effectiveness). (“Proof” means providing evidence and arguments that credibly convince Chet there are good reasons to expect performance of the trainees will improve and additional revenue will be generated such that the company [ or individual ] will recover the cost of the training program.) 
· The program must appear to have the potential to meet your well-phrased objectives.

III. The training team must be seen as competent.

ADVANCE \d4
Focus like a laser on these three key issues!!
ADVANCE \d4WAYS TO SHOW THESE POINTS:

ADVANCE \d41. Use white space, bold, underline etc. to make key concepts easy to spot in written materials.

ADVANCE \d42. Use section and subsections with headings to help Chet locate ideas easily in written materials.

ADVANCE \d43. Phrase ideas so it's clear which of Chet=s expectations you are addressing and how your plan meets the expectation.

ADVANCE \d44. Use references to other's work (research, text materials, etc.) and organizational topoi to build credibility.

ADVANCE \d45. Use active voice in writing.

ADVANCE \d46. Use AMOBUL in presentations (and writing) especially Attention, Motivation and Overview.

ADVANCE \d47. Watch appearance!! Dress to look like training professionals.

ADVANCE \d48. Be confident in presentations (Don't just read, maintain good eye contact, be dynamic, and hype your product a bit.)

ADVANCE \d49. Do introductions of the team and individual members; indicate expertise. Illustrate teamwork.

REMEMBER: Your Product Pitch paper is due at the time of your pitch presentation. A slide show is expected as well.
The written material submitted at the time of your product presentation should be professional looking (for credibility) and will include the following (5 separate, labeled sections): 

1. Introduction - 
An overview of the organizational communication subject matter your group has focused on and a brief overview of the training package you will produce. [Be sure it is clear who will be our CLIENTS and who will be trained to do what].

2. Market Potential - 
A. Indicate the type(s) of organization(s) or individuals who maybe potential clients. (Clients are those organizations or individuals who pay MC Consulting to conduct training. "Clients" does not refer to trainees who are typically employees of the client. Are there enough clients to make developing this product worthwhile?) 

B. Provide evidence/support showing that training in this area of communication is likely to improve organizational/ individual effectiveness and thus theclients bottom line. We must be able to show we can improve their revenues or cut their expenses. (The only way organizations can afford to pay MC Consulting to provide training is if the training has a “bottom line” value added payoff that merits the costs our clients absorb in paying MCC for the training program).

C. Present a “selling strategy” for this product indicating how you think the company President can sell this program to potential clients. Here you will be identifying key features of the training program that should appeal to clients (USPs) and how we will communicate that to potential clients. (Your client needs assessment information may be helpful here. Also, including a sample "sales brochure" with "ad" copy may be helpful.).

3. Trainees and Objectives - 
A. Indicate specifically who your target training audience will be (trainees) and what these trainees are like. 

B. List the overall behavioral objectives of your training package. [Be specific.]

4. Program Outline - 
Present a brief, very tentative outline/schedule of the training package you will produce. Main points/session topics are sufficient for this presentation. 

5. Preliminary Bibliography - 
Include references on training as well as material on the subject you will develop in your training package
Oral presentation (10-12 minutes). Your goal is to make a sales presentation that will convince The Company (that is, Chet) to produce and market your training package (and give you a bonus). Naturally, you will want to cover some of the same material as the written materials but you do not need to duplicate it orally. Persuasion is your goal. The President is your audience. Convince him your ideas are HOT; your team is competent/ brilliant; there are big bucks in this project. [ Highlight your key points but don’t READ to Chet from the report. He’ll be insulted and bored.]

Think of yourselves as “larger than life.”  Don’t be too modest.  Be confident and “hype” your product a bit.
