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Agenda

• How to brand and pitch yourself at 
networking events (presentation)

• Now you try writing your pitch!

• Shark Tank Panel

– Nancy Zane – The MTA

– David Purdy - NYU

– Robert Hellmann – Career and Executive Coach

• Speed networking – Practice Your Pitch!
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To Get The Slides
(and Chapter 10 of my 

PEAK Presentations book on “Pitches”)
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Enter in browser 

bit.ly/atdpitch

(no need for www. or .com)
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Your Pitch is for..
▪ Networking, interviews, 

informational meetings, sales 

meetings, surprise encounters

▪ Answers to “what brings you

here” “tell me about yourself”

(try on July 18th )

▪ Making a memorable 

impression that differentiates you
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Pitch Versions

At Work

Voice message, or cold-call

Networking, sales “encounters”

Interviews, meetings
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Five Second

20 Second

30 Second

Two Minute
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30 sec to 1 minute: 

Make it Conversational
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Do THIS…

NOT THIS!!!
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Brand and Position yourself for 

Target Audience

You
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30 Second Version (networking)
1. Why they should care (branding/hook)

2. How they should “categorize you”

3. What differentiates you (shorter vs. 2 minute)

4. Examples to back it up (shorter vs. 2 minute)

5. Underlying your success

6. Turn it back to them
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Step 1 examples (branding/hook)

• Learning is a journey, and I provide the map (L&D 
professional)

• I show teams how to put the “I” back into Innovation, so 
individuals can expand their contributions (Organizational 
Culture transformation consultant)

• I make PC’s dance (IT professional)

• I can catalyze anything (research chemist)

• As an interim creative director, I’ve been told I get my 
clients’ brands better than they themselves do
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Steps 2-5: a Subset of

Resume Summary Section
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2. 

3. 

4.

5.

http://www.hellmannconsulting.com/
http://www.hellmannconsulting.com/


© 2019 Robert Hellmann LLC / www.hellmannconsulting.com rob@hellmannconsulting.com

Really Simple

Engaging

Stories

Useful

L icensed

Tailored

Surprising
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Define Goals Before Networking Event

Build your network

Let 5+ of the “right” people know how you help

Learn what needs are for other organizations

Get feedback on your pitch and experience

Try to help at least one person you’ll meet
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At the Event

• Challenge: Talk to 

at least five people

• Speak AND Listen!

• Get email addresses

• Don’t get captured

(unless it’s helping)
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At the Event
Present Yourself Well – eye contact, 

firm handshake, what you’re wearing, etc.
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After the Event

• Email within 24 hours

• Follow up with a

personalized LinkedIn

connection request

• Keep in touch!
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Exercise: Start writing
(“So what do you do?”)

1. Why they should care (branding/hook)

2. How they should “categorize you”

3. What differentiates you (shorter)

4. Examples to back it up (fewer)

5. Underlying your success

6. Turn it back to them
16

30 
sec.
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Really Simple

Engaging

Stories

Useful

L icensed

Tailored

Surprising
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Go to bit.ly/atdpitch to 

Download

• The Slides

• Chapter 10: RESULTS & 

Your Pitch
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Robert Hellmann

Career and Executive Coach

Nancy Zane

The MTA

David Purdy

NYU



Resources: www.hellmannconsulting.com
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MY EMAIL: rob@hellmannconsulting.com

www.hellmannconsulting.com/pubs
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Speed Networking: 

Practice Your 30 Second Pitch

1. Recite to your partner

2. Get feedback

3. Hear your partner’s pitch

4. Give feedback

5. Network conversation

6. Rotate
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2 minutes

2 minutes

1 minute
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