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Pitches



Phobia to Power - Raise your Confidence
Priceless, Painkiller Problem - solve for your audience 
Personable Approach - always tailor and customise
Persuade with Emotion - connect with your audience
Pause for Impact - for powerful memorable messages

This eBook will equip you with five principles for powerful,
persuasive pitches to captivate, connect and convert your
audience with confidence.

Many presentations and pitches we see are missing fruitful
ingredients involving an equal measure of science and art.
The science, being the formula and psychology, the art, being
the design and delivery. Both improve with practice. 

Here are the five principles you can do to prepare for your
pitch to increase your power and persuasion to get the
result.

1.
2.
3.
4.
5.

Each of these are covered in the following chapters.
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Even those not in sales, you will find yourself needing these
skills in business. You may be pitching an idea to a boss,
pitching to an investor for seed funding, pitching to a
potential sponsor or trying to influence your team. The
fruitful formula can apply to each of these scenarios.

Plus, people are now spending 40% of their working
day engaged in non-salesy selling consisting of
persuading influencing and convincing others.  

Persuasion has become a critical part of your working day,
whether you are managing a team or influencing upwards, in
each instance you are trying to convince people to take
action, support your idea, follow a movement or create a
value exchange.

EVERYONE IS IN SALES

“Small differences in
ability can lead to
enormous differences
in results.”

BRIAN TRACY



manipulation; 
hoodwinking;
sleazy;
dishonest;
aggressive;
deception;
trickery; or 
being pushy.

There is a 'negative' sigma about sales, how salespeople are
portrayed. Think of the classic used-car salesman in the
movies. Many people think of this person when they think of
sales. But in fact, the last 10 years have seen such a dramatic
shift in sales processes.

Persuasion, influence and sales are not:

PERSUASION IS NOT
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PERSUASION IS 

PITCH PERFECT 

PROGRAM

understanding your audiences' painkiller problems,
values and current situation and connecting the desired
solution;
data-driven statistics that provide credibility, authority
and build trust;
focusing on them and the benefits and transformation
they can experience rather than focusing on your
product features;
appealing to the bigger priceless purpose that they share
with you so you can collaborate on it together; and 
delivering the emotional connection that moves them to
action.

A good persuasive pitch includes:
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To be persuasive we must be 

believable.

To be believeble we must be 

credible.

To be credible we must be 

truthful. 

 - EDWARD R. MURROW - 
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I'll let you in on a little secret. At school I was terrified of
public speaking. The thought of being called up next by the
teacher already had my heart racing. My face would go bright
red with embarrassment before I even opened my mouth. 

Can you relate?

The fear of public speaking is the most common phobia
ahead of death, spiders, or heights. The National Institute of
Mental Health reports that public speaking anxiety, or
glossophobia, affects about 73% of the population. 

I've since learnt to control my fear
which helps immensely when your job
requires you to pitch big proposals,
present at conferences and run
training programs and workshops. 

I obsessed about over-preparing,
knowing my audience and knowing my
material so I could walk in being the
most confident person in the room. 

But I also studied the components
that resulted in captivating, connecting
and converting the audience.

PUBLIC SPEAKING PHOBIA



PHOBIA TO POWER
RAISE YOUR CONFIDENCE

Boost your knowledge
the product/solution - features and benefits
industry - all the stats 
your audience - who are they, values, motivations

Practice makes perfect
by practicing your presentation you will be seeding it
in your subconscious and making it better 

Raise your vibration
Eliminate negative self
Listen to music to enhance your mood

Prepare for likely questions and objectives
Steller slide deck that supports your case 

Some tips to step up your confidence on pitch day:
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“Confidence comes from
discipline and training."

 - ROBERT KIYOSAKI - 



If you can make the problem you solve too important to
place a value on, it becomes priceless. Help them see what
their life or others will be like from the transformation you
deliver and align with their values. 

For example, you are not helping people lose weight. You are
changing their lives, improving their health, improving their
relationships, making them happier – things money can’t buy.
You are not just growing their bank balance. You give them
freedom to have choices and a lifestyle they want, a good
education for their kids. You are not just improving their
systems and processes. You are saving them time – the most
valuable commodity of all.

The second is painkiller solution. 

If you solve a painful problem, you can highlight the pain (and
even the cost) of it not being solved. This can make people
uncomfortable, but it will help to move them to make a
decision.

The third is to unpack their priorities, values, and what
motivates them and help them see the transformation you
provide with storytelling. The higher the priority, the more
likely they will act on it.

PRICELESS, PAINKILLER
PRIORITIES
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"A problem well
stated is a problem
half-solved."

 - CHARLES KETTERING - 



People do business with those they know, like, and trust. 

You need to ensure your pitch covers you and your team’s
expertise to give them confidence in your ability, credibility,
and authority. Share case studies and stories where you
have achieved exceptional results and be personable, not
robotic, in your presentation, so they get a good feel for who
you are and what you represent. Authenticity is key.

Read the room and make eye contact. The best setting for a
pitch is removing all desks and seating people in a semi-circle
arrangement. If you control the room set up, you can
influence their attention and make them active, not passive,
during the presentation.

Furthermore, if you have the opportunity to understand the
individuals you are pitching to, you can better equip your
presentation to appeal to their personality type (DISC or
Myers-Briggs profiling) by delivering information in a style
that supports their decision-making process. Likewise,
knowledge of their personal interests will help to connect at
a personal level.

Mentioning their name, repeating a phrase they have said or
painting a picture of their future using your product will not
only make them attentive and alert, it will help them envisage
working with you in the future.

PERSONABLE APPROACH



98% of marketers agree
personalisation helps
advance customer
relationships.

 - Julian Hillebrand - 

"Personalised marketing and
advertising is not about sales. It’s
about building a relationship with
the customer.”  



The apathetic buyer - Instead of trying to change this buyer’s
mind, save yourself the time and move on to someone more
likely to buy.
The self-actualizing buyer - They know exactly what they want.
Make the most of these unicorn prospects and don’t try to talk
them into anything they haven’t already set their hearts on.
The analytical buyer - This buyer is self-contained and task-
oriented. Slow down and be exact with these prospects. Be able
to prove -- on paper -- everything you say, and be precise with
each benefit to make it easier for them to buy.
The relater buyer - This is a relationship-oriented buyer. They
gravitate toward “helping” professions and like to be liked. To
make the sale, focus on other happy customers, build a
relationship, and don’t rush them.
The driver buyer - These buyers are direct, impatient, and
concise. Get straight to the point with these buyers, because
they’re busy and preoccupied.
The socialized buyer - This type of prospect is achievement-
oriented. As soon as you reach an agreement, put it on paper
and get a copy to them immediately.

It’s also important to understand the various personality
types of buyers. 

Brian Tracy claims there are six basic profiles:

1.

2.

3.

4.

5.

6.

PERSONABLE APPROACH
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Your ability to influence, persuade and get the desired
response will be largely linked to your ability to tell your story
with compelling anecdotes and evidence.

You’ve heard the saying, “Sell the sizzle, not the steak.” 

You will need to highlight the features and benefits but focus
on the transformation. Features alone don't drive behavior. If
you only promote the product attributes, you will likely
generate lackluster results. Research has shown decision-
making is controlled by the limbic system in the brain. People
buy on emotion, then rationalize with logic. You need to
move them to an emotional state.

A Harvard Professor, Gerald Zaltman, believes 95% of
purchase decisions are made subconsciously. With emotion
being the biggest driver of decision-making, focus on making
your audience feel during the pitch and all interactions
leading up to and following their decision.

PERSUADE WITH EMOTION
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Human behavior flows from
three main sources: desire,
emotion, and knowledge.

 - PLATO - 



Money
Security
Being liked
Status and prestige
Health and fitness
Praise and recognition
Power, influence, and popularity
Leading the field
Love and companionship
Personal growth
Personal transformation

The basic human needs motivating them to buy. Identify
which needs your product/service meets and convince your
prospects it will meet those needs better than anything else
on the market. 

The primary customer needs are:
1.
2.
3.
4.
5.
6.
7.
8.
9.

10.
11.

By increasing buying desire, reducing fear of loss, and
emphasizing the ultimate benefit you’ll make more sales and
satisfy more customers.

PERSUADE WITH EMOTION
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Let me explain the power of the pause.

While you are speaking, they are inputting the words you say.
When you pause, they are processing the information.

If you have not paused to allow silence, you have not allowed
them to process any information to make a decision. 

If you are using filler words or sounds like ummm, so, then
you are not giving them processing time to absorb what
you've said. There needs to be silence.

This is particularly important when you ask for the sale. You
must pause for at least 4 seconds.

PAUSE FOR IMPACT
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 - MARK TWAIN - 

"No word was ever as
effective as a rightly
timed pause.”  



HOW WE CAN
HELP YOU

Learn how to design, develop and deliver a
powerful persuasive pitch to win over the room

in our 6-week online course.

Scholarship Applications Open

www.fruitfulgroup.online

We can prepare your pitch
for you including develop,

design and deliver 

 - OR - 



YOU
GOT
THIS


