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Section 1: Communication & Pitching Fundamentals 
 

When presenting a pitch - a Team Leader must be skilled in four areas of 

communication to be successful: 

1 – Verbal 

2 – Written 

3 – Physical (body 

language) 4 – Self-Talk 

 
Be positive in your pitch – a negative thought is a down payment on failure. 

Never accept phone calls or allow interruptions during a pitch. You're telling the 

executive a random phone call is more important than a meeting with them! 

 
Try to avoid having to sit behind a desk – physically, it’s a wall between you and 

the other person. Seat yourself facing the other person, on neutral ground. 

 
Always listen for intent as well as content. 

Be Aware: The attention span of the average individual is 30 seconds long. 

(Almost all commercials on radio and television are 30 seconds long.) Keep your 

response to questions fast and simple. 

 
What causes mental blocks with pitches? 

1. Lack of facts 

2. Lack of construction 

3. Lack of a starting point 

4. Tunnel vision 

5. Fatigue 

 

 
Upon meeting a person for the first time – repeat the person’s name when 

introduced to you. Make this a regular good habit! 

 
“Dress for Success” – If you are going to be successful you must look the part! 

This has been proven over and over again. 



 

During your pitch, never ask – “Do you have any questions?” I have made this 

mistake plenty of times. This puts the entire burden on the person you asked. If they 

say yes - they appear dumb. Ask instead “Was I clear on that point,” “Can I clarify 

anything for you” or “Am I making sense” is a lot better than “Any Questions.” 

 
Always say hello to the executive(s) as they (or you) come in the door – this 

represents an opportunity to “read” them – attitude check. 

 
How to decline an opportunity/invitation without damaging the relationship or 

being negative to a guest executive or investor: 
 

1. Acknowledge importance 

2. Decline invitation 

3. Offer reasons why 

4. Offer alternatives 

 

Absorb all feedback – listening to people attentively is the greatest act of 

respect you can give to someone! 

 
Choosing the proper time and atmosphere is vital to successful communications.  

 
 Ace’s rule of thumb for business meetings (after the initial pitch): 

If they have an hour make it breakfast; if they have two hours make it lunch; if 

they have all night, go to dinner. A coffee meeting should be your last resort. 
 
 
 



Section 2: Who/What Entity is Pitching the Project: 

How was the Project formed? 

Who owns the Intellectual Property? 
Any sophisticated investor is going to ask “Who owns the project?” or “With whom 
am I going into business?” 

 

 

Any project will ultimately need to provide the following information: 
 
• The Company name [Corporation, LLC, Entity[ies] that own[s] the 

project[s], state[s], and county[s] of registrations 

• Name – Title – Complete Address – email/phone numbers of all 
Principles who need to authorize agreements 

• Screenwriter[s] name[s], working title[s], registration number[s] and 

entity of registration, ownership, license, or authorization of usage and 

in what formats rights extend 

All Intellectual Property rights, and ancillary rights [ownership as per 

above] 
 
 

 

Who are you? What is your role in the film? 
 

Before your pitch – be clear to identify which role best describes you. 

 

Producer  
Executive Producer 
Line Producer  
Director  
Screenwriter



Section 3: Who are your Investors? 

You need to know who the “Investors, financiers, or the executives” are in order to 

pitch them. They are all not alike, and they are all not investors. 

 
Who you will meet at Film-Com 2020: 

- Network and Studio Executives 

- Equity Fund Managers 

- Talent Managers & Agents 

- Distributors 

- Accredited Investors (Individual with a net worth of $1 million or more 

and/or annual income of $250K) 

- CEO's, Presidents, and Key Executives of established Production 

Companies & Film Finance Groups 
 

Reasons why the above executives will invest in your pitch: 
 

1. Potential to make a lot of money – low cost/high return 

2. Film can be counter-cyclical (with respect to which genres are “hot”) 

3. They enjoy the craft of producing indie film and promoting indie producers 

4. They like being around creative people 

5. Have the “Executive Producer” title after their name 

 

Investor Vs. Financier:  What is the Difference?  
 

INVESTOR – May or may not be tied to the actual LLC, or ownership of the film. 

Essentially owns a piece of your business and becomes a partner. 

An investor is more aware of risk as they have no guarantee on return of principal. 

They trust their money will grow looking at all of the analytics and potential of 

financial growth within the project. (Traditionally, PPM’s and Subscription 

Agreements are set up with investors in mind.) 

 
FINANCIER – Normally involves the concept of loaning money; the financier is 

legally contracted to an agreement expecting payback of principal (loaned 

money) & interest. 

 
NOTE: They do not get a piece of your project's profit – they only get what the 

contract or agreement says, regardless of how successful/profitable your film 

becomes. (eg. Banks, Hedge Funds, Capital Groups)



Section 4: One-Pager and Executive Summary review 

 

NOTE: Before even looking for serious project funding and 

independent film financiers, producers typically need to spend at least 

$5,000 to $50,000 on development costs. This includes: budget, 

schedule, script, locations, director and cast wish lists, comparables, 

film financials, pitch packages, legal, and so on. 

 

 

What should your “One-pager” include…. 
Why a one-pager? Your one-pager (another term for one-sheet) is 

your calling card; a selling tool for your story and for yourself. 
 

One sheet – Brief “Complete Project Summary” to include: 
 

1. Artwork, photo, or logo 
2. Genre 
3. Brief storyline 

4. Budget total (estimate) 
5. Investment and exit strategy [waterfall, ROI, etc. if possible] 
6. Production Team & Considerations 
7. Attachments [if any], credits, other relevant closing facts 
8. Comparable films (realistic) 
9. Your NAME, NUMBER, & E-MAIL (Usually in the bottom corner) 

 
* Optional 
- Additional facts identified about the project that may 

further entice investors 
- Shooting schedule 
- Potential sponsorships 



 
 

Let’s look at the following example: 



Review of content to include in an Executive Summary 
 

 

- Proof of Funds, verification of funds [if any] 

 
- Full/complete Business Plans and projections 

 
- Treatment[s] 

 
- Main Character Breakdowns [roles, ages, descriptions] 

 
- Storyboards [if any] 

 
- Logos, graphics, stills, images, etc. 

 
- Presales 

 
- Distribution [domestic/foreign] 

 
- Tax incentives 

 
- L.O.I.'s/L.O.C.’s [letters of intent/commitment] 

 
- Funds raised to date 

 
- Budgets 

 
- R.O.I./income waterfall 

 
- Deferments/back-end participation 

 
- Videos, press releases, trailers 

 
- Agreements, contracts, commitments [of any kind] 

 
- Data, research, projects, statistics 



- Merchandising Opportunities 
 

- Product Placement Opportunities 

 
- Shoot / Production schedules 

 
- Press Kits 

 

- Bios [including credits, photos, resume[s], skills, web links, press, etc.] 

 
- Completion Bond 

 
- Attachments of any kind 

 
- Contracts/Agreements 

 
- Shoot location[s] 

 

Questions a financier might ask: 
 

Who is the top billed actor/actress? 

Who is the second top billed actor/actress? 

Who is the director? 

Who are the producers/executive producers? 

What is the overall budget? 

Is a sales agent or distributor attached? 

What % of the budget is hard equity in the LLC bank account? 

What % of the budget is tax incentives? 

What % of the budget is pre-sales &/or minimum guarantees? 


