


This fatal flaw is the sales presentation at 

the very end of the process. The paradox 

is that not only is this pitch so often the 

„clincher‟ in the process, it also takes place 

after all the money has been spent. 

Academic research continually highlights 

that the vast majority of presentations in 

business today are not up to the job.  

 

Add to this the anecdotal hang ups of 

“Death by PowerPoint” and the impact of 

the problem reaches crisis point. 

Ultimately, compared to the 

professionalism that precedes most 

presentations, they are weak and not 

reflective at all of the organisation 

using them.  

Converting a lead can be one of the 

most expensive, time consuming and 

labour intensive pieces of work your 

organisation does, yet it‟s almost always 

the most important and lucrative.   

 

As a result, organisations spend vast 

amounts of time and money on a long 

process, from developing cold leads through 

the sales cycle and converting them into 

new customers.  

 

Yet there is an unspoken and potentially fatal 

flaw in the chain that threatens to waste 

thousands and even millions of 

pounds for companies.  

Executive 

Summary 

75% 
…of all presentations 

are forgotten within 4 hours 
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Through this paper 

we‟ll see just how 

stark this contrast is 

and then importantly, 

look at some ways to 

rectify this chasm in 

quality. 



…Usually, it all gets 

ruined by lacklustre 

presentations that are 

extremely poorly 

structured, funded and 

developed. You may as 

well pour the money 

straight down the drain. 

The amount of money that 

organisations spend taking cold 

leads and turning them into 

genuine opportunities is vast. Not 

just the financial cost but the 

people and technology you 

plough into these activities makes 

for heavyweight investment.  

Driving your 

pipeline  

straight down 

the drain 

£75,000 
p.a. 

…lost by the average business  

due to bad presentations 

 
Cliff Atkinson, Sociable Media 

But then what 

happens..? 

Want to understand 

just how bad this is?  

 

Let‟s look at the effort 

put in right up until 

that vital, and awful  

last step… 



Today‟s business world demands 

a quality and  speed to market like 

never before. In order to deliver 

competitive products, whether 

differentiators or price  leaders, takes 

serious investment –  in terms of cash, 

technology and people.  

 

A cursory glance at the basic steps within 

product development shows the stages 

that are required to deliver 

quality products: 

PRODUCT 

DEVELOPMENT  
building for your  

customers needs 

Each of these steps carries significant cost 

and time pressures – and today‟s 

businesses have built sizeable teams 

around making sure that their organisation 

does this better than their competition. 
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PowerPoint in 
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Eyeful Presentations  

is a leading, dedicated presentation 

consultancy firm. Eyeful‟s depth of experience  

in this specialist area provides its customers with 

a proven consultative approach to develop and 

deliver successful presentations.  

 

Eyeful‟s fresh and innovative approach equips its 

clients with ground-breaking presentations that 

really make a difference. This in turn improves 

customers sales performance, maximises market 

opportunities and shortens the sales cycle.  

 

For more information, visit Eyeful via the web at 

www.eyefulpresentations.co.uk or call 

0845 056 8528. 
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