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Introduction

Some myths and the real truth




"A pitch is a performance”



A pitch must have a "la-Da’ moment”



A pitch Is a logical explanation”



The salesmen at Essex Car Company in Rainham will do anything they can to close a deal. James
has the gift of the gab, shifts over 30 cars every month and could, according to his colleagues,
'sell sand to the Arabs'.

A pitch Is a sales job






~

"A pitch is about explaining the quality of
our work and our firm”



A pitch Is an extended
dISCUSSION



Where you identity ano
solve the client’s iIssues



Including Issues they
didn't know they hao



And the aim Is to win
pefore the actual pitch



Principles

What makes clients buy; when; why



When Do Clients Choose

At what point in the process do clients first decide whom
to hire?

2.Shortlist 3.Proposal 4.Pitch
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Why Do Clients Choose You”

What makes them choose one individual, when firms all
claim much the same things”

» Like
» Value

» Jrust

» NB: Clients hate being “sold” to.



It's emotional as well as rational



Clients always looking for clues

It's human nature...

» Are you really different from
the competition”

» Are we (the client) really
important to them?

» Do you really understand our 4
(client) issues? - NBwe are (%
“unique” (

» What are you really like to
work with??

» Are you “selling” to me?



What Does It Feel
| Ike To Be A Buyer?

(This could happen to you one day...)



Listen to the next six sliges.

Take it seriously, not as If it were a training
exercise but if it were really happening to

Write down the 31
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Auntie Dot....

Your family is very close and your auntie
Dot - not a real Auntie, by the way - has
always meant the world to you and your
siblings.

She was one of a large family; they never

had any money growing up and life was a
struggle.

Dot did not have children and so she
poured joy and love into you




Uncle Jack...

She was married to Jack for 62 years. He

m L was a genuine war hero and won medals
\“\, " for valour.
WROOE |
TS She always called him “my hero” and they

were incredibly close.



Jack ran a small business after the war
and made a little bit of money. They never
spent anything on themselves, but saved
It and bought a nice house.

There was always money to buy you
presents, though.

Jack died three years ago and Auntie Dot
never seemed to get over it....




The First Signs...

At first people didn’t notice the changes in
Auntie Dot. Or they thought that her
forgetting things was just a sign of getting
old..and she had never quite seemed to
get over Jack’'s death.

But then her whole personality seemed to
change. She raged at people and began
to imagine things that were not actually
happening. Psychosis, the doctors called
It and they put her on drugs and social
services arranged for a home help, to
make sure she was alright.




But things were not working. The home help
was a bit erratic...didn’t always show up
when they were meant to and spent very
little time with Dot. It seemed as if the drugs
were not aways being dispensed as they
should be.

Dot's memory began to really deteriorate;
she became confused and her physical
coordination began to sufter.

Your family is becoming increasingly
concerned. And then the Police call your
mum, to say they have found Dot wandering
around the street at night, in her
nightclothes, in the rain; lost and confused.

This is a classic symptom of dementia and
the disease is confirmed by her doctors after
tests over the next few weeks.



It soon becomes evident that Dot cannot stay at home. The help provided by the
Council is woeful and you can'’t find private carers of any quality. They last a few
days and then move on and Dot finds the coming and going of all these people she
doesn’t know quite distressing. Your mum can'’t look after her, as she’s elderly herself.

There’s a family meeting and you decide that Dot must be moved into a care home,
where she will be happy and be looked after properly. If you get Lasting Power of
Attorney, then you know that you will be able to sell Dot & Jack’s house, the proceeds
of which should fund the care home for as long as she needs.

As the sole professional in the family, they all look to you to find the right home and
make the necessary arrangements.

You have never had to do this before. Fortunately, money is not a problem.



SO you have to find a home that Dot is going to stay
in, probably for the rest of her life.

Write down the 3 Issues that concern you most:




LARCHES CARE
HOME GROUP:

PRESENTATION FOR DOT & JACK RELATIVES
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LARCHES - ABOUT US

WE WERE FOUNDED IN 1908.

WE ENDEAVOUR TO TAKE A PERSONAL APPROACH
TO CARE AND THE CARE WE GIVE WILL BE
TAILORED TO OUR CLIENTS’ SPECIFIC NEEDS.
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LARCHES - HOW WE WORK

SPECIALISATIONS PERSONAL

HAIRDRESSING ON SITE
RESPITE CARE

CHIROPODY ON SITE
PETS ALLOWED CARE

RESTAURANT VEGETARIAN OPTION
WARDEN ASSISTED CARE

REGULAR TRIPS
MULTILINGUAL STAFF CARE

DOUBLE, TWIN AND SINGLE ROOMS
IMPAIRED MOBILITY CARE

ALFIE THE CAT
DEMENTIA CARE

LARCHES - WE CARE ABOUT CARE




The most important thing In any
pitch is what you say about them /
thelr Issues



The least Important thing in any
pitch is what you say about you /
your firm



How to Pitch
What works



How to Pitch

Start “soft-selling” as early as you can (win before
the pitch)

Concentrate on the client - their needs, challenges,
etc - not on how great your firm is

Make the pitch a discussion, not a performance

Know what you are talking about



When Do Clients Buy

At what point in the process do clients first decide who to

use?
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Purpose of Scoping Meeting

This is to put you / keep you in Pole Position “Covert
Pitch”

Demonstrate .
Get to Heart . Selection
. Expertise & L Clues
of Brief Value Criteria
» Really understand the » Issues not in the brief, » Technical selection » What are they like to
Issues they are which - given your criteria work with
concerned with expertise and
experience - the client ~ » Non-technical criteria » What “style” would
might consider eq: they like - long
documents or
» VEM V Premium PowerPoint slides,
D) say”?
‘acemat » Delegation Vs

Collaboration

» etc

Distinctive; Doesn't feel like “selling”




How to run Scoping Meetings

Make It a conversation not a presentation
The “choreography” is important

Background } Research Gift Placemat
» Anything you can > Bring research » Give them a » Personalise |
send them with you, so small gift » Stay in touch
beforehand, to get they can see Agend ay?
them up to speed? you are well > Agenada - oxay: » Especially
prepared. T after Scoping:
you + from us 5 My i
i ?

» Have we deas:
missed :
anything? * Happy with
PAUSE team?
Anything
superfluous? e What else

should be in

» OBSERVE document?

e EtC

» Where would

you like us to
start



The "Actual” Pitch



The easiest way to pitch

Not make it a “performance” - keep it a conversation

4

4

Have had a scoping meeting to understand the
Issues and get into pole position

Think of alternatives to slides

3ring along the smallest number of folk on your
side

Consider using a “placemat”
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How to calm your nerves

» Have held a Scoping Meeting previously
» Know what you are talking about

» Make It a discussion

» Rehearse
» Caffeine

» Breathing & the “shuffle”

4



Cultivate Authority

Because authority is persuasive

» Don't gabble, point-score or interrupt

» Don’t be over enthusiastic

» Don't laugh and grin - makes you look weak

» Be polite

» Lower your voice

» Dress well

» Understand your subject matter inside out

42



Placemats

Help maintain a discussion between the parties

» Enormous flexibility of Placemat types:

Text-Based

Diagram - heav
Hybrid
A5 - A1

Charities & Philanthropy

We have been in wuntary  Key Cliests
e e . eth Diamend
wide rang

hilanthropists and commerdial organes
the chasitable sec
We advise on the follow ecific issue Virgin Unit

tablishing charit Reyal Shakespeare Company

g Chasge Charitable Tras

~Compliance with charity faw, including Charity Amissic

the Chldren
~Fundraising, grants, advertising and marketing “ :

harsered Isstute of Lisguists
mmercial agreements “ g

Itnseck Piac

harities

Harbottle & Lewis

Melanie Benson

Partner in the Property Group

Specialising in
acquisition and dispos:

ng
e renewal

fp including

«

ry
bsidised

sations

Harbottle & Lewis

Commercial

Harbottle & Lewis

Who we are

NIfONE

MAMA
F

2% T2 ol

Sale Timeline
Key stages in sale of the business

Final

Negotiations

Likely to be some
Memorandum Heads of Terms late negotiating
Sale document - NB these cannot be Tax points NB beware
initially anonymised - 00 dissimilar from Tax authority last minute attempt
elicits interest final agreement dlearance obtained o drop the price

June Sept Nov Nov Dec Jan Feb

Management Due Diligence SPA

Update Legal, financial, client The key document -
Latest trading daa d/d commences - this will take considerable
direvlated to likely o be time drafting & negotiation

consuming (speed of
response an
important factor)

interested buyers

!

Group Chief Executive Chief Operating and Financial Officer

March

Completion
Allow ~2 hours for
all the documentation
to be signed. NB
Warranties given

Don Elgie was appointed Group Chief Executive in January
2001 having created the concept of Creston as a marketing
services group. Don has over tirty years experience in
marketing services. He had previously been a founder of
Grandfield Rork Collins Communications Group, which was.
acquired by Saatchi & Saatchi, where he went on to become
UK and Europe Operations Director. He is a member of the
Nomination Committee.

Barrie Brien was appointed Chief Operating and Financia
Officer in September 2004. Barrie has over twenty years
experience in marketing services. He was previously Chief
Operating and Financial Officer for EMEA at Lowe and Draft
Worldwide. Prior 1o this Barrie was CFO for Lowe UK and held
positions in Saaichi & Sa P

and North America) and other marketing groups.

Tax Issues

» Employee Share ¢

Value Considerations

cing tension between parties

Good / Bad Leaver Considerations

»

» Negotiating Good Leaver Status

Harbottle & Lewis




Sut If you have to use

Power

Point, remember:

lt's not just about persuading
with logic; It's about creating
personal conviction



Classic “Conviction” Structure

Situation Challenge Resolution
» Sets out the » Introduces » This is how you can
background complications they sort out their
are aware of problems and take
» Shows client that them to the sun-
you are on the » Add complications filled uplands
same page as they might not have

them, from the oft thought of



DOT & JACK
RELATIVES

LARCHES CARE HOME GROUP




DOT

B LosT JACK A SHORT WHILE AGO
® EARLY ONSET DEMENTIA

® WOULD LIKE TO LIVE AT HOME, BUT CARERS
UNRELIABLE

® IN GOOD HEALTH PHYSICALLY

B YOU CONCERNED ABOUT DOT’S WELLBEING



CHALLENGES

® DEMENTIA IS PROGRESSIVE

® PHYSICAL HEALTH WILL DETERIORATE AS SIDE
EFFECT OF ILLNESS

® MEDICATION NEEDS TO BE UNDER REVIEW AS HER
SITUATION CHANGES

B DISTRESS AT MOVING FROM HER HOME TO
SOMEWHERE ‘““STRANGE”



How WE CAN HELP

@ DOT JOINS US FOR TEA, THEN HALF A DAY, THEN TRIAL
STAY, THEN FULL TIME - IF SHE LIKES IT

® MONTHLY MEDICAL CHECKS; MORE OFTEN IF HER SITUATION
DETERIORATES

® HER ROOM CONTAINS HER PHOTOS, KNICK-NACKS, HER
FURNITURE

® TELEPHONE, SKYPE, VISITS AND AWAY DAYS

ERETC ETC ETC



Misconceptions

These seductive traps will kill you

4

They want to hear about us
It's only an informal meeting
lt's not a pitch

They already know us well, so they won't expect us
to do much

a0



summary

Win as early as you can - scoping meetings
Make it all about the client NOT about your firm

Use placemats to demonstrate expertise and
stimulate discussion

Know what you are talking about
Make it a discussion not a pertormance, darling

If using slides, use a "conviction” structure
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