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What We mean by Pitching

this bundle is focused on when you are asked to pitch / present to win a partnership (or to win 
the chance to go through to a staff vote). 

although some of what we talk about may give you ideas to help you when you are in an 
informal meeting with a company, that is not our primary focus. there are some things which 
are special about having to give a formal presentation / pitch, and so here we share techniques 
that have helped other charities in these situations.

should you be Pitching at all?

Preparing a pitch is very time consuming, if you are to do it remotely well. So it is essential that 
you go after the right companies in the first place. there is no point in coming back from a 
pitch you have lost, saying ‘i knew we never stood a chance because of XyZ’. 

if there is no logic to why the company would ever choose your charity, don’t pitch. instead, 
spend your time doing something that does suit your strategy. For more help in being strategic 
about which kinds of company you should and shouldn’t go for, see the bundle ‘How to win 
strategic corporate partnerships’. both in the film and the notes we explain the bright Spot 
System for choosing your Dream 10 companies.

but as long as there is some strategic logic for why the company should choose you, this 
bundle is designed to help you win pitches even if you are smaller or have fewer resources than 
the other charities pitching.

bring substance / value

as the outstanding corporate fundraiser alix wooding* once told me, ‘don’t be fooled by the 
word ‘pitch’. although it is helpful to show up on the day, able to present confidently, first its 
crucial that you find the best possible content to be presenting. 

you need to find substance and you need to find it on the right topics. only if you can find this 
substance (that the pitch panel cares about!!), then give attention to how you’re going to say it 
on the day.

*Check out the inspiring bundle Alix made with us ‘How to punch above your weight in 
corporate partnerships’. The techniques are different to Ben’s four keys that we cover in this 
bundle.
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the first key – insight

there are no rewards for losing a pitch and then saying ‘we told them exactly what they said 
they wanted in the brief. its so unfair.’ in my experience it is very possible that the pitch brief 
that the cSR team at the company sends you will often not tell the full story for what really 
matters to the people on the panel (ie those who have the power to choose or reject you). 

(if this sounds unfair, then rule one of pitching is to accept 
from the start that the entire pitch process is an absurd 
and unfair way to decide where to do some good. we 
have found its more helpful to see it as unfair game whose 
unwritten rules you can choose to master.

For instance, the cSR team may not care about the 
commercial objectives of the company. that’s ok. but be 
aware that the people with the most power in the pitch 
panel may not be thinking exactly like the brief or the cSR 
team. (they may not even have read it). or at least, if the 
brief asks for 6 things, always one or two of those things 
are more important to them than the other 4. 

So it’s crucial that you test your assumptions by gathering as much insight as you possibly 
can, about what really matters to the company and more specifically, to those in the pitch 
panel. this helps you decide what issues you should focus on in your pitch. and focus is very 
important. it is far more persuasive to cover a few topics very well, and in (emotional) depth, 
than to try to cover too many topics and so cover all of them in a shallow way.

some ways to test your assumptions, by gathering more insight:

•	talk to people who work at that company. (if you are working strategically, then almost  
 certainly you’ll already have built / have met them for tea or coffee anyway in the   
 preceding months). to have not done so makes winning staff votes harder than ever.

• ask your colleagues whether they know anyone you could talk to at that company

• talk to customers (or in this case fans) of the company

• talk to a marketing agency of the company

• talk to people who understand that industry (knowledgeable business people who like your  
 charity ie your ambassadors – well-connected business people who like your charity.)

• talk to charities who have partnered that company in the past. (yes really!) if you call them  
 up, they may choose not to share anything if they are still looking to grow the partnership,  
 but often they are no longer partners, and are happy to offer advice.

the team that has 
gathered more 
insight (about why 
they would say 
yes) always has a 
valuable edge over 
their competitors 
on pitch day.
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the second key – imPact

a very useful book for designing pitches (and other charity messaging) is Made to Stick 
by chip and Dan Heath. all six of the principles covered in the book will help you in your 
fundraising, but in particular, adam used Stories, contrast and Simple to help win the 
partnership with chelsea Fc.

stories.

we don’t mean including just one clunky 4-minute case study like your competitors will 
probably do. we mean plenty of real relevant examples, either of your beneficiaries whose lives 
are better because of what your charity does, or of your existing or past partners who were 
delighted with the partnership. or, in most corporate pitches, both kinds of examples. (note, 
whether more of your stories should be about partnerships or your cause, will be informed by 
the insight you gathered earlier).

these examples don’t necessarily need a beginning, middle and end (although sometimes 
that structure is very powerful.) a fantastic way to reassure a potential partner about how well 
you manage a partnership with a company is to get a short (smart phone) film of them saying 
this. one of these is persuasive, but if you can get two or three, as adam did, it’s incredibly 
powerful. 

For help finding and using more real examples in practice, check out the Influence bundle of 
the Members club or my book The Fundraiser Who Wanted More from amazon.

contrast.

evoking both the before as well as the after is immensely powerful. and because this skill 
usually takes some work to achieve, the good news is that your competitors probably won’t 
have bothered.

How could you convey to the pitch panel what would happen if they don’t choose you, 
that is the unacceptable status quo for the people or animals your charity serves? and also, 
potentially, some kind of problem the company has, (ie which a partnership with your charity 
would help solve).

and then show them how fantastically either (or both) of these kinds of problem can be solved 
if they say yeS to your charity today. (if you would like to improve your skills in this area, check 
out the Influence bundle in the Members club, in particular the films about the Magic Formula.

simple.

beware, a common pitfall is to carry out wonderful insight research, and find the one, two or 
three things that the pitch panel is most likely to care about… and then have your pitch ruined 
by ignoring that hard-won insight. this often happens when a (senior) colleague insists that 
you cover too many different topics (for instance because they take the brief at face value and 
have not understood the insight you gathered). 
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beware the curse of Knowledge! if you try to say too many different things, the panel will fail 
to grasp (and more importantly, feel) most of them. Focus is power. Find ways to help your 
colleagues understand the need to focus on the key ideas. to grow your confidence so you can 
win this internal argument, reading Made to Stick by chip and Dan Heath will help.

the third key – hunger

an advantage for underdogs is that winning this partnership would mean more, it would be 
more transformational, it would make more of a difference to their status quo than for a large 
charity.

there are two ways hunger helps the underdog. Firstly, if 
you channel it, it can help you follow through and do the 
hard / brave work that your competitors are less willing to 
do. Secondly, if you convey this hunger in the right way, 
it can help the pitch panel choose you, in part because of 
this hunger.

How can you convey how much your charity is 
determined to win this? and can you do it in such a way 
that does not make you low status, desperate, like in some 
sense a ‘beggar’? crucially, it’s not that you need this 
personally (eg for your target), but that it would make an 
extraordinary difference to the beneficiaries you serve.

in the film we talk about adam cycling across london through the rain, the day before the 
pitch because he knew that getting the interview on his smart phone would add power / 
certainty to the presentation. 

Very few pitch briefs talk much about this, but in every pitch, at some level the panel is 
evaluating your character. Most companies have worked with charities in the past that 
promised a lot, but failed to deliver on those promises and ideas. So its immensely powerful if 
you can send a signal to their conscious (and unconscious minds) that you are not like other 
people…you walk your talk… you relish hard work.

the fourth key – belief

none of the tactics we have talked about so far will work unless you believe that you can win. 
believing you can win enables you to work hard and prepare to the very best of your ability 
(and you do need to bring you’re a game if you are going to succeed). Secondly, it enables you 
to present on the day with confidence, certainty, and even playfulness. 

though we said at the beginning, preparing a presentation full of (the right) substance 
matters, it is also true that the confidence you pitch with has a persuasive effect (at a 
subconscious level) on the audience. they feel this confidence and it is much easier to say yeS 
to than arrogance, desperation or ‘poor me’ victimhood.

this bundle was inspired by Malcolm Gladwell’s book David and Goliath – underdogs, misfits 
and the art of battling giants. 

how can you send 
them the signal that 
you are the sort of 
person (and charity) 
that goes the extra 
mile, ie in how you 
prepared for this 
pitch?
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Most of the book describes the tactics used by a wide range of successful underdogs, in sport, 
business, military strategy who have gloriously succeeded. it explores the tactics they use 
and shows you how you can apply them in your field too. it starts by reframing what most 
people understand about the true story of what happened when a real shepherd named David 
accepted the challenge to fight the real man-mountain named Goliath. if David had fought the 
original Goliath at close quarters, of course he would have stood little chance. 

but in the ancient world, many armies included slingshot 
specialists, as well as archers, which were the equivalent 
of a modern day artillery unit. Gladwell shares what 
military historians have discovered – slingshot specialists 
were highly skilled, capable of launching a stone with 
astonishing accuracy and devastating power to inflict 
harm. 

So David did not fight the way Goliath wanted him to 
fight, up close. He did not accept the offer of King Saul’s 
armour, which only would have hampered his agility. 
instead he chose to play to his (formidable) strength. 
From a distance, the fight was certainly one-sided. Goliath 
could not touch David, but David was the outrageous 
favourite to defeat Goliath. 

Gladwell shows us that contrary to the modern idea of David vs Goliath (a brave weakling 
refuses to give up and somehow gets lucky), what really happened was the smaller man 
insisted on playing to his strengths, in spite of the forces around him wanting him to do 
otherwise. How could you play to your strengths? ben explained three possible advantages for 
you to exploit:

•	Persuasive content and relationships. its easier to communicate internally, so getting great  
 content, great examples, having a good relationship with your co-speaker is usually much  
 easier than at a large charity. Do not underestimate how hard it can be to build relationships  
 with people in different departments in large charities.

•	agility. Decision making - it can be much easier to involve partners in shaping partnerships /  
 projects at small charities. 

•	‘big is bad’. around the world, people are embracing the power of small organisations,  
 decentralisation etc. this is in part fuelled by technological progress and is demonstrated  
 in current political trends, and the success of websites like Kickstarter. elegantly done,   
 evoking the ‘benefits of small’ now plays in your favour more than ever.

how can you
transfer a feeling 
of certainty to your 
audience?

certainty, that
saying yes to you 
gives them more of 
what they want / 
need.
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how could you make use of insights from ben’s 4 Keys to win more of your 
pitches?

what ideas do you have to apply the advice in this bundle? 

who would it help to talk through these ideas with?

note, other useful resources to help in this area are the Pitch to Win e-book 
in the Resources section of Members club and the Win that Pitch course i 
deliver through the ioF academy in london.

?
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you’ve been working on:

How you can beat Goliath

We’d love to hear how you get on. feel free to share your progress or questions in the 
members club facebook group.

now defy (the apparent) odds.


