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All pitchers on deck for conference pitching warm-up! Editors and agents are waiting for
your Awesome Pitch. Are you ready?

After selling six novels, three non-fiction books, numerous articles and being funded for nine
major research grants, I'm beginning to feel like a veteran player in the pitching game.
Sometimes you win, sometimes you strikeout, but it's what you learn to improve your game that's
important.

All human interactions are persuasive interactions.

Pitching your story is selling. While selling your story may seem much less comfortable than
writing, remember that we're all selling everyday, trying to influence or persuade someone to do
something. The key to managing your pitching opportunity is to know what you want out of the
session and to be prepared. Great preparation renders you so in charge of your pitch content that
you stop worrying about you and focus on the editor or agent. You pay attention to their
responses or lack of, note their body language, checking for signs of attention and understanding
or confusion and boredom and adjust your behavior, your pitch accordingly to get and keep their
attention. That's what top salespeople do!

1. Form your desired outcome for your pitch opportunity.

Do you want the editor or agent to sign you on the spot? | guess that can happen, but most seem
to want us to send them our proposals or books AFTER the appointment before they'll make a
decision to buy or represent. Do you want a request for the proposal or complete manuscript?
Want to meet a particular editor/agent and for them to put your face to your name? Practice your
pitch? Form the picture of what you want from your Awesome Pitch session. A great ball pitcher
knows what he wants before he throws--he wants the batter to strikeout. The pitcher forms that
picture of his desired outcome in his mind, then practices and pitches toward that outcome. Know
what you want to happen (realistically, within the editor/agent's power) as a result of

your Awesome Pitch to a particular editor or agent.

2. Answer six questions to craft your Awesome Pitch.

What should be included in your pitch? From your synopsis, or the whole story, develop answers
to the following six questions. Use only two to three sentences to answer each question.

Who? Main characters--only the interesting essentials
What? Plot or story action summation

When? Time frame of the story action

Where? Setting

Why? Main characters' goals and motivation



How? How the main characters intend to reach their goals and how their Conflict keeps them
from achieving their goals.

3. Transform your answers into a compelling back cover-length blurb in the tone of your
story.

That's right, write a SHORT blurb like you see on the back covers of books you buy. Rewrite until
you get the tone right and to the length you can deliver in about two-three minutes. Remember
the 80/20 Rule: If you talk more than 20% of the time, it will be very tough for you to persuade
them to your way of thinking. Every good manager, therapist, salesperson, negotiator, any person
of influence, verbally communicates a minimal amount of information.

4. Prepare to answer Editor/Agent questions such as:

¥ Tell me something about you--BEWARE. This is not an invitation to commit
editor/agentcide by boring biography, i.e., | started writing at age three after | read Green
Eggs and Ham and knew | could write a better book; then when | was five | . . . Create
three to four autobiographical sentences pertinent to your qualifications/ability to write
your story and make them interesting and humorous.

¥ What's this story "like"?--Movies, TV shows, novels--it's helpful to know the editor's list
or agent's clients and relate your work/story positively to them.

¥ Target Audience?--Who will want to read this and why.

¥ Theme?--What the reader will learn or the most important emotion the reader will come
away with after reading the book.

¥ Tone?--Your writing voice/style--literary, humorous, dramatic, sexy.

¥ Isthe book done?--Before you answer and lie, can you really bang out 300 pages by
next Tuesday for the agent/editor to read? If you can, or have a completed manuscript,
this is an opportunity to say a couple of words about your amazing productivity.

¥ Where have you tried to sell it--l don't use the R (rejection) word. Instead, say, "They
were encouraging, but it wasn't quite what they were looking for." You can say you've
shopped it a "bit" and leave it there. If pressed, mention a couple of places and the "They
were encouraging, but passed" response.

¥ What else do you have--be ready to pitch your ideas or give a blurb about your other
work or be honest about not having something quite ready to shop yet. Or ask what
they'd love to see or what their favorite book from their list/clients is.

5. Practice your Awesome Pitch

Write your pitch on a note card for reference, if that makes you feel safe. Practice delivering your
pitch in front of a mirror or to an encouraging person.

Think performance art or acting to deliver your pitch in the tone of your story. If you're pitching
romantic comedy--smile, be animated and enthusiastic, have fun. Drama or suspense--slow
down, drop your voice, keep gestures to a minimum and control expression.

Knowing your pitch content and having practiced your delivery will allow you to relax and focus on
the editor or agent, keeping eye contact and listening to them. This creates RAPPORT--the
perceived affinity between two or more people. When you are in rapport with an editor or agent
they are listening to you and will remember you and your Awesome Pitch positively. And this is a
desirable outcome of your pitch session that you absolutely can create.

ENVISION YOUR DESIRED OUTCOME CONSTANTLY!



