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6 Work with a partner. Discuss how Peter could improve his pitch. Brainstorm a list of 
dos and don’ts for pitching and persuading.

7 Complete the emails below with words from the boxes. The first box is for 1–6 and the 
second box is for a–f. Compare Emma’s advice with your own dos and don’ts.

details    discussion    jargon    
overview    specific    structure  

Authority    Consistency    Liking    
Reciprocity    Scarcity    Social proof

Peter,
Sue really put you on the spot, didn’t she? For what it’s worth, here are a few 
thoughts. 
As you know, an elevator pitch isn’t the same thing as a presentation. You don’t 
have time for 1)  , your goal is just to give a high-level 2)   
and get your audience interested enough to start a 3)  . So you have 
to have a very clear, simple 4)   – e.g. (i) a reason to listen, (ii) the 
objective, (iii) the problem, (iv) the solution, (v) the benefits, (vi) a call for action. 
Secondly, be passionate, be lean, be 5)  , and be sincere. Show that 
you believe in what you’re doing, don’t use 6)  , keep it clear and 
simple, and show that you really want that agreement.
Finally, have you ever heard of Cialdini’s six principles of influence? 
a   – give something first,  

then people are more likely to return  
the favour.

b   – it’s easier to 
persuade people if there is mutual  
like and respect 

c   – people more often  
agree if they think they won’t get 
another chance.

d   – having the 
appropriate credentials makes you 
more persuasive.

e   – a logical sequence of 
arguments builds pressure to agree.

f   – show that others are 
already doing it and people will follow 
their example.

Hope this helps; as you know, Sue always likes to give people a second chance!
Good luck, Emma

 

8 Now watch video C2 to see Peter make a second pitch. Which points in Emma’s advice 
do the following phrases illustrate?
a Leave them with me. I’ll deal with them. 
b Did you know 68% of social media users will …
c This was Cassie’s idea, so she should take the credit.
d I know exactly what you mean.
e This strategy is already being used very successfully by high-profile nonprofits like …
f I’ve put all the details in this handout.
g If we wait till everybody’s doing it, it won’t be so effective.
h That’s why I’m asking you to give the go-ahead …

9 After making an unexpected profit, your company has allocated a budget of $1M 
for an exceptional project to benefit employees. Among the suggestions are building a 
gym, setting up a day-care centre for young children, or funding MBA courses. Prepare a 
two-minute pitch to defend one of these projects or your own idea. Make your pitch and 
answer the group’s questions. Hold a vote to decide who gets the go-ahead.

When you have finished, use the checklists on page 127 to help you evaluate your 
performance.

Hi Emma,
I still don’t understand 
what went wrong 
this afternoon; any 
suggestions?
Thanks, Peter

In company  
in action

5 Peter makes a number of strategic and tactical mistakes. Match the following phrases to the errors they illustrate.
1 Couldn’t Cassie deal with it? a forgetting that a pitch is much shorter than a presentation
2 My presentation is in three parts … b not seeing an opportunity for reciprocity
3 So why didn’t you say so? c using jargon
4 I’ve been there, I know what it’s like. d losing Sue’s sympathy by rejecting her objection too directly
5 Sorry Peter, you’ve lost me there. e not adapting the pitch to the audience, giving too much detail
6 No, you don’t understand. f not explaining the need for new funding

management scenario
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Peter,

No, you don’t understand.

Peter makes a number of strategic and tactical mistakes. Match the following phrases to the errors they illustrate.
1
2 My presentation is in three parts 
3 So why didn’t you say so?
4 I’ve been there, I know what it’s like.

Sorry Peter, you’ve lost me there.

details
verview

Peter,

I’ve been there, I know what it’s like.
Sorry Peter, you’ve lost me there.
No, you don’t understand.

second box is for a–f. Compare Emma’s advice with your own dos and don’ts.
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