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“WHY SHOULD | CARE?” o




Profile each DECISION-MAKER involved in

the approval process, both inside and
outside the pitch room

ROLE:

AGE:

BIGGEST
CONCERN:



1. What does my information mean to them?

2. Why does it matter to them?

3. How can 1t influence thewr decision?

THEN DISTILL AND TAILOR CONTENT TO THEIR NEEDS.
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CRAFT A COMPELLING MESSAGE

Tailor your message to your audience, according to
their needs and to your goals.

QUANTITY & QUALITY

If you had a gun to
your head and HAD

Simple. Strip down your
to delete content, metssage to its core content.
what would you Build a compact phrase that
remove ? would summarize it all.

Concrete. People don't
remember vague stuff, be Short and to the point.
specific.

! Credible. Nobody cares about
Use research, charts, @ your opinion. Back up your

expert quotes or . .
testimonials to back message with evidence that’ll

up your argument. make people believe you.

Beneficial. Communicate key : : :
features that can help people o LRSI L LT

P . them that answers
accomplishing something they their needs?
want to.
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PREDICT

therr questions and....

ANSWER |

them before they arise
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then make your %
RESPONSE TO THOSE
CONCERNS #he 3 major

sections of your pulch.
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Make

STRUCTURE
7 STRATEGY
















1t sets a sold emotional framework for the
rational argument you will make next.

MOTIVATIONS, EMOTIONS, RAPPORT
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What are the three most important things

YOU WANT YOUR AUDIENCE TO REMEMBER
when they walk out of the room?
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Many people treat the ACTUAL PITCH as an afterthought

PRESENTATION PREP
1 week/overnight

RELATIONSHIP BUILDING STRATEGIZING PROPOS/

3-6 months I month 3 week:



Jyaze o)by0 Cugy5b S
S los eole! 545



You can have the best product or plan
but 1f you can’t communicate 1t well,

YOU WON'T
MAKE THE SALE
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