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Pitching like a pro



Aims of the session

•Defining the purpose and aims of your pitch
•Understanding your audience and how to 

effectively engage them
•Learning how to structure a pitch
•Learning about different delivery methods 
and techniques
•Making killer visuals to support your message



Pitch your idea!
90 seconds



Form follows Function 

What is the first thing you need to 
think about when creating your 

pitch? 

The Audience 



Function 
Investor
Bank 
Teacher/Lecturer 
Competition 
Potential Partner
Interview
Customer
Friend/Family 
Your Staff
Marketing Company 
Website Company 
Manager 



Form

Formal 
Performance 
Business Model Canvas
Summary 1 Pager 
Pitch Deck 
PowerPoint
Keynote 
Prezi 
Video 
Handout 
Storytelling
Informal 
Interactive 



The Double Check 

Formal or Informal?
Stand or Sit?
Where will you be in the room?
Is there IT/Visual aid facilities?
Sound System?
Type of Room?
What can you provide in advance?
Do you need handouts/materials?
Do you need to interact with the audience?
How many people will be in the 
audience?
Do you have the internet?
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Masterclass with Kadeza

Structure



Your Pitch 

✓X slides
✓3 mins
✓Q&A

Judging Criteria: 

✓ The Intro – Did you engage us from the 
start? 

✓ The Problem – What is the problem you are 
trying to solve? 

✓ The Solution – Will your solution really 
work? Did you sell us a good story, explain 
it well and clearly, etc? 

✓ Audience reaction – Did you get a great, 
loud, round of applause? 

✓ Was the pitch: Concise, Credible, Coherent?



For (target customer) who has 
(customer need), (product 

name) is a (market category) 
that (one key benefit). Unlike 

(competition) the product 
(unique differentiator).



The pitch process

Solution
Value Proposition

Market/
Customer

Opening
Team intro

Stats/Data
Problem

Ask a question

Financials
Investment and Spending 

plan

Close / CTA
thank you

Q&A



Our 
Story/Intro The Team The Problem

The 
Solution/USP 

How the 
product / 

service 
works?

Key Features
Target 

Customer
Marketing 
Strategy Financials

Summary of 
Opportunity

Building Blocks of your Pitch



Cialdini’s Influencing Strategies 
• Social Proof
• Scarcity
• Commitment and Consistency 
• Reciprocity
• Authority 
• Liking / Rapport 

Influence and Persuade… 
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Visuals that 
amplify message

Visuals that 
amplify message





Infographics







Photography

Videography Editing

Your
Business 

Name





Context







• We read left to right, top 
to bottom

• use of columns

• bounding boxes/shapes

• Colour / highlight

• Fonts and formatting 
[tone]

• Headings and body text

16pt

28pt

32pt

72pt

96pt

Readability



Illustrating a point- sourcing images



Style





Bringing it all 
together 

Bringing it all 
together 



• List key information the audience must know?

• Data to support claims and how to present

• What images do you need to source / create to support this message?

• What is your CTA?

Bonus- visually how do you want your brand to be presented [style]

Key points to communicate



What is your idea and what makes it 
different?



Market research /traction



Understanding your market, competitors 
and positioning + how to communicate this



Who would benefit from your idea and how?











Cost structure / revenue streams?



Investment need and spend?







• Learning to work to constraints be it #slides or time

• Understanding what information is essential and what can 
be supplied in other ways

• Planting visual and language prompts to keep you on track

• Taking yourself out of the pitch

Bonus- How would you refine this pitch if you had more/less time

Planning your pitch deck



• Voice projection

• No fillers

• Tone

• Hand gestures

• Posture and stance

• Walking with purpose

• Eye contact 

• Speak slowly and breathing 

• Humour 

• Pause for effect 

What makes a good speaker?



• Can you tell a story?
• Can you ask a question?
• Can you get some interaction with a visual 

indicator?
• Can you shock them?
• Can you give them something to visually 

demonstrate your product or service?
• Leave them with a call to action 

Keeping your audience engaged



Final tips and homework

•Create a clear structure for 
pitch

• Try to include some 
persuasion tactics

•Make sure to cover all of 
the BMC

•Keep it relevant!

•Practice Practice Practice!
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