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IDENTIFYIDENTIFY

CONFIDENCECONFIDENCE

WHATWHAT SOLUTIONSOLUTION QUESTIONQUESTION PRACTICEPRACTICE

IDENTIFY YOUR GOAL WHAT DO YOU DO? VALUE ADDED
PROPOSITION

PERSONALIZATION PUT IT ALL TOGETHER

Who are you talking to? What services or products
do you offer?

Try to make it personal to
whomever you’re talking to.

Practice out loud and
memorize it.

Practice in front of a mirror
and pay attention to your
body language. You should
be relaxed. It’s your business
after all.

Time yourself. Your pitch
should be 20-30 seconds long
and 5-6 sentences.

Bring materials to provide
more information and give
them your contact info.

Ask them how you can get in
touch with them at a later
date or who you could talk to
within their organization.

Connect.

What sets you apart from the
competition?

Why does this make you the
best option for them?

What team, facility or
techniques do you use to
complete your work?

What are your stengths?

Throw in a statistic if you have
one that shows how your
product or service has
benefitted a current customer.

Why are you talking to them?

What do you want them to
take away from this
interaction?

How do you want to be
remembered?

Investors

Potential clients

Job seekers

Seminar audience

Employees

Neighbor/Friend

Price

Quality

Speed

Customer Relationship

Technique or Materials

Original Concept/Product

Talk about their specific
industry.

If you memorize ideas and not
words, it comes across more
casual and less scripted.

Business cards or brochures.

Ask them a question about
their business.

Tell them how your company
could help improve their
business practices or life.

If it’s an investor, focus on their
current portfolio and how
investing in your company can
improve their business.

Remember that you’re there
for your customer or investor.
How is your product or service
going to make their lives
better or easier?

If you believe in your business so will the people you’re pitching to.

You know more than anyone in the room about your offerings as a company.

Relax and let them know the expertise and personalized experience they’re in for if they choose to
do business with you.

Always give them a way to contact you.


