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AGENDA
1. Value Proposition
2. Buyer Persona
3. Sales Speech



Value Proposition





Buyer Persona



“Buyer personas are fictitious representations of your ideal customers. They 
are based on real data about the demographic characteristics and behavior of 
your customers, as well as creating your personal stories, motivations, goals, 
challenges, and concerns”.









How to Create Personas for your LC?

1. Gather Data
2. Make assumptions 
3. Make Interviews
4. Consolidate Information
5. Finalize the buyer persona



Sales Speech



TIPS:

● It should be very clear and to the point
● It should have a clear Proposal and Next Step
● Practice before Calling or doing the visit and get feedback
● It should show your interest to collaborate with the Partner
● It should include a brief description of what AIESEC is and what we do



LET'S GET PRACTICAL



I need one VOLUNTEER



Pretend we are a possible new Partner and you are doing the first call. What 
would you say? (2 minutes)



Feedbacks?



Pretend we are a traditional Partner and you want to have an Evaluation 
Meeting to Re-Raise Opportunities. What would you say? (2 minutes)



Feedbacks?



Questions?


