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EPISODE 350 

Perfecting Your Pitch: Five Steps to Sell 
with Ease, with David Meltzer 

 

 
DAVID MELTZER: “When you send a message in a pitch, when you send 
a message, there is only one objective of sending a message, and that 
objective is to get someone to return your message. That's it. You should 
not be leaving a full pitch of credibility, emotional attachments, 
quantifying reasons, impacts, and capability. Too many people are 
selling on a message. Even in person, in an initial conversation, it's just 
to get their interest, to stimulate interest with the pitch, so then you can 
transition interest and share the vision. A pitch’s purpose, the perfect 
pitch, is to stimulate interest. In order to transition interest into your 
vision, you're going to have to use collateral material, answer questions, 
do a variety of different things. But that initial perfect pitch has one goal 
and that's to stimulate interest so they ask for more, or in an initial pitch, 
maybe just to get the pitch, meaning get them to call you back, to ask 
you back, to email you back, to DM you back, to LinkedIn you back, 
whatever it might be. We have to realize the sole purpose of that type 
of pitch is just to get you to come back.” 

INTRO: I’m Amy Porterfield, ex-corporate girl turned CEO of a multi-
million-dollar business. But it wasn't all that long ago that I lacked the 
confidence, money, and time to focus on growing my small-but-mighty 
business. Fast forward past many failed attempts and lessons learned, 
and you'll see the business I have today, one that changes lives and gives 
me more freedom than I ever thought possible, one that used to only 
exist as a daydream. I created the Online Marketing Made Easy podcast 
to give you simple, actionable, step-by-step strategies to help you do 
the same. If you're an ambitious entrepreneur, or one in the making, 
who's looking to create a business that makes an impact and helps you 
create a life you love, you're in the right place. Let's get started. 

 

SEE THE SHOW NOTES AT: www.amyporterfield.com/350 
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AMY PORTERFIELD: What if I told you that you could statistically 
increase your chances of selling your product or service, even if you're 
just starting out or you've been struggling with selling? Well, today I have 
five proven steps to help you do just that. Basically, today's episode is a 
step by step for fast tracking you from struggling with selling your 
product to selling like a pro, all by perfecting your pitch.  

Now, I couldn't talk about pitching without inviting the pitch expert of 
all experts on the show, and his name is David Meltzer. Now, let me tell 
you a little bit about this guy, and I say just a little because if I were to 
list all of his phenomenal achievements, we'd be here a while. David is 
the co-founder of Sports 1 Marketing—Hobie was very impressed with 
that, by the way—and formerly served as CEO of the renowned Leigh 
Steinberg Sports & Entertainment agency. His life's mission is to 
empower over one billion people to be happy. I mean, this is a really 
good mission, right? Now, his mission has led him on an incredible 
journey to provide unparalleled value through his content and 
communication. And you'll see what I mean in this episode. David is also 
an expert when it comes to crafting a pitch that sells. And today he's 
sharing his Five to Thrive for creating the absolute perfect pitch. These 
are five tangible steps you need to implement into your pitch to make 
it actually sell and to make an impact. And yes, if you're listening to this, 
that pitch may just well be on a webinar.  

And one thing I love to do is I love to learn from people that are having 
success in different areas. And I want them to tell me how they get that 
success, and then I apply it to my own business for my own unique way 
of doing business. And that's exactly what we're going to do here today.  

Here's what I want to do with this episode. Listen to the steps and then 
stick around until the very end because I'm going to jump back on solo, 
after the interview, and I'm putting these steps into actionable steps 
that will work for you as an online entrepreneur, or more specifically, as 
a digital-course creator. And by sticking around until the end, you'll also 
get to hear David's absolute number one tip for selling and building a 
successful business, and it’s really good. 

So I won't make you wait any longer. Let's bring on David. 

Welcome to the show, David. I am so thrilled to be back with you again, 
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and I can't wait for you to share your knowledge with my audience. So 
before we get started, though, will you give everyone a brief intro, just a 
little bit about your background, because I think they're going to find 
what you've got to share very interesting. 

DAVID: Oh, I hope so. I have an eclectic background involving two 
currencies. One is the currency of money, because I just wanted to be 
rich to buy my mom a house and a car. And the other is a currency of 
faith, which blends in that, which I came to the awareness of later in my 
career, in my thirties, but started out with six kids, single mom, in Ohio, 
just wanting to buy her a house and a car because only time I wasn't 
happy was when there was financial stresses, not enough money, food, 
something broke down, summer camp. My mom had a saying: doctor, 
lawyer, or failure.  

I was the only sibling that didn't follow that. I wanted to be a 
professional football player. But very swiftly, very swiftly, I realized as I 
got ran over my first play in college and laid on my back and decided 
doctor, lawyer, or failure. Tried to be a doctor. I was pre-med. And then 
my oldest brother, who was a doctor, gave me the best piece of advice. 
He said be more interested than interesting, when I told him I hated 
hospitals. And so I changed my entire trajectory of my life to start asking 
questions and learning about things instead of just completely being 
driven by how much money I could make.  

Although I did go to law school through that interest, I was going to be 
an oil and gas litigator, one of the advantages of wanting money is that 
it always kept your options open because most people limit their point 
of entry. They limit their vision, they limit their assets, they limit 
themselves. When you only want to make money, one of the 
advantages, looking back, is that I was always keeping my options open 
to how I could make more money.  

And because of that strategy, I got offered a sales job out of law school, 
besides a litigation job. The sales job was in 1992 to sell legal research 
on the Internet. And at the time, my mom literally said to me, I'd better 
be a lawyer because the Internet was a fad, and I’d destroy everything 
I'd worked for if I go through the Internet.  

AMY: Oh, man. 
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DAVID: The second lesson of that journey is just because someone loves 
you doesn't mean they give you good advice. 

AMY: Yes. 

DAVID: Those are two great things I learned. Anyway, I took the sale job. 
Nine months out of law school, millionaire, branded myself an Internet 
guru. We sold that company for $3.4 billion in ’95.  

AMY: Wow. 

DAVID: Went to the Silicon Valley, learned how to raise money. So I 
raised hundreds of millions of dollars and ended up the CEO at thirty of 
the world's first smartphone with Microsoft and Samsung. It’s called the 
PCE phone. And I thought I had everything. I went from living in a world 
of not enough, where I was a victim—everything happened to me, and 
why me?—to this world of just enough for me. I had everything for me. I 
was buying things I didn’t need. I was buying more things I didn't need, 
different things I didn't need. But more importantly, I was buying things 
to impress people I probably didn't even like. But yet, money had always 
bought me happiness and love.  

And I ended up becoming an investor, an entrepreneur. I met Leigh 
Steinberg and became the CEO of the most-notable sports agency in 
the world, Leigh Steinberg Sports & Entertainment. And in that 
experience, surrounding myself with celebrities, athletes, entertainers, 
billionaires, millionaires, entrepreneurs themselves, in my dream job for 
the first time, I wasn't happy. And through 2006, started realizing that I 
was lost, through the help of my wife, who made it very clear that I was 
lost. And in 2008, I lost everything—over $100 million—while I was CEO 
of Leigh Steinberg. And in 2010 I started a sports marketing company 
with Hall of Fame quarterback Warren Moon, with a different trajectory, 
not just to give so I could get, no more trade negotiations, not living in 
the world of just for me. But that was really, from 2010 on, I really lived 
in a world of abundance of more than enough to make a lot of money, 
to be comfortable receiving, to help a lot of people and have a lot of fun 
with my life.  

And I've reestablished and gained everything through this paradigm 
shift. And last three years, have built my own brand, as you know. I have 
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two TV shows, Elevator Pitch, the 2 Minute Drill, which had been picked 
up by Bloomberg and multiple other places around the world now. I do 
coaching and speaking. I’ve written four books that are bestsellers. And 
my main mission is to empower over a billion people to be happy, using 
my platform, and most importantly, the dummy tax that I paid. I can't 
pay your state or federal tax, but I can save you a lot more money. I can 
pay your dummy tax if you hang on here for the next twenty-five 
minutes or so. 

AMY: I love it. Tell me this really quickly. There's a lot of entrepreneurs 
listening, and I think one of the fears that many entrepreneurs have is 
What if I lose it all? And you just said you are someone who did. What 
was the one thought you kept thinking through all of that that you think 
got you to where you are today? 

DAVID: Radical humility. I think that question is asked in so many 
different ways, from what would you tell your eighteen-year-old self, 
your twenty-year-old self? What's the greatest lesson of losing 
everything, of making millions? To me, it's radical humility. And in the 
context of humility really lies one thing, and that is that you need to ask 
for help. You need to find people in the situation that you want to be in. 
The easiest way to get to where you want to be is find somewhere that's 
there and ask them for directions. And that, no matter what, I know our 
egos get in our way, but that's the ultimate lesson that I've learned is 
How do I deal with my own humility and learn to practice ending fear 
and to use my free will to clear the interference and corrosion, 
separation, the voids, shortages, and obstacles that I create myself  
because I'm already living in a world of abundance, not only connected 
to everything, but also connected through everyone and then through 
me?  

AMY: Wow. That's powerful. I appreciate you sharing that.  

Okay. So, you're here to talk about pitches, because nobody makes 
pitches like you. I want us to talk about using pitches the right way in 
your business. And this is really important because I know a lot of my 
listeners and entrepreneurs are terrified to make a pitch. But I want to 
help them understand that in order to make an impact, you've got to 
sell, and selling starts with this pitch. So you've got these five areas to 
focus on within a pitch to make it perfect, feel natural, genuine, and sell. 
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And so I feel like I literally am going to get a fast-track lesson here. I don't 
usually take notes during podcasts. I'm like, bring it on. I'm a student 
here as well. So can you start from the top and work our way down to 
all five? 

DAVID: Absolutely. And these five things are a continual practice. You 
need to learn to enjoy these five things consistently every day, 
persistently without quit, in the pursuit of your own potential. 
Remember, pitching is just like a sport, is just like a science. You're born 
with a quantum ability, so you want to not compare yourself to anyone 
else. You want to find your own frequency and practice that consistent, 
persistent pursuit of your own potential.  

And the first thing applies directly to that, and it's the most important 
thing you can do in a pitch. And that's credibility. You need to go 
through your pitch, whether it's a one-minute in an elevator pitch, like 
on my TV show Elevator Pitch; or a two-minute pitch, like on 2 Minute 
Drill; or a five-minute or a five-hour pitch, whatever it is, you better go 
through your entire pitch with a fine-tooth comb of credibility, because 
where most people lose a pitch is that they oversell. They back-end sell, 
they lie, manipulate, or cheat in their pitch. They don't mean to. They 
have good intentions, but they sway the truth. And the minute you open 
that energy, people start looking with skepticism in everything that you 
say, and it slows down the process, and it decreases your statistical 
success. So you need to understand credibility and be as close to the 
truth as possible.  

That also means that you have to illuminate your weaknesses. People 
respect and gain credibility when you illuminate the problems, the 
challenges, your failures. You need to illuminate the truth. And if you do 
so, remember, they usually consider features and benefits when they're 
pitching. They don’t consider the most important thing, which is 
credibility.  

There's a mathematical equation to credibility. If you're 100 percent 
credible, people will do exactly what you say. In fact, if I was 100 percent 
credible on this podcast, I could tell everyone, “Hey, wire me a million 
dollars. I'll give you two million by the end of the week.” And everybody 
would do so if I was 100 percent credible.  
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Now, I've never reached that potential, but I work and practice, do it 
every single day. And the more that you practice, the more clarity you 
get, the more weighted balance of your values, the more focused you 
are.  

And remember, it's not what you say; it's what people hear. Lou Holtz, 
the coach of Notre Dame, used to say that all the time about his football 
teams. “It's not what I say; it's what they hear.” Credibility is what they 
hear. You may think you're saying something, but if you lose credibility, 
you're saying something completely different.  

So please go through everything, practice, enjoy the consistent, 
persistent pursuit of your truth and the credibility that comes along 
with it.  

The second thing that you want to do is get an emotional attachment. 
I told you the lesson in my background of being more interested than 
interesting. And having an emotional attachment, people buy on 
emotions for a logical reason. People buy into emotion. And what we 
don't do a lot of times when we're pitching is do enough research to 
find out what people like and what they don't like. We don't do enough 
research. We're not more interested than interesting to find out what 
they're doing today and what they like about that and what they don't 
like about it. We don't do enough research or interest to find How do I 
make myself equal and then allow myself to appreciate the difference? 
Appreciate means add value to the difference, not create a separation, 
voids, shortage, and obstacle by creating attacking thoughts or 
judgments or conditions upon the differences in some comparison that 
sucks the energy, the emotions out of it, but instead gain the emotion, 
gain the attachment, because people buy on emotion for logical 
reasons. 

The best example of this is when I was young, I dreamed about having 
a Ferrari because I thought that everyone in the world would love me, 
respect me. I thought girls would want to go out with me. I thought 
guys would want to do business with me. Everybody would love me 
because I had a Ferrari. What I found out when I got my Ferrari—and I 
justified it, by the way, with emotions, right? with logic and— 

AMY: Of course. 
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DAVID: —I said it was a great investment, and I could do more business. 
People would respect me. But what happened was when I bought the 
Ferrari, not only was it a bad investment because the more I drove it, the 
more it broke down. If I didn't drive it enough, it broke down. It was the 
most expensive car in the world to fix. But beyond that, you know, 
people did not respect me. They became jealous and hated me 
because of my car. I was more worried about my car than my own 
health. And all of these things—and even worse, I think it just revealed 
to the girls that I dated what my true anatomy was and my ego of being 
a narcissist and an idiot. And I do that to illuminate for credibility. But 
that is a classic example of buying on emotion for logical reasons. We 
want to make sure that we're credible and we emotionally attach. 

Now, the third thing is very important because it's the first thing that we 
need to quantify. Quantifiable value is so important because a lot of 
people cannot transition from the emotional attachment that they’ve 
received, the credibility that they've given, into a quantifiable value. 
What happens is when you get someone that is emotionally attached, 
you sometimes lose credibility because you work in the world of the 
purple dinosaur. And everybody knows my favorite cartoon character is 
Barney, my big purple dinosaur friend. And when we pitch the purple-
dinosaur pitches, we're working on subjective value. We're only relying 
on the emotions and the credibility of the past in which we've 
articulated. And so what happens is during the pitch, I love you, you love 
me, nobody makes any money. And in the end, unfortunately, what 
we're pitching, in the end, the truth always comes out. The truth vibrates 
the fastest and always comes out.  

And in the end, there's going to be this unbelievable question of, Am I 
going to invest or I’m going to do what you're asking me to do? And 
usually there's a quantifiable evaluation that occurs beyond the 
emotions because emotions run out, like what we like. And that's why 
some people that sell on emotions and features and benefits, they have 
to have a very quick close. They have to take advantage and make their 
ask very fast because it doesn't wear well. And we all know that type of 
business doesn't thrive.  

So learn how to quantify the reasons why somebody is going to do it. 
Talk about real numbers. Talk about credible numbers. Don’t use vague 
numbers, like, “Well, our revenue has increased 300 percent this year.” 
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Well, when someone says their revenue’s increased 300 percent, it, to 
me, lessens the credibility because I automatically go to, “Oh, I bet they 
made three dollars last year. Now they've made nine dollars, because if 
they actually had any revenue, you would have added in there, ‘We've 
made $3 million this year, which is 300 percent more than we made 
last year.’” 

AMY: Oh, great point. Okay. 

DAVID: A lot of people won't quantify things. And the more we leave 
voids, shortages, and obstacles, the more we create interference and 
corrosion between us and the truth, the less statistical chance we have 
of having a successful pitch. So learn to quantify the reasons. Don't just 
feature and benefit dump onto people. 

Now, the fourth one is to quantify the impact. Now, the impact is also 
an emotional aspect, but impact has usually huge long-term numbers 
that are equated with them. When we can impact our environment, we 
can now transition an emotional, safety feeling that we have to make 
sure that we have fresh air to breathe and clean water to drink. But 
there's an economic impact, the quantifiable impact, that that has by 
allowing people to drink fresh water or to breathe clean air. And so 
make sure that we're quantifying the impact, not just utilizing it as an 
emotional tool in which to effectuate the pitch and to get alignment, 
synergy, or supplementary value to it. We want to talk about real 
quantifiable numbers of impact. This saves time. This saves resources. 
This saves actual dollars. And look for the impacts of where it has either 
gain, losses, or savings, according to the impact that your solution, 
service, or product has. 

Then, finally, what we utilize—and this is something especially keen in 
COVID—is capabilities. Capabilities are three things that you need to 
quantify. The first is the skills that your product, service, or solution has, 
and how does that equate to quantifiable value? So the first capability 
we talk about is here's the skill set that it has or the service that I have 
or solution.  

And then the second is knowledge. A lot of people ignore when they 
quantify the capabilities of their company, solution, service, or product, 
they do not include knowledge as part of the capability. Knowledge is 
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a duality. And in that duality, the first part of knowledge is what you 
know, like what exactly you know. So if it's A.I. oriented, if it's a 
timesaving efficiency, what does it actually know, the product, service, 
solution, or you? And then, two, included in everything else is who is 
involved? and quantify the number of people that are involved. We want 
to make sure that we use realistic numbers when we're doing things. 
You know, some of the biggest turnoffs when people are quantifying, 
“We’re the next Google or the next Uber or the next…” No, no, no. 
Quantify the numbers. Quantify the reasons, impacts, and especially the 
knowledge that you have both of the what and the who, and combine 
those together.  

And then, finally, most importantly to me in a pitch is the last capability, 
and that's desire. Within the context of any pitch is your own desire. And 
there's a common denominator that I look for in every pitch, and that's 
the desire that you must be what you can be. Looking for product, 
solution, service, or person or entrepreneur who's pitching me that has 
a desire to be their higher self, that realizes that they're happy where 
they're at. They know they're in the right place at the perfect time, but 
they're angling towards something better using their credibility, 
emotional attachment, reasons, impacts, and their capabilities 
aforementioned. But they have faith that they're going to end up 
somewhere better than that.  

People will invest in a B product, solution, or service, with an A player. 
And their final determination of an A player is their desire. Every great 
business person and personality knows that we evolve, and that the 
number one reason that people do not achieve what they're presenting 
or do not achieve the success or objective that they have is that 99 
percent of all people on Earth quit before they’re 25 percent of the way 
there. Another 99 percent of that 1 percent quit before they're 50 
percent of the way there. And it's that 1 percent of the 1 percent that 
have a desire that they must be what they can be and not only are able 
to display it, but they can articulate it in their credibility with the 
emotional attachment, the ability to quantify the reasons, quantify the 
impacts, and quantify the skills and knowledge in those capabilities. 
This aspect of desire is a very difficult thing to quantify. But if you can—
and I've had pitches from people, and I stop listening because all I think 
to myself is, “I'm investing in this person, because nothing's going to stop 
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her.”  

My favorite entrepreneur ever was on my TV show, Elevator Pitch, and 
she was an entrepreneur that already had two exits. She was only thirty-
two years old. But when she was eighteen years old, she adopted two 
children, and her parents kicked her out of the house. But she knew that 
that's what she must do to find her higher self. And there was a twelve- 
and eleven-year-old little boys that she adopted at eighteen because 
she felt it was the right thing to do. She had two exits already. I knew no 
matter what product, solution, or service she was talking about, that she 
would make it happen because she was able to quantify to me this 
unbelievable thing called desire and that higher self that's involved.  

And within this pitch comes the ability to practice. And how do we do 
that? Now, a lot of people realize there's four ways that we practice. One 
is in person, one is on the phone, one is via email, believe it or not, and 
then one is via media. And you need to realize that a pitch occurs in all 
four of these mediums. It occurs in person, less than it used to today. It 
occurs on the phone. I think the biggest piece of advice that I can give 
to people is to be tough and use a telephone in your pitch. It's a lost art. 
If you don't believe me, go look at how many voice messages you have 
on your phone compared to text messages, emails, DMs, et cetera. 
They're not even close. If you want to get someone’s attention, then you 
should use the telephone to pitch them because your voice has a 
vibration, and it has a frequency. It can create intonation, connotation, 
and intention, where so many people are using text messages, DMs, 
emails to pitch people. 

I'll tell you, so many times nobody buys on a message. Nobody buys on 
a message. There's only—when you send a message in a pitch, when you 
send a message, there is only one objective of sending a message, and 
that objective is to get someone to return your message. That's it. You 
should not be leaving a full pitch of credibility, emotional attachments, 
quantifying reasons, impacts, and capability. Too many people are 
selling on a message. Even in person, in an initial conversation, it's just 
to get their interest, to stimulate interest with the pitch, so then you can 
transition interest and share the vision. A pitch’s purpose, the perfect 
pitch, is to stimulate interest. In order to transition interest into your 
vision, you're going to have to use collateral material, answer questions, 
do a variety of different things. But that initial perfect pitch has one goal 
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and that's to stimulate interest so they ask for more, or in an initial pitch, 
maybe just to get the pitch, meaning get them to call you back, to ask 
you back, to email you back, to DM you back, to LinkedIn you back, 
whatever it might be. We have to realize the sole purpose of that type 
of pitch is just to get you to come back. 

Now, here’s another thing to practice in the context of pitching. When 
we call someone or ask them in person, there's only two things that can 
happen. One, the person is available for the pitch; or two, you need to 
leave a message. We already know the only purpose of leaving a 
message is to have someone call you back. But the other side is we have 
to be prepared and practiced if somebody says, “Yeah, I'd be interested.” 
Right off the bat, they actually answer the request in person or on the 
phone or via email or via media. And so we have to practice all four 
mediums and get to choose which one of those mediums we may be 
best or most statistically successful at performing at and being able to 
do these five different things of a perfect pitch.  

But if you can create credibility with a fine-tooth comb, if you can know 
that you have the emotional attachment that people will buy on 
emotion for logical reasons, and give them those logical reasons based 
of quantifiable value, not Barney, purple-dinosaur value, but 
quantifiable reasons, impacts, and capabilities, which includes not only 
your skills, not only your knowledge, but most importantly, be able to 
illustrate and communicate your desire, you will have statistical success, 
efficiency, and effectiveness in every pitch, and you will attract via that 
frequency more and more people with open minds. Remember, we are 
seeking people with open minds. Sometimes we are, I said it earlier, 
limiting ourselves so much that we're looking for that—I love when 
people tell me, “I’m looking for a strategic investor.” I always tell them, 
“Well, you're looking for an open-minded investor, and you should have 
two categories of investment. One, for people that you don't want to 
involve strategically, and one that you do. But your objective of raising 
money is to raise money, regardless of whether the person is strategic 
or not.” And so we need to find people with open minds and not limit 
ourselves, because it takes as much energy to pitch someone with a 
closed mind as it does a thousand people with an open mind. So we 
want to make sure that we are asking the right people and sending out 
the right frequency for those pitches with people with open mind.  
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I appreciate the opportunity to share these five perfect-pitch tips, and 
I'm happy to ask any further questions, Amy. 

AMY: So good. Thank you so much. Wow, that was, like, power packed. 
And you are one of the best communicators I've ever had on the show. 
So, wow.  

I do have one quick question for you, and that is, you've talked about 
the triple A before—alignment, action, adjustment. And I really want my 
listeners to hear about this. Can you dive into that real quick? 

DAVID: Yeah. It stems from the advice my brother gave me, that be 
more interested than interesting. There's a joke in sales that 80 percent 
is collecting, right, 20 percent is selling, 80 percent is collecting. The 
same thing's true with the triple A strategy: 80 percent of your time 
should be getting alignment, being more interested than interesting, 
finding the open mind, seeing where the emotional attachment would 
be, being able to illuminate and align synergistically and 
supplementary with what value you can provide. Eighty percent of your 
time should be spent getting alignment, and then take action. And 
while you're taking action, it's kind of like that philosophy, like I said, be 
happy where you're at, at the right place at the perfect time, angled to 
what you want, but have faith that you'll end up somewhere better.  

The only thing that I know as I get older and older is I don't know what 
I don't know, part of being radically humble. So I prepare in my 
alignment for adjustment. I am prepared to adjust. I'm not going and 
being happy where I'm at right now and going straight to what I want. 
I'm angling towards what I want, with alignment and adjustment in 
mind. So 80 percent of your time should be spent being more 
interested than interesting to get alignment. Then the law of GOYA 
applies, which means get off your ass and take action. Nothing happens 
until you move. Go study Einstein if you don't believe that. 

AMY: Amen. 

DAVID: And then while that action, a subset of action or activity for me 
is to have radical humility and prepare for adjustment. And the best 
place to prepare for adjustment, like we said earlier as well, is to find 
great mentors. Find someone that's already where you want to be and 
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ask them for directions. I'm going to repeat that, everyone. The big 
lesson, the big takeaway, find someone who is where you want to be 
and ask them for directions. It’s the fastest, easiest way to get there. It's 
the dummy tax that you don't have to pay. Forget federal and state 
taxes. I know our politicians are going to argue that for the next twenty-
six days. Just think about the dummy tax of what you would have 
gained if you didn't make those mistakes by just simply asking someone 
that is where you want to be, how to get there. 

AMY: Ah, such a great way to end this episode. Thank you for that. I 100 
percent wholeheartedly agree. So, thank you, David, for being here. And 
tell my listeners where they can find more about you. 

DAVID: Well, as you know, my mission in life is to empower over a billion 
people to be happy. Happiness is the greatest buyers of all. It's spread 
by witnessing it. By listening to this, you'll be happy, and it will spread to 
other people. And happiness strengthens us emotionally, physically, 
mentally, financially. It even strengthens our immune system, so it'll 
protect us against other viruses that might damage us. So I do free 
trainings every Friday. The replays are featured on Spotify. My playbook 
is featured on Entrepreneur. On every platform, you can have free 
trainings on how to be happy, how to make more money, help more 
people, and have more fun. And the easiest way to do it is to simply 
directly email me, david@dmeltzer.com, or join my text community, 
949-298-2905,  or just Google “David Meltzer,” @davidmeltzer, LinkedIn, 
YouTube. “David Meltzer” is the way to find me best. And I appreciate 
the opportunity if any of you want to be one of my one thousand; a 
thousand times a thousand’s, a million; a million times a thousand’s, a 
billion. We can create a collective consciousness, change the world, 
impact the entire world by being happy. So please join me every Friday 
or watch the replays on Spotify, Entrepreneur, or any of your favorite 
platforms. 

AMY: Thank you, David, so very much. 

DAVID: Awesome. Thank you, Amy. What a pleasure. 

AMY: All right, my friend. That was really good, right? But I want to break 
down these steps into tangible actions that will work for you specifically.  
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So for the first one, credibility. This means to use stories and experiences 
in your webinar, in your emails, and any other content that you're 
creating, but especially in your webinar because that's really where 
you'll be pitching. You can use stories from your journey, and if you have 
them, from your students’ journeys as well.  

The second one, emotion. This means that you should speak to your 
audience’s wants and needs. So get really clear on their wants and 
needs, and talk about those in your emails, on social, and on your 
webinar.  

The third one, quantify. This means that you've got to use numbers to 
further support your audience's emotional connection. That means that 
when you're sharing stories, give actual numbers when it's appropriate. 
For example, you can share how your process has helped others 
increase their followers or subscribers by x, y, z numbers, and give them 
the exact number or percentages. So, for example, let's say that you are 
a social-media manager and you created a digital course to teach 
others how to use social media. When you're telling your success stories, 
talk about how you've helped them grow their followers by x number. 
Like, actually give specifics when it's appropriate so it makes it more real. 
Also, just share details, as much as you can, to bring it to life.  

Now, fourth, impact. This means that you have to share clearly about 
your pathway and how it's going to offer them more or less of 
something. For example, the Digital Course Academy roadmap in my 
program. I offer it in my Digital Course Academy course. It helps my 
students to save time and frustration in creating and launching their 
digital course. I give them a roadmap. And when I'm marketing the 
course, I talk about this roadmap. I show a picture of this roadmap so 
they know exactly how I'm going to help them and how I'm going to 
take away the stress and give them more clarity. That's how I'm going 
to make an impact to get them results. 

Number five is capability. This is where you want to share your 10 
percent edge, why you are the person who should be teaching what 
you're teaching. And this is where you talk about your experience. So 
paint the picture for your audience of why you're the one to guide them 
to their desired want or need. This also means that you show up with 
confidence. When you're confident and can show your audience that 



 

	

EPISODE 350: PERFECTING YOUR PITCH: FIVE STEPS TO SELL WITH 
EASE, WITH DAVID MELTZER  
http://www.amyporterfield.com/350 

16 

you are the one to guide them on this desired journey, they will be more 
likely to want to follow you and purchase what you're selling. I think that 
also comes out in how you show up online, how you show up on video, 
the strength of your voice.  

And this is all stuff that you practice over time. You're not going to nail 
that first webinar with total confidence, but the more you do, you will, 
my friend. Remember, there is no room for imposter syndrome here. 
You are exactly where you're meant to be. You are the person who 
should be teaching what you're teaching, and you remind yourself of 
that every single day.  

I want you to take these strategies that David shared with you today and 
use them to improve and perfect your webinar pitch. I challenge you to 
keep coming back to these steps and add them to your webinar 
checklist. Keep practicing them. Keep thinking about them. In fact, you 
might need to listen to this episode one more time. David talks fast, and 
he had a lot to say. I actually listened to it twice so that I could create 
this ending for you and make it really actionable. And the second time 
I listened to it, I got so much more out of it. Because at the end of the 
day, you want your pitch to feel natural and genuine and easy to do, 
because that's how you make an impact and reach the people who 
really need what you have to offer. So when you listen to it the first time 
or second time, keep asking yourself, How do I show up as my authentic, 
vulnerable self when I'm selling so that I connect with my audience in 
the deepest way? 

If you thought this week's episode was good, keep on coming back 
because you know I'll be here every Thursday, delivering top-notch, 
step-by-step episodes to help you grow your online business and create 
a successful digital course.  

Thanks for joining us today. See you next week, same time, same place. 
Bye for now. 


