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INFORMATION PACKAGE 

THE PITCH 
  The ultimate sales training contest 



Sales Leaders face 3 specific challenges when assessing skill gaps in the presentation of their 
products.  
 
Challenge 1: Reps spend most of their time alone on the road, or closed off in cubicles when they 
present to your clients. It’s hard for you to know how effective they are as a presenter.  
 
Challenge 2: Your team has done various training programs, and you want to do something differ-
ent this time. You want them to learn and demonstrate their  presentation skills with your products.  
 
Challenge 3: Your want team building to be part of the training experience. You want to see them 
working together and sharing best practices from their experiences.    
 
The Pitch provides you, your managers and the sales team the opportunity to work together in a 
one day supercharged workshop. You will see your product being pitched, and you will be able to 
identify presentation skill gaps with your team in real time. All targeted skill gaps will be trained   
and demonstrated in a fun and competitive class.    
 

Who should attend this workshop? 
 Recently Certified Sales Professional graduates  
 Sales training graduates who have completed a consultative selling program 
 Sales leaders looking to fine tune the selling skills of their teams 
 Marketing leaders looking to assess the value proposition of their product/service 

 
 

THE  PITCH 

consulting | coaching | training 

THE PITCH                                 Level 1 Edition  

Is this the right program for my team? 

Targeted Skill Gaps:   
 Presenting Your Value Proposition  
 Presentation Skills  
 Objection Handling 
 Understanding Buyer Influences 
 Influencing Skills 
 Tools to Handle Rejection  

Training Benefits:   
 Team building 
 Constructive Competition 
 Motivation to win prizes  
 Company best practices exposed 
 Both Managers & Sales Team Participate 
 Team learns and demonstrates skill concepts 



 

Sales Rep’s Value Proposition?  
Sales reps get a chance to show-off their skills, have some fun and compete for the top prize in a 
contest among their peers. They will be able to demonstrate the sales skills they have learned . 
They will observe and learn the best sales approaches by pitching  their company’s product/service. 
Most importantly, they will learn from each other. 
 

Employer’s Value Proposition?  
As an employer you want to reinforce the skills trained and get the highest return on your training 
investment. This workshop focuses on teamwork, applied and demonstrated skill development, and 
the reinforcement of key selling concepts recently trained. It is targeted to the unique personality 
traits of sales professionals by combining learning, competition and fun in the same workshop.     
Executive teams enjoy being part of the audience when the pitch is made. Marketing and Sales       
Managers are able to observe real life client objections and how their handled in the field. This all 
helps build tools to support the front line sales effort.  

 
Will this be videotaped? 
Some employers would like the pitches taped to be used for future workshops, or for marketing 
purposes. Sales Training Experts can provide this service.     
 

A snapshot of the workshop...  
Teams comprise of 3-4 participants. Each member has a role. There is the Pitcher, Sales Coach, 
and Fact Checker. Each role is critical to the success of the      presentation. These roles, and tools 
that support them are provided to participants at the beginning of the workshop. 
    

The workshop is divided into 2 x 4 hour sessions. The first 4 hour session provides an overview of 
the best practices of The Pitch. Armed with all the tools, participants work together in teams to build 
the perfect pitch! 
 

In the second 4 hour session, participants are given the opportunity to pitch to an audience of their 
peers. Select audience members will judge the presentations on a 1-10 scale based on preselected 
categories like:  

 Creativity 
 Ability to convince me 
 Great answers to objections 
 Organized approach 
 And a few others… 

At the end of the day the top presentation team will be prize winners and receive the trophy for 
BEST PITCH.  

consulting | coaching | training 



A few of our valued clients...  
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*Average based on all post course surveys by participants and managers.  
*Statistics include all participant surveys completed Jan-Dec 2018 
*Participant survey completion rate of 98%  

Our ‘THE PITCH’ Program’ is designed to train and encourage behavior change both during the  
training and after. Our Level 1, Level 2, and Level 3 certifications are earned by the sales              
professional after receiving their initial Certificate of Completion. Each level has a prescribed group of 
online assignments that are required to achieve this level. They require representatives to test their 
new selling skills and report back on their progress. These assignments are self-paced, and take   
approximately 2 hours to complete at each level. Once a level is completed, the participant is sent a 
‘Level Sticker Emblem’ to affix to their original certificate along with a letter of  congratulations.  

Level 1 | 2 | 3 Certification Program  

*2018 Participant Approval Ratings:  

86%     Participant class ratings 

96%     Content delivered matched management expectations 

100%   Delivered on time and on budget  


