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PRESENTED  BY



YOU’VE BEEN LIED TO IN YOUR CAREER



PRIORITY DURING THIS 
PRESENTATION...

MY



How  am  I t o  adv anc e  in  m y  c ar e e r  AND as  a  bus ine s s  w om an?



How  I w ill s e r v e  and suppor t  y ou t oday ?

How to leverage Luxury Language  a s a  com p e t it ive  a d va n ta g e  a s a  
Bu sin e ss Ow n e r, Sp e a ke r, a n d  En t re p re n e u r. 

W h y you  MUST retire your boring and basic elevator pitch  if you  w a n t  to  
h a ve  con ve rsa t ion s th a t  re su lt  in  c lie n t s a n d  con su lt in g  con t ra c t s. 

How  to  cra ft  a  c le a r, con cise  a n d  com p e llin g  Verbal Business Card t h a t  
you  ca n  u se  fo r ca re e r a d va n ce m e n t . 



What ’s  t he  # 1 q ue s t ion  y ou w ill be  aske d 
in  y our  c ar e e r ?



WHAT DO YOU DO?...What  do  y ou do  OR t e ll m e  about  y our se lf ?



WHAT DO YOU THINK SHE DOES?...What  do  y ou t h ink she  doe s?



He r  Cur re nt  “Ele vat or  Pit ch”

What  she  would say if  she  was my c lie nt  
and had a Ve rbal Busine ss Card 

I’m a pr of e ssional c uddle r ...

I pr ovide  non-t r adit ional hands-on 
t ouc h t he r apy f or  individuals who 

de sir e  t o  HEAL, who have  lost  a 
love d one , or  who ar e
 bat t ling de pr e ssion. 



W he r e  c an  I u s e  Luxur y  Language  f o r  in t e n t iona l 
c ar e e r  g r ow t h?  



# 4:  Pub lic  Spe aking  a t  in t e r na l m e e t ings



# 3: Pe r f o r m ac e  Re v ie w s



# 2: Sa la r ay  Ne go t ia t ions  



# 1: J ob / Pe r f o r m anc e  Re v ie w s



Re t ir e  your
 

and REPLACE it  wit h a

Verbal Business Card!

Elevator Pitch

How  do  I
Ve r ba lize  m y  Value  f o r  
Car e e r  adv anc m e n t ?  



What is a

and  why  do I need  one?



2 REASONS YOU NEED ONE



3 r e as ons  w hy  hav ing  a  w e ak  e le v a t o r  p it c h  is  a  BIGGER   
p r ob le m  t han  y ou  t h ink ...

Your  int r oduc t ion af f e c t s your  income

Poor  Communicat ion can cost  your  car e e r  

Your  e xpe r ie nce  doe sn’t  se lf  it se lf  



Int e nt ional

Re sult  Dr ive n Luxur y Language

Psyc hogr aphic s

4  Re as ons  w hy  a  Ve r ba l Bus ine s s  Car d
is  pow e r f u l t o  a t t r ac t  c lie n t s

RADIATE



W hat  is  Dis c oun t  Dia le c t ?

Dis c oun t  Dia le c t Luxur y  Language



It  c ap t ur e s  t he
c lie n t s  a t t e n t io n

It ’s  v a lue -b as e d
and  r e s u lt s  d r iv e n

W HY IT W ORKS?



5 St e p

RADIATE

Fo r m ulaVerbal Business Card !

Owne r ship Luxur y Language

Tar ge t e d Impac t e d  Value Re sult



STEPS # 1: OWNERSHIP



STEPS # 2: LUXURY LANGUAGE



STEP # 3: TARGETED IMPACT



PSYCHOGRAPHICS VS DEMOGRAPHICS

Im pr ove d digit al m ar ke t ing sale s
by 38%  in 6 m ont hs

I w or ke d w it h w om e n w it h 
im pr ov ing t he ir  c onf ide nc e  in a 

m ale  dom inat e d indust r y

I adv ise d m e n how  t o  be t t e r  
c om m unic at e  w it h t he ir  

w om e n c o lle ague s

Pr ov ide d t r aining t o  Ge n Z 
e m ploye e s  on c om m unic at ion 



STEP # 4: WHATS THE VALUE YOU PROVIDE?



STEP # 5: WHAT RESULTS DO YOU PROVIDE?  



Soft  Seat  Coaching Opportuity
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