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• They are for your personal  and professional 
development use only.
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Who am I?



Agenda

Networking Purpose Pitch

Partnering Homework



Networking



Conditions for 
networking

• Clarity of purpose
• Compelling pitch
• Targeted partnering



Coach purpose



Purpose: The golden circle  (S. Sinek, 2009)

• Example:  Apple 
• Why? Think different
• How? Design interface and 

functionality
• What? Computers and smart 

phones

Why: gives 
meaning and 
belonging
How: 
process and 
values

What: 
activities
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How to create Your Compelling purpose
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Exercise: Coach purpose canvas

• What is your job as a coach? 
What deliverables are you 
responsible for?

• Who do you work for (external)? • What impact or benefit do you 
want to realize in the 
organisation, your customers and 
beyond?

Purpose examples:
o Google: “To organise the world’s information and make it universally accessible and useful.”

o Amazon: “The Earth’s most customer-centric company, where customers can find and discover anything they might want to buy online.”

• “Our team provides efficient support so that our managers can spend more time leading, rather than performing administrative work. “

• “Our team continually comes up with new solutions so that our organization stays at the forefront of innovation.”

• “Our team takes care of our advisors so that they can take care of their clients.”.”

Coach purpose statement: Our team (what we do and how) for (specific target group) so that (intended impact)



Coach Pitch



Types of pitches

• Social pitch – to build rapport
• Sales pitch – to potential customers
• Product pitch – to potential partners
• Resource pitch – to investors
• Dream pitch – bigger purpose



Social pitch

• Name – name, position, company name
• Same – similar companies
• Claim to fame –specialty, status, proud results, recognition earned
• Goal – solution to client problem
• Game – bigger vision, ultimate goal



Examples pitches



Exercise: Pitching your coach purpose

Clarity: 
name, 
same, 
fame

Authority: 
insight, 
recognition, 
association, 
results

Problem: 
money, time, 
emotion, 
health

Solution: 
what, how, 3 
benefits, 
results

Why: we 
believe, 
personal 
story, big 
vision
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Coach partners – who do 
you network with?



Partnering – choosing your network

Who already 
has a brand?

Who already 
has 
distribution?

Who 
already has 
products?

Who can 
offer 
insights?

Who can 
offer 
funding?

Who can offer 
introductions?

Personalities
Success stories
Experts
Organizations
Certifications

Mailing lists
Viewers
Outlets
Subscribers
Traffic

Innovation
Packages
Proven track 
record
Enhances 
your offer

Thought 
leaders
Mentors
Experts
Research
Key 
customers

Suppliers
Clients
Angels
Investors

PR firms
Networkers
Event hosts
Industry 
veterans



Key 
partnerships



Exercise partnering 
– who to network 
with

• Create your investor pitch
• What are you offering (brand, 

product or distribution)
• Identify 5 networking targets



Your homework



Homework

Schedule a lunch with someone 
who can offer insights. What can 

you offer them?

Schedule a lunch with someone 
who can offer introductions. 
What can you offer them?

Schedule a lunch with someone 
who can offer investments. 
What can you offer them?




