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My Promise 
 

If, after reading this book, you don’t feel that it 
contains not just good advice, but the greatest 
advice on the subject that you have ever received, 
I will happily refund your money and apologize 
for wasting your time. 
 
Mike@Pitch.Ninja 
 
 

Virtual Dojo 
www.pitch.ninja 

 
To help you better understand the concepts in 
this book, I have created a series of video 
tutorials and posted them to Pitch.Ninja or 
PitchNinja.com in a members-only area called the 
Virtual Dojo. The Virtual Dojo has different 
levels of membership; the “book” level is the 



 

 

least expensive and you can access it for a month 
for free (maybe even longer!)  
 To access the Virtual Dojo, visit 
Pitch.Ninja/VirtualDojo and sign up for the 
“book” membership. 
 

  



  

 

 
 
 
 
 
 
 
 
 
 
 

Preface 
 
I love presenting. It’s fun, it’s invigorating and 
there are few things I’d rather do. One of those 
few things I like to do more than presenting is 
teaching other people to present. There is hardly 
anything I find more satisfying than showing 
someone a few simple techniques that will change 
how they think about presenting and change the 
way they present for the rest of their lives.  
 For me it’s a win-win-win. My clients get 
transformed into total Pitch Ninjas, their audiences 
are spared from painfully boring presentations, 
and I get paid. It’s a wonderful thing with little to 
no bloodshed (Pitch Ninjas aren’t violent). 
 The good news is that when it comes to 
giving presentations, the bar is set pretty low. 
Most people haven’t had five minutes of 
presentation training. If they do get some 
training, most of it is focused on the content of 
their presentation. Hardly anybody provides 
training on the style of the presentation. The most 



 

 

you will get on style is a little feedback here and 
there during practice sessions. 
 This book, Pitch Ninja, provides detailed 
instructions on exactly how to create a winning 
presentation. Although I will touch upon content, 
the focus is on style and the specific things you 
can do to persuade your audience, including lots 
of non-verbal body language that will really make 
a difference. 
 These techniques work. In 2003 I used 
them to win a business plan competition at one 
of the top business schools in the country. Over 
the next ten years I coached and taught seven 
other teams. All of them won. Now I teach all my 
students these techniques, and all my students 
and clients become world-class presenters 
whether they like it or not!  

I realize that there are lots of other places 
where people present and that winning business 
plan competitions isn’t the same thing as giving 
other kinds of presentations. But business plan 
competitions do have judges who can react to the 
presentation itself rather than their personal need 
for the product or service being pitched. I think 
business plan competitions are a place where 
presentation skills can take you to the top even if 
your underlying concept isn’t rock solid. 

However, in order for presentation skills 
to matter, they have to advance a speaker and 
their audience forward in life or their career. 
When I touch base with my former students I see 
that they have used these skills to raise millions of 
dollars in startup capital and land millions of 



  

 

dollars in sales revenue. In fact, I have personally 
raised millions using these techniques and I’m 
happy to share them with you. 

Be forewarned, however, that you will be 
pushed from your comfort zone and you will be 
asked to do things that might not come naturally. 
In the end I promise that if you follow the advice, 
the results will be nothing less than spectacular 
and your speaking life will be forever changed.  

I hope someday I can work with you in 
person to help you hone your technique and 
become a speaking master. I want you to be 
awesome. Let’s begin…. 
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Introduction 
 
This is a book about giving formal presentations. 
A formal presentation is planned, rehearsed and 
performed in front of a live audience.  
 Most of the presentations people give are 
informal. They are not planned or rehearsed and 
may or may not take place in front of a live 
audience. An informal presentation usually 
consists of a bunch of people sitting around a 
conference table or in a coffee shop talking about 
something. Sure, there may be an agenda or a 
report to go over, but the structure and flow of 
the presentation isn’t really planned and rarely, if 
ever, do people rehearse what they are going to 
say or do during the meeting. 
 Formal presentations are important—very 
important. A formal presentation allows a 
relationship to move forward whereas an 
informal presentation may not. A formal meeting 
redefines a relationship. You can’t more forward 
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unless you occasionally redefine the relationship. 
Moving from prospect to customer, for instance, 
is a redefined business relationship. 
 Think about a couple dating. They may go 
on any number of informal dates. They go out, 
have fun and enjoy each other’s company; all the 
while they are getting to know each other more 
deeply and intimately. Their relationship is defined 
as a “dating couple” and the content of that 
relationship is based on the nature of their 
activities together. 

Eventually, one of them (usually the guy in 
our man/woman dating scenario) decides he 
wants to ask her to marry him. This means he 
must give a formal presentation. He will plan the 
interaction and rehearse what he will say. He will 
plan where the event will take place and even 
what his body will do. For instance, he may go 
down on one knee or he may stand up so he will 
appear on the megascreen at a sporting event. He 
may invite friends, buy a new shirt and plan a nice 
meal. This meeting is most likely going to happen 
in person. This formal meeting will, without a 
doubt, redefine the relationship. 

If she says yes, they will cease being a 
dating couple and will now be an “engaged 
couple.” If she says no, they will be forced to 
have a serious discussion about the future, which 
will also redefine the relationship. If she says, 
“Hell no,” their relationship will be redefined as 
single again. Let’s pretend she said yes. 

Now the couple is engaged. Their 
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relationship moves from happy-go-lucky dating 
to being focused on the transition to being 
married. They become a unit and now must 
redefine their relationship with those around 
them, including friends, family and even the 
government. So, they will plan and rehearse yet 
another formal meeting that they will perform in 
front of a live audience. The wedding will 
redefine their relationship with the world and 
each other, no matter what the outcome.  

This happens in business all time. 
Informal meetings define the business relationship 
whereas formal business meetings will redefine the 
business relationship. Consider an employee 
annual review. This is a formal meeting that must 
be planned and rehearsed—especially if the news 
is bad. After the meeting, the relationship will be 
redefined. This is a small example. The more 
formal the presentation, the more profound the 
redefinition of the relationship. 

So, if you want to move your relationship 
to the next level, you have to redefine it under the 
terms of the new level. The problem is that most 
formal presentations suck. 
 
Bad Presentations 
 
I’ve seen a lot of presentations in my career and 
most of them are pretty bad. In fact, most of 
them are completely horrible and outright 
embarrassing for the presenter. Just the other 
night I was an investor panelist at a business pitch 
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night and all of the presenters looked more like 
they were delivering eulogies rather than business 
ideas. 

Think about it: here were people who are 
on a journey to fulfill their life’s dream and they 
showed no passion whatsoever. It’s depressing. This 
kind of presentation is so common, however, that 
we may not even realize how bad it is. That is, 
until we see something better. 
 Companies spend thousands or millions of 
dollars on brand images, brochures, websites, 
trade shows and all sorts of other marketing 
tools. They pore over every word and detail of 
their marketing materials before sending them to 
legal for a stamp of approval. The time and 
money spent developing good marketing 
materials can be exhausting. In spite of this, little 
attention is paid to how people present the 
company and concepts to others. Don’t get me 
wrong, most people spend some time on preparing 
and practicing presentations. Some even spend a 
lot of time, but all too often they are practicing 
the wrong things. 
 When I was a kid I wanted to be a 
skateboarder. I sucked at it. I didn’t want my 
friends to see how bad I was so I practiced, by 
myself, all the time. I’d practice and practice and 
practice and practice and practice. I never got 
better because I was practicing the wrong things. 

Years later I put my son in skateboard 
lessons. His teacher gave me a few pointers and I 
was instantly better than ever. If I had only known 
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what I should be practicing, I wouldn’t have 
wasted all that time never getting better! 

Such is the way with giving presentations. 
People put together a PowerPoint deck and then 
go “practice the slides” over and over. So many 
people practice the wrong things, no matter how 
much they practice, their presentation will never 
get better. I’m going to tell you what to practice 
so that when you do practice, you will improve 
the chances of giving an awesome presentation.  

The first step in the process is to 
understand why most presentations are as bad as 
they are. 
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Chapter One: 
 

Magnetic South Pole 
Most people are familiar with the Magnetic North 
Pole. It’s that special place in the Northern 
Hemisphere where the Earth’s magnetic field 
points downward, allowing people to navigate 
with compasses. It gave mankind the ability to 
proceed with confidence in the right direction.  

Magnetic South Pole is just the opposite 
and instead of attracting the needle of a compass, 
it only affects presenters. It appears, out of 
nowhere, right under a presenter’s feet whenever 
he or she stands up to present. It pulls on the 
nails in their shoes so they can’t move and draws 
their jowls down, forcing a frown. It’s usually to 
the immediate right or left of the presentation 
screen and it ruins presentations. 

It saps their energy and dampens their 
voice to a monotone drone. Seemingly unable to 
lift their feet, they stand in one place for the entire 
presentation using the occasional slight hand 
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movement. Because they don’t move, they have 
to say things like, “As you can see on this slide,” 
(which, of course, nobody can see).  
 
Weaving 
 
Because getting stuck on Magnetic South Pole is 
uncomfortable, some people sway their body 
side-to-side, shifting their weight from one foot 
to another in a tedious rhythm.  

Horses do this. It’s a “stable vice” known 
as “weaving” and their owners hate it because it’s 
annoying—not because it’s harmful (it’s not). 
Horse owners will go to great lengths to prevent 
their horse from weaving, going so far as to stick 
a pig, goat or even a few random chickens in the 
stall in an effort to entertain, or at least distract, 
the horse so it won’t weave. This kind of 
annoying presentation behavior is all because of 
Magnetic South Pole. 
 
Pacing 
 
Sometimes a presenter will move from the spot 
they are standing and proceed to pace back and 
forth across the front of the room. This is just as 
tedious as standing in one place, except now the 
audience has to turn their head from side to side 
like they’re watching a tennis match that never 
ends. 
 Yet another variation is stepping forward 
and backward over and over. Again, this is 
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Magnetic South Pole at work, causing people to 
act in a horribly boring fashion. 
 
Swagger 
 
A swagger is worse than pacing. A swagger is an 
arrogant pace. When someone swaggers, he has a 
lazy stride and lazy movements that make him 
look like he thinks he is too good to be there.  
 In this case, Magnetic South Pole has 
taken the spring out of his step and caused him to 
replace energy and confidence with arrogance and 
overconfidence. When people are nervous, they 
try to correct by trying to relax. A swagger is 
evidence of overcorrection. You can use nervous 
energy to your advantage. 
 
Podiums 
 
To make matters worse, the location of Magnetic 
South Pole is often marked on the floor with a 
podium. This way the presenter can actually hide 
from the audience instead of doing something 
interesting.  
 Podiums are presentation killers and you’ll 
have to avoid them at all costs. Unlike real ninjas, 
Pitch Ninjas are anything but stealthy. They don’t 
hide behind podiums. 
 
Laser Pointers 
 
Magnetic South Pole is the reason there is a 
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market for laser pointers. If people realized they 
could simply walk over to the screen and point to it 
they would never even think of buying a laser 
pointer. Rarely, if ever, is a screen so high that a 
human being can’t reach it. To make matters 
worse, your nervousness will cause the pointer to 
shake and the little red dot will move so much it 
will make you look like you are overdosing on 
Red Bull. If you own a laser pointer, go get it now 
and flush it down the toilet. 
 

 
 

The right place to put laser pointers 

 
In spite of fact that I hate laser pointers, I 

actually own several of them. That’s because the 
manufacturers of presentation remotes actually 
integrate the foolish devices into the remote. 
Presentation remotes are great, laser pointers are 
not. More on this later. 
 
PowerPoint 
 
The last evidence of Magnetic South Pole is 
overcomplicated and over-written PowerPoint 
slides. PowerPoint is a great program, but over-
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reliance on it is usually because someone is 
overcompensating for Magnetic South Pole.  
 I like the way my friend, David Fernandez, 
puts it: “PowerPoint is not the message nor the 
messenger.” You are the messenger, and what 
comes out of your mouth is the message. 
PowerPoint is simply there to help. 
 A bad PowerPoint presentation consists 
mostly of content to help the speaker. A good 
presentation consists of mostly content to help 
the audience. 

 
Why Magnetic South Pole Exists 
 
Magnetic South Pole sounds silly, doesn’t it? It’s 
true. It’s there. Watch for it when you see your 
next presentation. The influence of Magnetic 
South Pole is overwhelming, and for good 
reason—what else are you supposed to do? 

There was a great scene in the movie 
Talladega Nights where the lead character, Ricky 
Bobby, is being interviewed for the first time on 
national television after doing well in his first 
race. As he speaks to the reporter in an overly 
soft tone of voice, his hands slowly rise up in 
front the camera for no apparent reason. He 
admits to the reporter, “I’m not sure what to do 
with my hands.” 

“If you could just hold them down by 
your side,” the reporter responds. A minute later 
the hands slowly rise up again in front of the 
camera. Ricky has no idea what to do. It was 
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hilarious (look it up). 
Magnetic South Pole exists because most 

people have no idea what to do with their bodies 
during a presentation. There are two reasons for 
this. The first is that they are too worried about 
what they are going to say. The second is that 
nobody has ever told them what to do. For you, 
that’s about to change. 
 

 

Virtual Dojo 

 

Magnetic South Pole 
To see a video describing Magnetic 
South Pole, visit PitchNinja.com 
and click on the Virtual Dojo or 
scan the code. 
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Chapter Two: 
 

Persuasive Choreography 

Magnetic South Pole exists because most people 
have no clue what they should be doing with their 
bodies. Almost the entire remainder of this book 
is going to cover just that—what you should do 
with your body, including where to stand, when 
to move, how to move your hands, how to make 
eye contact, and how to use your voice. I call it 
“Persuasive Choreography.” It’s the art of 
designing the sequence of movements that will 
inspire an audience to see things from your point 
of view. 
 Persuasive Choreography is putting on an 
awesome show for your audience with the specific 
intent to persuade, not just entertain. A little 
planning in this area will go a long way.  

You can’t bore people into buying from 
you. In most cases buyers buy in spite of your 
boring presentation, not because of it. This 
means they were predisposed to buying what 
you’re selling and, luckily, your boring 
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presentation didn’t get in the way. They were able 
to get the gist of what you were offering before 
they nodded off to sleep. 

What you want is for the opposite to 
happen. You want them to love your presentation 
so much that they buy in spite of your product or 
service. By this, I mean I want them to be so 
excited about you and your passion that they 
want what you are offering no matter what, but I 
don’t mean you should try to con anyone by 
pretending. Persuasive Choreography is about 
communicating genuine emotion, not about 
pulling the wool over someone’s eyes.  

Let me say that again lest I’m 
misunderstood: This is not about conning anyone into 
buying a substandard product or service. It is possible to 
use Persuasive Choreography to con someone, 
but that goes for any selling skills. 
 
The Y Factor 
 
Think of it this way: your idea and the work you 
have done around your idea or what you are 
selling is “X.” You and your presentation skills 
are “Y.” When you present your idea to an 
audience, your outcome is a function of both 
those factors. 
 X minus Y (x-y) means you pretty much 
suck at presenting and your presentation made 
your idea look worse than it actually is. Most 
people fall into this category. If they still have a 
positive outcome, it means their idea was so great 
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that it compensated for their poor presentation 
skills. This does happen and it lulls people into 
thinking they were successful.  
 X plus Y (x+y) means that you effectively 
communicated the idea and showed passion and 
excitement. This is less common, but pair a good 
idea and a good presenter and you have a slam 
dunk. If you don’t have a slam dunk, it means 
your idea is so boring that even good presentation 
skills can’t compensate. 
 X times Y (x*y) means that people love you 
so much they don’t even care what your idea is—
they just want in. People who can do this can 
change the world (but they still have to have good 
ideas). 
 For the best presenters in the world, Y is 
an exponent of X. Their presentation is X to the 
“Yth” power (xy). This means the speaker added 
exponential value to the basic idea. Tony Robbins 
is a highly successful motivational speaker; look 
him up on YouTube.com and see how he moves 
and how he uses his voice and his hands and his 
face.  
 Persuasive Choreography is about 
ensuring your Y-factor has a positive or even 
exponentially positive impact on your ideas. In 
most cases people are X minus Y. A good speaker 
is hard to find! 
 
Caring 
 
The purpose of your presentation is to persuade 
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someone to your point of view. If you believe in 
yourself and you believe in your product or 
service and you believe that you will be able to 
add value to your client in excess of what they are 
going to pay you, your presentation should make 
this clear. Most presentations fail to make this 
clear. 
 In order to be effective, the audience 
needs to know that you care about what you are 
talking about. Remember that people won’t care 
what you know until they know that you care. In 
order to show them you care, you have to exude 
energy and excitement. 
 This is especially important for startup 
companies whose products or services are bound 
to have plenty of bugs to work out. If the 
audience believes in you and your vision and falls 
in love with you and your energy and passion, 
they will overlook potential flaws with what you 
are offering because they want to work with you. 
Investors in startup companies often invest with 
teams they love in spite of glaring holes in their 
business models. It happens all the time, and it 
should. Good teams are hard to find. If they have 
a vision they believe in, they can probably find a 
way to get there. 
 In fact, in most growth-oriented 
companies you will be pitching to clients that are 
out of their league. Most companies grow 
because they are consistently pushing the 
boundaries on what they are capable of doing. 
Few companies grow because they are playing it 
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safe and fishing in tidal pools. In order to grow, 
you’ve got to venture out to the big, blue ocean. 
 Every time you present, you are selling 
yourself as much as you are selling your company. 
In many cases you are selling yourself more 
because your company may still be developing, 
growing and changing. The buyer has to believe 
you and believe in you. The buyer has to love you 
and you have to love your client. Business 
relationships are real relationships. 
 
Who Are You? 
 
If you are still with me and I’ve been able to 
convince you that showing passion, energy and 
belief in yourself and your product is important, 
you have to ask yourself the following question: 
Who am I? 
 Are you someone who is passionate about 
what you are presenting? Do you actually believe 
in yourself and your team? Do you actually 
believe that you have something to offer of value 
in excess of what you are charging? Do you 
actually believe you can provide that something 
to your potential client? Are you worthy of being 
trusted by your client? Are you worthy of being loved? 
 If you do a little self-examination and 
realize that you don’t believe in yourself and your 
team and your product and the value you offer 
and everything else I asked, you should probably 
find a different line of work. 
 Everybody has doubts and fears and 
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reservations, but if you genuinely care about what 
you are doing and you rise above these feelings 
and exude confidence, poise and bravery, you will 
be much more successful at presenting.  
 
Authenticity  
 
What I’m going to ask of you in the following 
pages may feel very strange and awkward at first. 
I’ve had clients or students tell me that Persuasive 
Choreography doesn’t feel natural. That’s because 
it’s not.  

What’s natural is to get overcome by 
Magnetic South Pole and let it sap your emotions 
and force you to give a boring presentation. 
 Dancing like Michael Jackson isn’t natural 
either, but it’s still awesome. 
 Just because something doesn’t seem 
natural doesn’t mean it’s not authentic. Go find a 
guitar or other instrument that you have never 
played before and try to bang out a tune. Chances 
are that it will sound horrible. Playing an 
instrument is anything but natural, unless you 
know how. However, if you know how to play 
guitar, you can use it to express your authentic 
self in interesting ways. 

If I teach you to paint, you can 
communicate your emotions through art. If I 
teach you how to write, you can communicate 
your emotions in stories. If I teach you how to 
sing or play music or any other form of 
communication, you can communicate your 
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emotions using your new skills. I’m going to 
teach you the art of Persuasive Choreography so 
you will be able to communicate your authentic 
self to an audience. 
 These skills take practice, but even a little 
progress will go a long way. You don’t have to be 
perfect. It’s like a wedding dance. Seeing a 
newlywed couple try to pull off a dance with no 
prior practice or training is just plain 
embarrassing. A little effort turns the dance into a 
touching event. If the groom dips the bride at the 
end, the crowd goes wild! Yes, it may be a little 
corny, but it’s the couple’s willingness to push the 
limits of their own capabilities that touches us, 
not their perfection.  
 That being said, a wedding couple that 
puts some real effort and practice into their 
wedding dance winds up going viral on 
YouTube.com. Just because it is kick-ass doesn’t 
mean it’s not authentic. 
 If you get through this book and still don’t 
think Persuasive Choreography is compatible 
with your personality, I recommend that you 
consider getting in touch with a good therapist 
who can help you “find yourself.” If your 
personality is more closely aligned with Magnetic 
South Pole you are going to have life problems 
beyond your ability to present well. 
 I’m going to assume from here on out that 
you are someone who believes in yourself and 
you are someone who can show passion, 
excitement and energy for what you have to offer. 
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 In order to persuade an audience, you are 
going to have to replace the boring style of 
Magnetic South Pole with a bold, exciting and 
passionate style. You have to have something, 
other than nothing, to do with your body. 
 
First, You Need the Right Pitch Ninja Moves 
 
You can’t choreograph anything unless you have 
a few dance moves. Michael Jackson had lots of 
moves. He had the Moonwalk, the hat tip and the 
wiggle-leg thing, along with many, many others. 
 Ballet dancers have lots of moves too, 
including plié, passé, jeté, fouetté, and other 
moves that are spelled with accent marks.  
 Ballet choreographers arrange ballet dance 
moves into a full dance that can be enjoyed by 
audiences, and the best performances 
communicate real emotions. The best performers 
and choreographers can make the audience feel 
any way they want. A sad dancer will make the 
audience cry, while a happy dancer will make the 
audience smile. 
 In the next chapter I’ll go over a number 
of key moves that good presenters use to 
persuade an audience. 
 
The Stage 
 
All presentations happen on a presentation stage. 
That stage might be a wide-open lecture hall 
appointed with the latest technology, or that stage 

http://en.wikipedia.org/wiki/Arabesque_(ballet_position)
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might be a crowded Starbucks. It could even be 
an elevator. No matter what, you as the presenter 
have the right and the responsibility to set the 
stage however you want. This means you can 
move the chairs and furniture (if practical) and 
even assign seating to the audience members. 
 In Chapter 5 I’m going to introduce you 
to one of the most powerful concepts in this 
book. It’s called the Super-Awesome Presentation 
Zone Program and it helps you understand how 
to coordinate your moves and your content for 
maximum impact. 
 In theater, “blocking” refers to the 
movement and position of actors on a stage. Just 
like in theater, you will be mindful of blocking 
when you present. 
 
Be a Silverback Gorilla 
 
If you have something important to say, you need 
to own the room and command attention from the 
audience. You will use your body language and 
voice to command the audience and control the 
environment. 

In the wild, the silverback gorilla is the 
center of his gorilla troop. Everything revolves 
around him. All decisions are made by him; he is 
the master of his universe. When you present, be a 
silverback gorilla. I said before that Pitch Ninjas 
aren’t stealthy like real ninjas. Pitch Ninjas 
establish a presence. 
 To do this, you will have to stand up 
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straight, put your chin up, smile and show your 
armpits a lot. Silverback gorillas show their 
armpits when they want to take command. You 
will also have to square your body up with the 
audience. This, “silverback gorilla” stance should 
be your default. You won’t use it all the time, but 
you will use it enough. When in doubt, act like a 
silverback.  

This is important because as presenters, 
we are rarely in a power position. People in 
power positions usually don’t have to do formal 
presentations if they don’t want to. Have you ever 
heard of a venture capitalist making a 
presentation to an early-stage startup? If it 
happens, it’s because the startup is so awesome 
that the VC feels the need to convince them to 
take their money. 

When you present, you owe your 
audience. When the president of the United 
States speaks, he or she owes his or her audience 
an explanation of what’s going on with the 
country. When the salesperson presents, she owes 
the audience a solution to their problems (if they 
have problems). 

So, because the presenter is essentially 
liable to the audience, the best thing she can do to 
deliver is to become the center of the room long 
enough to make her point. Once the point is 
made, the audience can decide what they are 
going to do. If, however, the presenter allows the 
audience to take control, he may lose the 
opportunity to get the full message across and 



                                                     Mike Moyer      23 

               

 

wind up following the audience’s agenda and not 
his own. 

I’m aware that many people are used to 
more conversational meetings with clients and 
potential clients and many times those types of 
meetings are appropriate. However, if you want 
to persuade someone, I highly recommend you 
take control of the room long enough to make 
your persuasive point. This means you’ll have to 
get there early, set the stage and present from a 
standing position. Michael Jackson never 
entertained his audience from a seated position 
and neither should you.  
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Chapter Three: 
 

Ninja Moves 
The first thing I’m going to do is teach you a few 
critical dance moves, then I’m going to provide 
an overview of the stage and finally, I’m going to 
tell you how to match the moves to the stage and 
your content so you can choreograph your 
presentation. 
 The top five most important moves in 
Persuasive Choreography are: 
 

1. Smile 
2. Smile 
3. Smile 
4. Smile 
5. Move your body 
 

Smiling is—by far—the most important 
thing you can do to win over an audience. If you 
don’t smile, not much else matters. Think about 
it—if your own product or service isn’t 
interesting enough to make you smile, why should 
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it be interesting enough for your prospect to buy 
or otherwise be persuaded by your message? 
 
Smiling 
 
If you learn nothing else from this book, please 
learn the importance of smiling. Smiling is 
everything. Magnetic South Pole is the enemy of 
smiling. It draws the jowls down so the mouth 
can’t help but frown. You have to fight to smile.  
 When you smile, people like you. When 
you present, it is absolutely imperative that the 
audience likes you. They won’t buy from you or 
invest in you if they don’t like you. There are no 
ands, ifs or buts about it. No like = no sale. 
 Most people are at least a little nervous to 
present in front of an audience and, therefore, 
they don’t smile. 
 There are two components of smiling. The 
first is to know how to smile and the second is 
remembering to smile. 
 
How to Smile 
 
 Most people know how to smile. People 
smile everyday—even on bad days they 
sometimes smile. A genuine smile is called a 
Duchenne smile and it’s the smile that creates 
crow’s feet around the eyes. When you give 
someone a Duchenne smile you give them a 
warm feeling inside. It conveys warmth, trust, 
love, interest, excitement and a flood of emotions 
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that are important when you are trying to 
persuade someone. 
 A fake smile does not engage the eyes and, 
therefore, no crow’s feet appear. This smile, also 
known as the “Pan Am” or “Botox” smile, is 
more of a polite smile and does not express the 
same level of intimacy.  
 It’s important—critically important—that 
you understand that although a Duchenne smile 
is better than a Botox smile, any smile is better 
than no smile at all! 
 
Remembering to Smile 
 
The biggest problem with smiling is remembering 
to do it. So, I’m going to show you how. To 
remember to smile, do this: 
 

1. Take out a piece of paper and tear off a 
piece about five inches long by five inches 
wide. Precision is not important. 

2. Draw a smiley face on it. 
3. Write “I [your name] promise to 

remember to smile during my presentation 
like a Pitch Ninja.” 

4. Wad it up into a little ball. 
5. Stick the little ball in your shoe right under 

the arch of your foot. 
 

Now every time you take a step, the sharp 
edges of that wadded-up little paper ball will jab 
into the bottom of your foot. It can be quite 
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painful. If it hurts enough it will remind you to 
smile. Remember, any smile is better than no 
smile so a pained smile will have to do if you 
can’t remember to use a Duchenne smile. 

 

 
 

  

If you use this smile reminder trick, 
something very interesting will happen. Your 
pained smile will actually start making you 
happier and your smile will magically become less 
pained and more genuine. The edges on the little 
paper ball will get smashed down as you move 
and won’t hurt as much, but its presence will 
continue to remind you to smile. 

Of course, it’s not always appropriate to 
smile. If your presentation is about saving the 
starving children in Africa, you probably don’t 
want to smile while you describe their hardship, 
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but it’s certainly appropriate to smile when you 
describe how promising your proposed solution 
is and how excited you are to bring them 
nourishment.  

If your presentation is on a somber 
subject, you should look for opportunities to 
work in positive messages during which it will be 
appropriate to smile. The more smiling that 
happens, the better your presentation will be. 

At first, smiling may feel weird and 
unnatural. I warned you about this. Do it anyway. 
It’s not weird and awkward to your audience. 
What is weird and awkward is to hear someone 
described their passion with a deadpan 
expression. 

Newscasters are great at smiling all the 
time. Next time you watch the news, pay 
attention to how they smile. They smile at all 
sorts of things—even the weather! 
 
Eye Contact 
 
The next super-powerful move presenters have is 
eye contact. Your eyes are one of the most 
communicative parts of your body. They can 
either help build trust or foster suspicion. There 
are lots of things that a person can do with their 
eyes, but for the purposes of presenting I want to 
focus on two: gentle eye contact and steady eye 
contact. 
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Gentle Eye Contact 
 
A social, or professional, gaze is 
one where your eyes move 
within a small triangle formed by 
the other person’s eyes and 
mouth. If your eyes wander 
outside this little triangle, the gaze becomes more 
intimate and, therefore, less comfortable in a 
professional setting.  
 In a professional setting it is polite to look 
at someone’s face, but less polite to let your eyes 
wander to their hair, eyes and chest. Even if the 
person is super-hot, you don’t want to undress 
them with your eyes while giving a professional 
presentation. It’s not cool. Keep it professional.  

 
Steady Eye Contact 
 
The next type of eye contact I 
want to emphasize for 
presentation is steady eye contact. 
This means a steady stare at the 
other person’s eyes. If you are 
standing far from them (which is 
likely) you will concentrate on the 
space below the other person’s eyebrows and 
above their cheeks. 
 When you do this you are letting them 
know that what you are saying is important and 
that you need to know that they understand what 
you are saying. 
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 When using steady eye contact it’s 
important that your eyes continue to blink and 
that they move between the person’s eyes. This 
can be tricky if they have one eye or a lazy eye, 
but do it anyway. Failure to blink and keep your 
eyes moving can be misinterpreted as aggression.  
 Staring without blinking at the space on 
the other person’s forehead just above the bridge 
of their nose is called “power” eye contact and it 
expresses your intent to overpower the other 
person. It can be very off-putting to them. Steady 
eye contact shows concern for understanding. 
Power eye contact is threatening.  
 
Making Eye Contact 
 
The way you make eye contact with audience 
members matters. Hold eye contact too long and 
you’ll come across as creepy. Hold it too short 
and you’ll appear shifty-eyed and untrustworthy. 
Luckily, there is a simple trick you can use to 
make sure your eye contact is just right.  
 As a rule of thumb, make eye contact with 
an individual long enough to complete one or 
two sentences or phrases and then move on to 
the next person. This allows you to finish a 
complete thought on one person, which is long 
enough to engage, but short enough to be natural. 
If you break eye contact during a sentence or 
phrase you will look shifty-eyed. 
 There are a number of exceptions to this 
rule that are worth mentioning. First, if you are 
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answering someone’s question, you can focus on 
that person while you answer her question. 
 Second, if you notice someone in the 
audience who isn’t paying attention, you can hold 
a gaze on that person until your eyes connect. 
Then hold the gaze a little longer to bring them 
back into the presentation. When you have too 
many people not paying attention, you begin to 
lose the whole room. 
 Third, if you see someone who has their 
arms crossed, has a furrowed brow, or is 
otherwise indicating confusion, you can keep 
your eyes on that person until they loosen up a 
little. If there are a lot of people doing this, you 
might have to adjust your message a little. 
Crossed arms are an especially bad sign. It means 
people aren’t receiving your message very well.  

Like all the moves I’m going to cover in 
this chapter, I’ll go into more detail about how 
and when to use eye contact later in the book. 
For now, I just want you to understand what the 
moves are. 
 
Voice 
 
Magnetic South Pole turns people into drones 
who use a dull, monotone voice most of time. 
Your tone of voice is an important part of how 
you communicate energy and excitement. There 
are a number of components that matter here, 
including volume and melody.  

Warning: I’m not a musician and I’m 
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going to use some musical terms in this section so 
I’m sure some real musicians are probably going 
to send me emails correcting me on my use of 
these words. This is fine; I welcome feedback. My 

email is Mike@Pitch.Ninja  
 
Volume 
 
Volume refers to how loud or soft your voice 
sounds to the audience and has to do with how 
much effort you are putting into it and the 
direction you are facing. If you are facing away 
from someone, your voice will sound softer. This 
may sound obvious, but I bring it up because 
when you address an audience this is always an 
issue and you may not be aware of the impact it 
has, especially in a large room. In some cases, you 
don’t care if everybody in the room can hear 
you—more on this later. 
 
Front-of-the-Room Voice 
 
The voice you use when you are speaking to 
someone one-on-one or in a small group is your 
front-of-the-room voice. You will use this tone of 
voice, under certain circumstances, during your 
presentation. For the most part, if you are 
speaking clearly, even the people in the back of 
the room will hear you just fine.  
 
  

mailto:mike@DogAndPony.Guru
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Back-of-the-Room Voice 
 
The back-of-the-room voice is loud enough so 
that the people in the back of the room can hear 
you just fine. It’s not shouting. You should never 
have to shout. If the room is so big that the only 
way to hear someone is if they shout, then you 
should probably bring a PA system. (“PA” stands 
for “Public Address,” in case you didn’t know. I 
looked it up just now.) 
 
Crescendo and Decrescendo  
 
When your voice becomes louder it’s called a 
crescendo. When it becomes softer it’s called a 
decrescendo. Moving your voice from softer to 
louder and vice versa provides a number of cues 
to the audience with regard to what’s going on in 
your presentation. For instance, crescendo often 
builds excitement and energy, whereas 
decrescendo often brings the room down into a 
more serious or personal mood.  
 Crescendo and decrescendo are especially 
important when you move around the room 
making transitions from one topic to another. It 
keeps your audience engaged and makes what you 
are saying much more interesting. 
 When people are nervous they tend to trail 
off at the end of sentences like this… This is 
another symptom of Magnetic South Pole and it’s 
annoying. Decrescendo at the end of a sentence 
should only be used when you are ending a 
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section or topic in the presentation. You may 
notice that many popular songs fade out at the 
end. This provides a natural transition to the end 
of the song or onto the next topic. 
 During your presentation you should 
maintain the volume of your sentences or even 
do a crescendo to maintain momentum in your 
presentation. 
 

Virtual Dojo 

 

Volume 
To see a short video about volume, 
visit PitchNinja.com and click on 
the Virtual Dojo or scan the code. 

 
Melody 
 
The melody of your voice refers to the notes of 
your voice. Most people use one note throughout 
their presentation, which is tedious for the 
audience. Imagine going to a Broadway show and 
hearing just one note. That would be horrible. 
The melody of your voice provides interest to 
what you are saying and helps you communicate 
more emotion. Try saying this: 

*5*5**** 
I’m really happy to be here 
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Then try saying this: 

*5v5**)* 
I’m really happy to be here 

 
The upper bar sounds insincere while the 

lower bar sounds sincere and energetic. Most 
people only use a couple of notes over and over 
and over and over and over.  

When speaking you have to be mindful of 
the melody of what you are saying. My example 
above only includes three notes, mostly because 
there aren’t that many words in the sentence (and 
I have no idea how to write music.) However, 
you should learn to move through a complete 
octave of notes or more to keep the presentation 
interesting.  

The melody you use will help you 
communicate excitement and energy. A 
monotone voice sounds depressing. Worse yet, if 
you increase your volume while remaining 
monotone you will sound like you’re mad at the 
audience.  

A good melody can communicate upbeat 
confidence. Too much melody can make you 
sound condescending… so be careful! 

To make melody work, you need to 
connect your words together so that they flow. 
You can stop at the end of a phrase or sentence 
(which is also a good time to move your eye 
contact). Doing this will help you avoid the ums, 
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uhs and errs (more on this later). 
Another thing I want you to keep in mind 

about melody is the duration of the words you use. 
By varying the duration of your words, you can 
improve the melody and provide important 
emphasis on the words that need emphasizing. 
Notice in my previous example there is a half 
note, instead of a quarter note, over the word 
“really”. This means I’m saying, “I’m reeeally 
happy to be here.” This little emphasis helps me 
sound more sincere about my message.  

The last thing to know about melody is 
that your melody can include breaks and pauses. 
A properly timed pause can add dramatic 
emphasis to your points and, as a nice aside, give 
your audience a moment to think about what you 
said. 

I realize that there is a lot to remember 
about the melody of your voice, but the main 
takeaway is to be mindful of how you come 
across to your audience based on how you are 
using your voice. 

 

Virtual Dojo 

 

Melody 
To see a short video about 
melody, visit PitchNinja.com 
and click on the Virtual Dojo or 
scan the code. 
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Unnecessary Words 
 
One of the most common questions I get is how 
to stop saying “um.” “Um” is an unnecessary 
word that can get really annoying and it is a 
symptom of Magnetic South Pole. If you are 
standing still, using scant few hand motions and 
talking in a monotone voice, your nervous energy 
needs an escape. So, it escapes through your 
mouth in the form of “um.”  
 There are several ways to avoid this. The 
first is to project your voice. Projecting your 
voice not only makes it difficult to say the word 
“um,” but also makes it painfully obvious when 
you are saying it. Try it now. Read the following 
sentence using a normal, monotone voice: 
 

Four score and, um, seven years ago, um, our, um, 
forefathers brought forth on, um, this continent a 
new, um, nation.  

 
Now, go back and read it again, but this 

time project your voice as if you were speaking in 
a large room. I think you will find the “um’s” are 
harder to say and they really stand out, which will 
remind you to drop them. 
 The next thing you can do to is connect 
the words together as though you were singing 
them. People do this all the time when they sing, 
but they pause between words when they talk and 
they fill the pause with an unnecessary word, like 
“um.” When you connect the words there is no 
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space for the unnecessary words: 
 

Four-score-and-seven-years-ago.-Our-forefathers-
brought-forth-on-this-continent-a-new-nation.  

 
Lastly, to keep from sounding like a boring robot, 
throw in a little melody and elongate the words a 
little: 
 

Foour-score-and-ssseven-years-agooo-our-
forefathers-brought-forth-on-this-continent-a-
newww-nationnn. 
 

 The key is to have an interesting-sounding 
voice and avoid boring monotone voices. “Um” 
isn’t the only unnecessary word. People inject all 
kinds of irritating words into their speech. 
 I once had a professor who said 
“typically,” “essentially,” and “actually” at the end 
of nearly every sentence, so much so that the 
students would wager on how many times he 
would say one of those words. 
 Sometimes people add the word “OK” to 
the end of each sentence. Once in a while this is a 
good way to check comprehension with the 
audience, but use it too much and everything you 
say will sound like a question, making you look 
unsure of yourself or untrustworthy. 
 Record yourself speaking to see which 
repetitive, unnecessary words you use. It will, um, 
be enlightening I’m, um, sure, OK? 
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Shutting Your Mouth 
 
One of the most powerful things you can say is 
nothing at all. A long pause can add drama and 
intrigue to a presentation. People aren’t expecting 
it and presenters are usually so nervous that they 
talk too fast (I do this all the time). However, a 
nice, long pause at the right time can make all the 
difference. Try saying this: 
 

Four score and seven years ago our forefathers 
brought forth on this continent a new nation.  

 
 Now say it again, but include some pauses: 
 

Four score……and seven years ago…….our 
forefathers brought forth……on this 
continent……a new…nation.  

 
 A few pauses, without unnecessary words, 
sound pretty cool. Whenever you want something 
to sound important or dramatic, try throwing in a 
few strategically-placed pauses and see what 
happens…….it will work……I promise… 
 
Hand and Arm Motions 
 
Gesturing can be an important part of how 
people emphasize what they are saying. It can 
also be super annoying. When Magnetic South 
Pole sets in, most people use very small, repetitive 
hand motions that do not reflect what they are 
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saying. It’s not uncommon to see someone with 
“flapping” hands in front of their body. 
 Your hands are one of the most important 
parts of your body and one of the most critical 
components of what makes humans human. 
There are an endless number of things you can 
do with your hands but I want to break it down 
into some easy categories to help you remember.   
 Think of your hips and shoulders as 
making a box. There are three kinds of hand 
motions you can use: inside the box, outside the 
box and fully extended. 

Whenever possible—and this applies to all 
types of hand gestures—keep your palms open 
and facing forward. Openness is a key Pitch Ninja 
style. It shows confidence and honesty. Not every 
hand gesture or arm movement will lend itself to 
an open palm, but it should be your default place 
to go. Open palms are like smiling—do it as 
much as you can. 
 
Inside the Box 

 
When you are close to another 
person, you need to keep your 
hands inside the box so you don’t 
overwhelm them. Pitch Ninjas 
move a lot during a presentation 
and in some cases they get right up 
close to the audience. Inside-the-
box hand gestures will allow you to 
emphasize points in a personal way. 
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 Presenters who are overcome by Magnetic 
South Pole keep all their hand gestures inside the 
box. They appear small and weak. Remember, 
you are a silverback gorilla. 
 
Outside the Box 
 
Keep your hands outside 
the box as much as 
possible. This means 
your elbows are up and 
away from your body 
and your armpits are 
showing. If you are the 
kind of person who has 
sweaty armpits, do 
something about it. Use 
extra antiperspirant, 
wear a T-shirt under 
your shirt or cover your armpits with sealing 
wax—whatever it takes. Pitch Ninjas show their 
armpits all the time so be sure they are 
presentable. 

Outside-the-box arm movements and 
gestures are interesting and bold. They show 
passion and excitement that literally can’t be 
contained inside the box. It’s easy to forget to keep 
our hands outside the box and recoil them like a 
sickly little lamb baby (if it had hands).  

You’re a gorilla, show those armpits! 
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Fully Extended 
 
When you need your hands to point to specific 
points of interest on your presentation, you will 
need them fully extended. When you extend your 
arm and lock your elbows, your arm becomes a 
pointer. 
 Remember what I said you could do with 
that silly laser pointer? Pitch Ninjas don’t use 
laser pointers; they use their arms and fingers to 
point. 
 If you are too short to point to the areas 
of your presentation that need attention, grab a 
long stick or get a chair and stand on it. Al Gore 
used a scissor lift in his presentation “The 
Inconvenient Truth.” If he can do it, you can do 
it. That being said, getting a scissor lift inside a 
lecture hall seems pretty inconvenient, to tell you 
the truth. Not to mention a waste of energy! 
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Virtual Dojo 

 

Arm and Hand Motions 
To see a short video about arm and 
hand motions, visit PitchNinja.com 
and click on the Virtual Dojo or 
scan the code. 

 
The Itsy-Bitsy Spider 
 

The itsy-bitsy spider went up the water spout 
Down came the rain and washed the spider out 

Out came the sun and dried up all the rain 
And the itsy-bitsy spider went up the spout again 

Nailed it! 
 
The itsy-bitsy spider is not kidding around. He is 
focused, determined and is Pitch Ninja material 
through and through. All we need to do is get 
him an audience and set of itsy-bitsy galoshes.  
 When you read the itsy-bitsy spider song, 
you were probably thinking about how, when you 
were a kid, you “did the motions” with the lyrics 
and made the spider crawl up the spout by 
pinching the fingers of both hands together in an 
alternating style. Next, you used your hands to 
recreate that horrible, spider-thwarting 
rainstorm—lowering your voice and grimacing to 
communicate the plight of the itsy-bitsy spider. 
Then, your hands shot upwards to the sky, fingers 
outstretched to represent the rays of the sun that 
come out to save the day. Lastly, the intrepid itsy-
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bitsy spider makes his way back up the spout, as 
boldly represented by your pinched fingers again. 
A big smile on your face ends the song on an 
upbeat, to be greeted by a standing ovation of 
parents and teachers. 
 This, my Pitch Ninja-to-be, is how you do 
hand motions. You had it right in kindergarten, 
but somewhere along the way you may have 
forgotten the awesome power of songs with 
motions. The motions are what make the itsy-bitsy 
spider memorable, not the song. The song itself is 
pretty boring. Think about it. 
 

Virtual Dojo 

 

Itsy-Bitsy Spider Sing-Along 
To see a kid sing the song and do 
the motions, visit PitchNinja.com 
and click on the Virtual Dojo or 
scan the code. 

 
 There are an infinite number of hand and 
arm motions that you could use to emphasize the 
words coming out of your mouth. When I coach 
pitch teams, I work a lot with them on how they 
can create interesting gestures to accompany what 
they are saying.  
 The key thing is to create a gesture to 
accompany important words or concepts, 
especially if they express emotion.  
 Remember how I mentioned that you 
could extend the duration of certain words to 
create an emphasis? This is a good place to start: 
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create a gesture to accompany that word. Also, 
create gestures to help your audience organize 
their thoughts. For instance: 
 
Three Things 
 
On your PowerPoint or Prezi slides you will often 
have a handful of points you want to 
communicate. In fact, the default style of a 
PowerPoint slide is bullet points. When you reach 
a slide that has three points (or two or four or 
five or six, but no more than that), hold up three 
fingers (hands outside the box) and say, “There 
are three things I want to tell you about!” Next, 
hold up one finger and say, “The fiiirst thing I 
want to tell you about is blah, blah, blah.” Then 
hold up two fingers and say, “The sssseecond thing 
I want to tell you about is yadda, yadda, yadda.” 
Last, hold up three fingers and say, “The thiiird 
thing I want to tell you about is humina, humina, 
humina!” Do all of this while you’re smiling, of 
course. 
 Use your fingers to count out the points 
on your slide for the audience and you will come 
across as organized and efficient. This is a Pitch 
Ninja itsy-bitsy spider move. 
 
Love 
 
Love is the most powerful of all human emotions 
so using it will bring out the passion you have for 
the business or the idea. Don’t be afraid to tell 
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them what you love and, when you do, emphasize 
it with an itsy-bitsy spider gesture. If you are a 
woman, put your hands flat over the middle of 
your chest on top of one another and say, “I 
llooove, nanotechnology!” If you are a guy, touch 
your fingertips to your chest and say, “I llooove big 
data!” Do this, and smile, to come across as 
sincere and passionate.  
 
Excitement 
 
Always be motivating the audience with energy 
and excitement. Telling them how excited you are 
will get them riled up. Showing them how excited 
you are will put them on the edge of their chair, 
hanging on every word you say. The itsy-bitsy 
spider motion for excitement is smile, arms 
outside the box, hands in front of you with two 
thumbs up as you say, “I couldn’t be more 
exciiiited to be here today, your company is grrreat 
and I’m really geeeked about the possibility of 
working with you!” 
 
Pain 
 
In many cases your audience has a problem they 
need solved, which is why you were invited to 
present in the first place. If they have a problem, 
they are in some kind of pain. Show them that 
you can empathize with their pain by holding 
your arms and hands outside the box, fists 
clenched, scowl on your face, knees bent and say, 
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“It is so iiirrritating when you can’t get access to 
enough qualified job candidates!” This “pain 
stance” reminds them how horrible their life is 
and how you surely do understand them, and if 
only there was a perfect solution to this 
problem…. 
 
Fear 
 
Not all customers have problems. Sometimes 
things are just fine, but they may fear some future 
event. At the turn of the century there was a lot 
of fear about what would happen when computer 
systems moved from 1999 to 2000, known as 
Y2K. There is fear when a new president is 
elected. There is fear when a family is expecting a 
baby. There is fear when students go off to 
college. Impending change creates anxiety and 
fear. You need to let the audience understand that 
you understand the fear. You could just stand 
motionless and monotone over Magnetic South 
Pole and say, “Y2K has the potential to bring 
down corporate information systems….” Or, you 
could show real empathy with your audience by 
using a itsy-bitsy spider gesture.  
 Unlike pain, however, you have to be 
careful not to exaggerate fear because you will 
come across as condescending by mocking the 
audience’s genuine feelings. In this case you could 
put your arms together in front of your body, 
inside the box, clench your fists and shrug a little 
and say, “The impending Y2K change has caused 
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a lot of anxiiiety across all business sectors 
because of the unknown impact on information 
systems.” Use the itsy-bitsy spider gesture only 
for a moment when you say, “anxiiiety.”  
 
Pleasure 
 
Sometimes the customer has neither fear nor 
pain. Life is good. The only reason they are 
speaking to you is because they think you might 
be able to make life even better. Venture 
capitalists seem to be a pretty happy lot from 
what I can tell (from the outside). They look at 
potential deals because they want to improve 
their financial position. There might be fear or 
pain, but the predominant feeling is the pleasure 
of potential gain. 
 The pleasure of financial gain, for 
instance, is exciting so the itsy-bitsy spider gesture 
will be similar. In this case you’ll use three 
gestures: 1) the thumbs-up gesture, 2) the 
international sign for cashola, which is rubbing 
your thumbs against the tips of your fingers, and 
3) the Cheshire Cat gesture, which means you 
give a big grin and press your index fingers into 
your cheeks. 

It will play out like this: smile, put your 
arms outside the box, hands in front of you and 
say, “I couldn’t be more exciiiited [thumbs-up] to 
be here today. I’m going to present what I believe 
to be a surefire way of participating in the very 
luuucrative [cashola] cloud storage space that I 
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think will be very saaatisfying [Cheshire Cat].  
This set of gestures, combined with the 

right melody and a nice smile will be very 
expressive and persuasive to the audience. 
 
 Easy-Peasy 
 
Throughout your presentation you will want to 
communicate how you and your team can do 
whatever it is that you are promoting you can do. 
Your team, unlike the rest of the world, is so 
smart and clever and awesome that you can 
magically alleviate pain or fear and seamlessly 
deliver loads of profits. To communicate the 
feeling of “no problem,” you could use the 
following itsy-bitsy spider gestures. 
 First, you will have to point to your team. 
When you point, don’t use your index finger. This 
kind of pointing is confrontational. (Remember 
your parents teaching you that it’s rude to point?) 
The right way to point is to make the “A-OK” 
hand gesture by touching your index finger tip to 
your thumb tip and extending your other three 
fingers straight. Use those fingers to point. I also 
like to call this the “Preacher Point” because 
priests and ministers use this when they make a 
cross in the air to bless the congregation.  
 Next, you’ll need to make the “no 
problem” gesture, which is holding your hands 
flat and parallel to the ground and waving them 
back and forth a few times over one another like 
you’re smoothing a sheet on a bed. 
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 You say, “Thhhis technology team 
[Preacher Point, fully extend arm] is so good at 
Scrum they make it look eeeeasy [no problem 
hands].” 
 By the way, it’s OK to brag about your 
team, but it’s less OK to brag about yourself. I’ll 
address this in more detail later. 
 
The Itsy-Bitsy Spider Is Huge 
 
There are lots and lots and lots of different 
gestures that you can do with your hands, arms 
and entire body. The key is to incorporate an itsy-
bitsy spider gesture whenever you feel overcome 
by Magnetic South Pole. This will give you 
something to do with your body other than 
nothing. 
 Your teammates can help you here (if you 
have them). When you are practicing, they will 
see you getting sucked back to Magnetic South 
Pole and can stop you and help you come up with 
a plan for your hands. 
  
Body Movement 
 
Moving your entire body off Magnetic South Pole 
is an important part of making your presentation 
interesting. Standing in one place the whole time 
is boring, even if you are doing everything else 
right. There are two ways you can move your 
body: you can move front to back and you can 
move side to side.  
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Side to Side 
 
Moving from one side of the room to the other is 
used to emphasize what you are saying. Say one 
point, move a few steps to the left. Say the next 
point, move a few steps to the left. Say the next 
point, and so on. If you run out of room, start 
moving back in the other direction.  
 Typically as you move from one side to 
the other, you will keep the same volume of your 
voice, hand movements and other nonverbal 
Pitch Ninja moves. 
 
Front to Back 
 
Moving frontwards and backwards is how you 
relate to the audience. Later, when we talk about 
zones, you will learn how moving from one zone 
to the other changes your relationship with the 
audience and even with individuals in the 
audience. Stepping towards an individual when 
they ask a question, for instance, will help you 
form a better relationship with them. When you 
step back you are able to address the larger group 
and raise the excitement level in the room. 
 I mentioned this before, but it’s worth 
mentioning again: moving your body does not 
mean pacing back and forth. Pacing is annoying, 
moving is not. Pair your movements with what 
you are saying and be sure to stop moving once 
in a while to allow your message to sink in. 
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Ninja Uniforms 
 
When I was in high school I always wanted to 
wear my shirt untucked because I thought I was a 
cool skateboard-surfer dude and I thought that 
skateboard-surfer dudes were too cool to tuck 
their shirts in. So, I kept my shirts untucked and 
wrinkled. My audience, who were often teachers 
and other adults, interpreted my sloppy 
appearance as evidence of disrespect. I guess I 
cared more about what my peer group thought 
than my audience. I’m not sure that my peer 
group was even paying attention. I was not voted 
most fashionable. Perhaps I should have dressed 
for my audience, not my peers. 

What you wear says a lot about who you 
are and your level of respect for the audience. In 
many cases those two messages are in conflict. In 
the high school example, I may have fit in well 
with my peers, but I wasn’t showing respect for 
the audience. 

The same concept applies to 
presentations. You need to dress in a way that 
shows respect for your audience. Sometimes this 
may run counter to your own personal style. So 
be it. Giving a good presentation is about your 
audience, not you. If the cast of Cats wanted to 
wear jeans and T-shirts instead of tights and face 
paint, the show wouldn’t have been nearly as 
interesting. 

When it comes to what to wear, there are 
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two rules to keep in mind: 
 
1. Dress one notch better than your 

audience 
2. Wear a white or light blue shirt 

 
To adhere to rule number one, you will 

need to know what your audience is wearing. 
 

If they wear… You wear… 

Bermuda shorts and tank 
tops 

jeans and a T-shirt 

jeans and T-shirts slacks and a golf shirt 

slacks and a golf shirt dress slacks and a dress 
shirt 

dress slacks and a dress 
shirt 

Slacks and a sport coat 

Slacks and a sport coat Suit and tie 

Suit and tie Suit and tie 

 
If you are a woman, wear the equivalent to 

what a woman would wear. I’m a guy, so I wrote 
about guy clothes here. 

By the time you get to the “slacks and a 
dress shirt” category, your dress shirt should 
adhere to rule number two, which means it 
should be white or light blue. No grey shirts, 
French blue shirts, brown shirts, tan shirts, pink 
shirts, purple shirts, green shirts or black shirts. 
For some reason investors like to invest in people 
wearing white or blue shirts. If you don’t believe 
me, do an image search for “business plan 
competition winners” on Google and look at 
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what comes up. The majority of the winners are 
wearing light blue or white shirts (if they are 
dressed up). Yes, you will find people wearing 
grey shirts, French blue shirts, brown shirts, tan 
shirts, pink shirts, purple shirts, green shirts or 
black shirts. But most of them aren’t. Stack the 
odds in your favor and wear a light blue or white 
shirt. 

 

 

Instant Google Search 
Scan or click the code to launch a 
Google image search of “business 
plan competition winners.” 

 
Bonus Points 
 
If you want an extra edge, find a way to 
coordinate everyone so you will look like a team. 
You can do this by wearing matching ties or 
shirts or something with your company logo on 
it. I know it might feel corny, but it works. We 
live in a world that likes corny. 
 Lots of teams wear matching T-shirts with 
their company logo. This is an acceptable 
exception to the attire rule. 
 
Extra Bonus Points 
 
For an even greater edge, find a way to 
coordinate with your audience. If you are giving a 
presentation to Nike, wear Nike shoes. If you are 
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giving a presentation at a college, wear their 
school colors. Do whatever you can to establish a 
connection and build rapport with your audience. 
 
Presentation Remotes and Pointers 
 
The presentation remote is the Pitch Ninja’s 
ultimate weapon. Without it, you are doomed to 
tap the mouse or arrow keys on your computer 
each time you want to advance your slide, which 
will be a major cramp on your style. Even worse, 
you might have to ask someone to advance your 
slides for you, which is presentation suicide.  
 Don’t rely on the venue to have a remote 
for you. Buy yourself a good presentation remote 
and a good old-fashioned telescoping pointer just 
in case you have to present in a room with an 
extra-tall screen. Whatever you spend will be well 
worth the investment.  
 You can buy a good presentation remote 
online for between $25 and $50. The key is to get 
a simple tool. You don’t need a lot of bells and 
whistles. Avoid remotes with more than three or 
four buttons and make sure the buttons are nicely 
spaced. If they are too close together, you will 
inadvertently click the wrong button. All you 
really need is a front and back button and, if you 
want, a blackout button that will turn the 
presentation on and off. You don’t need mouse 
control, volume or (gasp) a laser pointer built in. 
 The Kensington (K33373US) is a great 
option. It has a little weight so it feels good to 
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hold. I recommend you buy one now: 
 

 

Presentation Remote 
Scan or click the code to buy a 
Kensington Presentation Remote. 

  

 I mentioned this before, but remember 
that the other item that you’ll want to pick up, if 
you want to be prepared for anything, is a 
telescoping presentation pointer. It’s like a pen 
that expands to a pointer so you can reach the 
tops of large screens. You can also stand on 
chairs or a scissor lift. 
 You may wonder why you can’t use a laser 
pointer instead. Laser pointers don’t require you 
to move your body. Being a Pitch Ninja is about 
getting off of Magnetic South Pole and doing 
something interesting. Hardly anybody uses a 
telescoping presentation pointer, so you will stand 
out when you do it. Besides, by now you’ve 
already tossed your laser pointer in the toilet. 
 

 
 

I just gave you the Pitch Ninja brain dump. By 
now you might feel pretty overwhelmed with all 
the things to remember. It is a lot, but much of it 
will start coming naturally after a little practice. 
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Remember, Pitch Ninja moves are 
designed to give you something to do with your 
body other than nothing. Without making a 
conscious effort to move your body in interesting 
ways, you will fall into the clutches of Magnetic 
South Pole.  

Here is a little recap to help you 
remember: 

 Smile, smile, smile 

 Make gentle or steady eye contact, 
hold for one or two sentences or 
phrases and move on to the next 
person 

 Vary the volume and melody of your 
voice to add interest 

 Extend the duration of words to 
emphasize them  

 Keep your arms inside the box when 
close to people, outside the box to 
generate excitement and fully extended 
to convey information 

 Use itsy-bitsy spider gestures to 
emphasize important words and 
emotions 

 Move your body side to side to 
emphasize points and front to back to 
relate to the audience 

 
Pitch Ninjas, just like real ninjas, have a lot 

of moves to choose from. At any given time they 
are using a combination of the moves to perform. 
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In your case the performance will be a persuasive 
pitch or presentation. The real ninja’s 
performance will be to kick someone’s butt. 
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Chapter Four: 
 

Ninja Slides 
There was a time in my life where I was 
committed to having no words whatsoever on my 
slide deck. I gave some cool presentations, but it 
was extremely difficult to pull off and these days I 
do include words, but I use them as sparingly as 
possible. Mostly they just help me remember 
what I wanted to say. Even a Pitch Ninja needs a 
little help once in a while. Sometimes the amount 
of rehearsal necessary to remember every word of 
your presentation just isn’t practical. The lectures 
I give in the classes I teach, for instance, 
sometimes change at the last minute so I have to 
bring notes and use my slides to help me stay on 
track. 
 Still, you don’t really need a slide deck to be 
persuasive and there are presentation coaches 
who will try to talk you out of them altogether. 
I’m on board with this approach, but I don’t 
really mind if you do use them. It’s pretty difficult 
to present financial projections without a slide—
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not impossible—but the necessary preparation 
would be impractical and the incremental value 
would be minimal. 
 The problem with slide decks is that 
people try to pack every single point they want to 
make on the slide and cover every single 
important aspect of their business. This leads to 
content-heavy slides with lots of small type that 
can hardly be seen.  
 To make matters worse, teams email their 
decks back and forth to review them and people 
keep adding content because they want the slide 
to be understandable even without a presenter. 
Simple slides require a presenter to understand.  
 Sometimes people want to provide details 
because they want their slide deck to serve as a 
leave-behind and are afraid that the recipient 
won’t understand the slides without the details. 
This is true. But it’s also true that your deck is 
much more likely to be tossed in the trash than it 
is to actually be looked at by someone who 
matters—even if the presentation was good. 
 To be a Pitch Ninja you have to keep your 
slides simple, clean and crisp without a lot of 
detail. You are the messenger here, not your slide 
deck.  

A Pitch Ninja uses only three kinds of 
slides in her deck: 1) a backdrop, 2) visual aids 
and, 3) information. If a slide does not fit into 
one of these categories, the Pitch Ninja changes it 
until it does or she discards it altogether. Having 
slides that do not fit into one of these categories 
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is problematic for reasons that I’ll go into later.  
 
Backdrop Slides 
 
A backdrop slide is there to make you look good. 
Ideally, it is a large photograph or other image 
that helps set a mood for the presentation or 
makes a personal connection with the audience. 
Backdrop slides are used in the beginning of a 
presentation and throughout as sort of a way to 
center the presentation on an overall theme of 
excitement and passion. The more personal your 
backdrop slide, the better. 
 
Selfies 
 
One of the best backdrop slides you can have is a 
shot of the presenter, or presenters, engaged in 
something relevant to the audience. This is a way 
to immediately establish you and/or your team as 
human and build a personal rapport with the 
audience. 
 When visiting a client in Minneapolis I 
used this horrible selfie of me at the Mall of 
America: 
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While the slide was up I told a personal 
story of my quest to purchase a presentation 
remote for them at the Mall of America. The 
image is not high quality, but it allowed me to 
easily break the ice and build a more genuine 
connection with the audience. 

Most of the time presenters show a picture 
of their logo at the beginning of presentations. 
This is far less meaningful than an emotionally 
charged or personal image. With backdrop slides, 
it’s the thought that counts. Rough and candid 
images will make you look even more genuine. 
 
Photos of Others 
 

If you don’t have a picture of yourself, you 
can use another image that helps you convey your 
message. If you want to establish yourself as an 
advocate for education, for instance, you might 
use an image like this: 
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 Perhaps you are doing a presentation 
about community involvement. Your backdrop 
slide could look like this: 
 

 
 
 The important thing is that the image 
helps set the tone for your presentation, makes a 
personal connection and adds interest. For 
instance, this image of the beach: 
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 Sets a different tone than this image of the 
beach: 
 

 
 

 The first photo better captures the beauty 
of the beach, the second better captures 
recreation at the beach. Make sure the image 
properly reflects the tone you want to convey. 
Worry less about the quality of the image itself. 
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Photos of Places and Things 
 
In some cases you can build a connection with 
the audience using images of places and things. If 
you are giving a presentation about national 
monuments, you might use a backdrop slide that 
looks like this: 
 

 
 
 Perhaps you are giving a presentation 
about how to deliver great customer service. You 
could use a stock image like this to help set the 
tone: 
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 These aren’t breathtaking images, and they 
don’t have to be. The key is to provide a visually 
stimulating slide that will just be there while you 
are talking. When backdrop slides are up, you are 
probably not referring to the slide itself. You are 
probably telling a story as part of your 
introduction or at some other point during the 
presentation. 
 
Visual Aids 
 
A visual aid slide helps clarify and reiterate what 
you are saying. It is used to describe business 
process or abstract concepts. Keep the slide 
simple, bold and clear with an obvious flow. Your 
visual aid does not have to tell the whole story; 
that’s what you are for. The visual aid has to help 
the audience keep track of where you are in the 
story. 
 Here is a slide that I use from a 
presentation called “Guts, Brains and Balls” that 
describes the importance of emotional branding.  
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 I tell the audience that making an 
emotional appeal (yin-yang), then a logical appeal 
(brain) and having the balls (green balls) to follow 
that order will result in stronger financials 
(money) and time to react to competitive threats 
(clock). 
 This slide does a nice job of making my 
point. I then follow up with another slide that 
helps me tell the flip side of the story: 
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 This slide shows that if you attempt to 
make a logical (brain) connection with your 
customer before making an emotional 
connection (yin-yang) you will not enjoy 
stronger financials (money) and you will not 
have time (clock) to react to competitive 
threats. 
 The point of the visual aid is just to help 
you tell your story. 
 

Virtual Dojo 

 

Visual Aids 
To see a more examples of good 
and bad visual aids, visit 
PitchNinja.com and click on the 
Virtual Dojo or scan the code. 

Information Slides 
 
The last kind of slide is the slide that contains 
more detailed information about your business or 
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concept. These are the facts and figures that back 
up your claims, without which there would be 
major holes in your story. If you’re pitching a 
business concept and claim that you will make 
millions, most people are going to want to see at 
least a high-level explanation of how you are 
going to get there. 
 Here is a sample slide from a business plan 
presentation showing a high-level breakdown of 
the financial projections: 
 

 
 
 Notice that is doesn’t contain a lot of 
detail, just enough to convey the important parts. 
The actual financial model behind this slide is 
huge and far too complex to be presented in a 
meaniful way. Getting rid of the detail is one of 
the biggest challenges you have as a presenter.  
 Even better than a spreadsheet layout is to 
use graphs and charts to convey trends over time. 
This slide is great for highlighting specific areas of 
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concern: 

 

 
 
 This slide will allow the Pitch Ninja to 
easily address the elephant in the room (profit 
dip) without getting distracted by details. 
 All of this is not to say that the details 
aren’t important—they are. But too much detail 
during your presentation will suck the life out of 
it. There is no reason why you can’t have a 
handout set aside with more detail for those who 
want it. 
 
Builds and Animation 
 
In general, I tell my clients to avoid too many 
complex builds and animations on their slides. 
They have a tendancy to not work the way 
they were intended and can be a distraction to 
the presentation itself. When I do builds I 
usually create each build on a separate slide. 
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This causes problems when printing the slides, 
but I rarely, if ever, print my slides. If you need 
a leave-behind, create a separate file. 
 The point of the builds and animations 
in a slide deck is to bring a little sizzle to the 
show for people who are stuck on Magnetic 
South Pole. You bring the energy and 
excitement to your presentation by being a 
Pitch Ninja. 
 
Crossover Slides 
 
Avoid slides that fit into more than one 
category. It is extremely common for a visual 
aid to contain detailed information and vice 
versa. Don’t let this happen if you can avoid it. 
I call this a crossover slide and it means that 
you will have a physically challenging 
presentation to deliver. You’ll be hopping back 
and forth between zones. This will make more 
sense when you read about the zones. 
Sometimes the extra physical activity works, 
but in the beginning it’s best to stick with the 
program. 
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Chapter Five: 
 

The Zone Program 
I like to refer to this as the Super-Awesome 
Presentation Zone Program because it is the 
backbone of a super-awesome presentation. 
However, that name would have messed up the 
table of contents so I’ll just go with Zone 
Program. The Zone Program is one of the key 
concepts that makes a Pitch Ninja a Pitch Ninja. 
It provides a structure for how to move around 
the room so that movements aren’t random and 
repetitive. This is where you bring everything 
together. You have the moves, you have the 
content, now you get the structure. 
 With the Zone Program you divide the 
area in which you will be presenting into three 
distinct zones. In each zone you will have a 
specific set of moves and a specific type of slide 
content. 
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 Zone 1 is as close to the audience 
members as you can get. It’s right up front, up 
the aisles or anywhere else that will get you close 
to the members of the audience.  
 Zone 2 is any space that you can move 
around in and wave your arms. It is in this space 
that you will use big arm movements and let your 
inner gorilla come to life. 
 Zone 3 is right up next to the presentation 
screen. You will be standing so close that you can 
easily touch the screen. It is from this zone that 
you will be conveying the details of your 
presentation. When you are in this zone, pretend 
you are the weatherman (or woman) reporting the 
weather on the news. Your arms will be 
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outstretched and you’ll be referring to data points 
on the screen. You will be physically touching the 
screen so make sure you are close. 
 

 
The “Weatherman” Position 

 
 I mentioned before that you can and 
should take control of how the room is arranged 
to maximize the impact you are able to have. I 
don’t care if it’s a university lecture hall, a venture 
capitalist boardroom, or a local coffee shop—you 
have to own that space for the duration of your 
presentation. 
 Make sure there aren’t chairs or tables in 
the way of your ability to easily move through the 
zones. Make sure the important people are 
accessible in Zone 1. You can even tell people 
where to sit. They may not always do what you 
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say, but ask anyway. You own the room. 
Different spaces have different layouts, 

but no matter what the space, it can always be 
divided into the three zones. 

In a conference room, Zone 1 is all the 
way around the table and so is Zone 2, but the 
zones are relative. When you are addressing an 
individual from right next to them, you are 
addressing them from Zone 1; when you are 
talking to them across the table, you are 
addressing them from Zone 2. Zone 3 is right in 
front of the presentation screen. 

 

 
 

The Zones in a Conference Room 
 

In a public space like a coffee shop, your 
zones are smaller and you may not be able to 
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stand up when you present. Pitch Ninjas stand up 
whenever possible. It is virtually impossible to give a 
good presentation from a seated position. Think about it. 
Nobody ever applauds for a seated speaker. 
Nevertheless, if you are meeting at a coffee shop, 
the table space can be broken into zones. 

Make sure the most important person you 
are addressing is sitting next to you, not across 
from you. Squaring your shoulders with someone 
is confrontational. I know that earlier I said to 
square off like a silverback gorilla, but when you 
are seated it doesn’t work as well. You want to 
come across as collaborative, not confrontational. 
 If there are two important people 
attending, you can ask the second most important 
person to sit across from you while the most 
important person sits next to you. The third most 
important person, or your partner, would sit on 
your other side. This way, you can not only avoid 
the confrontational stance, but also the “tennis 
match” movement of your head from side to side 
as you talk to your audience.  

 
The Zones at a Coffee Shop 
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If you are meeting with more than one or 
two people, push for meeting in a more private 
setting where you can stand up and give a more 
formal presentation. 

I recently coached a client who told me 
that he had never once presented standing up. I 
walked him through the moves and the zones. He 
was nervous about it, but he did a spectacular job. 
The structure of the zone program will help you 
overcome some of the nervousness because it 
gives you the right moves. 
 
Zones Are Everywhere 
 
Any place you make your in-person pitch can be 
divided into zones. If you are selling a car or a 
blender or a facelift, the space between you and 
the prospect can be used according to the zone 
program to instantly improve your ability to 
connect with them in a meaningful way. 
 
Zone 1 – Intimacy 
 
Zone 1 is the intimacy zone. It is in this zone 
where you will form intimate bonds with your 
audience. Fair warning here: there is a lot of 
touchy-feely stuff going on in Zone 1, so brace 
yourself! 

Your goal in this zone is for them to love 
you and for you to love them. Yes, I said love. 
You want them to see you for the real, actual 
person you are: a person who has passion, a 
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person whose life has meaning, a person worth 
loving and capable of being loved. 
 Similarly, your job in this zone is to reach 
out emotionally to your audience and see them 
for who they are: people who have passion, 
people who lead meaningful lives, people who are 
worthy of your love and capable of being loved. 
Your job is to apply love as a verb. To love these 
people is to care for them and take their needs 
seriously. This is heavy stuff, but it will set you 
free! 
 Most people have trouble with this level of 
intimacy with people they actually love, let alone a 
room full of strangers. This is completely 
understandable. I sometimes do the “I love you” 
exercise with my students and clients by asking 
them to stand up and find a partner, preferably 
someone they don’t know that well. I ask them to 
look into each other’s eyes and say “I love you” 
to them in their most sincere tone. The only rule 
is that they can only say those words, nothing 
else. 
 The reaction is usually giggles and eyes 
rolling and extreme discomfort. One student 
almost broke into tears when faced with the 
prospect of telling a guy she hardly knew that she 
loved him. “What if he thinks I really love him?” 
she asked me. Just because you express love to 
someone doesn’t mean you have to marry them. 
You can just love them and leave it at that. 
 People often add words onto the phrase 
like, “I love you, man,” or, “I love you, you’re the 
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best.” Or they change the phrase to “Love ya!” 
They do this to protect themselves from the 
emotional discomfort. For some reason, people 
find it hard to say a simple “I love you” to 
another person. 
 I tell my students and clients to pay special 
attention to how they are feeling when they say it. 
They feel afraid, uncomfortable and nervous. 
These are the emotions that are getting in the way of 
their ability to connect with an audience in a 
genuine way. This is the feeling that they must 
understand in order to move past it. If they can 
get control of these emotions, they will be set free 
and truly become a Pitch Ninja. This, my dear 
reader, is the Pitch Ninja’s source of true power 
on the stage: his or her ability to overcome the 
discomfort and allow him or herself to love the 
audience and be loved by them. This is power. 
 In most business settings we guard our 
true selves and we don’t show vulnerabilities. On 
the stage, however, it is your command of 
emotion that will allow you to truly connect with 
your audience on more than just a superficial 
level. The focus of the audience’s love that you 
want to cultivate is on your passion for the 
subject matter about which you speak. 
 I’ve mentioned passion throughout this 
book and it’s a word that gets used a lot in 
business, but I want to take a moment to define 
what it means so that it will make sense in the 
context of the intimacy zone. 
 Passion is a combination of two things (in 
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my opinion). The first element is an intense 
emotional desire or compulsion for just about 
anything. (Contrast this with a physical desire or 
compulsion for just about anything. If you have a 
physical desire or compulsion, you may have an 
addiction.) 
 The second element of passion is an 
accompanying sense of pride for being associated 
with the thing you feel strongly about.  
 So, someone who is passionate about 
sports is not only emotionally compelled to do 
sports, but also is proud to be known as someone 
who does sports. Likewise, someone who is 
passionate about math is not only emotionally 
compelled to calculate, but also is proud to be 
known as a math person. 
 Bottom line: if you want someone to 
believe in you, you will have to get them to 
understand your passion and love you for it. To 
do this, you must be willing to love them back. 
 
Sharing Your Passion in the Intimacy Zone 
 
Nearly every presentation you do should start out 
in the intimacy zone. You should move directly 
into the intimacy zone without hesitation, and tell 
your personal story of why you are excited to be 
addressing the audience and individuals in the 
audience. Your personal story is one about 
emotions and passion, and less about facts and 
credentials. Here you will set the tone for the 
presentation and establish yourself as someone 
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who speaks from the heart. By entering right into 
the intimacy zone you are doing something called 
“breaking the plane,” which is an invisible wall 
that divides the speaker from the audience. Most 
speakers never break the plane physically or 
emotionally—you will do both.  
 You break the physical plane by getting 
close to the audience. Moving your body forward 
will allow you to relate to individuals. Go right up 
to them and speak to them in your front-of-the-
room voice. This is the voice that you would use 
if you were addressing them personally, which, of 
course, you are, because the intimacy zone is 
about personal relationship building. 
 You will make gentle eye contact and your 
arm movements as gestures will be inside the box. 
If they are outside the box you will come across as 
overly aggressive. You are too close to people in 
the intimacy zone to use outside-the-box gestures 
and steady eye contact. Don’t worry, you are still 
a gorilla because you are standing up and your 
audience is sitting down. 
 You break the emotional plane by telling 
your personal story. Tell them why you are 
excited to be speaking to them about the subject 
at hand. For this you may have to dig deep within 
yourself to find out exactly what is motivating 
you to do what you are doing. 
 Most people’s instinct is to provide their 
credentials to the audience. The rationale is that 
people will be impressed with your experience 
and trust what you have to say. There is a time 
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and place for credentials because it is important 
that you know what you are talking about, but it’s 
more important that you believe in what you are 
talking about.  
 For example, let’s say Norvin is a 
salesperson giving a presentation to sell a 
customer relationship management (CRM) 
application. He could say, as he stands in front of 
a slide with the company logo: 
 

Hello, thank you for having me today and hearing 
my presentation. My name is Norvin and I have 
over 20 years of experience in sales technology with 
the last 10 years as head of CRM development at 
Super CRM Company. I was named employee of 
the year three years in a row and I got my MBA 
at Top MBA University. Today I’m going to 
talk to you about why you should buy Super 
CRM to streamline your company’s sales efforts. 
It’s the best CRM package on the market and we 
have the most impressive client list of any company 
in the market. 

 
 This is a perfectly polite, logical 
introduction to a sales pitch that you might hear 
from anyone—other than a Pitch Ninja. It does 
establish Norvin as an experienced person, but it 
also sounds a little boastful. When you are talking 
about your own credentials you are much more 
likely to sound boastful than passionate. He also 
made the mistake of passing judgment on his 
own company. “It’s the best CRM package on the 
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market,” and, “We have the most impressive 
client list of any company in the market,” are two 
statements that will leave the audience scratching 
their heads trying to figure out if they agree. Both 
statements can be argued. Clearly, Norvin knows 
what he is talking about, but does he believe in 
what he is talking about? 

If Norvin was a Pitch Ninja he would 
have said something like this as he stands in front 
of a picture of him and his sales team with their 
arms around each other’s shoulders in front of 
the prospective client’s office: 
 

My name is Norvin and this is a picture of me 
and my team getting ready for today’s 
presentation. We are all smiling because we 
couldn’t be more exciiiited to tell you about 
Super CRM and how it will change the way you 
do business forever. For the past 20 years I have 
had the priiivilege of working with these people 
in this industry and I love it because I get to see 
how it impacts people’s lives every day. When I 
first got started in sales at XYZ company right 
out of college I loved sales, but I was frrrustrated 
with how hard it was to keep everything straight 
like names, numbers, meetings, appointments, 
customer service issues and all kinds of things that 
sloooowed the process down. I was first 
introduced to Super CRM as a customer and 
instantly fell in love with how much easier 
my life was. With Super CRM I could 
concentrate on providing reeeeal value to my 
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customers without getting bogged down in 
administrative details. I jumped at the chance to 
join them and I looove going to work every day 
because I know I’m changing people’s lives, just 
like my life was changed so many years ago. 
Today I’m going to show you how Super CRM 
will change your life just like it changed mine. 
 

 This personal story is filled with emotion 
and passion. Norvin delivers this from the 
intimacy zone where he walks right up next to the 
people he is addressing. He speaks to them 
directly, uses gentle eye contact and smiles to 
show his excitement. The backdrop slide helps 
establish himself and the others in his company as 
passionate people full of life. 
 He changes the melody of his voice to 
communicate emotion and emphasizes important 
words and phrases by extending the duration of 
words and using itsy-bitsy spider gestures. For 
instance, he gives two thumbs up when he says 
he’s excited and he touches his fingertips to his 
chest over his heart when he says, “I love sales.”  
 Norvin does cite a few credentials, but 
they come across as less boastful and more as 
evidence of his undying passion for helping 
others. Nothing he said can be argued by the 
audience because he is not making blanket 
statements like “we are the best”; instead he is 
making statements about what he feels. Which 
Norvin are you more likely to believe in? 
 Done right, the connection you will make 
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in the intimacy zone is profound. It will touch 
people and make them fall in love with you in the 
way you want to be loved at that moment. In 
order to pull it off, you will also have to love 
them.  
 You can visit the intimacy zone whenever 
you need to make personal connections with the 
audience. This will be especially true during the 
questions and answers at the end where you will 
walk right up to the person asking the question 
and address the person personally.  
 I know that the intimacy zone can be kind 
of intense and certainly out of your comfort zone, 
especially if you are someone who has 
traditionally given presentations from a seated 
position or from Magnetic South Pole. But this, 
more than anything else you do, will establish the 
kind of rapport you need with your audience if 
you are going to persuade them to your point of 
view. Once you have them on the hook, you will 
need to pump them up in Zone 2. 
 

Virtual Dojo 

 

Intimacy Zone 
To see me do an overview of the 
intimacy zone, visit 
PitchNinja.com and click on the 
Virtual Dojo or scan the code. 

 

 

Zone 2 – Excitement 
 
Zone 2 is the excitement zone. This is where you 
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get the entire audience on board with what you 
have to say. If you’re starting from the intimacy 
zone, you will move your body backwards into 
the excitement zone. Moving backward makes 
you visible to more people and allows you to 
relate to more people. Remember that moving 
frontwards and backwards is how you relate to 
people. Moving frontwards allows you to get 
closer to individuals in the intimacy zone, while 
moving backward allows you to relate to the 
larger audience in the excitement zone. 

Your arms move outside the box, your 
armpits should be showing. Your smile is big and 
you use your back-of-the-room voice. Energy and 
excitement are the name of the game. You have 
established yourself as a passionate authority on 
the subject, now channel the passion like 
lightning to everyone in the room. Keep gentle 
eye contact but move around the room, paying 
special attention to people who seem to be 
showing signs of disinterest or disagreement. 
 If you see someone dozing off, hold eye 
contact long enough to connect with them and 
bring them back into the room. If you see 
someone with a scowl or crossed arms, slow 
down a little, and take a few more pauses to give 
that person time to catch up. 
 In the excitement zone you should be 
using visual aid slides. As you go through your 
key points, you can emphasize them with your 
body by moving from side to side. Here is how 
you would present this solution from a company 
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called FixedRatePower.com: 
 

 
  

If you’re a small business [Preacher 
point to the audience] that wants to saaave 
money [arms outside the box, “money-rub” 
your thumb and fingertips] then Fixed Rate 
Power can help. First, [start stage left, put 
your hand in the air with one finger up] 
enter a few details about your business and some 
numbers from your monthly bill. Second, [move 
one step to the right, put your hand in the 
air with two fingers up] choose from a variety 
of electricity providers who waaant yooour 
buuusiness [two-handed Preacher Point 
waving from side to side]. Third, [move 
one more step to the right, put your hand 
in the air with three fingers up] each month 
you will save a bundle and have prediiictable 
[point “knowing” finger to your head, 
armpit showing] savings over the looong term 
[hands apart like you’re showing how big 
that fish you caught last week was].  
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 Say it this way, with a big smile, and 
people will be sitting on the edge of their chair 
waiting to see what you’re going to say next. The 
slide acted as a visual aid to support what you 
said, but the slide alone didn’t tell the story—you 
did. 
 The excitement zone is where most of 
your presentation should take place. It’s the 
excitement zone and if what you are presenting 
isn’t exciting, you probably shouldn’t be 
presenting it at all. Topics you will cover in the 
excitement zone include: 
 

 Problem definition: present the problem 
your company solves or the problem your 
prospective client has. Be sure to outline 
the problem in a way that you can solve.  

 Solution: present your incredible solution 
to the problem in such a way that the 
prospect can’t help but want it. 

 Business process: explain the unique 
business process that makes your 
company special and capable. 

 Maps: show maps of sales territories or 
coverage areas or real estate deals. 

 Team: brag about how great your team is. 
While it’s not cool to brag about yourself 
and your own credentials, there is nothing 
to stop you from bragging about your 
team and their awesome credentials. 
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There is really no limit to what you can 
present in the excitement zone. In the intimacy 
zone you will establish yourself as a passionate 
person. In the excitement zone you will show the 
extent of that passion through energetic 
expression of the core concepts behind your 
position on whatever it is that you are presenting. 

Smile as much as possible, use your back-
of-the-room voice, show your armpits and be a 
gorilla! 

 

Virtual Dojo 

 

Excitement Zone 
To see me do an overview of the 
excitement zone, visit 
PitchNinja.com and click on the 
Virtual Dojo or scan the code. 

 

  

Zone 3 – Information 
 
The last zone is the information zone. It is here that 
you will stand right up next to the presentation 
screen, fully extend your arms to point to 
important information, and use your back-of-the-
room voice. When you make eye contact with 
audience members, use steady eye contact to keep 
them engaged and allow you to look for 
confusion or disagreement. 
 As you might imagine, using this kind of 
body language in the intimacy zone would be 
overwhelming and aggressive for an audience 
member, but in the information zone it is totally 
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appropriate. 
 Smiling is still important, especially if the 
message is about how much money you are going 
to make or key statistics that help build your case.  
 Touch your finger to where you want the 
audience to look. Never say, “As you can see…” 
without pointing to exactly what you want them to 
see. Stand in front of anything you don’t want 
them to be looking at and move only when you 
are ready for them to see what is behind you. 
 You will be using an information slide 
which has numbers, tables, graphs and diagrams 
on it. Only about 10-20 percent of your slides 
should be information slides. You want to spend 
most of your time in the excitement zone. If you 
have an information-heavy presentation to pull 
off it’s not impossible, but expect it to be a little 
exhausting for you and for the audience. It’s more 
bearable if you’re a Pitch Ninja, however. 
 

Virtual Dojo 

 

Information Zone 
To see me do an overview of the 
information zone, visit 
PitchNinja.com and click on the 
Virtual Dojo or scan the code. 

 
Types of Information 
 
In the information zone you will be presenting 
complicated information. Unlike the visual aid 
slides in the excitement zone, it would be 
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difficult, if not impossible, to convey the right 
information without the information on the slide. 
For example, it would be nearly impossible to 
explain a pro-forma income statement without 
showing the actual numbers. As I mentioned 
above, there is a limit to how much detail you can 
provide so long as your slide is still legible. 
Simpler is always better. Financial slides are 
classic information zone slides. 
 Research results and statistics are also 
information zone-type slides. So are detailed 
schematics, flowcharts and other types of detailed 
information. However, if it is possible to simplify 
the information enough to make it an excitement 
zone slide, do it. The fewer information zone 
slides there are in your presentation, the better. 
 
Software Demos 
 
Software demos are also information zone types 
of information. However, avoid giving live 
software demos at all costs. I have never, ever 
seen a live software demo go off without a hitch. 
Even if the stars are in alignment and there are no 
computer or web connectivity problems (which 
are extremely common) you are going to force the 
audience to sit through the painful experience of 
watching your mouse cursor fly all over the 
screen as you nervously click buttons, and God 
help you if you have to enter information. They 
will sit and watch you type and misspell things 
and delete characters or even worse is, “sdfaerh 
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argar sdljf sd,” which is the gibberish you bang 
out on the keyboard just to get through a form. 
 The fundamental problem with live 
software demos, however, is that they are virtually 
impossible to do while presenting from the 
information zone. You have to stand in front of 
your computer so you can use the mouse and 
keyboard. In short, don’t do live software demos. 
 Instead of live, take screenshots of every 
screen after each step. This way you will have no 
bug problems, no computer problems, no 
connectivity problems, no typing problems and 
no other problems that will impede your ability to 
give a good demo.  
 The key is to create a screenshot of every 
step and click through the slides as if it were live. 
Instead of clicking the mouse cursor on buttons 
you will simply tap the button on the screen with 
your finger and, at the same time, click your 
presentation remote, which will advance the slide 
to the next screenshot, giving the audience the 
impression that you actually clicked a button that 
made something happen. Of course, the audience 
is probably smart enough to figure out what 
you’re doing, but that doesn’t matter. You aren’t 
trying to show your software, you are trying to 
show how your software works.  
 Similarly, if your software requires that 
you fill out a form, you can show a screenshot of 
the blank form then do “air keyboard” with your 
hands on the screen and click the presentation 
remote to show the next slide, which is a 
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screenshot of the same page with the form 
completed. 
 

Virtual Dojo 

 

Software Demo 
To see me do a software demo, 
visit PitchNinja.com and click on 
the Virtual Dojo or scan the code. 

  
Magic Hands 
 
The software demo incorporates a special 
technique that is bound to amaze and delight 
your audience called “Magic Hands.” Magic 
Hands is when you touch the screen and 
something on the screen changes because you are 
also clicking the advance button on the 
presentation remote. It looks like magic (hence 
the name). In the software demo you can use 
Magic Hands to pretend you are clicking buttons 
or “air typing.”  
 You can also use Magic Hands to make 
highlights appear on the screen, or even swipe the 
slide to the next slide. Any slide animation or 
build you create can be accompanied by Magic 
Hands to add interest to your presentation. They 
take a little practice sometimes, but the work is 
well worth it.  

If you think this sounds corny, think 
again. Magic Hands show a level of polish and 
flair that tells your audience that you really care 
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about doing a good job. Caring this much about 
communicating helps build a powerful 
connection with the audience. Pitch Ninjas use 
Magic Hands in Zone 3. 
 

Virtual Dojo 

 

Magic Hands 
To see Magic Hands in action, visit 
PitchNinja.com and click on the 
Virtual Dojo or scan the code. 

 
Summary 
 
The Super-Awesome Zone Program gives you a 
basic structure within which you can move your 
body without coming across as repetitive and 
random. Put the Ninja Moves from Chapter 3 
and the Ninja Slides from Chapter 4 in the right 
zones and you have everything you need to 
choreograph an exciting, energetic and interesting 
presentation that shows your passion for the 
subject and will persuade an audience to your 
point of view. 
 Zone 1, the intimacy zone, forces you to 
break the plane and make personal connections 
with audience members. The goal is to make 
them fall in love with you. 
 Zone 2, the excitement zone, helps keep 
your presentation upbeat and engaging by 
allowing you to dominate the room like a 
silverback gorilla and connect with the entire 
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audience.  
 Zone 3, the information zone, gives you 
the ability to clearly communicate more complex 
concepts and important details to your audience 
in a way that is engaging and captivating. Never 
before has a financial statement been so 
interesting! 
 As you plan and practice your 
presentation, always consider the appropriate 
zone and what type of body language is 
appropriate. Match the zone to the content of 
your slide and you will not fail to give a great 
presentation. 
 You might hear someone say that the zone 
program is too structured and not natural. Give 
them a Ninja wag of the finger. This is the whole 
point. The point of the program is to provide a 
structure because these skills aren’t natural. The 
natural instinct is to hover over Magnetic South 
Pole and give a crappy presentation.  
 If you apply the zone program to your 
future presentations, the skills will become natural 
and you won’t even have to think about them 
anymore. 
 However, just because you have the skills 
and the moves of the Pitch Ninja, you may not be 
a Pitch Ninja. You need to have a presentation 
that has the right flow. Disorganized presentations 
don’t work, no matter how well they are 
presented.  
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Chapter Six: 
 

The Flow 
Even if you are doing everything right, your 
presentation won’t be very impactful unless you 
have it organized in a way that makes sense. 
When it comes to presentation content, I can’t 
tell you how often the main hindrance to the 
message is the overall organization of the 
information, not the information itself.  
 Most people giving formal presentations 
have at least a little expertise on the topic that 
they are presenting. Nobody would ask me to 
give a presentation on pediatric neurosurgery, nor 
would I offer; I don’t know anything about the 
subject except that it has something to do with 
poking a kid in the brain with a sharp knife (not 
my cup of tea). There are lots of other subjects, 
however, that I would be happy to talk about 
because I know them well. If I’m doing a 
presentation on a subject I know well and I’m 
using Pitch Ninja presentation style and I’m still 
not persuasive, it’s because I have a problem with 
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the flow of information, not the information itself. 
If I’m doing a presentation on something I don’t 
know anything about and I’m not persuasive, it’s 
because I shouldn’t be giving a presentation in 
the first place.  

In fact, if you are giving a presentation on 
any subject, your expertise in the subject matter 
(or at least your knowledge) is implied. 
 The main reason people struggle with flow 
is because most people watch too many television 
shows. In order to make a television show work, 
you have to create suspense throughout the show 
and then wrap it all up at the end. This formula is 
important on TV because the producer has to 
hold people’s attention long enough to get plenty 
of ads in front of them. Producers think that if 
the audience knows the outcome of the story too 
early they will turn off the TV and go exercise or 
eat a healthy snack or study math or do 
something other than watch more TV. This 
would be unfortunate for the producer; luckily, 
she has a formula that works! 
 Of course, this is not entirely true. In 
many cases knowing the punch line in advance 
doesn’t ruin the story because the story is so 
great. TV shows about true events can be very 
interesting. Most presentations are about true 
events and real things. They are nonfiction works. 
 A good presentation will not wait until the 
end of the presentation to tell you what happens. 
A good presentation will tell you the main points 
and then it will tell the story behind the main 
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points and then it will tell you the main points 
again. 
 Journalists have a saying: “Don’t bury the 
lede.” This means, don’t hide the main point. A 
good presentation should flow like a good piece 
of journalism. The lede, a concise summary of the 
main points, should be one of the first things out 
of your mouth. Not necessarily the first thing, but 
close. 
 With that in mind, every presentation you 
give for the rest of your life should open 
something like this: 
 

1. A personal story 
2. Summary of the main point(s) 

 
The nature of the main point will vary 

based on the goal of the presentation, but you 
will still want to provide this summary. For 
instance, if you are doing a sales presentation, 
your main point will be a summary of the 
solution that you provide to solve their problem 
(if they have one). If you are presenting a 
scientific research paper, your main point would 
be your hypothesis and what your research 
revealed about your hypothesis. With the main 
point out of the way, you can get to the details to 
explain why your main point is what it is. 

For purposes of Pitch Ninja, I’m going to 
provide a basic overview of how a business plan 
presentation might be presented to communicate 
the basic structure of a Pitch Ninja presentation. 



 102   pitch ninja                             

 

 

Then I’ll provide a few notes to help you 
understand variations. 
 
Basic Structure 
 
The basic presentation format is an individual or 
team of individuals presenting in front of an 
audience. The audience might be coworkers or 
potential customers or potential investors or 
judges (in the case of a business pitch 
competition). You should get a handle on who 
your audience is beforehand so you can hone 
your message to fit the audience. If you’re 
presenting to customers, for instance, your 
message will be different than if you’re presenting 
to investors. In this example I’m going to show 
you how a presentation might be delivered to 
investors. 
 There are exceptions to every rule, but in 
general, a business plan presentation should be no 
more than 15 to 20 minutes, leaving plenty of 
time for discussion at the end. In a competition 
format you might have about five minutes for 
discussion; in an investor presentation you could 
have much more time depending on the interest 
level of the investor and their personal time 
restrictions. Most professional investor meetings 
will last about an hour. A business plan flow 
should look similar to this: 
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Personal Story

Why You Are 

Here

Problem/

Situation 

Solution

Business Model

Differentiators

Making Money

Competitive 

Landscape

Financial 

Projections

Team

Accomplishments 

and Goals

Ask

Discussion

Summary

Thank You

Traction

 
 By the way, this does not imply a 
separate slide in your presentation for each 
topic. You can have as many slides as you need to 
tell your story, but make sure it flows. This is 
intended to map out the flow of your story and 
avoid common mistakes.    

For instance, a common mistake in 
business plan presentations is the explanation of 
team bios early on in the presentation. If you 
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present the team too early, the audience won’t 
understand why the people who are on your team 
are on your team. If you present the team after 
you have explained the business, the audience will 
understand what needs to be done and can relate 
the talents of the team to the needs of the 
business. It’s OK to introduce you team by name 
and title early on, but don’t go into too much 
detail until the gist of the business has been 
communicated. 
 Another common problem is to present 
accomplishments and goals before the team. If you 
can wait until after you present the team, you can 
use these important bragging points to show how 
awesome your team is.  
 There is also a physical flow to your 
presentation. Matching the content of your story 
to the right zone will help your story flow. 

In many cases you will have more than 
one team member presenting. In these cases you 
will have to be mindful of transitions and each 
speaker will have to make a personal connection 
with the audience. Team dynamics during the 
discussion are especially important. More on this 
later, but keep in mind that the way your team 
handles questions will provide insight into 
whether or not you are a team at all. Your 
presentation should unfold like this:  
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Personal Story 
 
To open the presentation, step forward into the 
intimacy zone, close to the audience members. 
Smile and say how happy/honored/excited you 
are to have the opportunity to present. 
 Tell your personal story on why you care 
about the topic about which you are going to 
discuss. 
 

My name is Norvin Moyer and I couldn’t be 
haaappier to have this great opportunity to talk 
about how technology can make our lives easier. 
 I remember my first exposure to computer 
programming. I was still in middle school and had 
an early computer with the Basic computer 
programming language. I would spend all day 
writing programs that I found in computer 
magazines. I loved every second of it, even though 
the programs were simple and didn’t do much. I 
wrote simple games and created graphics. Once I 
spent the entire day programming a graphic of a 
Christmas tree with Christmas music in the 
background. By the time I was ready to show my 
parents it was very late. My parents thought it 
was great, but told me I had to go to bed. So, I 
turned off the computer, erasing all my work. 
[pause] It didn’t bother me a bit because it never 
occurrrrred to me that I could ssaaave my 
work. I didn’t even know what a disc drive was! 
I’ve come a long way, but I still love the process of 
developing computer programs. 
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 Today I’m going to show you how I used 
this love of programming to create a team that has 
built a very useful software application to solve a 
simple problem. This application gets used over 
3,500 times per day, allowing us to generate over 
10,000 marketing emails a day. 

 
 This story establishes the speaker as 1) 
someone who can program a computer, 2) 
someone who has a lot of experience 
programming computers and 3) someone who 
loves it and shows passion for the subject matter. 
It’s a great opener. Note that it hits upon some 
important metrics of users and emails. This story, 
along with the metrics, really builds credibility. 
The audience assumes the speaker has decent 
credentials. 
 If you are presenting as a team, each 
person (during their turn to speak) should enter 
into the intimacy and tell their personal story 
before they do anything else.  
 
Problem/Situation 
 
Next, it’s important to frame the issue in a way 
that sets it up for being addressed by the business 
solution. The speaker now steps backward into the 
excitement zone so he can address the entire 
audience and start building excitement. His arms 
move to outside the box with armpits showing: 
 

Today I love creating technologies that help make 
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life easier. One of the frustrations I experience on 
a regular basis in business, and specifically sales, 
is sending information to prospects, but not 
knowing when to follow up. I’ll send an email 
with a link or two and then call them and say, 
“Have you had a chance to take a look at the 
information I sent?” If I call too early, they 
haven’t seen it yet, and I don’t know how often I 
should call back before I become a pest. If I call 
too late, the person may have forgotten what the 
information was about. This drives me crazy! 
Turns out I’m not the only salesperson that has 
this problem. We found that 97 percent of 
salespeople struggle with not knowing when to 
follow up with prospects. I guess the other 3 
percent are clairvoyant or just don’t care! 
 
Now the speaker has framed the problem 

in a way that expresses emotion and his ability to 
relate to a common problem. Plus, he has set 
himself up to tell the rest of the story—guess 
who can solve this problem perfectly? 

 
Solution 
 
Now he can hit them with the solution: 
 

BlipNut.com was created to solve this problem by 
allowing users to create links to content that 
provide alerts—or blips—when content is 
accessed. This way I know exaaactly when my 
prospect checks out what I sent them. Let me show 
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you how it works…. [Ninja software demo 
with Magic Hands] 
 

 Once he has set up the solution, he has to 
let them know how it makes money. 
 
Business Model/Making Money 
 
How a business makes money is important and 
should not be left to the end. It’s not uncommon 
for a business plan presentation to wait until the 
financial section of the presentation before the 
business model is really addressed. The business 
model is a description of the main components of 
your business with extra emphasis on important 
revenue drivers. In the case of BlipNut, the 
speaker would stay in the excitement zone (to 
continue building excitement for the product) and 
describe the revenue model and key cost drivers. 
He doesn’t need to get into too much detail; he 
just needs to touch on them. 
 

Unlike other URL shortners, BlipNut.com is an 
email marketing company. We make money by 
embedding relevant advertising in the body of the 
email. Ads are based on the target URL to 
increase relevance. Every time the link is clicked 
there is a new revenue opportunity for 
BlipNut.com. 
 We will supplement the email marketing 
with on-page advertising. Initially we will simply 
integrate Google AdSense to keep costs low. 
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BlipNut.com is a highly automated site. 
 
Competition 
 
After the business model, you have to address the 
elephant in the room, which is who else is doing 
it. All businesses have competition and investors 
will balk at anyone who says there is no 
competition. Competition is a good thing because 
it, more than just about anything, validates the 
existence of the market. It’s good to talk about 
your competition in the context of market 
validation. For instance: 
 

We are confident that there is strong demand for 
BlipNut.com given the current players in the 
market, which fall into two main categories. The 
first category is URL shorteners like Bit.ly, 
TinyURL and a number of brand-specific 
shorteners offerred by Google, Twitter, and 
WordPress. 
 The second category is companies who 
offer link-tracking like Yesware and Toutapp. 
These are all great companies with a solid offering. 
However, we think that BlipNut offers some key 
differences that will allow us to attract a loyal 
customer base. 

 
When talking about the competition you 

need to be careful not to badmouth what they are 
doing. If you are mentioning them at all it’s 
because they are probably successful and there is 
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no reason to think you are better than them. In 
fact, trying to position yourself as better than the 
competition is a bad idea. “Better” is a highly 
subjective term and depends heavily on the 
audience’s personal experiences and biases. The 
critical message you want to get across when 
discussing the competition is how you are different. 
 
Differentiation  
 
Differentiation is critical. In fact, in order to be 
better, you have to be different first. If you’re not 
different, you can’t be better. It’s a simple fact of 
life. If you focus your message on how you are 
different, you won’t come across as boastful, 
arrogant or presumptuous. Don’t worry, there 
will be a time and place to toot your own horn—
just make sure it’s not at the expense of others. 

It’s not uncommon to see a business plan 
presentation use “Harvey Balls” to compare the 
company to the competition. This is how a slide 
might look: 
 

 
 

This can be a great way to show how you 
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are different. But, be careful. Notice that in the 
example above, “My Company” does everything 
while the competition falls short. This indicates 
that the management team either doesn’t really 
understand the competition, doesn’t have the 
ability to focus or is just plain delusional. In a 
startup company, you can’t do everything and do 
it well. Focus is critical. Use diagrams like Harvey 
Balls to show how you are different, not how you 
are delusional.  

 
There are several key differences between BlipNut.com 
and the competition. The first [holding up one 
finger] is that we allow the user to post a trackable 
link anywhere a link can be posted. Email 
productivity apps only track links within emails, for 
instance. The second key difference [holding up two 
fingers] is the real-time alerts though email Blips. It’s 
true that other services do track links, but the user 
must set up an account, login, and find the report. 
BlipNut tells you what’s going on in real time. 
 As I mentioned before, email marketing is a key 
revenue driver for BlipNut.com. When someone 
shortens a link, they are giving us permission to email 
them with a welcomed message. No other service gets 
this kind of access to the end user with such simplicity. 
This makes BlipNut.com an aaawesome money-
making machiiiine [Arms spread wide, thumbs 
up, big smile]. 

 
I told you there would be a time to toot 

your own horn. You can brag about your 
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differences because you aren’t stepping on 
anyone’s toes. The speaker can use opportunities 
like this to show how excited he or she is about 
the product. 
 
Market and Marketing  
 
Once you establish that there is a market for your 
product or service, it’s time to talk about the 
nature of the market and how big it is and how 
you will get people from the target market to 
become customers. You will need to focus on the 
segment of the market that you can actually 
address. Entrepreneurs consistently get this 
wrong. Most of the time entrepreneurs talk about 
huge markets, with little attention paid to how 
you are going to access them. For the speaker to 
say that the market for BlipNut.com is anyone 
who has a computer may be right, but how will 
the people who work for BlipNut.com reach 
billions of people on a bootstrapped budget? In 
order to be believable, the team has to focus on a 
market they can actually reach. 

 In the market section you will need to 
describe the market you are going after. The more 
detail, the better, within the time limits of your 
presentation.  
 

As with any online application, BlipNut.com is 
available to anyone with an Internet connection. More 
narrowly defined, however, we think our product is 
most useful in a business environment, yet we are 



                                                     Mike Moyer      113 

               

 

aware of social applications as well. We estimate a 
total market for this product in the U.S. at well over 
75 million people. 

That being said, our initial focus will be on U.S.-
based salespeople that focus on B2B technology sales. 
These people can be reached through a variety of direct 
means, both online with email and social media 
marketing, as well as offline at trade shows and 
events. This gives us an initial market of over 
200,000 individuals. 

 
To be convincing, your market needs to 

be big in terms of dollars or numbers of potential 
customers, preferably both. Niche products are 
great, but they don’t always attract real 
investment dollars like more mass-market 
products.  

In addition to showing how big your 
market is, you will have to show how you plan to 
reach your market. The more specific you can be, 
the more credible you will sound. Get into tactics. 
Lots of people claim that they will establish a 
social media presence, but very few explain how 
they are going to translate that into sales. Lots of 
people want to create viral videos, but very few 
explain how they are going to make sure it goes 
viral. Be specific about the tactics and techniques 
you are going to use. 
 

BlipNut.com has been building a three-tiered SEO 
program over the past six months that has allowed us 
to rank on the first page of Google, Bing, Yahoo and 
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YouTube for eight of our top ten keywords. First, 
[finger in the air] we have had a high level of 
interaction on sales forums, guest posting at high PR 
sites and partnerships with several sales training 
companies. Second, [step left, two fingers in the 
air] our software has widgets that can be embedded on 
websites who want to publically show their statistics. 
This initiates visits from curious web browsers. And 
third, users can add other people’s email addresses to 
receive blips. On average, each link has 2.3 email 
addresses associated with it when it’s created and over 
75 percent of the owners of the additional email 
addresses use BlipNut.com at least once. This creates 
more links. 

 
 In this case the speaker provided enough 
detail on the SEO strategy to be believable and 
touched on some evidence that it’s working. This 
evidence, called traction, is hands down, far and 
away the most important part of your 
presentation. It’s so important that you could 
stick it earlier in the flow and it wouldn’t be out 
of place. In fact, you could open with a few 
traction proof-points if you wanted. You still 
have to tell your personal story and everything 
else, but don’t overlook the importance of 
traction. 
 
Traction 
 
Traction is any evidence that your business model 
is working. The best evidence is paying 
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customers—the more customers, the better.  
If you don’t have paying customers, then 

customers who promise to pay you when you are 
able to deliver can be evidence of traction. 
Sometimes a letter-of-intent can show that what 
you are proposing has value.  

Beta customers who are trying the product 
or service for free can show traction. This isn’t 
nearly as good as paying customers, but you have 
to tout what you have. Website visits, survey 
results or other kinds of proof that what you are 
proposing has a chance to turn into the business 
that you envision can serve as evidence of 
traction. 

Investors want to invest in a business 
model that they know will work. No matter how 
good your presentation is, the proof is in the 
pudding. Show investors concrete evidence that 
value exists and you will have a much better 
chance of getting them to invest, or in the case of 
a competition, pick you as the best one. 

The best possible scenario is a keen 
understanding of customer lifetime value and the 
cost of acquiring a customer. If you have these 
two bits of information, investors will see a 
money machine. They put $X in the machine and 
get $Y back. This is awesome. 
 

BlipNut.com’s marketing model is becoming very 
predictable. In the past six months we have grown 
from less than 10 new URLs shortened per day to 
over 3,500. With click activity we are sending out over 
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10,000 emails per day. More importantly, the click-
through rate on email advertising has also been 
climbing, with an average rate of 67 clicks per 
thousand. Our revenue per click is 85 cents, giving us 
daily revenue of between $500 and $600 per day, 
which is over $200,000 annualized. 

 With these kinds of numbers, investors are 
going to take real interest. The company has 
proven beyond a reasonable doubt that they can 
do the following: 
 

1. Attract new users 
2. Retain users 
3. Stimulate the desired action (clicking ads) 
4. Make money 
 
With this evidence on the table, the investors 

are going to want to know what the financial 
picture looks like and what the future holds. 
 
Financial Projections 
 
A typical business plan’s financial projections will 
project three to five years in the future. This is 
information zone content so the slide is more 
detailed than an excitement zone slide. You 
should have a basic spreadsheet showing sources 
of revenue, direct costs (such as cost of goods 
sold), major cost drivers for operations and, of 
course, net earnings before income tax, 
depreciation and amortization (EBITDA).  
 In some cases you may want to describe a 
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“unit model,” which is a description of a single 
building block of your financial picture. For 
instance, if you are running a chain of ice cream 
shops, a single shop would be one unit. Your 
financial projections would depend heavily on the 
number of units you have in place. Similarly, if 
you had an event company, a single event would 
be a unit and you would want to show the costs 
associated with marketing and hosting the event. 
 It’s worth noting that you should present 
your best guess of the future. Say what you really 
think is going to happen. Do not be conservative 
and never, ever actually use the word 
“conservative.” Saying, “Our numbers are 
conservative,” is the same thing as saying, “Our 
numbers are wrong.” There are few words that 
make an investor cringe more than the word 
“conservative.”  
 

Here is our three-year pro forma income statement 
showing actual numbers for the first six months. 
Here [point to number] you can see the $550-
per-day number I mentioned earlier.  
 Our main cost drivers are salaries and 
servers. We would like to add a full-time outreach 
person who will do online marketing and public 
relations. Accelerating trial is a critical part of our 
growth strategy.  
 We have already reached cash flow 
breakeven [show graph with breakeven], but 
we think that in order to scale we will need to 
invest in a more scalable architecture and new 
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dedicated servers in addition to the new full-time 
staff. 
 By year three we expect to be at a daily 
rate of over $10,000 per day, at which point we 
would consider ourselves a good acquisition target 
for a competitor or a company in the sales software 
or CRM space. 
 

  This explanation covers all the important 
facts and tells an exciting story. My story about 
BlipNut.com is made up (even though it’s a real 
thing). Your company may not have money 
coming in or real users. That would be 
unfortunate, but build upon what traction you do 
have to make your financial story believable. 
 
Team 
 
Now that you have told this wonderful, exciting 
story using good choreography and the right 
Ninja moves, your audience will be on the edge 
of their seat. “Who are these people?” they will 
want to know. Now you can tell them. 
 I mentioned earlier that if you present the 
details of your team in the beginning of the 
presentation, the audience won’t know their 
purpose. Now that they know what you are 
doing, the composition of the team makes more 
sense.  
 I also mentioned before that as an 
individual you establish credibility through the 
telling of a personal story that shows your 



                                                     Mike Moyer      119 

               

 

commitment and passion. Bragging about your 
credentials and qualifications is less impactful and 
makes you sound arrogant. However, you can 
brag about your team. In fact, you should brag 
about your team. If you’re not excited about 
them, why should the investor be excited? 
 

The most exciiiting [two thumbs up] part 
about BlipNut.com is the team. I’ve never worked 
with a more qualified team with better chemistry 
than this one. Anson is our lead developer and he 
is a coding ROCK STAR [air guitar]. He can 
write code that will make you weep with joy 
[rubbing the corners of eyes]. He graduated 
at the top of his class at Harvard where he won 
every development award possible before they had 
to invent new ones for him. He is one of those rare 
individuals who has high technical skills, but also 
high interpersonal skills. It has been an honor to 
work with him. 
 Merrily has been working part-time with 
us as our marketing person. She is the one that we 
hope to bring on full-time. She….is…..awesome 
[arms in the air]. She has an uncanny ability to 
meet the right people at the right time and say just 
the right thing. People love her and she loves them. 
There is no other person I would rather have 
representing my company. 
 I’m just a guy who loves solving everyday 
problems with technology. I am humbled every day 
that I go to work with these guys and I look 
forward to every minute I spend in the office. 
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 It’s virtually impossible to lay it on too 
thick when it comes to your team. Think about it. 
Did you hire a bunch of losers to be on your 
team? If not, why not take some pride? The 
assembly of your team is probably the most 
important thing you have done! 
 
Accomplishments and Goals 
 
To keep up the momentum, tell the audience, 
with great excitement, what this great team has 
accomplished. Investors want to see that the 
company is moving forward and they want to see 
how well you share the credit with your team. 
 

In the past six months this fantastic team has 
accomplished a lot. We have built out a platform 
with core functionality; we have implemented our 
advertising model; we have attracted a healthy user 
base that is steadily growing; we have created and 
refined a marketing model that allows us to 
attract users for a low variable cost; and we have 
demonstrated our ability to build a profitable 
business. 
 In the next year we will build upon that 
success by redeploying our program on a more 
scalable architecture with a broader range of 
functionality and a more sophisticated marketing 
engine. Anson is up for the challenge and ready to 
go. I’ll do what I can to help, but he is really the 
brains behind the operation. 
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This slide [an information zone slide, 
step back to Zone 3] shows our projected user 
growth over the next three years. These spikes 
represent the implementation of new marketing 
features to help accelerate growth. We expect this 
growth to be consistent with other programs we 
have implemented so far. For instance, [point to 
actual numbers spike] this spike occurred right 
after we launched the ability to add others to the 
Blip distribution list. With Merrily on board I 
am totally confident in our ability to hit these 
goals spot-on. 

  
 By now you have told your whole story. 
The audience is left with a concrete 
understanding of what you have actually done to 
get where you are and what you need to do to get 
to the next level. They are excited about the 
business and are asking themselves, “How can I 
be part of this exciting new business and this 
great team?” You can provide the answer. 
 
Ask 
 
Every business plan presentation should ask for 
something. You aren’t presenting for your health 
or to hear yourself talk. You are presenting 
because you want something. It could be money, 
advice, connections, ideas or anything else that 
people in the room could do to accelerate your 
plans. Be specific about what you want.  
 Most of the time you will be asking for 



 122   pitch ninja                             

 

 

money, so you will have to say how much you 
want and give a breakdown of how you will 
spend the money. Additionally, you will want to 
give them an idea as to the terms of the deal. 

In many cases an early-stage investment 
from friends and family or non-professional 
investors will be a convertible note. Angel 
investors and high-net-worth individuals may also 
take a convertible note or convertible equity. 
Later stages of investment with larger amounts of 
money—over $1 million—will want equity and a 
variety of investment terms that will be 
negotiated.  

 
BlipNut.com is raising $250,000 to move the 
company to the next level. Of this, $50,000 is 
needed to build a more scalable technology 
platform, $75,000 is needed to add additional 
staffing and $125,000 is needed to accelerate our 
acquisition efforts.  

Based on the traction we have had so far, 
we expect that we can acquire over half a million 
new users and reach cash-flow breakeven in less 
than six months. We are hoping to secure a 
convertible loan on the entire amount. 

How much of the $250,000 do you 
think you would like to invest?  
 
Note the ask at the end of the above 

sample. It takes guts to lay it out there like that, 
but it is important that you make sure you ask for 
what you want. 
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Before we move on, I do want to take the 
opportunity to plug one of my other books: Slicing 
Pie. If you are a bootstrapped startup company 
and you haven’t read Slicing Pie, you should. The 
book provides detailed instructions for dividing 
up equity in your startup among founders, 
employees, advisors, partners and investors. 

 

 

Slicing Pie 
To learn more about Slicing Pie, 
visit SlicingPie.com or scan the 
code. 

 
Discussion 
 
Once you have made your ask, it’s time to talk 
about the deal and answer questions. A typical, 
non-Pitch Ninja presenter would show a slide 
with the word “Questions” on it. A Pitch Ninja 
has a final slide that summarizes the most 
important aspects of the presentation. For 
BlipNut.com the slide would say something like 
this: 
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 This slide provides a nice summary for the 
audience. In this example the speaker asked for 
all or a part of $250,000 from the audience. If the 
investors say they are interested, you can end like 
this:  
 

Great, I look forward to working out the details. 
How would you like to proceed? 

 
 Professional investors will want to put 
together a terms sheet or may have follow-up 
questions. I’ve had this happen to me before, but 
it’s more common for people to want more 
information before they invest. In this case, you 
would say something like: 

 
Thank you for giving me the opportunity to share 
with you what I believe to be an extreeeemly 
exciting new technology. The team has built an 
application that works and delivers real value to 
users. Our path to growth is clear and we would 
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like nothing more than to talk to you about how 
you can get involved as an investor. 

 
 At this point you will experience an 
awkward silence. This is the dead pause that 
occurs after the presentation is over, but before 
people begin to ask questions. There are several 
ways to overcome this. 
 The first way is to just wait. Wait until they 
begin to ask questions or they tell you to leave. 
It’s not a good sign if they don’t ask any 
questions. 
 The other thing you can do is pose a 
question of your own. You can ask just about any 
question except, “Are there any questions?” A 
good question to ask would be, “What can I tell 
you about BlipNut.com that would make you 
more comfortable with an investment?” Or, “Is 
this the kind of company your firm considers?” 
Either of these questions will get the ball rolling. 
 The last thing you can do, if possible, is 
plant someone in the audience with a question. 
Tell them, in advance, what question to ask and 
tell them to ask it only if there are no other 
questions right away. It may feel a little sneaky, 
but it’s a great technique for presentations to a 
large audience, such as a keynote address. It gets 
the ball rolling and avoids the awkward moments.  
 In most cases, discussions will consist of 
back-and-forth Q&A. This is a critical time for 
your presentation that I’ll cover in more detail 
later. 
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Ending  
 
At the end of your scheduled time, you should 
end the discussion and the presentation. If the 
hosts want to keep talking, that’s OK, but you 
want be sure to give them an out so they can get 
back to whatever else they need to do that day. 
When your time is up, say something like this: 
 

As much as I’d looove [hands over your 
heart] to talk about BlipNut.com all day, you 
mentioned you only had until 2:00 and I want to 
be respectful of your time.  
 I think the next step is to make sure you 
have the opportunity to use BlipNut.com 
yourselves. I’ll be sure to get you the links to get 
started and I’ll include you on some shared Blips 
so you can see what that experience is like. I’d 
also like to set up a meeting next week to talk 
about moving forward. 

 
Always mention the next step so you can 

continue the new, redefined relationship. 
Remember that a formal meeting will redefine 
your relationship. It’s a good idea to make sure 
you know what the new relationship is, and only 
additional interactions will let you know. Unless, 
of course, you blow it and the new relationship is 
no relationship. But this rarely happens to Pitch 
Ninjas! 

If you are participating in a business plan 
competition and the buzzer goes off, you could 
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say something like this: 
 
It pains [grimace] me to have to stop talking 
about BlipNut! I sincerely hope that when you 
deliberate the outcome of this competition that you 
will remember not only the great traction that 
BlipNut has achieved, but also the dedication and 
passion of the team. Thank you very much for 
your consideration! 

 
Keep it short, but remind them of a few 

key details, and wrap it up. Be sure to keep 
smiling and end on a positive note. 

 

 
 

Hopefully, from the above example, you were 
able to understand some of the key movements 
and patterns that help keep the presentation 
impactful. Don’t get too bogged down in the 
content of the above example; the important 
lesson is how the presentation flows together in a 
logical direction. As the content is delivered, it is 
important to be mindful of what your body and 
face are doing while you talk. In fact, it is 
absolutely critical.  

It’s easy to get so wrapped up in what you 
are saying that you succumb to Magnetic South 
Pole and come across as if you’re some kind of 
mindless drone. Always remember, if you aren’t 
able to communicate your passion and excitement 
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to your audience, they will probably not feel any 
excitement or develop any interest in what you 
are saying.  
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Chapter Seven: 
 

Variations 
 
The basic structure in Chapter 6 applies to any 
presentation you do. What changes will be how 
much content you can include, what you choose 
to focus on and any situation-specific specialized 
content you include. 
 For all presentations, you should start with 
your personal story and make sure the audience 
understands your personal passion and 
commitment to the topic being discussed. Work 
the intimacy zone and make a positive 
impression. From there, the flow depends on 
what kind of presentation you are doing. Below 
are a few examples: 
 
The Elevator Pitch 
 
An elevator pitch is the Pitch Ninja equivalent of 
a roundhouse kick to the throat. It takes a little 
practice and some skill, but it’s extremely 
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effective once mastered. A good Pitch Ninja will 
have a good elevator pitch prepared for every 
occasion so that he can deliver in a moment’s 
notice. In my other book, Trade Show Samurai: The 
Four Core Arts for Capturing Leads, I’ll teach you to 
create extremely short pitches, called “trailers,” 
for each type of attendee at a trade show. 
 

 

Trade Show Samurai 
Buy a copy of Trade Show Samurai 
by scanning or clicking the code. 

  

The first time I participated in an elevator 
pitch competition, I bombed. It was 
embarrassing. I thought an elevator pitch was like 
a little business plan pitch and that you had to 
talk really fast to get it all in. It’s not. Since then 
I’ve learned how to do it and given a lot of real 
elevator pitches with great success. I’ve even 
delivered them in actual elevators. The elevator to 
the twelfth floor of the Chicago Merchandise 
Mart is especially good for pitching. 

Unlike a business plan presentation or a 
sales presentation, the elevator pitch strips out 
everything except for the core elements. The goal 
is to get the person on the hook long enough for 
them to get their appointment book out and set 
some time to talk in more detail. Rarely does the 
elevator pitch seal the deal—but I never say 
never! An elevator pitch flows more like this: 
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Personal Story

Why You Are 

Here

Like/Different 

Business Model

Ask

Traction

 
You still need to make a personal 

connection right away, but you may want to use a 
“Like/Different” summary. This means you 
compare your business to a similar business and 
then say why it’s different: 

 
BlipNut.com is like Bit.ly, but different because 
BlipNut.com sends you real-time email alerts. 
 
Many entrepreneurs want people to think 

their idea is totally unique and nobody on earth is 
doing it. They loathe the idea of comparing their 
concepts to someone else. I understand this, but 
in the absence of time, a Like/Different 
statement will help you help your audience get a 
concrete understanding of your idea very quickly.  

Once your audience has a clear 
understanding of what you are or aren’t, you can 
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tell them how you make money and tell them 
about the market and your traction. Then, of 
course, you ask for the money. 

After that, you’re done. If they want to 
know more about the team or the details of the 
marketing plan, they can set up a time to talk in 
more detail where you’ll have the chance to give 
them the complete pitch. The elevator pitch 
should provide just enough information to make 
them want more. 
   
The Sales Presentation 
 
A good sales presentation has similar elements to 
a business plan presentation but with a few key 
differences. The main one is that the client or 
prospect is going to be interested in addressing a 
specific issue and hopes that you can bring a way 
to address the issue. Also, you can probably 
streamline a little because the prospect is less 
likely to want to know about your company’s 
business model, financials and other business-
related topics. 
 The key in sales presentations is to first 
sell them what they want and then to sell them 
what you want. By this, I mean be sure to address 
the issue you were brought into address, then you 
can show them what else you do. So, if the 
prospect wants a minivan, but you think they 
would be better off in an SUV, you will first have 
to show them the minivan option. Once you’ve 
done that, you can tell them about your SUV 
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options. 
If you don’t know what they want, you 

have probably missed a few steps in the sales 
process and may not be ready for a formal 
presentation. You need to make sure you have 
asked the right questions before you stand up and 
give your pitch. This isn’t a book about selling per 
se; it’s a book about pitching and presenting. 
Your pitch isn’t your sale—it’s just a part of it. 

Below is an example flow diagram for a 
sales presentation. 
  

Personal Story

Why You Are 

Here

Prospect’s

Needs 

Solution

Differentiators

Costs

Team

Ask

Discussion

Thank You

 
As always, you will want to start with a 

personal story, then provide an overview of what 
the client needs or what they have asked for. Talk 
about your solution in the excitement zone, to get 
them excited. In the information zone you will 
cover key differentiators and costs. You’ll go back 
to the excitement zone to talk about your team 
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and then move into the intimacy zone to ask for 
the sale. Don’t forget to ask for the sale! Most 
people don’t. Here are some ways to ask for the 
sale: 

 

 Do we have a deal? 

 Can we move forward? 

 Have you heard enough to want to 
move to the next step? 

 Is there anything else you need to feel 
comfortable with this, or can we move 
forward? 

 Does what I’ve outlined meet your 
needs? 

 
Before you give your sales pitch, you 

should have a good idea what you hope to 
accomplish. Sometimes you want the actual sale, 
sometimes you want to get the next meeting. Like 
I mentioned before, this isn’t a book about sales 
strategy; it’s a book about pitching. If you can’t 
find a good book about sales strategy and would 
like me to write one, let me know at 
Mike@Pitch.Ninja. 

 
Demos and Props 
 
Sometimes you will have a message that will be 
enhanced through the use of physical items. If 
you are selling hand tools with super-comfort 
grips, it might be helpful to have some products 
on hand.  
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 Similarly, handouts can be used to provide 
information that doesn’t show well on a screen. A 
detailed financial statement, for instance, would 
be an example.  
 
The Infomacy Zone 
 
When you hand something to an audience 
member, there is a profound shift in the space-
time continuum. What was once the Intimacy 
Zone has just become the Information Zone. I’ll 
bet you didn’t see that coming! 
 Actually, it’s become a hybrid—the 
infomacy zone. In the infomacy zone you will use 
techniques from both the information zone and 
the intimacy zone. Specifically, you will need to 
point at the document or object in front of 
people to show them what you are talking about 
instead of at the presentation screen (you can 
even turn off the presentation if your remote has 
that feature). Use direct eye contact rather than 
the more natural gentle eye contact. This sends 
the message that you are the one they should 
concentrate on, not the object or document.  
 When you hand someone something, they 
will turn their attention away from you and onto 
the thing you just gave them. It is important to 
command their undivided attention so that you 
can continue with your message. Interacting 
physically with whatever you just gave them is 
one way to do this. 
 Try to minimize the distraction. If you are 
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demonstrating the hand grip on a power tool, 
consider just bringing the grip and not the tool. 
They may be too captivated by the shiny bolts 
and sharp blade that they forget you’re even in 
the room! 
 The infomacy zone, used properly, will 
add another layer of interest to your presentation. 
Without the infomacy zone and the related 
techniques, your handouts and samples will be 
distractions from your presentation. It’s OK to 
use them, but you have to manage them properly. 
 I often see presenters pass out their slides 
before a presentation. Then I see the audience 
members flipping through it to see what comes 
next instead of waiting for the presenter to 
present the material. If you’ve done your slides 
right, they won’t be self-explanatory anyway, so 
what good will it do to pass them out?  
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Chapter Eight: 
 

Q&A Pitch Killers 
 
The best presentation in the world can be killed 
during the question-and-answer period and 
discussion. The discussion can often last as long 
as or even longer than the presentation itself, yet 
people do little to plan for it and even less to 
practice for it. In fact, the whole idea of 
practicing your answers to questions might seem 
strange or even ridiculous. It’s not ridiculous—it’s 
critical.  
 I was once in a presentation where the 
presenter was asked the following question by a 
potential investor: “You mentioned your family 
was in the same business as you, but how come 
they haven’t invested in your company?” 
 The presenter responded, “They don’t 
want to take the risk.” Bad answer—game over! 
If the presenter had practiced for this question, he 
might have given a much better answer, like this:  
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“My family is behind me 100 percent. They have 
taught me a lot about the business, made 
introductions to important vendors, given me access 
to intellectual property and provided their full 
support. They are heavily invested in their own 
infrastructure right now, but are interested in 
investing as soon as they are able.” 
 

 An answer like that would have kept the 
conversation moving in the right direction. But 
how, you might ask, could he have anticipated 
this question, in advance, without some kind of 
psychic abilities? An apt question, the answer to 
which is “50/50.” 
 
50/50 
 
The best way to prepare for the discussion is to 
do what I call “50/50.” First, sit down with your 
team and create a list of 50 questions that might 
get asked. Brainstorm the possibilities. Nothing is 
off-limits. Put yourself in the audience’s seat and 
figure out what they are going to ask. Below are 
some brainstorming prompts (in no particular 
order) to help you: 
 

 Customers 

 Relationships 

 Family background 

 Value proposition 

 Sources of revenue 

 Pricing model 
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 Differentiation 

 Partnerships 

 Investors 

 Financing 

 Marketing and sales channels 

 Primary activities 

 Key hires 

 Team 

 Cost structures 

 Unit model 

 Personal work situation  
 

This isn’t an exhaustive list, but it will help 
you get your first 50 questions. Once you get your 
50 questions, write out responses that cast your 
company in a positive light. This may take a little 
thought.  

 

Virtual Dojo 

 

Investor Questions 
To see a list of possible investor 
questions, visit PitchNinja.com and 
click on the Virtual Dojo or scan 
the code. 

 
Remember the BlipNut.com application I 

mentioned earlier? A question I might get from 
investors is, “Why can’t Bit.ly just start sending 
out emails when someone clicks on their links?” 
This is a classic question. Investors always want 
to know why your competitor can’t just 
implement your idea. This question throws a lot 
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of entrepreneurs who might be tempted to 
answer something like this: 

 
Bit.ly is a slow-moving company with a lot of 
bureaucracy and an arrogant management team. We 
aren’t afraid of them. 
 
Or… 
 
Our market is too small; they are looking at a larger 
market. 
 
Or… 
 
By the time they realize what hit them, we will be 
buying them! 
 

All of these answers are horrible, but they 
are all similar to answers I have heard in real life. 
It’s important to not show arrogance and/or 
ignorance during the Q&A and instead show 
humility and respect for those before you. This 
doesn’t mean you don’t have to show confidence, 
but recognize that you probably aren’t the only 
person in the world who can accomplish 
something. A better answer would sound like this: 

 
They can. Bit.ly is a dominant player in this market 
and they could certainly implement an alert system like 
BlipNut.com, and we are certainly keeping an eye on 
them. However, BlipNut.com is different than them in 
that the email alerts are a main focus of our service. If 
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Bit.ly added email alerts, they probably wouldn’t 
make it the focus of their service; it would probably be 
an option the user could set. Otherwise they would 
have to revamp their message and make a major 
change to their homepage. We don’t think this is 
likely; URL shortners have come and gone and Bit.ly 
does not appear to have changed their strategy with 
each new competitor. More than anything, we look at 
Bit.ly as validation of the market. There is clearly 
demand for URL shortners and we are confident that 
the simplicity of our service and the branding focused 
on Blips will allow us to get a foothold in the market. 

 
An answer like this is thoughtful and 

respectful of competitors, yet it lays out the main 
differentiators between the two services. By 
planning an answer like this in advance, the 
speaker can be prepared to address it 
professionally. 

For each question on your list, you should 
designate one person on your team to answer it. 
It’s poor form for multiple team members to 
jump in on a question during a Q&A session. If 
you are all having a discussion it might be OK, 
but if it’s a formal Q&A, stick to one person per 
question. 

When multiple people from your team 
answer the same question, you stop looking like a 
team. If your answers contradict one another, you 
look like idiots. Pick the most logical person on 
the team to answer the question and assign it to 
him or her. Also, don’t let your CEO do all the 
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talking during Q&A; mix it up to keep it 
interesting.  

 I call this exercise “50/50” because once 
you get the 50 questions and answers outlined, 
you should sit down and do 50 more. It can be a 
lot of work, but nothing will prepare you better 
for the post-presentation discussion. Much of 
what you develop can be reused for future 
presentations and even other marketing efforts, 
so it’s time well spent. 
 
Answer the Question 
 
One of the most common mistakes people make 
when handling questions is not answering the 
question. In fact, it is extremely common for the 
presenter to provide an answer that has virtually 
nothing to do with the question. For instance, 
let’s say the prospect asks, “How much does it 
cost?” A presenter might answer: 
 

Our product is well worth the investment. In 
studies we see a tenfold increase in speed and 
accuracy of our product in a variety of application 
across a range of environments. We provide a 
number of low-cost financing options and have an 
extremely high customer satisfaction rate. 

 
 This is the answer to another question. We 
still don’t know how much it costs. I see this 
problem all the time. It’s quite surprising. By 
coming up with questions and preparing answers 
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in advance, you mitigate the chances this will 
happen.  
 The correct answer to this question is 
something like, “$38.50.” Of course, you might 
not want to be so specific: 
 

Our pricing depends on volume; the base price is 
$38.50, but that’s without any plan. If you cap 
your use to three times per month you can lower 
the price to $28.50. Some enterprise customers 
pay as much as $500 per month or more. 

 
 You might not want to answer this 
question at all, in which case you might say: 
 

The price you pay depends on your volume, 
frequency and length of your contract. I would be 
happy to provide a complete assessment of your 
needs and provide a detailed estimate.  

 
If they press for an answer, you can say: 

 
The price goes from $28.50 at the low end to over 
$500 for enterprise customers. In order to get the 
right pricing for you I’d have to take a closer look 
at your X’s, Y’s and Z’s. 

  
 Being prepared for your Q&A means you 
are prepared to answer the question being asked. 
I think this might be a function of not listening 
and maybe nervousness; I’m not sure. I do it 
myself sometimes. It’s a weird phenomenon. 
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Pitch Ninjas answer the question. 
 
Rabbit Holes 
 
Similar to not answering the question is not 
shutting up when the question is answered.  This 
means the speaker answers the question and then 
keeps talking and talking and talking. They are 
going off on tangents that are rarely productive. 
For instance, when asked, “How much does it 
cost?” a rabbit-hole answer might look like this: 
 

The service is $28.50 for the basic program and 
$38.50 for the deluxe service, which includes a 
variety of additional features including our XML 
API, which will allow you to integrate with most 
major manufacturing options. We don’t currently 
integrate with company X, but we are working 
hard. Our development team is based in India 
and we are in the process of looking for someone 
with expertise in company X. We have one 
candidate, but he hasn’t returned our calls. We 
are confident, however, that we will find someone 
within the next month. The good news is that we 
have a workaround for customers who require 
interfacing with Company X. It’s a little 
complicated, but we do most of the work. All 
that’s required is that you output your reports 
using a PDF creator. There are a number on the 
market that will work. Adobe Acrobat is a good 
option, but there are some free versions that work 
just as well. Windows 7 comes with a built-in 
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PDF creator. You can download a printer driver 
that looks like a printer, but actually prints out a 
PDF... 

 
Ugh. This is a horrible rabbit hole that is 

going nowhere. Rabbit holes come in all forms. 
They are a result of too much information in the 
mind of the speaker and an inability to control 
nervous energy. The speaker has so much they 
want to say and never enough time to say it all, so 
they start presenting again during the Q&A. It’s a 
problem. Again, planning the Q&A in advance 
will help eliminate rabbit holes. 

The main problem with rabbit holes is that 
they rarely, if ever, improve your story. In the 
example above, the presenter raised several issues 
that could potentially derail a sale and may have 
nothing to do with the question being asked. 
 
Good Questions vs. Bad Questions 
 

The difference between a good question 
and a bad question is important. A good question 
is one that makes you and your team and your 
idea and your company look good. A good 
question strengthens the argument you are trying 
to make. For BlipNut.com, a good question 
might be, “Can job seekers use BlipNut.com so 
they know when employers are looking at their 
application?” 

A bad question, on the other hand, is one 
that makes you and your company look bad. For 
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BlipNut.com, a bad question might be, “Don’t 
most URL shortners go out of business because 
the cost of server space far outpaces the potential 
for revenue?” See the difference? 

The reason I point this out is because it’s 
not uncommon to hear an inexperienced 
presenter say, “Good question!” every time a 
question is asked. When you say, “Good 
question!” you are rewarding the person who 
asked it. Don’t reward people who are making you 
look bad! You should answer their question, but 
you should not go out of your way to make them 
feel good about asking it! This is a subtle point, 
but discussions can become hostile when the 
wrong people are encouraged to participate. 
 
Hostility 
 
In some cases an audience member might be 
downright hostile. This is more common than 
you might think. It seems that some people have 
their guard up when someone else is trying to 
persuade them. They may be confrontational as a 
defense mechanism, or sometimes they just like 
to tear others down. They may preface their 
question with, “I’m just playing the devil’s 
advocate….” If they say this, you are probably 
dealing with a hostile individual.  
 I once heard about a pitch for a chain of 
beauty stores in Russia. An audience member 
said, “Aren’t most women in Russia fat and 
homely? Why would they care about a cosmetics 
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store?” This kind of question can spark rage in a 
presenter. I wasn’t there when that question was 
asked, but later the presenter and I came up with 
this answer to add to her list of 50/50: 
 

During the Cold War, most images coming out of 
Russia were drab and depressing. This has created 
an international perception that people in Russia 
don’t care how they look. However, nothing could 
be further from the truth. Russian women take 
great pride in their appearance. In fact, because of 
this perception, the market is wide open for a 
chain of stores. 

 
This is a good answer to a hostile 

question. 
It’s easy for a question like this to trigger 

an emotional response from the presenter. I was 
once pitching a marketing technology service for 
the veterinary market when an attorney in the 
audience pooh-poohed the whole idea, saying 
that it was too complicated to work. My blood 
boiled. Who did she think she was? I invested 
over a year of my life in the project and the bulk 
of my life savings. I had spoken to hundreds of 
vets about the product. Did she really think she 
was so much smarter than me that she could just 
dump on my idea? 

The only way to move forward is to bury 
your emotions deep down, keep smiling and 
address the question or comment in the best 
light. 
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In hindsight I should have been more 
open to her message—she was right, my program 
was too complicated! 

 
Get Out of Jail Free Card 
 
No matter what the question is, you can always 
play your Get Out of Jail Free card. To do this, 
simply say, “I don’t know, but I can get back to 
you with the answer.” 
 By saying this, you free yourself from the 
responsibility of answering the question and can 
avoid a bad scene. It’s a great way to cut off a 
hostile audience member or discourage a line of 
bad questions. It’s a wonderful thing.  
 However, be smart about how you use the 
Get Out of Jail Free card. Using it once is OK, 
use it twice and you’re probably fine, but use it 
too much and you start to look like you have no 
clue what you are even talking about. The Get 
Out of Jail Free card is more about dealing with 
people and less about getting out of tough 
questions, but use it as you see fit. It is my gift to 
you. 

 
Awkward Silences 
 
Sometimes there is a weird silence after your 
presentation is done and before people start 
asking questions. If this goes on too long, 
someone might break into applause, which 
normally signifies the end of the presentation. 
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This will kill your chances of neatly launching 
into a meaningful Q&A. 

As I mentioned before, you can avoid this 
by finding a friendly audience member and 
planting them with a question that makes you 
look good. Tell them to ask the question if 
nobody else asks a question within 10-20 seconds 
after the end of the presentation.  

For BlipNut.com I might plant someone 
to ask, “Can you set up a Blip with multiple email 
addresses at one time?” This softball question 
breaks the ice and gives me the opportunity to 
expound upon a nice feature that I may not have 
covered during the presentation. I’ve used this 
technique many times with great success. It 
doesn’t even matter if the audience knows the 
question was a plant; it’s not meant to be 
deceitful, it’s meant to get the conversation 
started on the right tone. 

Similarly, you can use your audience plant 
to clap or laugh at certain times during the 
presentation. For instance, you might mention 
that one of your team members recently won an 
award for some great thing. Your audience may 
not know if they should clap. In fact, they may be 
wondering to themselves if clapping is 
appropriate. If you tell your plant to be sure to 
clap when you say something, the rest of the 
audience will join in. This will raise the energy 
level in the room and make your presentation 
more exciting. 

Plants aren’t usually members of your 
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team. They are usually friends, existing customers 
or other allies. I recently did a presentation for a 
large audience at one of my client companies; I 
asked one of them to be sure to clap when I 
showed a certain photo. He did, everyone clapped 
and it was very natural. It would have been 
awkward to ask someone I didn’t know, but he 
and I had the kind of relationship where I didn’t 
mind asking and he knew it would improve the 
reception of the message.  

 

 
Pitch Ninjas are aware that the post-presentation 
discussion is just as important as the presentation 
itself and deserves the same level of attention. A 
little planning and discussion goes a long way 
toward avoiding the landmines that could hurt 
your chances of persuading the audience to do 
what you want them to do. 
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Chapter Nine: 
 

Zones During 
Discussion 

 
During the Q&A and discussion you should still 
stick to the Zone Program. Remember, the zones 
provide something to do besides getting sucked 
in by Magnetic South Pole. Responding to 
questions from Magnetic South Pole is just as bad 
as doing your presentation from there. 
 You will likely end your presentation in 
the excitement zone; stay here when the Q&A 
starts. If you ended in the intimacy zone, take a 
step back into the excitement zone. Your team 
should join you here.  
 You and your team should stand together 
ready to answer questions. Make sure you are still 
smiling as much as possible; you don’t want to 
look like deer in the headlights. 
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Intimacy Zone 
 
When someone asks your team a question, the 
team leader should immediately step towards 
them into the intimacy zone. This is one of your 
best opportunities to make a personal connection, 
so make it count! 
 Make gentle eye contact and listen intently 
to what they are saying. Do not interrupt! It is 
extremely common for presenters to hear a little 
piece of a question or comment and think they 
know the rest and interrupt the person talking. 
This is rude and you will appear to be a rude 
person if you interrupt. In fact, before you answer 
you should take a moment to ponder what they 
asked. A five-second pause should suffice. 
 If the question is complicated, it is OK to 
repeat it back to them to make sure you know 
what they are saying. At this point you will have 
to decide who on the team is going to answer. 
Your entire team should know this because they 
have planned in advance. The right person to 
answer the question should step forward. Let’s 
pretend it’s you. 

If they are asking a bad question or 
making a hostile comment, you can address them 
directly. Remember, do not say, “Thank you,” or, 
“Good question.” Just answer their question in 
your normal, front-of-the-room voice the best 
you can (hopefully from a premeditated answer). 
When you are done answering, back up into the 
excitement zone and wait for the next question. 
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Excitement Zone 
 
You will stay in the intimacy zone to answer bad 
questions, but good questions—those that make 
you look good—you will want to answer in the 
excitement zone. When the person asking finishes 
talking and you have clarified the question if 
necessary, take a few steps back into the 
excitement zone and repeat the question in your 
back-of-the-room voice and be sure to smile. 
 Now that the whole room is engaged, you 
can say, “Good question!” and proceed with your 
answer. You want to make a little fanfare to amp 
up the room. 
 The key difference is the nonverbal 
feedback you are giving the person asking the 
question. You want to reward people who ask 
questions that forward your agenda and you do 
not want to reward those people who don’t. 
You’re not punishing people who as bad questions, 
you’re just not rewarding them. 
 Good questions are springboards for you 
and your team to continue the momentum you 
have built in the room and keep the energy levels 
high. If you get a string of bad questions, your 
energy level will drop in the room. During your 
50/50 planning you should brainstorm ways to 
“spin” your tough questions to your benefit. If 
you can find an angle, you can present this 
answer as you back into the excitement zone. 
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Information Zone 
 
Occasionally you will get a question that requires 
you to go back to a slide or pull up a slide from 
an appendix material you brought. When this 
happens, you will have to bring up the slide and 
present it in the information zone. 
 If you are responding to a good question, 
you should spring back into the information zone 
and enthusiastically go over the material. 
However, if it’s not a good question, do not use 
the information zone. Stay in the intimacy zone 
and present from there. 
 Presenting a complicated slide from the 
intimacy zone is nearly impossible to do well. 
This is OK; remember, you are not trying to 
encourage the asker to ask any more tough 
questions, so make the answer tough to digest. 
Not pointing out critical information will confuse 
the asker and make him feel bad about asking.  
 You are still being polite and direct, but by 
not presenting from the information zone you are 
engaging Pitch Ninja Super Powers. 
 Your super power is the subtle application 
of pressure on the asker. Nobody will know what 
you are doing, but it will feel uncomfortable for 
the asker. Don’t worry, you will not alienate 
them; as long as you give a logical answer, they 
will be satisfied. You can get them excited again 
when you get some good questions. They might 
even ask one! 
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Stick to the Zone Program for every phase of the 
presentation. It will make sure that you are always 
maximizing your impact on the audience. 
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Chapter Ten: 
 

Nailing It 
Practice makes perfect and presentations are no 
exception. Practicing and rehearsing are essential. 
The Zone Program will make sure you are 
practicing the right things. 
  To get the most from your practice 
sessions, try to recreate the actual room layout 
you will be using for your actual presentation. It’s 
OK to ask the client or prospect about the room. 
If possible, you can go visit to make sure you 
understand everything. 
 It’s important to get the entire team 
together for a least a few practice runs of your 
presentation. You can always practice on your 
own, and you should, but the teamwork is much 
more productive. You can also take the 
opportunity to snap a couple of team photos for 
your introduction slides. 
 Make sure that you make time during your 
practice sessions to actually practice. It’s really 
easy to get sidetracked by the slides themselves 
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and spend the whole time nitpicking about words 
and images. 
 
What to Practice 
 
Your team should be helping to make sure that 
you are all applying the Zone Program to your 
presentation. This means they need to watch for 
body movement through the zones, arm 
movements and gestures, facial expressions 
(especially smiling) and itsy-bitsy spider motions. 
 Be hardcore about the application of Pitch 
Ninja techniques. If your presentation doesn’t 
pop during rehearsal, it certainly won’t pop in 
front of a live audience. 

Over-emphasize everything during practice. 
When people are nervous, they tend to dampen 
their enthusiasm when they talk. This is why 
Magnetic South Pole exists in the first place.  
 
Pitch Gems 
 
One trick to getting the right elements into the 
pitch is to be on the lookout for gems. A gem is 
something that you do during practice that is 
initially intended as a joke or even outright 
mockery of the process. Yes, you may find yourself 
openly mocking the Zone Program because of its 
structure or other deep-set emotional issues that 
you formed as a child. Whatever the cause, my 
instinct is to rejoice in the creativity rather than 
curse the creator. 
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 I was once coaching a client on a pitch 
and one of the slides was about data analysis 
features of the software that allow the user to 
“drill down” into the information. As a joke, he 
pretended to be twisting a giant drill into the 
floor. Everyone laughed at the Pitch Ninja’s 
expense. “Yes!” I shouted, “That is great!” This 
motion, as corny as it sounds, was a fantastic way 
to emphasize the drill-down message. He was 
embarrassed at the prospect of doing it live, but 
did so at the encouragement of his teammates 
and it went over well with the client. A joke like 
this is always appropriate, and laughing ups the 
energy level in the room. These guys pitch 
multimillion-dollar deals; sometimes the deals are 
over a billion dollars. Everything goes—don’t 
hold back. Remember, you can’t bore them into 
buying. 
 You and your team should keep an eye out 
for gems like this and find a way to incorporate 
them into your presentation. You won’t regret it. 
 
Not Your Personality  
 
Sometimes a client or a student will come up to 
me and tell me that the Pitch Ninja skills don’t 
feel right. They tell me that the skills may be fine 
for someone with an outgoing, gregarious 
personality, but they are reserved introverts that 
aren’t comfortable in front of a crowd. To them I 
say this: so am I. 
 I’m not a naturally outgoing person. I tend 
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to keep to myself and don’t always know what to 
say. I knew, however, that these personality traits 
were going to get in the way of my success in 
business so I created the Zone Program to help 
me overcome my own shyness and nervousness 
when it came to presenting.  
 By having something to do while you 
present other than standing in one place, I think 
you will find, like I did, that you can channel your 
nervous energy into a presentation that is exciting 
and engaging.  

Above all, I hope the Pitch Ninja skills will 
give you confidence and poise at your next 
presentation.  
 
Getting Help from Mike 
 
I’ve tried to provide a complete description of 
how to be a Pitch Ninja in this book. That being 
said, I can help you and your company by being 
your personal Pitch Ninja coach. I love doing it 
and want you to be my client. 
 Normally what I do with clients is provide 
coaching in day-long chunks. The first thing I like 
to do is a live Pitch Ninja-style presentation that 
covers the main concepts in this book. This lays 
the foundation for the rest of the sessions and 
lets people see real-life examples of the concepts. 
I go over the zones and the non-verbal aspects 
and all that stuff. 
 Next, I coach individuals and teams for 
their presentations. During these sessions we 
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break down their actual presentations and 
rehearse everything from what to say and where 
to stand to the subtleties of itsy-bitsy spider 
motions.  
 I’ve coached lots of people to become 
Pitch Ninjas, ranging from student companies 
pitching investors to huge companies trying to 
cinch multimillion-dollar deals. I’ve had people 
tell me time and time again that my coaching was 
the best sales training experience they ever had—
which is nothing short of my goal. 
 One of the most common things my 
clients tell me is that they get great feedback on 
the presentations they do. Their clients tell them 
how great their presentations are. When you’re a 
Pitch Ninja, people notice.  
 Please don’t hesitate to contact me at 
Mike@Pitch.Ninja, and I will do whatever I can to 
make sure you and your team become the best 
Pitch Ninjas possible. I wish you nothing but the 
best in your pitching and your career! 
 

 

Hire Mike 
To learn more about hiring me to 
help coach you, visit 
PitchNinja.com or scan the code. 

   
Talk to Mike 
 
Please feel free to reach out to me with any 
questions, comments or concerns. Or, as I 
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promised before, if this wasn’t the best pitching 
advice you have ever received, I will happily 
refund your money. 
 
Email: Mike@Pitch.Ninja 
Phone: (773) 426-6353 
Twitter: @MikeMoyer 
Facebook: facebook.com/mikedmoyer 
LinkedIn: linkedin.com/in/mikemoyer/ 
Website: Pitch.Ninja or PitchNinja.com 

MikeMoyer.com 
 
Free Upgrades 
 
From time to time I may release updated versions 
of Pitch Ninja that incorporate new ideas and 
feedback from my readers. As a purchaser of this 
book, you are eligible for free PDF upgrades 
when they are available.  
  

 

Free E-Upgrades for Life 
To register for free upgrades of 
Pitch Ninja for life, visit 
Pitch.Ninja/free-upgrades or 
scan the code.  

Enter the code “ipitchem” 

  

http://www.linkedin.com/in/mikemoyer/
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Leave a Review 

 

Pitch Ninja on Amazon.com 
If you liked Pitch Ninja, please 
leave a review on Amazon.com. I 
would really appreciate it! Scan the 
code to link to the review page.  

 
 
 

 
 

The End 
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Special thanks to the individuals who provided 
important, early feedback that helped make me 
make Pitch Ninja better! 
 

Bob Brutvan 
Derick Chen 
Ian Langman 

Jackee Schwartz 
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About the Author 
Mike Moyer discovered he was a Pitch Ninja 
when the teams he coached for business plan 
competitions seemed to always win and his clients 
closed bigger and bigger deals. 
 A professional entrepreneur, he has 
started companies from scratch, joined startup 
companies, helped others start companies, raised 
millions of dollars of startup capital and helped 
sell startup companies. 

He has worked in a variety of industries 
ranging from vacuum cleaners to motorhome 
chassis to fine wine. 

Mike has an Master of Science in 
Integrated Marketing Communications from 
Northwestern University and an Master of 
Business Administration from the University of 
Chicago. He teaches entrepreneurship at both 
universities.  



 166   pitch ninja                             

 

 

He lives in Lake Forest, Illinois, with his 
wife, three kids and the Lizard of Oz.  
 
Other Books by Mike Moyer 
 
Now that you are finished with this book, you 
might want to take a look at some of Mike’s other 
books, including: 
 
The Virtual Dojo Series 
 
Pitch Ninja is part of a series of three books that 
helps people master environment-specific 
communication scenarios that are outside the 
normal situations we find ourselves in every day. 
The three unique scenarios covered in the series 
are presentations (this book), trade shows and job 
searches. The other two books are: 
 

 Trade Show Samurai: The Four Core Arts for 
Capturing Leads 

 Job Jitsu: An Employment Guide for the New 
Reality  

 
Slicing Pie Series 
 
Entrepreneurs all over the world have discovered 
the benefits of Grunt Funds, a perfectly fair way 
of dividing up equity in early-stage companies. 
Slicing Pie provides detailed instructions on how 
to make sure each person in a startup company 
gets what they deserve—no more and no less. 
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Books include: 
 

 Slicing Pie: Funding Your Company Without 
Funds 

 Get Them Gators: A Primer on the Power of 
Dynamic Equity Splits for Potential Investors, 
Partners and Employees 

 Pie Slicer Handbook 
 
Other Books 
 
Mike has also written books for high school and 
college students, including: 
 

 How to Make Colleges Want You: Insider 
Secrets for Tipping the Admissions Odds in Your 
Favor 

 Business Basics 

 ACI: Career Basics: the Insurance Industry 
 

Buy Mike’s Books 

 

 
To access Mike’s books, visit 
PitchNinja.com and click on 
Books or scan the code. 

 

  

 
 


