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Use this sheet after you’ve done the exercises on the avatar sheet and the “What you really 
do” worksheets. Who you are speaking to makes a big difference in what you say—most of the 
time—but even if you are completely clear on who, fill in what you can.  
What you really do will be easy once you answer the questions on that one. 
 
You’ve done the networking thing, so you know that you are up against a clock.  
The first rule of speaking is to respect the clock and by extension, the host. You might 
have only 30 seconds. Can you grab their attention and connect with the 
people in that room who might be your ideal client? Yes, yes you can. 
 
Here’s a simple formula for beginners or others who have been winging it ‘til now. 
 
Call this the stick-to-the-basics pitch: 
(Fill in the blanks) 

 
• I help/teach/revitalize/mentor: __________________________(your niche or avatar) 

 
• With                (the pain or problem) 

 
• So that they:  (results and benefits) 
 
I work with (niche) who struggle with or to (pain or frustration,) and as a result they 
(benefit or solution, result.) 
 
Or the last phrase could be “when they work with me, they..." 
 
You may have noticed that neither of those approaches begins with “I am a.” Those are 
words that lead to temporary deafness in your prospects. 
 
Why? 
 
Because the reptilian brain is not interested in you as I; 
only itself — so right away you’ve invited it to check out with: 
 

“I have one of those” 
“I don’t need one of those” 
“I know someone who does that” 

 
Un-Hearable! Your person has mentally left the building. 
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So go ahead and try out your pitch using the exercise up top. If you’ve been doing it that way 
and aren’t getting the results you want, read on, there are variations. 
Side note: there will be times when “I am” works: 

 
If someone says, “I am Oprah’s personal photographer,” that pretty much nails the 
connection piece. 
 
Whereas “I'm a photographer, I do weddings and babies.” Great, so what? Sorry to be so 
blunt, but thousands of people also do that. 

 

 
You may be a photographer, business coach, or realtor who does the activities associated 
with those professions, but what you really do is something that results in something 
a buyer needs, wants, or can feel good about. Read these examples and if you 
haven’t done the “what I really do” exercises, here’s a link, head over there now.  

 
Wedding/baby photographer: 

 
 

 
 
 
 
 

  

 Isn’t that more interesting than…                                                                                   ?                                

 

 

Divorce Lawyer: 
 
 
 
      vs: 
 
 
 
 
To create a more advanced hook, you must think outside the “I am;” outside the “I 
help/coach/guide/heal”-type statements and get creative. 

“I am a divorce attorney”

“When couples realize it’s time to split up, I believe they need more than 
just a skilled attorney. My clients get that plus a good listener and 
strategic partner to help them navigate this challenging situation." 

 
By the way the question, “so what?” is the superhero of powerful 
writing and messaging. Asking “so what?” begs an answer, and if the answer 
isn’t because no one else is doing it this way or has this experience under her belt or 
“it’s part of my signature system or what makes my product unique,” then it’s time 
for some copy rehab. 
 

“I capture the joy, celebration, and spirit of the most important
days of people’s lives without them even knowing I’m there.” 

“I'm a wedding photographer.” 
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During the un-webinar I mentioned that there are 5 main pieces to a perfect pitch:  
 

 A hook 
 Who you are 
 What you really do 

 

 For Whom
 Call to Action 

 

A hook is used to grab the audience’s attention. It can be data, a quote, an interesting fact but 
unless the host insists, it should never be “Hi, I’m Margaret, and I’m a …” No one is listening on 
the reptilian brain level. 
 
Here’s one I used to use: “According to the American Heart Association, in 50% of heart 
attacks, death is the first symptom.” Then my name, my company name, I work with women 
over 50 stay well, enjoy the second half, and check off those bucket list items. “If that’s you, I’m 
at the table with the heart on the banner. Come say Hi.” 
 
The remaining pieces are self-explanatory and now you’ve got a good example of how to put 
them together. 
 

By the way, a 30-second pitch is about 80 words, depending on how 
fast or slow you speak. My example is about 60 and gets the job done. 

 
Variations: What follows are some prompts to help you jump start a hook. 
 
 

 
• Start by asking a question that will lead your ideal clients to connect to 

you because they hear their pain or vision. 
 
 

 
 
 

   
 
 
 

“How many of you dream of living on a houseboat in Sausalito?” If you are a broker 
specializing in those, you’ve just engaged only those who want to do that and don’t have 
to waste time speaking to people who might just want to live near Sausalito.  
 
 

• Start with an outrageous statement. 
 
 
 
 
 
 
 
 

As long as it represents what you do or your product. For example, there are instances 
where I begin my 30-second pitch starts with “You are not a squid.” I then go on to say 
squids use squishy language and I help you shed the squid and craft a powerful message. 

 
 

• If you want to use data that’s great, as long as it’s not common. 
 
 
 

 
 

 
 

 
 

 

For business coaches who specialize in coaching coaches, I wouldn’t start with “50% of 
all small businesses close within the first year.” We hear that kind of thing all the time. 
Instead, dig around online and quote from reputable sources. I found this one at IBM 
industry data, “In 2015 the coaching industry brought in $1B dollars.” That gives the 
coaches in the room pause, like, “wow, I had no idea.” 
 
One other thing, if you have the time, quote the source. You don’t want to give that 
reptile anything to steal their attention and when you make a bold claim, if you don’t 
provide the source, they are no longer listening because they are doubting. You can do 
the negative stat too — everyone has a pain point — but make it good and unique.  
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And, when you are giving your 30-second, 1, 2, or 5-minute pitch, 
always end with a call to action! 

 

You know what that is, and I go into it further in the training. 
 
 
One last thing for today — and this is killer important: 
 

You must know how your people hear things; what 
language do they speak and respond to. 

In other words, who is your people? You don’t speak dolphin if your people are 
flamingos, and speaking to a female, midlife, newly empty-nested doctor is going to sound 
very different than speaking to a 30-something new mother who is staying home for now. 
 
So, go do the exercises, if you haven’t already. 
 

You’ve got all you need to create a perfect pitch now but don’t forget about our live co-working 
call where you can get my help and try out your new ideas on the group. The time, date and link 
for my Zoom room is in your welcome email and I’ll send a reminder the day before. 
 
Don’t forget the contest! 
 
I’m going to work with 5 of you, one on one, just us two, on all of the elements needed for you to 
have that perfect pitch. If you haven’t already entered, do so now.  
 
 
 
 

Be More Marketable is in the business of 
helping individuals and brands stand out. 

 
Gregory Anne is a message wizard who writes conversion 
copy, and stand out messages for coaches, speakers and 
others in the worlds of personal development, spirituality, and 
doing well by doing good. If your copy doesn’t lead to yeses, if your 
talks don’t connect and convert, or you need a trained eye to edit 
your works so they wow, don’t hesitate to get in touch. 
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