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FOREWORD FROM THE AUTHOR

Time is a funny thing. People often tell me they simply don’t have the time to 

create “good-looking” slides. The argument always goes along the lines of “I 

don’t have the time to create good-looking slides because I have to focus on A, 

B and C”. First and foremost, this reduces the craft of creating powerful slides 

simply to an exercise in graphical art (which in itself is of course an art form) but 

primarily, it neglects and diminishes the real raison d'être, (i.e. the reason for 

the existence of the presentation) which is to sell a message, spread an idea or 

influence others. From this then, the obvious question becomes: how much is it 

worth to you to be able to influence others, spread your message or sell your 

idea? If you’re selling an idea for a start-up to venture capitalists it might be 

worth your whole life. If you’re pitching an idea for your boss in the hopes of a 

promotion it could be worth a new job title and higher pay grade. If you’re 

creating a proposal for a $1 million deal, it’s worth $1 million to your company 

and the commission you’ll get out of it. This ebook isn’t about creating 

beautiful slides, it’s about creating well-structured, visually effective and 

professional presentations that sell ideas and influence your audience.

Thus, it’s not about if you have the time to create good-looking slides, but how 

high you value a presentation that is credible and drives home your point to the 

intended audience. Of course there’s a law of diminishing marginal utility where 

additional units of time spent on crafting your presentation will not add 

significant communication value, but it’s up to you to choose where that 

demarcation line lies. This ebook is simply intended to push you higher and 

faster up the graph of marginal utility to the point of maximum impact with, 

relatively speaking, less effort.

- Nick Sjövall

July 20th 2016, in New York City



What to expect (and what not to expect from this ebook)

Foreword

WHAT IS YOUR GOAL?

If your goal is to communicate more effectively and your 

chosen tool, by choice or force, is PowerPoint – then look no 

further, this is what Persuasive PowerPoint aims to support 

you with. The market is abundant with literature that either 

provide you with endless PPT (PowerPoint) templates, or on 

the other end of the spectrum, books on presenting. The 

former is like going into a hardware store without a blueprint 

on how to build a house, and the latter already assumes the 

house has been built. Both types of material serve a purpose 

in their own right, but looking at the market, it’s clear that 

there’s a content gap that is needed to bridge these two 

opposite ends. 

This ebook aims to fill this gap by providing actual case 

studies and real examples that can be repurposed and 

reimagined to support the presenter’s different 

communication needs. Persuasive PowerPoint will give you 

proven blueprints to craft compelling narratives that 

ultimately will serve to sell your message and influence your 

audience.

Proposals
Pitches

Project Management
Product descriptions

Company introductions
Keynote presentations

…and more
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Introduction



Presentations have since long taken over the world of 
corporate communication but users need a better way 

PURPOSE AND FOCUS OF THIS EBOOK

Corporate communication is demanding and challenging. 

Employees are expected to both verbalize and visualize 

abstract concepts, create compelling sales and marketing 

collateral, pitch ideas, structure persuasive proposals, plan 

projects and much, much more. Additionally, presentations 

need to be created with the audience in mind in order to 

understand how the content will be consumed. Will it be 

presented to an audience? Will they need to be able to 

understand it on their own or will they get a voice-over? The 

go-to medium for these examples is oftentimes PowerPoint, 

but how many times have we seen a presentation that truly 

lives up to its purpose, i.e. effectively and professionally 

communicates an idea or influences the reader or audience? 

Not everyone is an orator or has the skills to create 

compelling, professional looking presentations from scratch. 

That is why emulating existing content is one of the best way 

to learn. This is also the reason why you’re reading this in 

PowerPoint (with 100% editable visuals) as it gives you, the 

presenter, the possibility of deconstructing and reverse-

engineering the examples and content provided here.

01 Introduction

This ebook is structured to aid learning by 
progressively diving deeper into case examples

Case headline

Background &
approach

Key lessons

Case example
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How to use this ebook



Building a great presentation requires combining good content 
with a consistent visual style that serves a purpose 

USING THIS EBOOK TO CREATE YOUR OWN PRESENTATION

There are as many presentation needs as there are authors 

out there, but the one thing that they all have in common is 

the need for clarity and effectiveness in communication and 

the need for a consistent visual style that supports the 

message. This ebook aims to give you the tools and skills you 

need to do just that. A purely practical approach has been 

chosen because, after all, you can’t learn to swim by just 

reading about it in a book. At some point you’ll need to jump 

in and get your feet wet and that’s where this ebook comes 

in!

The examples included portray various different 

presentations that each aim to serve a different purpose. 

Each case is introduced by a brief background, a description 

of the purpose and an explanation of the chosen approach. 

Instead of writing about theory, we’ve included pointers in 

the case breakdown section to highlight key aspects that 

should be recognized per example. Feel free to copy any 

material as you see fit and use it to deconstruct how the 

slide was created. Happy PowerPointing!

02 How to use this ebook

Key lessons

Structure of the case presentation and 
breakdown page

Background 
introduction

Chosen approach



A WORD TO THE READER ABOUT THE CONTENT

This ebook is based on the blood, sweat and tears that have 

been earned through over a decade of building 

presentations for every purpose imaginable. However, those 

lessons have almost always been learned and honed in a 

corporate context and thus, more often than not, in a 

confidential environment. Consequently, to ensure that no 

confidentiality clauses are broken, some of the material used 

in this ebook are based on the author’s own private ventures 

or simply conceptualized content.

As such, the chosen examples used, revolve mainly around a 

software company founded by the author called Bidgram. 

This is not intended to be a blatant and crude marketing 

trick, but simply a way to ensure that the content can be 

freely used, with no risk of breaching any non-disclosure 

agreements.
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Cases

Selling a product

How Bidgram works

Marketing a company

Pitching an idea

Creating a proposal

Defining a project

Presenting a keynote



A use case is an excellent way of of answering the “how” of 
what a company can offer its customers

CASE STUDY: HOW BIDGRAM WORKS

Bidgram is a company that sells a cloud-based, sales 

enablement tool for telesales reps and sales management. It 

helps sales reps identify buying customers by tracking buyer 

interest and engagement. Due to the innovative nature of 

the service, it was a struggle to communicate what the 

actual value proposition was to customers and how it worked 

in the context of a sales process.

In an effort to answer the “how”, a use case approach was 

chosen. A use case is simply a list of actions typically defining 

the interactions between different roles. The presentation 

also needed to be stand-alone, i.e. it needed to work without 

a voice-over, so the presentation was built as a simple story 

with headline text being the primary driver for moving the 

narrative forward.

03 Case Study: Selling a product

▪ Story-based approach

▪ Simple visuals

▪ Headlines move narrative forward



Bidgram helps you find your 
buying customers



This is Benjamin.



Benjamin works in 
telesales and sends 
out 15-20 proposals 
per month to 
prospects.



For each opportunity, he creates 
a single personalized Bidgram 
page (in less than 2 minutes).

Upload files

Add notes

Write comments …and more



That means a lot of sales material 
to a lot of prospects that may or 

may not be interested…



This is Katie.



Katie receives a link 
to a Bidgram page.

She wants to know more about the product that 
Benjamin is selling so she checks out the page 
that Benjamin has created just for her.



2 page views

1 page share

Bidgram 
measures and 
prioritizes 
prospect/client 
engagement so 
that you can 
focus on the 
buyers that are 
truly interested.

0 comments
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Katie viewed your 
proposal and 
shared the page

Katie’s personalized page

Benjamin gets instantly notified…
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FULL VISIBILITY INTO THE 
SALES PROCESS

4



FOCUS YOUR TIME AND 
EFFORT WHERE IT 
MATTERS.

GET BIDGRAM.

Higher hit rates

Shorter sales cycles

Lower customer acquisition cost
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