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tremendous magic in telling stories and if you 
can illustrate a particular situation they may 
have experienced. Anticipate the impact of what 
we are saying to avoid overwhelming, 
intimidating, or suggesting something that may 
be inappropriate at the time. Tuning your 
antennae to what’s going on for others 
demonstrates your ability and willingness to 
meet their needs  
 
Prepare your approach through timely and 
accurate documentation of current statistics, 
information and accounts. Attend meetings 
backed with a professional presentation 
demonstrating you have considered the value of 
meeting, and that you are authentic about 
moving forward. Consider tailoring your style of 
communication to different personality styles 
and the impact your body language, tone and 
choice words has on others. Statistics show that 
55% of our communication is remembered 
through our body language, 38% of what we 
say is communicated through the tone of our 
voice, and only 7% is communicated through 
words. Don’t sabotage potential business by 
inappropriate signals and behaviours. There 
may be unintentional consequences of poor 
attention to communication.  
 
Be prepared to listen to what others are saying 
– paraphrase and confirm what you have heard 
is indeed what they have said. Note how others 
feel when thoughts/needs have been 
acknowledged. Don’t even prepare to respond 
before others have finished speaking, as all you 
will be doing really is taking turns talking! 
Pitching successfully for new business depends 
not only on your ability to think and act outside 
the square but in providing opportunities for 
your prospects to do the same. Open dialogue 
and good listening skills will replace your 
monologue with innovative and creative entres 
into the business of business. This strategy 
applies aptly when you are networking with 
other business people.  
 

What successful businesses do about pitching for new business. 
 
Pitching successfully for new business depends not only on your ability to think and 
act outside the square but in providing opportunities for your prospects to do the 
same. Open dialogue and good listening skills will replace your monologue with 
innovative and creative entrees into the business of business. 

Professional services are increasingly operating 
in a competitive environment. The rules for 
doing business have changed and the 
strategies for gaining and then retaining new 
business require specialist attention. The 
problem is many people don’t play by the rules 
or make them up along the way depending on 
circumstances, and then are left wondering why 
they have missed opportunities, - then face the 
added pressure of losing their stake in the 
market. Accelerated work loads and pressures 
have forced many to focus their time and 
energy on sustaining current business rather 
than strengthening their position by generating 
interest, curiosity, and an understanding of what 
consumers want.  
 
The 3 Rules are Plan, Prepare, and Pitch.  
 
Planning begins with researching whom you 
want to prospect, why and what you can offer 
other rather than haphazardly approaching a 
variety of people who may not necessarily be 
interested in your goods or services. Doing this 
would help eliminate wasting time and energy 
with unnecessary meetings, writing proposals 
and waiting around for “Great proposal, 
but……”. Alternatively have a robust and 
insatiable appetite for knowledge of what is 
going on in businesses around you. Dedicate 
time every week to researching and evaluating 
how and why you should align your business 
with those you are targeting, know how you can 
value add, be clear in what areas those 
businesses are trying to grow in, what 
successes and failures they have had in the 
past, what direction they are currently taking, 
what is their profile in the business community 
and how they would benefit from having you as 
a provider of service. Planning also means 
anticipating the needs of potential customers 
and will give you a leading edge when it comes 
to keeping the interest high. A successful 
business activist will be able to weave stories or 
anecdotes through reference to situations that 
the prospects can relate to. There is 
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Having developed a Plan, being more 
Prepared, you are ready for your Pitch.  
Armed with knowledge of their background, 
concerns, wants and needs your approach to 
prospects must be targeted to address the 
issues. This is not the time for general chit chat 
and discovery of new information. Your goal is 
to deliver a clear, concise and achievable 
picture in the mind and eye of the prospect. 
Pitch at moving their current business to 
achieve a targeted and measurable goal. 
Demonstrate your knowledge of their business 
how they will benefit of partnering with you. 
Identify the growth areas that will impact on 
their bottom line and if your business can help 
them grow financially as well as personally for 
their staff. Your presentation skills need to be 
honed to deliver a memorable and congruent 
approach with every different client and the 
variety of businesses. Vary your presentation to 
incorporate the three different communication 
styles a) audio b) visual and c) kinaesthetic. Do 
not over use any one style such as powerpoint. 
This is only one tool, which you can use – 
Combine a strong visual component that 
includes handouts, pictures, graphs, and props. 
Be creative rather than predictable in your 
presentation style. You do not have to deliver 
an academy award winning presentation but 
certainly one that is memorable because it is 
delivered in an innovative way will keep your 
prospects more interested and sustain the 
relationship. Most people will only listen for up 
to eight minutes before losing concentration. If 
you are planning on delivering quite a 
considerable amount of information in your 
pitch, alternate between your delivery and input 
from the participants by incorporating a visual 
component, short video, or asking them to “do” 
something ie give them a chance to physically 
experience the product/service, or perhaps 
change the format of the room to demonstrate 
how the product/service works. The dynamics 
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Why motivating staff makes more cents (& $$$) for your business 

of a successful Pitch presentation depends on the interaction between 
you and your prospect. Take a collaborative approach; be aware of their 
personality styles and the style of their customer. Your template to build 
and sustain business will be seen as a benchmark to build better business 
opportunities in the future.  
 

“excellent in all aspects — 
engaging, enlightening and 
good interaction with the 
group”  

CEO Institute 2005 
 

“unique and valuable — well 
presented, prepared and 
researched… 10/10!” 

National Transport Industry  
of Australia 2005 

 
“high energy presentation that 
inspired us to present our 
business and opportunities 
more effectively” 

JD MacDonald 2005   


