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“All you need is the plan, the road map, and the courage to press on to your destination.”  

- Earl Nightingale 
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Pitching - Session Description 
 
This session examines how to improve pitching skills in order to make a highly charged and powerful 
winning legal pitch.  
 
Extensive practice and feedback is used to gradually overcome fee-earners' weaknesses and to make 
pitching into a real strength. Although many law firms have plenty of clever fee-earners with bright ideas 
and extensive legal services experience who are comfortable doing legal work in the office, when it 
comes to selling and pitching potential clients... it can be quite a challenge for them. We show fee-earners 
how to start, how to approach the pitch and the best things to say and do (and what not to say or do). 
We show them in this session how they can confidently make a sales pitch and eliminate the common 
errors. Research and preparation begin before the pitch even begins to the potential client. Fee-earners 
must find out what they need, the time they are available, the way they like to be approached and what 
they do not like!  Going in blindly into a pitch meeting or approaching a lead with no clue about who they 
are is a time-wasting risk which often leads to nothing but embarrassment! This session shows fee-
earners how to succeed in pitching and break through any bad habits that they might not be aware they 
had. Extensive practice with concrete feedback is used in order to sharpen their pitching skills.  
 

 

Key Concepts 
 

1. A Time Premium Clause 

2. Give Clients Deadlines 

3. An Up-Sell Clause 

4. A UVP for the KDM 

5. A Mailshot 

6. Tea for Two (T42) 

7. 3 Price Positions 

8. RFP Vs. An Unsolicited Pitch 

9. “How much do you cost?” 

10. Make your Pitch a Contract 

11. Receive an RFP = 5 Reasons to Call 

12. Hire / Fire / Advance / Continuation 

13. The Electron Model of the KDM 

14. Getting Through the Gatekeeper to KDM 

15. A Follow-Up Table 

16. The Follow-Up Cat 

 
If you have any questions, or would like some help, contact me at any time – john@nixedonia.com 


