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Product Overview



I Poor Communication Skills Quantified




. Points of Communication Failure in the Cx Process

Cross selling,

Asking the Right Communicating Addressing Upselling,
Question a Solution Objections Retention

Solutions

Initial Comments




B Video Practice Tool/Live Coaching

®

Costly

S300/hour, $1800
per communication
course

Waste of Time
for Leaders &
Trainers

Viewing & Scoring
videos/role plays,
coaching

SCORE

x

Inconsistent,
Inaccurate
Scoring and

Measurement

Manual scoring
lends itself to
biases, and missed
cues

A

Scalability

Performing these
tasks manually is
not scalable

No Way to
Reinforce Best
Practices

Manual scoring
lends itself to bias
and missed cues



Persuasive Communication Methodology

Effective Communication based on
target audience’s decision making criteria

N

Delivery
Facial Expression Flow Pacing
Eye Contact Enthusiasm Confidence

Message

Immediate, Personalized Feedback and Coaching Provides a Path to Success




. Meet TalkMeUp

% .
0% Course: Sales
# Report Taylor Anderson  fourse:Sales | panies

cccccc an Express

Personalized smart coach
for sales

Scenario

Delivery v

“Great, now is the conclusion. As a

Content v salesperson for the Penumbra Company, you
want to move your customer to the next
phase to buy the Whiz 3. Can you think of a
clear ask to end your presentation? Deliver
your conclusion. Record and submit when you
are finished”

Insightful assistant for
every manager

Delivery

79 “
s 78
= 75

Almost there! Your 50

94

Scalable, measurable and
cost-effective solution

strength is your
Engagement! Your
Passion could use some

improvement.

2 87 ’r

Passil

20

82

Eye Contact  Pacing Flow Filler Words Facial
Expression

Passion

How TalkMeUp Works

Enthusiasm Tone Logical  Storytelling Persuasiveness
Structure



https://youtu.be/WUZgCGikObo

. The User’s View

é Report Taylor Anderson Course: Sales

Lesson: Presenting 10 Companies

83

Summary Sentiment

Delivery You sounded positive

Awesome! Let’s carry the positive vibe to your future presentation!
j l

Neoutral

Impactful Communication

Engagement

Eye

Transcript
* Customizable learning scenarios

* Actionable feedback and coaching S
* Consistent performance measurement

Good afternoon everyone. We are so glad to see you all here

today. My name is Taylor Anderson, the general manager of the
walk company. The presentation today is about our company and
our newly inveAtoE EISUURR, super socks. This is our innovative
and creative product with high level of technology. Firse, our

Persuasion marketing manager, will introduce our company. Then our sales

|
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representative will show you our product and tell you about its
special features. After that, our designer will show you our

advertising campaign, Right, Let me begin by giving you some

i

details about our company. Our company is specialized in
producing socks, That's why our company logo is made up of a
palr of socks. One sock is printed mhuch represents
our company name. We encourage people to walk more by

Practice Anywhere, Anytime Content

wearing our product. Therefore, our company motto is walk more.

* Safe, private, risk-free practice environment
* Platform agnostic
* Easyand fun to use

Walk company was established in 1850, It is a company based in
the USA. We do business worldwide. We are experts in producing
different kinds of socks, especially sport socks. Qur customers
include kids, teenagers a ts around the world. We
have won the best fashion design award as well as the top 5
sales in product category awarded by the hong kong trading

department

Tip

When you present to your client during a sales meeting, it is important to use assertive expression to
show confidence in your proposal and the benefits you will bring. Words such as “I believe" “Our

research shows" *Our clients speak highly about us” etc. would help boost your sentiment.




The Leader’s View

Scalable team view

Quickly identify communication deficits
Transform abstract team standards and goals
into actionable lessons

Share and iterate best practices

1/100th of managerial effort

Free from manual guidance on everyone’s learning
Coaching cues
Less “managing”, more leading

A Teams

Courses

@ Freestyle

Team | marketing

Completed Lessons = 1%

Skill Summary
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1 ‘ Kelly Kapowski (Manager)
2. g,. Taylor Anderson




B Real World Results - talkmeUp Drives Growth at Riskalyze

Challenges

Goals

Must haves

Qutcomes

135% 33%

Customer upsells Sales referrals

Client retention rates were low
CSRs not following messaging guidelines
Poor, ineffective communication

Align training with customer feedback
Provide instant, personalized learning to employees
Track the ROI of training

Ease of use
Education quality
Scalability

Price point

Impact to business in 30 days
Improved rep confidence
Customer sat surveys showed improvement

30% 40%

Win-backs Employee skills

riskalyze

Working with TalkMeUp has been a
great experience. They are extremely
responsive and their team turned
around our content requests faster
than my team could do it internally.
From a technology perspective, I've
never come across anything like it.
It's simple, easy to use, and cutting
edge. TalkMeUp is poised to disrupt
the learning management industry.

Nick Harding, VP Advisor Care and
Success, Riskalyze




TalkMeUp

Drive Revenue

Improve Productivity

contact@talkmeup.co



