
Powerful Pitches for Winning Hearts & Minds
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Rhetoric The art of discerning in 
any given situation, the 

available means of 
persuasion.

Aristotle  circa 350 bc
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Speaking is about 
relationships.

Message

Speaker

Audience

Aristotle said that when someone spoke there was a two 
way relationship between three elements.
The Speaker, the Audience (that can be 1 person!) and the 
Message (your pitch).

● Speaker & Audience -  what do your audience already 
know about and expect from you?

● Speaker & Message - What do you really want to 
convey? Why this message now?  

● Audience & Message - This is dynamic and will change
     as your pitch continues.
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Logos.

Message

Speaker

Audience

LOGOS

Logos - is your pitch logical, evidenced and clear?
Does your pitch flow? This doesn’t mean you have start at 
the beginning and end at the end - but if you choose to 
start somewhere other than the beginning, have really 
good reason for doing so and make it is super compelling 
so your audience stays with you until they get the clarity 
of your conclusion.  Are you evidencing your claims with 
Data or testimonials?  Are you clear about your thinking 
and your content - if you aren’t your message won’t be!
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Pathos.

Speaker

Message Audience

PATHOSLOGOS

Pathos - does your pitch content & delivery contain emotion, 
passion and humanity?
It is really important to let your passion for your product or 
service show - if you aren’t excited about its possibilities, 
clients never will be. Carmine Gallo who has analysed 1000’s 
of hours of TED talks says this is letting your client know 
“what makes your heart sing”[1].  500 of the most successful 
TED speakers say that passion is the no 1 reason for their 
success[1]   A word of warning; the passion must be authentic, 
we are super sensitive to disingenuousness and 
it will damage the relationship. 
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Ethos.

Speaker

Message Audience

ETHOS

PATHOSLOGOS

Ethos - is essentially your credibility.  Credibility is the 
combination of two qualities; Lived-in-Values and Executive 
Presence.

Lived-in-Values 
● Are you a woman/man of your word?
● Can I trust you?
● Do you walk your talk? 

Executive Presence
● How do you use your body breath and voice?  
● What does that tell your audience about you?  
● Is it congruent with your brand/service/product?
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Leaning on Logos.

Speaker

Message Audience

ETHOS

PATHOSLOGOS

Unfortunately, we tend to lean in heavy with the logic and justify 
why clients should use us.  We over emphasise our expertise and 
qualifications.  We talk about how good the product/service is 
and all it’s wonderful features.  

It is the verbal equivalent of bashing our client over the head with 
our message.  If they weren’t won over on the first hit they 
certainly aren’t going to be by the seventh!

We don’t buy logically no matter how rational we think we are we 
buy emotionally.  It’s a gut brain decision.
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Leaning on Logos.

Speaker

Message Audience

ETHOS

PATHOSLOGOS

  Trust
  

Likeability

When we over use logos clients experience a reduction in our 
likability and our credibility  - our clients begin to trust us less.

Dial back logos, don’t ditch it.  We will need facts figures 
and data to reassure ourselves we are making a good 
investment of our time or money, just don’t lead with it.



Tip No. 1
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Tip 1 - Purpose.

Speaker

Message Audience

Purpose

If your purpose is muddy your thinking and your communication, in 
terms of its content and style will be unclear.

Think about the overall purpose and the purpose for each section 
of your pitch.

Be crystal clear about your purpose it will help you decide on the 
content and language of your pitch.  Even more importantly it will 
help determine your delivery. Including your;

● ENERGY, 
● STYLE, 
● TONE OF VOICE 
● & PHYSICALITY



Tip No. 2
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Tip 2 - Delivering Logos.
When making a logical statement of fact ensure you use a 
falling tone of voice.

If you use a rising tone it will sound like a question and 
undermine your statement.

LOGOS



Tip No. 3
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Tip 3 - Delivering Pathos. Social Researcher Dr. Brene Brown describes stories as “data 
with soul” [2]. They have quantifiable commercial value.

This becomes more vital if you have a product or service 
that is initially less captivating, conceptual or very data 
reliant.

Add stories into your pitch, it creates connections with your 
audience faster and more effectively than data
ever could.

 
PATHOS



Bonus Tip
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Bonus Tip.
Ethos means Credibility and is made up of Lived-in-Values 
and Executive Presence.

Using stillness creates a sense of strong executive presence.  
If you are standing, you can quickly access this by focusing 
on on your feet and the pull of gravity.  You’ll feel less 
nervous, have a stronger voice and look more confident.

If you are sitting down, think about having strength and
length through your trunk & and have your feet flat
on the floor. 

ETHOS
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Client Testimonials. Working with Emma was a big confidence boost at a time 
when I needed to prepare for a video presentation. I found 
Emma to be warm, funny, empathic, encouraging, highly 
professional and very knowledgeable. The work we did 
together was supportive and immediately practical. I have 
absolutely no hesitation in recommending Emma and I'm 
certain I will be using her skills again in the future.
 
Wendy Rose ICF Master Coach

Emma’s is one of the best investments I've made 
for my business!

As a business woman and entrepreneur, I am very 
passionate about my work and I am always 
looking for the best ways to translate this passion 
to my audience.  Emma’s sessions are 
tailor-made, empowering and invaluable. She 
offered great insight into both the delivery of my 
speech and the structure and highlighted several 
things that will help me engage my audience 
better while communicating the topic more 
thoroughly. 
 
Tara Lalvani Founder and CEO of Beautyfects.
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If you found this useful...

You can access further help and information in our 
other downloadable PDF’s.

You can access our virtual training programmes via 
our website;

www.speakingatworkcourses.co.uk.

You can speaking to us about bespoke training 
programmes. 

www.speakingatwork.co.uk

Or you can speak to us about 1:1 coaching.
www.speakingatwork.co.uk

http://www.speakingatworkcourses.co.uk
http://www.speakingatwork.co.uk
http://www.speakingatwork.co.uk


www.speakingatworkcourses.co.uk


