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The Sales Engineer’s Playbook for
Persona-Driven Presentations
Features alone do not sell. A demo is
a a customizable machine tuned to
s DRAWING NO. demographic behaviors, motivations,
™ [ate and pain points.
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Audience Blueprinting:
The Persona Matrix

Small Business Owner

Corporate Executive

IT Manager

Primary Technical

Focus specifications &
ecosystem fit.

Core Security features

Priorities | @nd integration
capabilities.

Demo Superficial benefits;

Avoidance skipping technical

validation.

Primary Operational impact
Focus & relatability.

Core Cost-effectiveness
Priorities | and ease of use.
Avoidance =Y i

setups.

Primary Business outcomes
Focus & high-level ROI.
Pons F’rufesmqnallsm
, and detailed

Priorities :

analytics.

Getting bogged
Demo down in granular
Avoidance feature

walkthroughs.
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Structural Calibration: Architecting the Flow

Outcome: Showcase
: S s : immediate benefits first
' o A rraolency & ¢ Jotion: Stertwin? 4 beforedivingntocomplx
g ' functionalities to capture
attention.
Example: Marketing A
Aiblenice Path B: Team Professionals.
—> e : e———»| Avoidance: Deep-diving
Priority it HgE{l{;EETﬁaiiun Action: Emphasize shared T e e ey
calgndars and task specifications.
assignments.
Example: Healthcare
Path C: Professionals. Focus: Streamlining
o » Speclalized *"—> _ = > appointment scheduling
Operations Action: Position as a direct and patient records.
solution to inefficiencies.
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The Delivery Equalizer:
Tuning Your Presentation Style

%, %,
Tone & Vibe

Casual & Conversational Formal & Professional
(Relatable for Small (Expected by Corporate
BUSinEES OWHEFE) I o [ PR PR | 2l b B |l e 1| | fed b (B o | [ R [cpie L DO JiBe LB | EHECUtiVEE)

Proof Mechanics

Anecdotal Evidence
(Narrative-driven
scenarios) | S0 25O S L TR S A TR

Visual Engagement

Static Overviews Live Interaction
(Infographics for (Real-time product
C]arifying Cﬂmple}{ I Tarc E 195 (Y W FR R | [ R | Ji8e Ji L | | T e B B B 1 demﬂnstratiﬂns)

concepts)

%, @

Data-Driven Evidence
(Charts, graphs,
detailed analytics)
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The Value Translation Engine

Step 1: The Input Step 2: The Filter Step 3: The Output

Feature Persona Context Tangible Benefit

Example: Automated Example: Busy Translation: Saves

Reporting. professionals time and directly
dealing with manual reduces errors in
data entry. data analysis.

Align with Persona Values: If presenting to environmentally conscious consumers, frame
the exact same feature around its contribution to sustainability efforts.
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The Evidence Arsenal:

Layering Your Proof

@

Personalized
Scenarios

/ Testimonials

T

Personalized Scenarios (Highest Engagement)

« Role: Captures attention through direct
reflection of the buyer’s world.

+ Example: Demonstrating a CRM to retail sales by
highlig hlll‘l eak shopping seasons or multi-
Iﬂcatlﬂﬂ per ormance tracking.

Testimonials (Emotional Validation)

» Role: Personal endorsements that build peer
confidence.

» Impact: Allows buyers to envision themselves
experiencing similar success.

Targeted Case Studies

Targeted Case Studies (Concrete Foundation)

» Role: Hard evidence of success tailored to the
buyer's industry.

« Example: Proving software efficiency by sharing
metrics from a similar financial institution.

@
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The Extension Loop: Beyond the Meeting

tr"".-"f.-"ff.-"f: .ﬂ’fffffff?
/ Core Principle: The conclusion of the demo is an opportunity for continued interaction, /
/ transitioning you from a vendor to a trusted partner. /
"’:..-"'..i"'..-"'..i'“f..-""..-l"'f ..-"'..-"’..-"’..-""..-"’..-"’..-"'..-"J""
| B |
l ¢ Detailed product ? Whitepapers diving ¢ Links to recorded I
| Track 1: brochures. into specific demos for :
! Validation Resources features/benefits. stakeholder review. |
! (Reinforcing the pitch) :
I + | 4+ — + 1 4 —_— + | 4+ —— i
| r .\ Al i e :
| — + o+ + -+ + 4+ -
I Demo i
| Concludes S e :
i J +1 + + 1 + i
| Track 2: Education Resources :
i (Deepening the relationship) o= E=
E o Access to o Invitations to i
: industry-specific interactive product :
! webinars. workshops. /
o o e e b et i it s e S S e
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The Engineer’'s Master Blueprint

01 PREP: Audience o
Blueprinting /\

- |dentify motivations, pain points, and
core priorities.

- Segment focus: IT vs. Small Business Owner
vs. Corporate Executive.

- Actively tune conversational tone and data
density.

- Run all technical features through the Value
Translation Engine to output tangible,
persona-matched benefits.

03 DELIVERY: —
Equalizer & Translation D

02 ARCHITECTURE: f
Content Calibration

- Structure flow based on explicit audience
priority.

- Pivot point: Lead with high-level ROI or dive
into immediate workflow integration.

04 FOLLOW-THROUGH:
Evidence & Extension

- Deploy layered proof points: Personalized
Scenarios -> Testimonials -> Case Studies.

- Extend engagement post-meeting via
targeted Validation and Education resource
tracks.
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