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Preparation & Planning
First of all make sure you get yourself into a head
space that you are going to actually win the
pitch! I know it sounds crazy but most people
think of the negative before they do anything
else and if you walk into a pitch thinking you
might not get it, chances are...you won’t! 

So before you do anything else have the mindset
that you are going to win this pitch. See yourself
having won and whilst I know it sounds corny
actually visualise what it would feel like and
mean to you to have won the pitch. Plan on to
win or you will have lost before you even start!
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Preparation and Planning2020
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Client Research
One of the most important things that people fail to
do in the planning process of pitching is to research
the client. Before you even begin to put together the
pitch you need to know what type of client you are
pitching to.

Understanding expectations is imperative to getting
the pitch right.  If you plan for a formal presentation
with power-points and visual aid and you end up
being at a lunch with a  glass of wine and lots of
background noise, you are doomed before you have
even begin. Researching the client and knowing
them is critical to the success of your pitch.
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Client Research2020
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Client Research2020
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Understanding
the Client Brief
Here’s my question; have you taken the time out to
read and fully understand the client brief? Do you
fully comprehend all the technical jargon and have
you interpreted their requirements correctly? If you
do not understand the client brief you will be left lost
and could be barking up the wrong tree. So how do
make sure you have got it right?
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Understanding The Client Brief 2020
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Know Your Product 
Too many people do not know their product.
Think like the client will think; what sort of
questions will they ask you? What are your cost
variables, what are the product flexibilities, what
are the service options? It’s so important to really
know your product inside out so that you are
prepared for all questions that will be thrown at
you.

E.g People that pitch to me to be part of the
team – don’t know their USP or value. If you
don’t believe in you and know that your products
or services can actually do what you say it can,
why should I believe and hire you?

08

BOSSSQUAD .TV |  SHEBUILDSBRANDS

2020

4TH

WORKBOOK



Know Your Product2020
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