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OF THE  
PERFECT PITCH	  



IMPROVING 
YOUR BUSINESS PITCH 

THE MARKET ELEMENT 



THE STORY 

Circa 2013, with locations  
in Louisville, CO & Katy, TX 

MANAGED 
SERVICES 

CREATIVE  
SERVICES 

DRIVING GROWTH 
THROUGH  

MARKETING SCIENCE 



THE 
SPECIALTY 



THE TEAM  

Chuck 
Oliver 
Kristina 
Andrew 



Sell A Vision 
Know Your Audience  
Do Your Homework 
What Problem To Solve? 
Tell A Story 
Demonstrate Your Passion 
Keep It Simple Stupid (KISS) 
Talk Up The Team 
Act Normal  . . . And Make It Snappy!  

WHEN SWIMMING WITH THE SHARKS… 



MASTERS OF THE PERFECT PITCH 

Guy Kawasaki  
Chief Evangelist at Canva  

“Simple and to the point is 
always the best way to get 
your point across.” 

Richard Branson  
Virgin Group Founder  

“Emphatically explain how 
your new company will give 
your customers a better deal 
than your competitors.” 

Steve Jobs  
Apple Founder  

“Simple can be harder than 
complex: You have to work hard to 
get your thinking clean to make it 
simple. But it’s worth it in the end, 
because once you get there, you 
can move mountains.” 
	  



Go Fish Title  
Our Story  
Meet The Team 
Establish Trust 
The Problem  
Our Solution  
Unique Value Proposition 
Blue Steel 
On Bended Knee  
Next Steps 

FOUNDATIONAL 
ELEMENTS FOR AN 
(IM)PERFECT PITCH  
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The average 
attention 
span of a 
human is  
8 seconds.  
 
Goldfish?  
9 seconds!  BE BOLD. BIG.  

BLUNT. BRAVE.	  	  

‘GO FISH’ TITLE 



OUR STORY 

WHO? 
WHAT?  
WHERE? 
WHY? 

Website	  source:	  www.csc.com/insights	  



MEET THE TEAM 

LIKEABILITY. 
COMPETENCY.  
TRUST. 

Website	  source:	  serifcrea6ve.com	  



ESTABLISH TRUST 

TESTIMONIALS. 
CASE STUDIES. 
STRATEGIC 
PARTNERSHIPS. 

“If people  
like you, they 
will listen to 
you. But if  
they trust  
you, they will  
do business  
with you.”   
- Zig Ziggler -   



DRIVERS.  
MEASURABLE IMPACT.  
INFOGRAPHIC STORY.  

THE PROBLEM 

Website	  source:	  www.therapeu6cassociates.com	  



OVERVIEW.  
FEATURES.  
BENEFITS.  
EASY TO UNDERSTAND. 

THE SOLUTION 

Website	  source:	  www.medicalmega.com/
category/aids-‐to-‐daily-‐living/backjoy	  



Value	  

Uniqueness  

WHAT MAKES YOU SPECIAL? 

“All you need to know about marketing is in this graph…”  

UNIQUE VALUE 
PROPOSITION 

PRICE/QUALITY RATIO. 
CONVENIENCE.  
AUTHENTIC BRAND. 

SWEET SPOT! 



BLUE STEEL 

Oh, you want 
to know the 
secret to 
BLUE STEEL?  
Describe the 
underlying 
MAGIC behind 
your product. 

Website	  source:	  www.cinechew.com	  



CLEAR OBJECTIVE. 
DETAILED PLAN. 
MEASURABLE RESULTS. 
EXPECTED OUTCOME. 

ON BENDED KNEE 



NEXT STEPS 

REITERATE VALUE PROP. 
SPECIFIC NEXT STEPS. 
BE THANKFUL!  



CREATING 
POWERFUL DESIGNS 

THE MARKET ELEMENT 



GO 

BIG  
OR GO 

HOME 



YOU HAVE 
8 seconds. 
140 characters. 
#hashtags. 
 

THEY HAVE 
3 devices each. 

TECHNOLOGY’S TOLL 



SIMPLE IS THE SECRET. 



VISUAL TENSION 
CONTRAST 
NEGATIVE SPACE 
‘Z’-PATTERN 

PRINCIPLES FOR 
AN ATTENTION-
GRABBING DESIGN 
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VISUAL TENSION 



CONTRAST 



NEGATIVE SPACE 



‘Z’-PATTERN 



THE MYSTERIOUS ‘CREATIVE PROCESS’ 



RULES 
CAN BE 

BROKEN. 



DELIVERING 
THE (IM)PERFECT PITCH 

THE MARKET ELEMENT 



PREPARATION  
10/20/30 RULE 
BODY LANGUAGE 
FINISHING UP 

BEST PRACTICES 
FOR NAILING 
YOUR PITCH 

BEFORE, 
DURING  
& AFTER 	  



Kill the 
Butterflies. 

PREPARATION 



Heed the 10/20/30 
Rule of PowerPoint  
“Marketing is 
no longer about 
the stuff that 
you make. . .  
but about the 
stories you tell.” 
– Seth Godin –  

10/20/30 



If a picture is worth 1,000 words, how much is body language? 

BODY LANGUAGE 



FINISHING UP Continue the Conversation. 
Field Questions. 

Offer Next Steps. 



THANK YOU!	  


