
WIN MORE & LOSE LESS

Derail the Pitch™



“I have an amazing 
opportunity for you…”



Introduction

Are You Ready?



Introduction

Why Pitch At All?



Course Overview
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Introduction



Common Objections
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Common Objections

“WE REFUSE TO PITCH!” 

“WE DON’T PITCH FOR FREE!” 

“CLIENTS ONLY NEED LOOK AT OUR PORTFOLIO!” 

“WE ARE A SERVICE BUSINESS!” 

“BUT OUR CLIENTS WON’T LET US _____!” 

“WE WOULD NEVER BOW OUT…” 

“OUR CLIENTS WON’T LET US COLLABORATE”



1. About High Ticket 
Pitching 

2. Long Before the 
Invitation 

3. The Invitation 
4. The Objections 
5. The Concessions 
6. The Collaboration 

7. The Presentation 
8. After the 

Presentation 
9. The Award 
10.Long After the 

Presentation 
11. A Word from 

the Pros

Derail the Pitch™



1. About High Ticket Pitching

Bust the Pitching Myths



Bust the Pitching Myths

MYTH: THE BEST CREATIVE WINS / “IT’S ALL ABOUT THE 

WORK!” 

MYTH: A GREAT PROJECT FROM TOP CLIENT IS A PRIZE. 

MYTH: BE RESPONSIVE AND HELPFUL. 

MYTH: COMMUNICATION IS KEY.



Why the Loser Loses

Reasons We Lose Pitches  

(That Have Little to Do with the Creative We Pitched) 

Lack of trust 

Incumbency 

Personality conflicts 

Randomness (you can’t win them all) 

Easily replaced, I.e., You were always “the check bid.”



“Our creatives always have a 
favorite. The other two are 

just Hail Mary’s.” 
– Anonymous at Apple



1. About High Ticket Pitching

Know → Like → Trust





AwardIntentInterestAware

THE CREATIVE FIRM SALES CYCLE

Connect Share Diagnose

Unaware

Pitch

C L I E N T  
STAT E

ACT I O N → → →

K N O W    →    L I K E    →    T R U S T



1. About High Ticket Pitching

Navigate the Three Streams



The Pitch Process

CREATIVE BUSINESS CLIENT



CREATIVE BUSINESS CLIENT

The Low Ticket Pitch Process

The Invitation 

The Award

The Work 

The Presentation 



CLIENT

The Invitation 

The Award

BUSINESSCREATIVE BUSINESS



CLIENT

The Invitation 

The Award

BUSINESSCREATIVE



CLIENTBUSINESS

The Three Streams
CREATIVE



CLIENTBUSINESS

The Three Streams
CREATIVE

“The Stars” 
Geniuses 

In demand 
Inaccessible

“The Agent” 
Questioning 
Consultative 

Access



CLIENTBUSINESS

The Three Streams
CREATIVE

 

The Collaboration 
The Presentation 

 

 

Long Before  
the Invitation 

The Objections 
The Concessions 

After the  
Presentation 

Long After  
the Award 

 

The Invitation 

 

The Award 

 



1. About High Ticket Pitching

Be the Favorite



Win the Client → Win the Project

PRIMARY GOAL 

Be the favorite 
The preferred vendor 

The recommend 

IN THE PROCESS, WIN MORE  

More creative control 
More budget 
More respect



Can’t Win → Lose Less

SECONDARY GOAL 

Don’t be the third bid 
The courtesy bid 

The long shot 
The check bid 

IN THE PROCESS, LOSE LESS 

Less time 
Less money 
Less energy 

Or do something completely unexpected…



1. About High Ticket Pitching

Red Flags or Green Lights



Red Flags or Green Lights

THE BUSINESS ROLE 

Every Client Has a Tell 
Smoke Them Out





Red Flags or Green Lights

THE BUSINESS ROLE 

Every Client Has a Tell 
Smoke Them Out 

Red Flags 
Loss Aversion 
Green Lights 

SILVER LININGS 

Losing the Battle but Winning the War



"When someone  
shows you who they are, 

believe them the first time." 
– Maya Angelou
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The Award 

 



CLIENTBUSINESS
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Red Flags or Green Lights

THE BUSINESS ROLE 

Every Client Has a Tell 
Smoke Them Out 

Red Flags 
Loss Aversion 
Green Lights 

SILVER LININGS 

Losing the Battle but Winning the War



1. About High Ticket Pitching

Stages of the Pitch Process



CLIENTBUSINESS

Stages of the Pitch Process
CREATIVE

 

The Collaboration 
The Presentation 

 

 

Long Before  
the Invitation 

The Objections 
The Concessions 

After the  
Presentation 

Long After  
the Award 

 

The Invitation 

 

The Award 

 



2. Long Before the Invitation

Take Radical Responsibility



2. Long Before the Invitation

Step Into the Expert Mindset



2. Long Before the Invitation

Be Positioned to Win



2. Long Before the Invitation

Winning / Losing Calculator



3. The Invitation

Don’t Come In Cold



3. The Invitation

Don’t Start On the Wrong Foot



3. The Invitation

Don’t Forget to Ask Why



4. The Objections

Don’t Meet Their Deadline



4. The Objections

Don’t Pitch On a Fake Project



4. The Objections

Don’t Accept Their Pitch Fee



4. The Concessions

Don’t Give Them What They Want



4. The Concessions

Don’t Guess Their Budget



4. The Concessions

Don’t Fight Unknown Enemies



4. The Concessions

You Accept or Decline the Invitation



5. The Collaboration

Don’t Surrender the Inside Track



6. The Presentation

Don't Deal with Underlings



6. The Presentation

Don't Send Your Deck



7. After the Presentation

Don't Stop Derailing



8. The Award

You Won or You Lost



9. Long After the Award

Derail Future Pitches



Bringing It All Together

Recap: Derail the Pitch Process



CREATIVE BUSINESS CLIENT

The Low Ticket Pitch Process

The Invitation 

The Award

The Work 

The Presentation 



CLIENT

The Invitation 

The Award

BUSINESSCREATIVE BUSINESS



CLIENT

The Invitation 

The Award

BUSINESSCREATIVE
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CLIENTBUSINESS
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CREATIVE
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Appendix

Dealing with  
Middlemen & Gatekeepers



Decision 
Maker

Decision 
Maker

distance

You

Middleman 
GATEKEEPER  

UNDERLING  
AGENCY 

REP

You

distance

Dealing with Middlemen



Appendix

It’s Not WHAT You Pitch  
But HOW





PJ Richardson at Laundry

THE WISDOM OF PEERS



Jeremy Dimmock at Polyester

THE WISDOM OF PEERS



Ryan Summers at Spillt

THE WISDOM OF PEERS



Mitch Monson at Sibling/Rivalry

THE WISDOM OF PEERS



Steve Viola at FX Networks

THE WISDOM OF PEERS



Justin Barnes at Versus

THE WISDOM OF PEERS



Erin Sarofsky at Sarofsky

THE WISDOM OF PEERS





Unaware → Aware → Interest

THE CREATIVE FIRM SALES CYCLE

Intent → Award→

“I’m with you”

“I see you” “I know you” “I like you” “I trust you”



Expert Mindset

“We exist to 
serve our 
clients.”

“Clients call us 
because they 

need us.”
→



       A B O U T  H I G H  T I C K E T  P I T C H I N G1



Derail the Pitch™



Kickoff



Kickoff

1. Welcome 
2. Betting on Yourself 
3. The Problem with Pitching vs. the Opportunity 
4. Commit to the Process 
5. Introductions & Your Goal 
6. The Journey Ahead: Modules and Workshops 
7. Homework



Homework

1. Confirm Weekly Workshop Schedule 
2. Partner Pairings 
3. Share a pitch deck: pick a date 
4. Watch WEEK 1 Modules 

Extra Credit: podcast with Steve Viola at FX


