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“In Pitch Your Business Like a Pro Victor really gets to grip with one of the most important elements of business development- selling you and your business. It gives tips on positioning yourself as a professional and the go to person in your industry. It helps you to develop that perfect pitch to pull out of your back pocket at any given time so you are always ready to sell with confidence, authenticity, gravitas and believability. Whether you are pitching for new business, funding or investors Pitch Your Business Like a Pro is a must read before starting your sales journey.”

Dr. Yvonne Thompson

CBE Chair ACBN , UK

“Pitch Your Business Like a Pro: Mastering the art of winning investor support for business success in six key steps” takes business owners deep into a discussion centred on the pros and cons of the investment options available to small businesses and how to effectively win investment funding to build a successful business. The advantages and disadvantages of angel investors, venture capitalists, crowdfunding sources are discussed and practical tips and insights are provided for preparing for that most important meeting: the pitch to investors.

This is a highly readable book that will have immense, practical value to small business owners or entrepreneurs who are ready to expand their business.”

Donna McTavish, Director English for Business Ltd, New Zealand

“Victor has provided a great guideline for any individual or business owner ready to take their product, service or idea to the next level. “Pitch Your Business Like a Pro” offers key points and core elements to explore and incorporate into a presentation or pitch whether, formally in front of a large key audience or on the fly while networking. He manages to cover all the necessary components to assist you in your preparation as well as provide a highly organized and valuable resource that you can refer to over and over again.”

Irene Kimmel

Marketing & Design Consultant

Archetype Marketing

Europe & USA
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This publication is designed to provide accurate and authoritative information in regard to the subject matter covered. It is sold with the understanding that the publisher and author are not engaged in rendering physiological, financial, legal or other licensed services. The publisher and the author make no representations or warranties with respect to the completeness of the contents of this work. If expert assistance or counseling is needed, the services of a specific professional should be sought. Neither the publisher nor the author shall be liable for damages arising herefrom. The fact that an organization or website is referred to in this work as a citation and/or a potential source of further information does not mean that the author or the publisher endorses the information that the organization or website may provide or recommendations it may make, nor does the cited organization endorse affiliation of any sort to this publication. Also, readers should be aware that due to the ever-changing information from the web, Internet websites and URLs listed in this work may have changed or been removed. All trademarks or names referenced in this book are the property of their respective owners, and the publisher and author are not associated with any product or vendor mentioned.

	[image: ]
	 	[image: ]


[image: ]

DEDICATION

[image: ]


I dedicate this book to all entrepreneurs and aspiring entre- preneurs seeking valuable support to make their business dreams a success, and to all my beautiful nieces and handsome nephews—Nana Efia Serwaa Fordwuo, Maame Abena Antwiwaah Osei-Fordwuo, Oheneba KB Osei-Fordwuo, Jessica Boachie-Danquah, Jerry Boachie-Danquah Jr., Delasi Kobla Kutsienyo, David Sarfo and Evangel Agyemang-Yeboah

who I believe will grow to become great entrepreneurs and business owners of their generation.
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Pitching is part of business and life as a whole. We pitch our skills to employers for that job opening we so desire, we pitch our products or services to clients to win their hard earned cash and our business or ideas to investors and potential partners to win much-needed support, collaboration or an injection of vital funds for growth and expansion of the business.

Most people, however, find even the thought of pitching an idea daunting and would give almost anything not to have to do it. But new entrepreneurs, especially, need to learn the art of pitching effectively in order to win investor backing to move them forward toward the realization of their business dreams.

Anyone interested in becoming an entrepreneur or owning a business has probably watched TV shows such as Shark Tank (USA) and Dragons’ Den (UK) where entrepreneurs pitch their ideas and businesses to established, self-made millionaires and billionaires. While a few participants end up bagging a deal with these investors, many others end up infuriating the panel by failing to answer vital questions, overlooking essential basic facts in their pitch or simply being unprepared for any meaningful dialogue with the experienced panel of investors. Many of these problems could have been avoided if a little more effort had been applied and expert guidance sought on how to manage the pitch to their advantage to secure the valuable investment lifeline or much-needed partnership. Of course not all failed pitches mean the person pitching didn’t do a good job, just as not all well-presented pitches result in getting an investor on board. However, as Shark Tank and Dragons’ Den vividly demonstrate each week, having a well-crafted and well-presented pitch can dramati- cally increase the chance of success.

Business pitching opportunities have become somewhat more common due to the popularity of these TV programs, with corporate entities and grant organizations sometimes embarking on pitching competitions in which individuals or organizations pitch their business ideas or social enterprise vision for cash and mentorship support. The London Evening Standard newspaper, for example, sponsored the Frontline London Campaign, a series of pitching sessions, to find 10 social entrepreneurs to back financially from among youths with troubled backgrounds in the UK. The US-based Black Enterprise website and magazine, which encourages black entrepreneurship, sponsored the Best Pitch Contest to give budding entrepreneurs the chance to pitch their business ideas before a panel of angel investor judges and a live audience with the hopes of winning valuable prizes and business resources.

While these programs and competitions have added some opportunities for pitching and receiving funding for social enterprise and business ideas, they have also lead to an exponential growth in the number of new ideas and business- es, as well as expanding existing businesses. At the same time, disruptions in the global economy in recent years have significantly limited the availability of cash and capital from traditional sources, such as bank loans, loans from family or friends and personal savings, to fund new ideas and business- es. The shaky economy, as is often the case, has also led to the creation of alternative funding options and platforms. This increase in funding sources, while positive overall, continues to complicate the process of creating the most effective pitch for the right audience. For all of these reasons, it is becoming increasingly necessary for entrepreneurs, small businesses and even larger, well-established businesses to learn how to make effective pitches to take advantage of various funding opportunities.

This book arms you with the techniques necessary to effec- tively pitch your business and entrepreneurial ideas anytime an opportunity comes your way to do so. It is designed to help you to explore which options are best for you and how to position yourself to pitch you, your idea and your business to potential investors. To do this most effectively, it is important to know to whom you are pitching to, what they look for in a winning pitch, and how to best deliver it.

As an established entrepreneur and business professional who has made a significant number of pitches and has helped prepare others do so over the years, I’ve designed this book to help you successfully address these questions by:

⯀ Discussing the major funding options, investor groups and platforms available to the entrepreneur.

⯀ Offering a complete guide to creating a compelling business plan as a basis for developing an outstand- ing pitch.

⯀ Providing a valuable list of the essential do’s and don’ts of pitching.

This book also shows you what to aim for in a pitch and what investor audiences look for in a pitch, as well as offering a master-class in how to deliver a pitch that you can use to develop your own winning pitching style. At the end of the book is a bonus chapter with precise details on how to make a successful sales pitch.

Your ability to pitch effectively will go a long way toward making your business dream a success, especially when you are able to attract the right kind of investor who is not just keen on making some money from your business but believes in you and your journey.

Welcome to Pitch Your Business Like a Pro!
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PART I

THE ART 0F PITCHING

CHAPTER 1

WHAT IS PITCHING?
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Delivering a perfect pitch is a skill every person needs, especially entrepreneurs and business owners. To shy away from or ignore the need to learn how to pitch yourself, your ideas or your business is to limit your ability to take advantage of opportunities as they present themselves in either planned or chance situations.

Choosing to read this book tells me that you are looking forward to making a pitch, have already pitched an idea or business or are seeking to understand what pitching is all about and how to position yourself to master the skill. The fact of the matter is that all of us will have to formally pitch something at some point in our lives if we haven’t done so already.

What is pitching then? Here is how I define it:

Pitching is the art of making a presentation in person, writing or via video to persuade an individual or audience to support your vision, buy your products or services, or choose you to do a job or invest in your idea or business.

To make a successful pitch requires the ability to clearly artic- ulate your proposition to attract the interest of the person or group whose support, approval or investment you seek. It also requires the ability to sum up the unique aspects of your skills, products or services in a way that excites your audience enough to want to listen to what you are offering and to give you their full backing or to choose you above others for business, employment or other opportunities.

What we think of as a typical business pitch today usually takes the form of an entrepreneur or group of entrepreneurs presenting their idea or business to prospective investors to win their support for cash investment to develop the idea further or expand

Pitching is the art of making a presentation in person, writing or via video to persuade an individual or audience to support your vision, buy your products or services, or choose you to do a job or invest in your idea or business.

and grow the business. Although the phrase business pitch seems to have gained much popularity in the last couple of years with the advent of entrepreneurial business shows on prime- time TV, such as ABC’s Shark Tank (US) and the BBC’s Dragons’ Den (UK), the art of pitching is not a new phenomenon. In fact, it has been a part of life for as long as humans have been interacting, we’ve just known it by a lot of different names and in a variety of situations that may or may not be business related.

A careful look back through your life will bring to mind times you’ve had to pitch something, whether it was selling an idea or skills to win a favor, collaboration, cash support or simply approval to go ahead with what you wanted to do. A few examples that might come to mind include:

⯀ Pitching to your mother to let you walk to school alone for the first time, or to the school assembly or your classmates to vote for you to become a class representative or school president.

⯀ Pitching to someone to go out on a date with you for the first time.

⯀ Pitching your talent at an audition for a role in a play or at a tryout for a place on a team.

⯀ Pitching your skill and expertise as a professional to gain a project assignment or contract, or to employ- ers at interviews to secure a job.

⯀ Pitching a concept in the workplace to management on behalf of your team or department as part of the organization’s strategy.

⯀ Pitching to clients, customers and buyers to spend their hard-earned cash on what you have to offer, or to suppliers to win their trust and cooperation for better supplier relationships and terms.

⯀ Pitching your not-for-profit vision or cause to grant providers and organizations to gain support for the cause.

⯀ Pitching your business idea or your existing business to obtain a loan, win investor support or gain poten- tial partners to inject funds for growth and expansion of the business.

This book focuses primarily on the business pitch described in the last couple of items listed here. However, the techniques I will be sharing can also be put to use to help you deliver an outstanding and winning pitch in any situation.

From experience I’ve also found that although the concept of pitching is fairly well understood, a lot of entrepreneurs do not fully appreciate how significantly it can impact their business success. Some think of it strictly as pitching to inves- tors and thus overlook its importance in countless aspects of business beyond seeking investor support. Some of the ways delivering a great pitch can benefit you and your business are:

⯀ Instilling confidence in your listeners that you know what you’re doing.

⯀ Generating excitement about your business among potential investors, partners or clients, thus opening the door for greater opportunities.

⯀ Enabling you to win over investors willing to infuse your business with the cash and backing it needs.

⯀ Making you and your business attractive to other brands and businesses for collaboration and partner- ship opportunities.

⯀ Giving your existing clients information that may make them want to pitch you to others as your enthu- siasm and knowledge rubs off on them.

⯀ Making your business stand out from the others in the eyes of those to whom you’re pitching.

⯀ Setting you up as the standard or benchmark in your field rather than the follower. As James Humes, an author and former presidential speechwriter, rightly puts it, “The art of communication is the language of leadership.”

⯀ Winning you increased business and revenue with an opportunity to charge premium prices.

Some entrepreneurs and business owners mistakenly restrict their idea of pitching to what is now widely known as the elevator pitch, missing out on the many broader opportuni- ties that can derive from a
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