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How to Pitch Like a Boss.
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How do I connect for my needs? Aha! IdeasName: _______________________________



business plan 

Divide and Conquer →
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Aside/.. Sweaty 
hands….

1. Keep alcohol hand wipes handy for a quick 

fix:  Alcohol is an astringent that, when 

applied topically, can help keep your hands 

temporarily dry with its pore-shrinking 

abilities. This useful trick comes in handy 

right before an important interview or social 

event.

2. Use baby powder or cornstarch to absorb 

palm sweat: Baby powder absorbs liquids. 

So every time you start to feel sweat on 

your hands, simply dust them with a small 

bit of baby powder. Consider carrying a 

travel-size bottle with you or keep one at 

work to use throughout the day. Look for a 

talc-free powder or you can use baking soda 

or cornstarch.

3. Drink plenty of water to stay hydrated and 

keep your body cool:Drink a generous amount 

of water throughout the day. Staying hydrated 

can cool your core temperature and help 

reduce excessive sweating, which anxiety can 

definitely contribute to.

***COCONUT OIL - After your daily shower, 

take a small bit of coconut oil and rub it 

between your palms until they are fully coated. 

Coconut oil is a natural antiperspirant and it 

has several other skin-related benefits so it 

will help keep your hands soft to the touch too.
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Eye Contact

“Look your audience in the eyes.”
Try to connect with each member of the audience for 1 to 2 

seconds.  People trust those who look them in the eyes.  Don’t 
stare too long, it could get creepy!  

Nervous about eye contact? Look at their forehead instead.
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→

“You see, ‘some’ speakers (not you of course) when they run 
‘PowerPoint,’ have a tendency to turn their backs towards the screen so 
they can read to their audience what’s appearing on that screen.

Front and Center →
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This is NOT a good idea. 
Why? Because 93 percent of 
your communication is done 

from posture, hand, head, eye 
movement and LOTS of facial 
expressions. The minute you 

turn your back to the 
audience – you guessed it… 

93 percent of your verbal 
and nonverbal 

communication is POOF – 
gone.

You should always – using the 
best of your ability – be in 

direct eye contact with your 
listeners.”  

“Why You Never Want To Turn Your Back On Your Audience 
When Giving A Speech!” By Peter “The Reinvention Guy” Fogel
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Front and Center →
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You can tell people a lot 
without saying a word. So 

always be intentional about 
what you’re projecting, whether 
it’s through what you wear or 

your body language

If you want to sabotage 
your chances, 

projecting the wrong 
image will surely lead 

to failure.

Make notes for success and connecting with your 
audience.
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Make notes for success and connecting with your 
audience.
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Make notes for success and connecting with your 
audience.

Tell me a story: Regardless of who your target is or what you’re selling, incorporating the art 

of storytelling into your sales presentations allows you to entertain, engage, and educate your audience.

The Key Benefits of Storytelling

The major benefits of using storytelling in your sales pitches include:

● Capturing the audience’s attention with an engaging narrative.
● Generating more interest in your product or service.
● Making data more meaningful and memorable by connecting it to real-world 

examples.
● Earning your prospect’s trust. A great story can lead to the release of oxytocin, which 

creates a deeper bond between the storyteller and their audience.
● Motivating your prospect to take a specific action by demonstrating the positive 

results of doing so. 

Make It Personal, Relatable, and Real  A personal story leaves a longer lasting impression than a generic 

sales pitch. So, regardless of your primary goal, you should include relatable anecdotes that resonate with your 

audience.
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“A great story can lead to the release of oxytocin, which creates a deeper bond between 
the storyteller and their audience…”

TED's secret to great public speaking | Chris Anderson
(0-3:20)
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Tell me a story: Regardless of who your target is or what you’re selling, incorporating the art 

of storytelling into your sales presentations allows you to entertain, engage, and educate your audience.

Make the customer the hero.

Story about your family, your inspiration

Story about how you came up with an idea

Story about the Problem-Solution

Story about your target market consumer

Balance Out the Narrative with Cold Hard Facts
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NO→ ‘How many of you like water?’
YES! “Did you know that half the world’s hospital beds are filled with people 
suffering from a water-related disease?

NO→ Raise your hand if you think clean water is an issue around the 
world.’
YES! “According to the World Health Organization, for every $1.00 invested 
in water and sanitation, there is an economic return of between $3.00 and 
$34.00”

Tell me a story: Regardless of who your target is or what you’re selling, incorporating the art 

of storytelling into your sales presentations allows you to entertain, engage, and educate your audience.

WARNING:

Be entertaining, but keep it relevant! Telling a great story isn’t just about 

keeping your prospect entertained. You also need to stay on topic and ensure you hit the right talking points to 

support a sale.

Have a Clear Sense of Purpose What’s the point of your story? If you don’t have a quick, concise, 

easy-to-remember answer to that question, your prospect is unlikely to walk away with a clear understanding of 

your presentation.

Practice Your Delivery A poorly told story can lead to more questions than it answers.
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Tie It In
Follow a Loose Outline with a Beginning, Middle, and End  A 

powerful story arc increases your odds of connecting with your audience and triggering the release of oxytocin. 

However, if your story lacks a basic structure with a beginning, middle, and an end, it will likely fall flat and be difficult 

to follow.
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Create Conflict and Suspense to Elicit an Emotional Response

The best stories hook the audience with suspense, drama, and conflict.  Once the conflict 

has been established and drawn out for suspense, present your product or service as the 

ultimate solution that helps the hero prevail.
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Don’t be afraid to teach us something new
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'Shark Tank' Hosts: How to Pitch Your Business and Get Their Money (1:00)
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Flow… introduce  your team
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Flow… introduce  your team
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Explain the ‘pain’ and show your business is ‘the 
cure’
●

● …

●

●
●

●
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Closing the pitch / CALL TO ACTION!

• Ask for a commitment to partner 
for your idea…let’s solve this 
problem together.

• Try it , you will like it!
• ‘Pitch Slap’ with a final piece of 

startling evidence.
***Call to action for a pitch 
competition is your ASK, how 
much do you need in the form of 
a loan or investment to start your 
business?
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Closing the pitch / CALL TO ACTION!

***Call to action for a pitch 
competition is your ASK, how 
much do you need in the form 
of a loan or investment to 
start your business?

You are asking for money, 
partnership, or mentorship!
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Your presentation is coming to an 
end, but what is the PERFECT way 

to leave your audience thinking 
about what you said?
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For every pitch deck that succeeds, there are 

probably 50 to 100 that fail to win over reluctant 

investors. Why? My theory is most pitches are 

super boring and forgettable.
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Brainyquote.com
Quotery.com
Quotegarden.com
Great-quotes.com
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“As Jacques Cousteau, famous environmentalist, 
oceanographer and foremost Marine Biology is is quoted 
saying…” We forget, that the water cycle and the life cycle 
are one.”

Clean water and enough water to sustain life, in our 
technologically advanced world, water is a human a right not 
a privilege. 

In places without water, like Yemen, with my product, 
Aqua-Human, together we can quench the thirst of the 
world.”

Quote
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Tie It In
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