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“I believe that if one always looked at the skies, one would end up with wings.”  

- Gustave Flaubert 
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Four Outcomes of a Pitch 
 

There are Four Outcomes whenever a lawyer 
does an (Unsolicited) Pitch – whether by email, 
phone, or in person over tea (a Tea for 2).  
 

If the client accepts the Pitch, we can call that a 
Hire, but if they reject the Pitch, we can call it a 
Fire. A Hire is great, but a Fire is OK since we gain 
Social Equity by having tried to assist the client at 
our initiative. 
 
If they do not Hire, nor Fire, but we have a tangible 
step forward in the relationship (such as a further 
meeting planned for the next month), that is an 
Advance. We will follow Advances until they 
become a Hire or a Fire. 

 

 

However, the worst outcome of a Pitch, and the most common, is a Continuation. This is either silence, 
or time-wasting (a false Advance where nothing tangible takes us closer to a Hire). For Continuations, 
the lawyer must do reasonable Follow-Up until finally Firing the Client. Thus, lawyers must Never 
Accept Continuation. 
 
Continuations are very common responses to Sales Writing and in Pitching, and are the worst 

outcome. An absolutely crucial piece of advice for lawyers is very simple: Never Accept Continuation.  

 

If you have taken the initiative to do an Unsolicited Pitch, and to suggest something that you believe 

could be of use to a Client or Prospect, you deserve an answer, and, even, you have to get one. Thus, 

decide on a Follow-Up Procedure (how many calls to make, how many re-emailing), and in the end, 

send a Nuclear Option email and Fire the Prospect or Client regarding that Pitch sent.  

 

If you accept a Continuation, the Client might get into bother on the issue you tried to warn about, and 
then turn round and blame you! 


