
Present Yourself Like a Pro!



Present Like a PRO

• WSIC and WIFM?

• Crowded, cluttered world

• ADD

• Sensory overload

• Instant gratification

• Everyone’s got an MBA and a great story



The bottom line…

• Harder than ever to get noticed and be 
remembered.



Glossophobia

• The fear of public speaking

• The # 1 fear/phobia in North America

• As many as 75% of people suffer from it

• Jerry Seinfeld said “At a funeral, most 
people would rather be lying in the casket 
than delivering the eulogy.”



The Elevator pitch

• 30-60 second business description of what 
you do and why someone should work 
with you. 

• “How would you explain your business and 
make a sale if fate placed you in an 
elevator with your dream prospect and you 
only had the time it takes to get from the 
top of the building to the bottom?"



P.P.E.A.S.

• PREPARATION

• PRACTICE

• EYE CONTACT

• APPEARANCE

• SMILE WHEN YOU TALK



Note

• There are 2,330,000 references to 
‘Elevator speech’ on Google, so…



Preparation

If you’re prepared, you’re able to be:

• Confident

• Concise

• Clear

If you believe you know more than the 
person you’re talking to, you do!



Practice

• It’s true – it does make perfect

• Training

• Video tape yourself

• Find excuses to speak in public, or work 
through your elevator speech



Eye Contact

At a recent networking event, I walked up to 
woman who, like me, was trying to balance 
a plastic tumbler of wine, a plate of cheese, 
and a handful of business cards. We 
laughed at our shared predicament, put 
down our plates and introduced ourselves. 
“I’m Robin,” she said. “I’m Deborah,” I 
replied. “So, Robin…what do you do?”

Suddenly, she broke eye contact and stared 
up at the wall, as if something were written 
there. Without expression, Robin recited, “I 
help busy professionals live pain-free lives 
so that they can get back to work.”

My first thought was, “What does that 
mean?” Was she a chiropractor? A career 
coach? A drug dealer?

My second thought was, “Who talks like 
that?”

The answer to the first question turned out 
to be “physical therapist.” The answer to the 
second question was: Entrepreneurs who 
have been taught that they need an elevator 
pitch, but haven’t practiced how to actually 
deliver it and sound human.





Appearance

• You never get a second chance to make a 
first impression

• In the age of smart casual, go smart over 
casual



Smile When you Talk



Fast Company

• Don’t speak the way you write. 

• Utilize common vernacular (aka, use the 
simplest language possible). 

• Turn your pitch into a question. 
– If you’re a professional organizer, ask “You 

know that pile of papers you’ve got 
somewhere in your house that you’ve been 
meaning to get through? As a professional 
organizer, I help people finally get through it.”

• Practice saying your pitch out loud, with 
feedback. 

• Be willing to forgo your pitch entirely. 



Dumb Little Man

• Write down what you do. 

• Write a very short story that illustrates 
what you do for people. 

• Write down your objective or goal. 

• Write 10-20 action statements. 

• Record yourself. 

• Let it sit. 

• Highlight the good stuff.

• Put the best pieces together. 

• Do a final edit cutting as many 
unnecessary words as possible. 

• Dress rehearsal. 

• Done for now. 

• Continue to improve. 



Thanks! Enjoy your stay in 
Canada.
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