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Professional Sales Presentation Tool 
 

At PointDrive, we recognize that sales professionals need a smarter way to send 
content to their clients: Word documents, PDFs, videos, PowerPoint presentations, links 
to websites. Rather than send an email full of attachments, hyperlinks and contextual 
copy, we allow you to upload existing content and share it in an alluring presentation 
within minutes. Our Insights then alert you once someone has accessed your 
presentation, allowing you to follow up when it matters and close business faster. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Burnett, what is PointDrive? 
Mr. Burnett: PointDrive is a sales presentation tool that allows a sales individual to 
share their currently existing content in a more professional manner than, say, an email. 
They then receive insights back showing how their customers engaged with that 
content. For example, they can see if the customer downloaded a proposal, viewed any 
of their marketing material or forwarded it on to another person within their organization. 
 
CEOCFO: This is something that is done in a variety of formats these days. What 
do you understand at PointDrive about creating the tool and use of the tool that 
makes it the best solution? 
Mr. Burnett: The world of sales professionals is changing quickly. Those that recognize 
the value of helpful information and smooth processes will prevail. At PointDrive we 

understand the value of a tool that saves time and helps sales professionals make informed, timely decisions. We also 
recognize that they need to stand out amongst their competition. With PointDrive, we are addressing all of these needs 
and empowering sales professionals to tell their story in a more engaging and impactful way. We’re helping sales teams 
work smarter and close business quicker.  
 
CEOCFO: Are there particular types of companies that are more likely to use PointDrive? 
Mr. Burnett: We have found considerable success with sales teams in insurance, commercial real estate, technology and 
business consulting. However, our customers represent a variety of industries. If content is a big part of your sales 
strategy, PointDrive is likely going to bring value to your team.  
 
CEOCFO: Are most people aware of PointDrive? Are many companies aware that there is a better way? 
Mr. Burnett: We are relatively new in the marketplace, having just launched in October of 2013, but our customer base is 
quickly growing. Thousands of individuals have already signed up for PointDrive accounts for themselves right from our 
website. With our new team features coming out soon, we expect to see increased adoption among larger organizations 
as well.  
 
CEOCFO: How do you reach potential users? 
Mr. Burnet: We maintain active outbound marketing, PR, social media and content strategies. Recently, we’ve also 
finalized channel partnerships that we’re excited about and look forward to introducing soon.  
 
However, we connect with many of our new customers after they’ve received a presentation from a current PointDrive 
user. There is an inherent viral nature to our product. When you share a presentation with someone, PointDrive actually 
gets a touch point with that customer. If they are intrigued by the tool, they might decide to sign up for it themselves. Our 
steady growth is largely a result of this setup.  
 
CEOCFO: What were some of the challenges in putting the offering together? 
Mr. Burnett: From the product development perspective, it was certainly a challenge to design PointDrive for 
straightforward, self-service adoption. We wanted it to be easy to signup, use and quickly gain value from using our 
product. Beyond that, our biggest challenge was defining exactly who we are in the marketplace. We believe that we have 
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carved out a nice niche for ourselves, but making sure that we communicate our unique capabilities and successfully 
target those that would benefit from PointDrive is an evolving and ongoing challenge.  
 
CEOCFO: What changed, either in the concept or content, from when you first were working on the product to 
when people started using it? What you have learned in the process that has enabled the product to be better 
today than it might have been even two or three months ago? 
Mr. Burnett: That is a great question. We learned a tremendous amount from our customers. After going live in October, 
we decided to offer a free beta period until just recently, on January 27, when we released our updated Pro version of the 
product. Monitoring how those beta participants interacted with PointDrive and collecting their feedback for the first few 
months was very insightful.  
 
As an example, we were initially sharing presentations with a very stunning image adorned HTML email. We thought that 
customers would like the style because it used their company logo and such, but the feedback from beta users suggested 
that it felt impersonal. After tweaking the email to a simpler, text-based design we saw a significant increase in the open 
and click rates of those messages.  
 
CEOCFO: Do you have a global reach today? 
Mr. Burnett: While we have many users that have found and leverage PointDrive globally, we aren’t quite there yet. We 
have received feedback and questions around being able to translate emails into different languages and it’s certainly 
something we plan to offer in the future.  

 
CEOCFO: What is the plan for the next six months to a year? Is it still in more of a learning period than any real 
hard and fast plan? 
Mr. Burnett: Being a startup, we do benefit from being very nimble, but there is a plan. For now, we’ll continue to 
enhance and market the consumer version of our product. At the same time, we’re designing and developing a team 
version to be sold directly into businesses. This version of the product will be live for the second half of this year.  
 
CEOCFO: Tell me a little bit more about how the team plan would work? 
Mr. Burnett: On the team plan multiple users will be setup under the same account for billing with an administrative panel 
where they can add or remove users as needed. Team members can then share and collaborate on presentations with 
each other. Perhaps the biggest component, though, will be access to management insights. A sales manager will now be 
able to see who their most active sales reps and customers are, as well as which presentations and content are having 
the biggest impact. 
 
CEOCFO: How do you help a user create the presentation? 
Mr. Burnett: The presentation is very simple to build, as easy to put together as an email. You can quickly add all of your 
different content by uploading files or adding images, web links and videos. Each piece of content becomes an entry in 
the presentation that automatically previews nicely with room for a comment right next to it. Together, your content and 
copy can creatively tell your story. After sharing, you can sit back and PointDrive will automatically alert you when that 
customer viewed your presentation and our insights feature will show you what they looked at specifically. As we 
designed PointDrive, having a product that was easy to use was a priority.  
 
CEOCFO: Where did the concept for Point Drive originate? 
Mr. Burnett: Having been in sales since 2002, I had personally experienced and am confident that we are addressing an 
area of sales that was lacking. I had presentation builders, like PowerPoint or Prezi, but I never knew what to do with all of 
the files that I already had access to. What if I have a PDF document, a few web links and a video? By default I would 
resort to email, attach everything and send it out. I just thought it would be very useful if there were a way to automatically 
send a variety of content in an alluring way, and even better, know if my customer actually looked at it. So we started 
looking into creating exactly that product and officially launched it in October. 
 
CEOCFO: Are you funded for the steps you need to do a full rollout? 
Mr. Burnett: We are. We did a round of angel funding, but will look to open up a new round in the short term. 
 
 
 

“At PointDrive we understand the value of a tool that saves time and helps sales 
professionals make informed, timely decisions. We also recognize that they need to stand 
out amongst their competition.” - Bill Burnett 
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CEOCFO: Our readers are in the business and investment community. Make the case; why should they be 
looking at PointDrive from the user and the investor side? 
Mr. Burnett: The next time you comprise an email with a plethora of attached files, notice how your messaging is trying to 
stitch the whole story together. Instead of pressing send, create a PointDrive presentation. It will look infinitely better and 
your customer will have an easier time engaging with the information. You will also gain insights based on how the 
customer interacts with the content, allowing for better follow up. Those two very distinct reasons, differentiating yourself 
and gaining insights on how to close business faster, are exactly why you should use PointDrive.  
 
From an investment standpoint, I believe that sales tools are a hot space. This is an area often overlooked, but something 
that people will actively use. PointDrive is a repeat-use type product and we are just getting started. We have a great 
opportunity ahead of us.  
 
CEOCFO: Final thoughts? 
Mr. Burnett: I appreciate the time and the opportunity for the interview. I would encourage anybody reading to go to 
PointDrive.com and give our product a try. 
 

 
BIO: Bill Burnett is Co-Founder and CEO of PointDrive, a sales-oriented application that helps professionals present 
content in a smarter, more polished way that, in turn, delivers customer insights and analytics. Bill began his career as a 
top sales associate for TPH Global Solutions, a major branding agency supporting numerous Fortune 500 consumer 
product companies. Developing a strong appreciation and understanding of customer relationships, sales strategies and 
technology, he co-founded and served as CEO of Fippex, a cloud-based, client enablement company and Missing Link 
Sales Solutions, a sales and marketing firm. Instrumental in expanding the vision and market reach of Fippex, he grew the 
company’s revenues by over 800 percent during his time at the helm. Recognizing the lack of a powerful sales content 
and tracking tool in the market, Bill’s insights from Fippex have spun out the new brand PointDrive, the first sales-oriented 
application that enables sales professionals to present and track their content in an alluring way. 

Bill earned his Bachelor's Degree in Business Administration with a concentration in Marketing from The University of 
Illinois at Champaign-Urbana. 
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PointDrive 

351 W Hubbard St. Suite 305 
Chicago, IL 60654 USA 

312-379-5400 
www.pointdrive.com 


