Pitch
Crafting And
Storytelling




Tell me the Facts and | will
learn. Tell me the Truth and
| will believe. But tell me a
story and it will live in my
heart forever.

l-Ed Sabol
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What is Pitch Crafting and telling Sales stories?

Imagine you have a powerful tool that can grab the attention of busy executives,
connect with them on an emotional level, and communicate the value your company
offers. That's precisely what pitch crafting and sales storytelling can do.

Pitch Crafting is the art of condensing your company's message into a concise and
compelling narrative. It's like a moving conversation or a dialogue tailored to resonate
with your target audience - investors, partners, and potential clients.

Sales Storytelling takes it a step further. Here, you weave a narrative around your
product or service. This story doesn't list features; it highlights the problems your
company solves and its positive impact on customers and buyers. It involves weaving
a story around your offering, where the protagonist is the client facing a specific
challenge (their pain point). Your product or service guides them through the conflict
and towards a desired outcome (their success). It brings alive the new reality, the new
possibilities and creates an emotional impact on the customer.

Why Pitch Crafting and Story Telling?

While facts and figures may inform people about what you do, a well-crafted pitch
and a captivating sales story can help them understand why it matters. Mastering
these skills and equipping your team with them will give you a strategic advantage
and enhance your company's future. Investing in pitch crafting and sales storytelling
is not an expense; it's an investment in your business's growth and success.

Boost ROl.on Marketing & Sales Efforts:

Traditional sales pitches can be forgettable. A compelling narrative
embedded in your pitch cuts through the noise, grabs attention, and
resonates with potential customers. This translates to higher conversion
rates and a better return on investment for your marketing and sales efforts.

Build Brand Loyalty & Advocacy:

Customers don't just buy products; they connect with brands. Storytelling
allows you to showcase your company's values, mission, and the positive
impact you have. This emotional connection fosters brand loyalty and turns
customers into enthusiastic advocates who spread the word organically.




Close More Deals:

Facts and features tell, but stories sell. By weaving a narrative around
how your offering makes a difference to their situation, you move a
customer at an emotional level. You demonstrate how your offering
solves their problems and improves their lives.

Attitudes, Behaviours, and Being for Pitch Crafting and Story Telling in Sales

It's not just about what you say but how you say it and who you are as a
communicator. Crafting a winning pitch and weaving a compelling sales story
requires more than facts and figures. It demands a specific mindset and
approach—"a way of being” that resonates with your audience.

Passionate Belief

Believe sincerely in the value your company offers. Your enthusiasm is contagious, inspiring
trust and motivating your audience to act.

Presence

Develop a sense of authority and expertise. This doesn't mean arrogance but a self -assured
grace which comes from knowing and narrating the right stories.

Customer Empathy

See the world through your customer's eyes. Understand their challenges and aspirations.
Shift the focus from your product to their needs and aspirations.

Openness to Feedback

Be receptive and willing to refine your pitch and story based on audience reactions.

Active Listener

Don't just talk; listen intently to your audience's needs and concerns. Tailor your pitch and
story accordingly.

Concise Communicator

Time is precious. Get to the point quickly and effectively. Focus on the most impactful aspects
of your message.



Enthusiastic Delivery

Speak with conviction and energy. Your passion will be contagious and draw your audience in.

Way of Being:

Authentic

Be yourself. Authenticity triumphs over performance and projections.

Lifelong Learner

Continuously hone your storytelling skills and stay current on industry trends.

Solution-oriented

Focus on how your company solves problems and creates positive outcomes.

Visionary

Paint a picture of a better future that your product or service helps achieve. Inspire your
audience to be part of something bigger.

A Salesperson’s Blind spots

While pitch crafting and storytelling are powerful sales tools, salespeople can fall
into blind spots that hinder their effectiveness.

Overdoing:

Jargon Soup

Technical terms can impress some but confuse and alienate most. Use clear, concise
language that your audience understands.

The Feature Frenzy

Don't get bogged down when listing every feature of your product or service. Focus on the
benefits those features provide and how they solve customer problems.

The Never-ending Story

When the seller rambles on, the story falls flat. Story should follow structure and should have
intrigue. It should leave the listener wanting for more.



Underdoing:

Focusing on features, not benefits

Salespeople might get caught up in explaining the intricate features of their product without
highlighting how those features translate into benefits that solve the customer's problems.

Unclear value proposition

Your value proposition is the core message of your pitch, clearly stating why your product or
service is better than the competition. A weak or unclear value proposition leaves the
customer confused and unconvinced.

Unpreparedness for objections

Objections are a natural part of the sales process. Anticipate commmon objections and prepare
strong, clear responses that address the customer's concerns.

Sales Bliss Toolkit and Hacks

Sales Bliss goes beyond generic pitches and forgettable stories. We equip your sales
team with a toolkit of frameworks, templates, and hacks to craft compelling pitches
and captivating sales stories that resonate with each prospect.

Sales Bliss Pitch Crafting Dynamo:
The FAB Formula Framework

Move beyond features and benefits. Sales Bliss FAB (Features, Advantages and Benefits)
Formula Framework helps you connect the dots between features and the tangible results
they deliver for your customer. Instead of just listing features, explain how they translate into
increased sales, reduced costs, or improved efficiency.

Value Proposition Vault Framework

Develop a clear and concise value proposition using our Sales Bliss frameworks. This
crystallises your unique selling points and resonates with your target audience. What makes
your offering stand out? How does it specifically benefit your ideal customer?



Sales Bliss Storytelling Symphony:

p

The Before-After-Bridge Toolkit

Sales Bliss takes the classic sales story structure and injects emotional triggers. Connect with
your prospect's hopes, fears, and aspirations through compelling narratives. Paint a picture of
their situation before your product, the ideal after using it, and bridge the gap by showcasing
how your offering solves their problems and helps them achieve their desired outcomes.

The Sales Bliss "What If?" Framework

Start your pitch with a thought-provoking question that ignites curiosity. Sales Bliss helps you
craft intriguing openers that grab attention and prime your prospect for your solution. For
example, "What if you could double your customer satisfaction overnight?"

By providing your team with the Sales Bliss Toolkit and Hacks, you'll empower
them to become pitch-crafting maestros and storytelling virtuosos. They'll have
the tools and confidence to captivate audiences, differentiate your brand, and
drive sales success like never before.

Who Should Attend This Pitch Crafting
and Story Telling Workshop?

The Pitch Crafting and Storytelling workshop is ideal for professionals
who want to improve their communication skills. Essentially, anyone
who wants to improve their commmunication skills, connect with their
audience on a deeper level, and deliver a more impactful message can
benefit from attending the workshop.

Sales & Business Development Professionals

This workshop is a goldmine for sales and business professionals. They'll learn to craft
compelling pitches that resonate with clients, develop captivating sales stories that connect
emotionally, and close more deals by effectively communicating the value they offer.

Entrepreneurs and Startup Founders

Storytelling and pitch crafting are essential for startup success, whether pitching to
investors, securing partnerships, or winning over customers. This workshop equips
entrepreneurs with the tools to articulate their vision, secure funding, and build venture
momentum.

Marketing & Communications Professionals

Learning to craft compelling narratives is vital for anyone in marketing or communications.
This workshop helps them develop engaging presentations, create impactful content, and
effectively coommunicate their brand message to a wider audience.



