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You have thirty
seconds. Maybe
less.

You are at a networking event.

Coffee in hand. The person next to
you turns and asks, “So, what do "
you do?” :

What you say next either starts a ‘ -
meaningful conversation or sends
them looking for the appetizer table.

This moment is the difference
between being forgotten and being
interesting.




THE TRAP

HELLO
my name IS

T'w a Project Manager
at a Tech Company.

THE REALITY

The fastest way to kill
a conversation 1s to
recite your job title.

The Default Answer: “I'm a project manager.”

Why it Fails: It's informative, but not interesting.
It doesn't create curiosity. In a job search
context, it does nothing to differentiate you.

The Reality: A title is a label. A pitch is a hook.
If you sound like everyone else, you disappear.



Build a pitch that makes people lean in.
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HE HOOK —— THE VALUE ——————

5-7 Seconds. 15-20 Seconds. 5-7 Seconds.
Create Curiosity. The Through-Line + Open a Conversation.
ONE Proof Point

Core Principle: Ideally, this flows as a narrative, not a list of bullet points.



Component 1: The Hook

Goal: Replace “l am [Role]” with the problem you solve.

The Formula:

You know how [Problem/¢ I [Solution)|.

The Transformation:
Instead of: 4m-a-data-analyst—

Say this: “You know how most companies are sitting on mountains
of data but still making gut-feel decisions? | fix that.”

Why it works:

You aren't forcing them to
understand your job; you
are inviting them to agree
on a shared problem.



Component 2: The Value

Goal: Deliver your through-line backed by exactly ONE proof point.

66 The Example:

‘I help growth-stage SaaS companies
build data-driven marketing engines.
At my last company, I redesigned the
attribution model and we identified
$2M in wasted spend within the

first quarter.” 99

10 Years
Experience

Coding Awards
Skills

N

Managed Teams

Key Takeaway: Don't list skills. Tell a micro-story with a measurable outcome.



Component 3: The Ask

The Anti-Ask: Don't ask for a job. Ask a question.

The Trap The Solution

Never ask: “Are you hiring?” or "Do you The Strategy: The Conversation Opener.
know anyone who is hiring?” Ask about THEIR challenges.

Why: This puts people in an awkward The Example Script: “I'm exploring
position. opportunities where | can do that at scale.

What's the biggest marketing challenge
your team is facing right now?”

[ Result: You are now having a peer-to-peer conversation, not making a desperate sales pitch. ]




The Full Anatomy of a Winner

“You know how most companies waste half their marketing

The Hook budget and can't tell you which half? That's the problem | solve.”

“I help growth-stage SaaS companies build data-driven marketing
The Value engines. At my last company, | redesigned the attribution model
and we identified $2M in wasted spend within the first quarter.”

“I'm exploring opportunities where | can do that at scale. What's
The Ask : . . Vi a .
the biggest marketing challenge your team is facing right now?

Total Time: ~30 Seconds



One pitch structure, four different languages.
The Adaptation Matrix

RECRUITER

Emphasis: Role Fit & Keywords. Use industry-
standard terminology to pass the screen.

PEER / COLLEAGUE

Emphasis: Shared Challenges. Keep it casual
and conversational. Focus on the ‘struggle’.

EXECUTIVE

Emphasis: Business Impact & ROI. Be
strategic. Focus on outcomes, not process.

NON-INDUSTRY

Emphasis: Accessibility. Use plain language.
No jargon. Explain the ‘what’ simply.

Insight: The adaptation usually happens in the Hook. ‘You know how..." shifts to match THEIR specific pain points.



The Paradox of Naturalness

Scripted | Natural

e The Insight: A pitch that sounds scripted is worse than no pitch. It signals
performance, not connection.

e Practice Ideas, Not Sentences: Know your Hook/Value/Ask points, but vary the
specific words every time you speak.

e The Goal: Prepare carefully so you can deliver it as if you just thought of it.



The Practice Regimen

50 Reps

Effortless mastery.

20 Reps

The Magic Number.
It starts to feel natural.

1-5 Reps

Stumbling, refining the flow.

The Feedback Loop

» Record yourself (Use your
phone).

e Listen back. Are you
rushing? Monotone?

 Critique. Does it sound like
reading, or talking?




Use Al to stress-test your story.
Before you pitch to a human, pitch to an LLM.
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The Pitch Builder The Simulator The Adapter

Use Al to draft variations Ask Al to play the role of Paste your pitch and ask

of your “Hook” based on a skeptical hiring Al to "Rewrite this for a
your resume data. manager and ask CEQ" or “Rewrite for a

follow-up questions. Recruiter”.



[s your pitch ready? The Quality Checklist.

Starts with a problem/hook, NOT a job title?
Contains exactly ONE specific proof point?
Through-line is clearly present?

Ends with a question, not a request?

Under 30 seconds when spoken naturally?

BUIREEL ] EY

Sounds conversational, not rehearsed?



Your most versatile career tool.

§ Yottt

 You will use this in interviews, on phone screens, in elevators,
and in casual conversations.

o Write it. Refine it. Practice it until you can forget the script.

Then, just go have a conversation.



