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A Win Without Pitching Manifesto: Changing How Creative Agencies Land Clients

a win without pitching manifesto is more than just a catchy phrase; it’s a
revolutionary approach transforming how creative agencies, consultants, and
freelancers secure work. The traditional sales process—marked by lengthy,
competitive pitches that often feel like a gamble—can be exhausting and
unproductive. Instead, this manifesto encourages professionals to rethink
their client acquisition strategy by focusing on expertise, confidence, and
value, rather than chasing every potential lead with a bid.

If you’ve ever felt drained by the pitching process or frustrated by the
unpredictability of winning projects, understanding the principles behind a
win without pitching manifesto can open doors to a more rewarding and
sustainable business model.

What Is the Win Without Pitching Manifesto?

At its core, a win without pitching manifesto is a set of philosophies and
practices designed to help agencies and service providers attract ideal
clients without spending countless hours crafting proposals and competing in
pitches. Created by Blair Enns, a thought leader in agency business
development, the manifesto challenges the conventional wisdom that winning
work requires relentless pitching.

Instead, it promotes positioning yourself as an expert, leading conversations
around value rather than price, and building relationships where clients seek
you out because of your unique perspective and confidence.

The Origins and Purpose

Blair Enns introduced the win without pitching approach after observing the
inefficiencies and frustrations creatives face when trying to win new
business. Many agencies were trapped in a cycle of pitching for free or at a
discount, which often led to undervaluing their work and burning out.

The manifesto serves as both a mindset shift and a practical guide for
professionals who want to:

- Escape the exhausting pitch treadmill
- Attract clients who respect their expertise
- Increase profitability by focusing on value, not cheap competition



Key Principles of the Win Without Pitching
Manifesto

The manifesto is built on several core principles that encourage
professionals to rethink how they approach potential clients and sales
conversations.

1. Specialize to Differentiate

One of the manifesto’s cornerstones is the idea that specialization leads to
differentiation. Instead of being a generalist who says “yes” to every
opportunity, it’s about narrowing your focus to a specific niche or problem
area where you can be seen as the go-to expert.

This specialization builds trust, as clients feel confident that you
understand their unique challenges better than any generalist could.

2. Lead with Insights, Not Services

Rather than starting conversations with a service menu, the manifesto
encourages professionals to lead with insights that challenge a client’s
thinking. By positioning yourself as a thought leader, you demonstrate value
beyond just deliverables.

This approach often changes the client’s perception of the problem and the
solution, making price discussions secondary.

3. Refuse to Pitch or Compete on Price

The manifesto boldly states that pitching and competing on price erode value
and position you as a commodity. Instead, it suggests saying no to
speculative work and focusing on clients willing to pay for your expertise.

This principle protects your margins and helps build a business based on
respect and trust.

4. Embrace the Power of Constraints

By defining clear project parameters and client expectations upfront, you set
boundaries that prevent scope creep and misunderstandings. This clarity helps
maintain a healthy working relationship and ensures that both parties are
aligned on objectives.



How to Implement the Win Without Pitching
Manifesto in Your Business

Embracing a win without pitching manifesto requires more than just
understanding the ideas—it calls for actionable changes in your sales and
marketing processes.

Refine Your Positioning and Messaging

Start by honing your unique value proposition. What specific client problems
do you solve better than anyone else? Use this message consistently across
your website, proposals, and conversations. Clear positioning attracts
clients who resonate with your expertise and reduces the need to “sell”
aggressively.

Develop Thought Leadership Content

Publishing articles, hosting webinars, or speaking at industry events can
establish you as a trusted authority. Thought leadership content attracts
inbound inquiries, shifting your business development from outbound pitching
to inbound interest.

Qualify Clients Early and Confidently

Instead of chasing every lead, use a qualification process to identify
clients who are serious, aligned with your expertise, and willing to invest.
This saves time and fosters better partnerships.

Focus on Value-Based Pricing

Move away from hourly or cost-plus pricing models. Instead, price your
services based on the value and impact you deliver. This reinforces your
position as a strategic partner rather than a vendor.

Benefits of Adopting a Win Without Pitching
Approach

Shifting to this manifesto-driven approach creates tangible benefits that
impact not only your bottom line but also your day-to-day work satisfaction.



Reduced Stress and Increased Confidence

No longer having to pitch relentlessly frees up mental and emotional energy.
When you lead with expertise and confidence, you naturally attract better
clients, making the sales process far less stressful.

Higher Profit Margins

By avoiding price wars and focusing on value, your business can command
higher fees. This leads to better profitability and the ability to invest in
growth and quality.

Stronger Client Relationships

Clients who come to you because of your unique insights and proven expertise
tend to be more collaborative and respectful. This results in projects that
are more fulfilling and successful.

More Predictable Business Development

Inbound interest generated by thought leadership and clear positioning means
you spend less time chasing opportunities and more time serving clients.

Common Misconceptions About the Win Without
Pitching Manifesto

Despite its growing popularity, some professionals hesitate to adopt this
approach due to misunderstandings.

“I Have to Say No to Too Many Clients”

Turning down work that doesn’t fit your focus may feel counterintuitive, but
it frees you to pursue projects that align with your strengths and pay
better. Quality over quantity is the mantra here.

“It Only Works for Big Agencies”

The manifesto is scalable and can be adapted to solo consultants and small



firms. In fact, smaller teams may find it easier to pivot toward
specialization.

“Clients Won’t Pay Without a Pitch”

While some clients expect pitches, many appreciate working with experts who
come prepared with insights and solutions. The goal is to cultivate those
clients who value your expertise and are willing to invest.

Tools and Resources to Support a Win Without
Pitching Strategy

Implementing this approach can be smoother with the right support. Consider
exploring:

- Books like *Win Without Pitching* by Blair Enns for in-depth understanding
- CRM tools to track and qualify leads effectively
- Content marketing platforms to amplify your thought leadership
- Pricing calculators to help shift toward value-based pricing

These resources complement the mindset shift with practical systems that make
business development more efficient.

---

Embracing a win without pitching manifesto isn’t about avoiding work or being
passive. It’s about transforming how you engage with clients—leading with
confidence, expertise, and clear value. When done right, it sets the stage
for a thriving creative business where you’re sought after, fairly
compensated, and able to focus on the projects you love.

Frequently Asked Questions

What is the core principle of 'The Win Without
Pitching Manifesto'?
The core principle of 'The Win Without Pitching Manifesto' is that creative
professionals should stop competing on price and instead position themselves
as trusted experts who win clients through value and expertise rather than
pitching.



Who is the author of 'The Win Without Pitching
Manifesto'?
The author of 'The Win Without Pitching Manifesto' is Blair Enns, a marketing
consultant and author known for his work helping creative professionals
improve their business strategies.

How does 'The Win Without Pitching Manifesto'
suggest creative agencies should approach client
acquisition?
'The Win Without Pitching Manifesto' suggests that creative agencies should
focus on defining their niche, setting clear value-based pricing, and
qualifying prospects to attract clients who appreciate their expertise
instead of participating in competitive pitches.

Why is pitching considered ineffective according to
'The Win Without Pitching Manifesto'?
According to 'The Win Without Pitching Manifesto', pitching is ineffective
because it commoditizes creative work, forces professionals to compete
primarily on price, and often leads to undervaluation of their services and
loss of control over the project scope.

What are some key commitments recommended in 'The
Win Without Pitching Manifesto'?
Key commitments include specializing in a niche, refusing to pitch for free,
leading the client relationship with confidence, charging based on value
rather than time, and controlling the sales process to attract the right
clients.

How can implementing 'The Win Without Pitching
Manifesto' impact a creative professional's
business?
Implementing 'The Win Without Pitching Manifesto' can lead to higher
profitability, better client relationships, more control over projects, and a
stronger reputation as an expert, ultimately resulting in more sustainable
and rewarding business growth.

Additional Resources
**A Win Without Pitching Manifesto: Redefining Client Acquisition in Creative
Industries**



a win without pitching manifesto has emerged as a revolutionary philosophy
that challenges traditional approaches to client acquisition in creative
fields such as advertising, design, and marketing. Authored by Blair Enns,
this manifesto advocates for a strategic shift away from the conventional
“pitch” process, which often involves extensive time and resource investment
with uncertain outcomes. Instead, it proposes a confident, value-driven
approach that empowers agencies and freelancers to attract clients without
competing in the usual bidding wars.

This article explores the principles behind the win without pitching
manifesto, examining its core tenets, practical implications, and the
transformative impact it has had on creative professionals. By analyzing its
methodology and the strategic changes it encourages, we aim to understand why
this manifesto resonates strongly within the creative community and how it
can be applied effectively in today's competitive marketplaces.

Understanding the Win Without Pitching
Manifesto

At its core, the win without pitching manifesto is a declaration against the
inefficiencies and power imbalances inherent in traditional pitching. It
argues that pitching not only drains valuable resources but also commoditizes
creative work, reducing complex, strategic services to mere price
competitions. The manifesto encourages agencies to position themselves as
trusted advisors rather than vendors, thereby shifting the client
relationship dynamic.

One of the manifesto’s primary assertions is that creative firms should *stop
chasing clients* through unsolicited pitches and instead focus on becoming
the obvious choice by demonstrating expertise, thought leadership, and a
unique point of view. This involves developing a clear value proposition and
selectively targeting ideal clients rather than pursuing every opportunity
indiscriminately.

Key Principles Behind the Manifesto

The manifesto is structured around twelve key principles that serve as
guidelines for professionals seeking to transform their client acquisition
process:

We will specialize: Agencies are encouraged to narrow their focus rather
than being generalists, which enhances credibility and appeal to
specific markets.

We will replace presentations with conversations: Emphasizing dialogue



over formal pitches fosters trust and uncovers client needs more
authentically.

We will diagnose before we prescribe: Understanding the client’s
challenges thoroughly before proposing solutions ensures relevance and
value.

We will maintain value-based fees: Instead of competing on price, firms
charge based on the value delivered, reinforcing their expertise and
confidence.

We will refuse to pitch: A bold stance that eliminates the traditional
pitch process altogether, advocating for alternative engagement methods.

These principles are designed not only to protect agencies from the costs of
pitching but also to foster deeper, more strategic client relationships.

The Shift from Pitching to Positioning

Pitching typically involves agencies responding to Requests for Proposals
(RFPs), preparing elaborate presentations, and investing significant time in
speculative work with no guaranteed return. According to industry data,
creative agencies can spend upwards of 20% of their time on pitches, often
without success. This inefficiency can negatively impact profitability and
morale.

The win without pitching manifesto proposes a radical alternative: instead of
competing in an auction-like environment, agencies should invest in
positioning themselves as experts and thought leaders. This positioning
involves:

Publishing insightful content that demonstrates expertise.

Engaging in industry conversations and networking strategically.

Building a reputation through case studies and client success stories.

Developing a clear “point of view” that differentiates the agency.

By adopting this approach, agencies attract inbound inquiries from clients
who recognize their unique value, eliminating the need for traditional
pitches.



Benefits of Avoiding Traditional Pitches

The manifest’s approach offers several distinct advantages:

Resource Efficiency: Agencies save time and money by eliminating the1.
costly pitch process.

Improved Client Relationships: Conversations replace presentations,2.
fostering trust and collaboration.

Higher Fee Realization: Value-based pricing aligns compensation with3.
outcomes rather than inputs.

Reduced Client Churn: Clients attracted to agencies through expertise4.
tend to be more committed long-term.

However, it is important to recognize potential challenges as well. For
instance, some markets or clients may still require pitching, and
transitioning away from traditional methods demands a cultural and
operational shift within agencies.

Implementing the Win Without Pitching Manifesto
in Practice

Turning the manifesto’s ideals into reality requires deliberate and strategic
action. Agencies must be willing to change ingrained habits and invest in
building a brand that naturally attracts clients. The process often unfolds
in stages:

1. Defining a Niche and Point of View

Specialization is a cornerstone of the manifesto. Agencies that try to appeal
to everyone often dilute their messaging and struggle to stand out. Instead,
agencies should:

Identify industries or client types where they have the most expertise
or passion.

Develop a clear point of view about how to solve problems within that
niche.

Communicate this viewpoint consistently across all marketing channels.



2. Building Thought Leadership

Becoming an authority in a specialized area involves producing valuable
content such as blogs, webinars, whitepapers, or podcasts. This content:

Demonstrates expertise and insights.

Attracts clients organically through search engines and social sharing.

Builds trust and credibility over time.

Search engine optimization (SEO) plays a crucial role here, helping agencies
appear in relevant searches and expanding their reach to potential clients
actively seeking solutions.

3. Engaging in Meaningful Conversations

Abandoning formal pitches means agencies must develop skills in consultative
selling and client engagement. This includes:

Listening carefully to client challenges.

Asking insightful questions to uncover underlying issues.

Collaboratively exploring solutions without pressure tactics.

Such conversations not only improve client satisfaction but also position
agencies as trusted advisors rather than vendors.

Critiques and Limitations of the Manifesto

While the win without pitching manifesto offers a compelling alternative, it
is not without critics. Some industry professionals argue that:

Market Realities: In highly competitive markets, refusing to pitch may
limit opportunities, especially for newer agencies without established
reputations.



Client Expectations: Certain clients or sectors mandate formal pitches
as part of their procurement processes, leaving little room for
negotiation.

Adaptation Costs: Transitioning away from pitching requires significant
organizational change, which can be challenging for firms reliant on
traditional sales methods.

Therefore, while the manifesto provides a valuable framework, its application
may need to be tailored to specific contexts and balanced with pragmatic
considerations.

Comparisons with Traditional Pitching Approaches

Unlike traditional methods where agencies compete primarily on deliverables
and cost, the win without pitching approach advocates for competition based
on perceived expertise and strategic value. This shift aligns well with
broader trends in B2B sales, where consultative and inbound selling have
gained prominence.

Data from industry reports suggests that agencies adopting value-based
selling and thought leadership strategies often achieve higher client
retention rates and improved profitability compared to those reliant on
frequent pitching.

The Future of Client Acquisition in Creative
Services

As digital transformation reshapes client expectations and behaviors, the
principles embedded in the win without pitching manifesto appear increasingly
relevant. Clients today seek partners who understand their businesses deeply
and can offer tailored, strategic solutions rather than generic bids.

Moreover, the rise of content marketing, social media, and personal branding
provides agencies with powerful tools to implement the manifesto’s strategies
effectively. Integrating SEO-optimized content with genuine client engagement
can create sustainable pipelines of qualified leads, reducing dependence on
traditional, resource-intensive pitches.

In this evolving landscape, the manifesto is less a rigid rulebook and more a
mindset encouraging creative professionals to rethink how they establish
trust, demonstrate value, and ultimately win business.

---



The win without pitching manifesto challenges entrenched industry norms by
advocating for strategic specialization, value-based selling, and
relationship-driven client acquisition. While it demands a shift in mindset
and operations, its principles offer a pathway to greater efficiency,
profitability, and client satisfaction. As creative professionals continue to
navigate an ever-changing marketplace, this manifesto provides a thought-
provoking alternative to the costly, often futile world of pitching.

A Win Without Pitching Manifesto

Find other PDF articles:
https://old.rga.ca/archive-th-027/Book?dataid=GRh92-6534&title=can-dogs-tell-your-pregnant.pdf

  a win without pitching manifesto: The Win Without Pitching Manifesto Blair Enns, 2010
  a win without pitching manifesto: Summary of Blair Enns's The Win Without Pitching
Manifesto Milkyway Media, 2023-04-09 Buy now to get the main key ideas from Blair Enns's The
Win Without Pitching Manifesto For creative businesses that sell ideas or advice, pitching to clients
may mean parting with their work for free. In The Win Without Pitching Manifesto (2010), business
coach Blair Enns offers a better way for creative businesses to gain clients. Using his practical
advice, creative businesses can avoid the trap of commoditization, set themselves apart in a crowded
marketplace, and build a sustainable and profitable business model based on trust and expertise.
  a win without pitching manifesto: Inbound PR Iliyana Stareva, 2018-04-11 The digital era’s
new consumer demands a new approach to PR Inbound PR is the handbook that can transform your
agency’s business. Today’s customer is fundamentally different, and traditional PR strategies are
falling by the wayside. Nobody wants to feel “marketed to;” we want to make our own choices based
on our own research and experiences online. When problems arise, we demand answers on social
media, directly engaging the company in front of a global audience. We are the most empowered,
sophisticated customer base in the history of PR, and PR professionals must draw upon an enormous
breadth of skills and techniques to serve their clients’ interests. Unfortunately, those efforts are
becoming increasingly ephemeral and difficult to track using traditional metrics. This book merges
content and measurement to give today’s PR agencies a new way to build brands, evaluate
performance and track ROI. The ability to reach the new consumer, build the relationship, and
quantify the ROI of PR services allows you to develop an inbound business and the internal
capabilities to meet and exceed the needs of the most demanding client. In this digital age of
constant contact and worldwide platforms, it’s the only way to sustainably grow your business and
expand your reach while bolstering your effectiveness on any platform. This book shows you what
you need to know, and gives you a clear framework for putting numbers to reputation. Build brand
awareness without “marketing to” the audience Generate more, higher-quality customer or media
leads Close the deal and nurture the customer or media relationship Track the ROI of each stage in
the process Content is the name of the game now, and PR agencies must be able to prove their
worth or risk being swept under with obsolete methods. Inbound PR provides critical guidance for
PR growth in the digital era, complete with a practical framework for stimulating that growth.
  a win without pitching manifesto: Don't Fall For It Ben Carlson, 2020-01-02 Learn financial
and business lessons from some of the biggest frauds in history Why does financial fraud persist?
History is full of sensational financial frauds and scams. Enron was forced to declare bankruptcy
after allegations of massive accounting fraud, wiping out $78 billion in stock market value. Bernie

https://old.rga.ca/archive-th-030/Book?docid=fLW35-6637&title=a-win-without-pitching-manifesto.pdf
https://old.rga.ca/archive-th-027/Book?dataid=GRh92-6534&title=can-dogs-tell-your-pregnant.pdf


Madoff, the largest individual fraudster in history, built a $65 billion Ponzi scheme that ultimately
resulted in his being sentenced to 150 years in prison. People from all walks of life have been
scammed out of their money: French and British nobility looking to get rich quickly, farmers looking
for a miracle cure for their health ailments, several professional athletes, and some of Hollywood’s
biggest stars. No one is immune from getting deceived when money is involved. Don’t Fall For It is a
fascinating look into some of the biggest financial frauds and scams ever. This compelling book
explores specific instances of financial fraud as well as some of the most successful charlatans and
hucksters of all-time. Sharing lessons that apply to business, money management, and investing,
author Ben Carlson answers questions such as: Why do even the most intelligent among us get taken
advantage of in financial scams? What make fraudsters successful? Why is it often harder to stay
rich than to get rich? Each chapter in examines different frauds, perpetrators, or victims of scams.
These real-life stories include anecdotes about how these frauds were carried out and discussions of
what can be learned from these events. This engaging book: Explores the business and financial
lessons drawn from some of history’s biggest frauds Describes the conditions under which fraud
tends to work best Explains how people can avoid being scammed out of their money Suggests
practical steps to reduce financial fraud in the future Don’t Fall For It: A Short History of Financial
Scams is filled with engrossing real-life stories and valuable insights, written for finance
professionals, investors, and general interest readers alike.
  a win without pitching manifesto: Responsive Web Design With Adobe Photoshop Dan
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author introduces methods for taking HTML back into Photoshop for further refinement. Dan Rose is
one of the best-known advocates of this new way of working in Photoshop. He's observed that only a
few people are talking about Photoshop for RWD constructively, yet a majority (63% as of his last
informal poll) of web designers are using Photoshop for more than simple asset creation. This
transition is a pain point for many designers.
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doors to business insights and opportunities that are exciting, inspiring, and highly sustainable.
Immersing readers into the key realms of business success and exploring the full spectrum of
essential communications practices, they gain knowledge and trade skills of immense value,
including: • The basics of positive, proactive, strategic communications for individuals and
organizations • What it means to be a PR expert in the creative industry and to do great work • An
introduction to essential business imperatives, with high-level instruction on creativity, strategy,
leadership, management, marketing, and much more • Customer service and all it entails •
Extensive exploration of the PR toolset and its application in real-world marketing scenarios This
book brings home all instruction with sophisticated questions and challenges, ensuring readers have
every opportunity to comprehend and grow, step by step.
  a win without pitching manifesto: Logo Design Love David Airey, 2015 In Logo Design Love,
Irish graphic designer David Airey brings the best parts of his wildly popular blog of the same name
to the printed page. Just as in the blog, David fills each page of this simple, modern-looking book
with gorgeous logos and real world anecdotes that illustrate best practices for designing brand
identity systems that last.
  a win without pitching manifesto: Leadership in Focus Vern Oakley, 2017-04-04 And . . .



Action! If a message feels important enough for video, it’s likely because you want to move the
audience to action—potential investors to take a stake in your company, current employees to
embrace a new initiative, prospective employees to bring their talents to your organization. Your
video can help you inspire your tribe—the people you want to influence—to take action. But if you
want them to do more than listen, your audience needs to feel an authentic connection with you.
Veteran filmmaker Vern Oakley offers strategies that can help you relax and be their best, authentic
self in front of the camera. The return on investment will be a stronger connection to those you want
to reach; heightened respect, prestige, and interest in their organization; a stronger brand; and a
longer-lasting legacy. ​Leadership in Focus is a comprehensive, entertaining guide for leaders who
realize that it’s not just what you say on camera that’s important—it’s how you say it. Whether a
CEO, middle manager, or budding entrepreneur making YouTube videos to influence their tribe, this
book will help them rally others around a message.
  a win without pitching manifesto: How to Run a Successful Design Business Shan Preddy,
2017-05-15 The design sector has expanded rapidly in recent years, and now covers a wide range of
specialist disciplines from branding and communications to product, commercial interiors and
digital. Yet design firms often lack long-term vision, strategies and plans, and research from the
Design Council shows that far too many suffer from poor profitability. Shan Preddy believes that the
more a design firm knows about business, the more successful it will be, both creatively and
financially. That's why she has gathered over 80 design-sector experts from different fields -
advisors, practitioners, clients and representatives from design organisations - to provide you with
information, suggestions, guidelines and thought-provoking opinions. Whether you're experienced or
just starting out, How to Run a Successful Design Business: The New Professional Practice covers
everything owners and managers of design firms need to know.
  a win without pitching manifesto: Living the Dream Corwin Hiebert, 2012-10-15 Living the
Dream is a business book for creative people. It provides the insights and action steps they need to
confidently put their skills and passions to work, to make the best business decisions possible, all in
service of the ultimate goal--to make a living doing what they love. This inter-disciplinary, no-holds
barred guidebook is for emerging and established creative small business owners. It delivers
management, marketing ideas, and principles that can make independent creative work stress free
and financially rewarding. Living the Dream is void of useless references to big companies, celebrity
CEOs, or industry inbreeding. Instead, it gives creative people the real goods on proven
business-building strategies without all the mumbo jumbo. This powerhouse of a book is focused on
how to be successful and creative as a freelancer or small business owner. Through interviews, case
studies, and features, the industry pros and subject matter experts provide the wisdom, objectivity,
and context that creatives need. It's all about being creative and getting paid.
  a win without pitching manifesto: The Communications Consultant’s Master Plan Roger
Darnell, 2021-12-20 This volume builds on Roger Darnell’s The Communications Consultant’s
Foundation by providing insider knowledge gained over the past three decades atop the field of
communications consulting, incorporating lessons learned serving businesses in the global creative
industry. Going beyond the basics of a communications consulting business, this book parses and
distills the knowledge of top business management luminaries, helping readers build and expand
their expertise to heighten their opportunities, and maximize all aspects and phases of their
businesses, from start-up through to succession. It discusses essential topics including: • The
business of running a PR agency, with emphasis on landing clients and honing expertise to remain
exceptional • Advanced PR practices including investor relations and strategic planning • Agency
expansion, addressing growth and exit strategies Working PR professionals, entrepreneurs,
students, and recent graduates will appreciate high-level insights from a seasoned business owner,
as well as templates for proposals, campaign planning, and more. Read with The Communications
Consultant’s Foundation or on its own, this book will lead readers on life-changing journeys and help
a new generation of smart communicators take their professional pursuits to the highest levels.
  a win without pitching manifesto: Market of One Robin Bonn, 2025-07-07 ‘Physician, Heal



Thyself!’ Market of One is a long overdue challenge to why an industry which prides itself on
differentiating its clients’ brands is so averse to differentiating its own. - Rory Sutherland, Vice
Chairman Ogilvy UK The best way to beat the competition is to not have any - to find a space no-one
else can occupy. Market of One is a roadmap to get your agency to that rarefied place. - Greg Hahn,
Co-Founder, Mischief @ No Fixed Address The agency market isn’t oversupplied – it’s
under-differentiated Market of One is the essential guide for agency leaders who refuse to compete
on price and instead want to stand out, attract better clients and build a renowned, high-margin
business. By breaking free from so-called ‘best practice’ in positioning, culture, sales and pricing,
you’ll inspire your team, improve your work and create an agency that your competitors envy.
Packed with candid truths, powerful reframes and just enough healthy scepticism, Market of One
offers you a step-by-step roadmap that’s both strategic and personal – blending commercial insights
with the practical realities of agency life. It’s your opportunity to design the agency you’ve always
wanted to run. Robin Bonn is the CEO of Co:definery, one of the world’s leading consultancies
specialising in agency positioning. From renowned global networks, to the world’s top independents,
he’s repositioned close to 150 agencies and coached dozens of senior leaders. He’s also the host of
The Immortal Life of Agencies podcast and a columnist for Marketing Week.
  a win without pitching manifesto: Raise Capital on Your Own Terms Jenny Kassan,
2017-10-09 This book explains alternative capital raising strategies available to mission driven
entrepreneurs and provides a six-step process for finding and enlisting investors.
  a win without pitching manifesto: Graphic Artists Guild Handbook, 16th Edition The
Graphic Artists Guild, 2023-10-03 The industry bible for communication design and illustration
professionals, with updated information, listings, and pricing guidelines. Graphic Artists Guild
Handbook is the industry bible for communication design and illustration professionals. A
comprehensive reference guide, the Handbook helps graphic artists navigate the world of pricing,
collecting payment, and protecting their creative work, with essential advice for growing a freelance
business to create a sustainable and rewarding livelihood. This sixteenth edition provides excellent,
up-to-date guidance, incorporating new information, listings, and pricing guidelines. It offers graphic
artists practical tips on how to negotiate the best deals, price their services accurately, and create
contracts that protect their rights. Sample contracts and other documents are included. For the
sixteenth edition, the content has been reorganized, topics have been expanded, and new chapters
have been added to create a resource that is more relevant to how graphic artists work today.
Features include: More in-depth information for the self-employed on how to price work to make a
sustainable living and plan for times of economic uncertainty. A new chapter on using skills and
talents to maximize income with multiple revenue streams—workshops, videos, niche markets,
passion projects, selling art, and much more. Current U.S. salary information and freelance rates by
discipline. Pricing guidelines for buyers and sellers. Up-to-date copyright registration information.
Model contracts and forms to adapt to your specific needs. Interviews with eleven self-employed
graphic artists who have created successful careers,using many of the practices found in this
Handbook.
  a win without pitching manifesto: How to Win Client Business When You Don't Know Where
to Start Doug Fletcher, 2021-10-26 Dramatically grow your client base following pragmatic and
insightful advice by bestselling author Doug Fletcher How to Win Client Business When You Don't
Know Where to Start: A Rainmaking Guide for Consulting and Professional Services serves as an
invaluable and indispensable guide for everyone in the business of selling professional and
consulting services. Author Doug Fletcher dives deeply into the five skills required to make it rain:
Create Your Personal Brand Identity Demonstrate Your Professional Expertise Build Your
Professional Ecosystem Develop Trust-Based Relationships Practice Everyday Success Habits How
to Win Client Business When You Don't Know Where to Start provides a masterclass in teaching the
practical techniques and concrete strategies that professional services providers were never taught
in school or on the job. Pragmatic lessons take the place of the vaguely defined principles found in
competing books to turn readers from sales novices into rainmakers. Written by the same celebrated



author who brought readers the best-selling book How Clients Buy, How to Win Client Business
When You Don't Know Where to Start is perfect for any professional services provider or consultant
who seeks to dramatically increase their book of business.
  a win without pitching manifesto: Work for Money, Design for Love David Airey, 2012-10-26
Unlike other dry business books, this refreshing, straightforward guide from Logo Design Love
author and international designer David Airey answers the questions all designers have when first
starting out on their own. In fact, the book was inspired by the many questions David receives every
day from the more than 600,000 designers who visit his three blogs (Logo Design Love, Identity
Designed, and DavidAirey.com) each month. How do I find new clients? How much should I charge
for my design work? When should I say no to a client? How do I handle difficult clients? What should
I be sure to include in my contracts? David’s readers–a passionate and vocal group–regularly ask him
these questions and many more on how to launch and run their own design careers. With this book,
David finally answers their pressing questions with anecdotes, case studies, and sound advice
garnered from his own experience as well as those of such well-known designers as Ivan
Chermayeff, Jerry Kuyper, Maggie Macnab, Eric Karjaluoto, and Von Glitschka. Designers just
starting out on their own will find this book invaluable in succeeding in today’s hyper-networked,
global economy.
  a win without pitching manifesto: Book Yourself Solid for Creatives Michael Port, Joana
Galvão, 2025-03-26 Expand your book of business at your creative agency or freelance service In
Book Yourself Solid for Creatives, bestselling author Michael Port and Joana Galvao deliver a
game-changing and super-specific playbook for creative professionals seeking to fill their pipeline
with dozens or hundreds of qualified leads and convert them into paying clients. The authors explain
how to achieve your business goals, pack your calendar with high-value clients, and increase your
top- and bottom-lines. In the book, you'll find effective strategies adapted from the author's
bestselling Book Yourself Solid that work perfectly in the challenging and unique space occupied by
creative professionals. You'll also discover: Actionable techniques and frameworks you can
implement immediately to dramatically increase the number of valuable and qualified leads in your
pipeline How to differentiate your services from your most relevant and closest competitors How to
improve your workflows and efficiency so you can accommodate your newly expanded pipeline
Perfect for graphic designers, artists, writers, freelance artists, and other creative professionals,
Book Yourself Solid for Creatives is the blueprint for agency and business growth that you've been
waiting for.
  a win without pitching manifesto: Managing (right) for the First Time David C. Baker, 2010
Managing (Right) for the First Time is intended as a field guide for first time managers, or for
managers who want to begin doing a better job. The author worked closely with 600+ companies
and interviewed more than 10,000 employees, then summarized the findings in an interesting and
eminently readable form. Read this book and you're likely to understand management and
leadership like you never have before, but also learn very practical steps toward becoming a better
manager and leader.
  a win without pitching manifesto: Freelance Consultant, The: Your comprehensive guide to
starting an independent business Richard Newton, 2021-04-22 Freelance consulting, coaching, IT
contracting and other self-employed professional roles are fast becoming the preferred way to find
fulfilling work, generate a great income, and futureproof careers, whilst giving all the benefits and
freedoms of being your own boss – but few know how to make it really work. The Freelance
Consultant is the comprehensive guide into turning your expertise into a viable, and valuable,
business. With independent consultant Richard Newton, you will discover a wealth of insider
knowledge as well as a network of other successful advisors willing to share their stories. The
Freelance Consultant will explain how to: • Setup, run and thrive in your freelance, consultant or
coaching business. • Acquire those vital first paying clients. • Know what it takes to become a
successful, differentiated and valuable advisor. • Build your business, define your services and set
your prices. • Understand your customers and identify, manage, and retain key clients. • Keep



developing and continually improving your skills an growing your business. Turn from amateur to
pro with the help of The Freelance Consultant.
  a win without pitching manifesto: Contagious You: Unlock Your Power to Influence,
Lead, and Create the Impact You Want Anese Cavanaugh, 2019-11-06 The much-anticipated
follow-up to Contagious Culture shows aspiring leaders how to embody the qualities they wish to
cultivate in their organizations. In Contagious Culture, Anese Cavanaugh proved that it’s possible to
create an energized and engaged organizational culture that spreads from person to person. Now, in
Contagious You, she hones in on the individual, showing us how each of us is contagious in our own
way and stressing the importance of leading with intention to achieve positive results. For anyone
who’s sought to create change, or felt sucked into the drama and chaos of a toxic work environment,
this book will advance the notion that everyone at an organization is a leader – for good or for bad –
and that leaders have tremendous power to influence those who follow their example. The quality of
our leadership is based upon our intentions, energy, and presence. By emphasizing authorship,
self-care, and response-ability (not responsibility) as leadership skills and therefore cultural
amplifiers, Contagious You shows you how to walk the path of more effective leadership while
navigating the road blocks in your way. Whether these road blocks are working with negative
co-workers with secret agendas and unrealistic expectations, or just the general “busyness” of life
and its excessive demands, this book will take you on a journey to create more space, more
courageous leadership, and stronger collaboration to influence others and create the impact you
desire. The common denominator is YOU. No matter what level you’re on, your intentions, energy,
and presence impact your ability to do anything within your life. Contagious You is an invitation to
UNLOCK your own power. YOU set the tone. YOU are the culture. So show up, lead, and
intentionally become the change you wish to see.
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