
You have to love it. It puts a spring in your step, 
like an 8am double espresso.

Winning business certainly does it for me, and for
the authors of the features we have in this edition.
Paul Zimmerman and Murray Strachan know all
about the buzz of winning business. And since our
last issue we’ve been winning business with the likes
of Aggreko International, Apple, BP, Deloitte and
Standard Life Investments.

We always have to pitch: one to one, one to a few,
or one to many. In fact, every time one of our
principals steps out in front of a big audience - 
and that may be hundreds - it’s a pitch.

What makes a good pitch? Well, if it’s you and just
one or two at an initial meeting then listen: you won’t
learn much by talking. Remember you are unlikely 
to close business on the first date so don’t be trying
too hard: this is just the start of the relationship and
‘getting to know’ you is the name of the game.

At the Beauty Parade listening is still vital, but so 
is making what we call ‘the emotional connection’.
Recent research shows that we use both the
emotional and rational parts of our brains to make
decisions. There is alchemy in combining a bit of
formal presentation with informal chat; in painting
positive pictures in the minds of your listener(s); 
in getting them relaxed with some humour; and in

having them concentrate on you and your message.
Direct them to slides on the wall, crowd them round
your very small laptop, or have them flick through
the war and peace of your tender document, 
and you will lose them and most likely the pitch.

Recent research confirms what we have been saying
for ages: it’s all about you, standing in front of them,
talking with your mouth. Professor Sweller of the
University of New South Wales said: "The use of the
PowerPoint presentation has been a disaster. It
should be ditched.” His cognitive load theory says
that words on a screen and words coming out of
your mouth simultaneously are a bad idea, as the
listener just can’t cope.  

Whether you are speaking to one person or
hundreds, they need to be able to look into the
whites of your eyes rather than at anything else. 
So get out there with just you, a nice suit and maybe
a flipchart... now that’s pitching!

Life’s A Pitch
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Sharon McLellan - Managing Director

Where better to get advice than straight from the mouths of the Great Business
Leaders? This book gives the reader a thumbnail sketch of some of the best
known entrepreneurs the world has ever seen, and better still provides an
insight into how they got to where they ended up, in their own words.

You can hear screen legend Mary Pickford on Independence and Principle
as she fought for both herself and the financial security of actors of her
generation; Andrew Carnegie on Focus, Deal-making and Closing when he
shook on a landmark deal that changed his fortunes; and John D Rockefeller
on Leadership and Flexibility, telling us that the former is about patience
and courage and the latter means your plans will have to bend to what’s
coming, no matter who you think you are.

Nothing goes into too much depth - but it might inspire you to find out more -
so this is a book you can dip into a page or two at a time. There are many great
quotes from names you will instantly recognise: “Make a good product 
at a fair price- then tell the world”, William Wrigley Junior; “I never found that
pay alone would either bring together or hold good men”, Harvey Firestone;
“Think small and act small, and we’ll get bigger. Think big and act big, and we’ll
get smaller”, Herb Kelleher.

You will enjoy this book from cover to cover, whether you read it that way or not,
and when you get to page 341 you’ll read one of my favourite quotes, perfect
advice for pitching: “Mix your knowledge with imagination and apply both.”

Absolutely.

Russell Wardrop, Chief Executive

“Mix your knowledge
with imagination 
and apply both.”

Clarence Birdseye: 
Inventor and Naturalist
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MY DAYS AS A
FOOTBALLER ARE OVER,
BUT I STILL REMEMBER
THE THRILL OF WINNING
A MATCH: I ALSO
RECALL WHAT IT FEELS
LIKE TO LOSE. THE
WINNING FEELING, FOR
ME, WAS THE SAME ON
THE FOOTBALL PITCH
AS IT IS IN THE
BOARDROOM. AND
THERE ARE MANY
PARALLELS… ALL
REQUIRING TIME,
EFFORT AND PRACTISE.

Firstly, assess the opportunity from all angles. Open up your thinking and

ensure you are not missing things right at the beginning. Then plan your

strategy. Who’s in your team; what are your strengths; what do you want to

say; what does the client want? These are a series of ongoing questions

which will change as your ideas develop. 

Now: practise; practise; practise. It is often tempting to get straight into 

the action early, since we all like the feeling that we are "getting on with it".

But this is usually counter productive, as we may end up "getting on" 

with the wrong plan (such as producing 25 beautifully crafted - but 

irrelevant - PowerPoint slides). Taking a step back is essential. You don’t 

see Ferguson or Mourinho in the thick of the action: in fact there’s always 

a certain detachment, since they are tasked with all the really 

important decisions. 

And always remember people buy from people, so make sure that you are

focussing on the things that matter to your clients, not on things that you are

most comfortable doing. If necessary, break out of old habits and learn new

ones: remember Thierry Henry never used to play through the middle. 

There are so many examples of "giant killing", showing that winning against

the odds is possible: pitches really can be won on the day. Equally, we've all

seen examples where complacency leads to unexpected results: pitches can

be lost on the day too. 

We recently won a client against the odds and when we assessed why, 

it was because we thought carefully about our game plan and practised 

like crazy. In addition to producing a great winning feeling, it has made 

us acutely aware of the need to continuously improve and to 

challenge ourselves.

The perfect pitch, like anything in business or life, involves having or
developing the necessary knowledge, skills, ability and attitude: combined
with the ability to deliver with energy, sincerity and passion!

Before you contemplate making a pitch, know what you offer. That
includes your company’s profile; its products; the market it operates 
within; its existing and prospective customers; the competition; and what
differentiates you.

Then first essential step in making a successful pitch is research: always.
There is no substitute for and no shortcut to gaining the necessary
background information on the target company: the key players (decision
makers, shapers or blockers); what the target needs, wants and desires;
and how you can exceed these, including how you can differentiate your
offer from the rest.

And at the same time it is essential to have already made some form of
connection with the target and to cultivate positive relations. This will also
help with the research, and you may even be able to road-test your offer
beforehand. Nice!

Then there’s the pitch strategy. What’s your game-plan and script? As the
SAS would say, proper preparation and planning prevents piss-poor
performance. Be concise, be to the point and ensure it is tailored 
to both the target and the key players.

If you are a team then be clear on roles, and how the interfaces will work.
That means know what one another are doing: don’t be a bunch of
amateurs on the day.  Then it comes down to practise, practise, practise! 
“The more I practise the luckier I get” said Gary Player, after holing a
bunker shot.

When you arrive on the day remember
that first impressions really do count! If
you get off to a bad start it is very
difficult to recover. Have a number
of openings depending on the
circumstances and, whilst always
maintaining your professionalism,
create a personable atmosphere
that begins the connection process.
A trick I use is to warmly shake
everyone’s hands and make eye
contact on arrival. I would also urge 
you not to over-rely on technology… 
it often lets you down.

Finally, ensure that you clearly 
summarise the agreed
actions and always,
always deliver on them
as agreed.  There is
nothing worse than
being pitch perfect and
being off-key when it
comes to delivery!
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Open
Programme
Dates 2007
The 21st Century CourtierTM:
Creating Personal Presence
Wednesday 10 October, Glasgow

Creating ConfidenceTM

Wednesday 3 October, Edinburgh
Wednesday 14 November, London

The Art of Influence & 
The Power of Persuasion
Thursday 11 October, Glasgow

Kissing With Confidence®

Presentation Skills
Tuesday 2 & 9 October, Edinburgh
Tuesday 6 & 13 November, London

To book your place on one of 
our programmes please call 
+44 (0)141 222 7930 or email
info@kissingwithconfidence.com


