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Sales presentation outline
 Mtn Dew Kickstart
A. For different people, having the healthy refreshment is a trouble as most of the todays drinks are unhealthy. Mtn Dew Kickstart comes in rescue for these people. This product has the perfect recipe for the people who love refreshment during the working hours and also want to live healthy.
B. Mtn Dew Kickstart is a delicate product that is healthy for the consumers and also suits the budget as well. This product has the best taste living the consumer satisfied and willing to get more.
C. Mtn Dew Kickstart is a new product from the PepsiCo Inc. which is made from the coconut water and low sugar level. With the low sugars, the drink is more unique and healthy for the consumers.
D. The following presentation will discuss the need, history and then finally compare the products to other products and identify the advantages.
(Transition: Now that you have a rough idea about the Mtn Dew Kickstart, let us go straight to the description of the product)
Body
a) For the people who need the caffeine boost in their daily activities, the Mtn Dew Kickstart is the best as it has the effective and digestible type which is healthy for those people who cannot have the normal coffee. 
 (Transition: Now that we have talked about the uniqueness, benefits and the problem that the Mtn Dew Kickstart addresses, now we shall look at the brief history of the product.) 
b) The Mtn Dew Kickstart is a brand that has been around since 1940’s which was when it was invented by Barney and Ally and was later bought by the PepsiCo Inc. The brand was initially used when drinking whiskey but was later improved by the PepsiCo Inc. Now it is largely used as an energy drink by the working class people during the work hour to energize and refresh them. The Mtn Dew Kickstart is made from a mixer of coconut water, real fruit juice, and the right amount of kick. The sugar level is also very low which is healthy for the people who need healthy foods. The Mtn Dew Kickstart come in different sizes and flavors which serves the consumer’s needs.
(Transition: Now that we have talked about Mtn Dew Kickstart history and brief description, now we shall compare the Mtn Dew Kickstart to the rest of the soft drinks.)
c) As compared to the other soft drinks, the Mtn Dew Kickstart has low sugar that makes it healthy to use for refreshment on daily basis. For the caffeine, it is effective and digestible which allows even those who are affected by the normal coffee to use it. It comes at affordable prices of $2 for the large package and $15 for the 12 pieces package. It is available at different PepsiCo counters in the different stoles around the world. 
(Transition: Now that we have learnt about the Mtn Dew Kickstartis, the history, content and also the benefits, we shall now move direct to the conclusion of the presentation.)

Conclusion
A.
a) The Mtn Dew Kickstart is a healthy drink that keeps the consumers refreshed. 
b) With the low sugars, it is healthy to use on daily basis without any effect on the health of the consumer. 
c) With the affordable price, the Mtn Dew Kickstart can be used by both the low earners as well as the high income earners. 
B. With the Mtn Dew Kickstart, having healthy refreshment during the different activities has been easier and affordable. 
C. With the different people seeking to have healthy foods, the Mtn Dew Kickstart serves both purpose of the refreshment and also ensure to keep the consumers healthy. With the low sugar level and the effective and digestible caffeine, the Mtn Dew Kickstart is the best option for daily refreshment. 
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