EPISODE 1 — THE EVOLUTION OF SALES PRESENTATIONS
From Flip Charts to Neural Persuasion
Welcome to Episode 1 of Presentation Dynamics, where Jeff Mildon takes you on a fast, insightful journey through the last 30 years of sales presentations — and how today’s buyer’s brain demands a completely new approach.
In this episode, you’ll learn:
What Has Changed in 30 Years of Presenting
· The flip-chart era — slow, structured, and attention-rich
· The PowerPoint explosion — when animations took over
· The Internet era — the collapse of attention
· Demo culture — when software complexity overwhelmed buyers
· Virtual selling — the COVID reset
· Neural persuasion — the new psychology-driven era of demos
Why Presenters Must Adapt
Modern buyers are overloaded, distracted, emotional, and biased.
Winning presentations today are built on cognitive science, not slide decks.
Resources Mentioned
· Episode 1 Companion PDF
· Timeline Visual
· Presentation Dynamics YouTube Version
Tools & Takeaways
· Presenting now means designing for the brain
· Attention resets every 4 minutes
· Story beats features
· Simplicity beats detail
· Relevance beats information

