
The art of the employment pitch

An in-depth understanding of the audience,   
the organisation, their clients, the broader      
industry and key people

A good employment pitch has three 
key elements:

Authenticity – it has to be genuine and au-
thentic to be believable

Belief in and deep knowledge of yourself as a 
candidate - your skills, your supporting expe-
riences and your motivation for the role

When an employer is seeking staff they 
typically rely on traditional tools to man-

age the quantity of applications – these are a 
resume or curriculum vitae, a cover or appli-
cation letter and occasionally formal selection 
criteria.

Audience

The key question an employer asks in the 
recruitment process is “Why should I hire 

you?”, so a strong pitch is invaluable in get-
ting to you to the next steps.

Employers utilise a matching process 
to identify top candidates:

Skills

MotivationEvidence

Skills

CultureTeam

Employer

Candidate

You need to undertake extensive research 
on the organisation, their clients, the 

broader industry and key people within the 
organisation when you are applying for a role, 
do not simply send out a standard resume 
with a slightly amended cover letter. Given 
that employers typically experience a high 
volume of applications this does not help you 
stand out in the crowd!
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You
Before you start drafting any application, you need to 

reflect on what your top skills are in addition to the 
relevant supporting experiences (education, employment, 
sporting, community etc), identify why these add value 
and potentially provide a solution for the employer.

The Pitch
You then need to take this information to craft a great 

application

The Resume

To provide enough evidence to support your pitch that you 
can do the job – evidence can take a variety of forms – em-

ployment, education, volunteering, community work, sporting 
involvements, social activities, leadership roles, church in-
volvements 

The focus on sales is important in this process, it is about the language you use, there is a 
level of persuasion and action and unfortunately most resumes contain very bad or aver-

age (even worse) sales pitches.  You need to be remarkable, use accomplishment language, 
highlight the evidence – sell don’t describe yourself.

A resume has three key purposes:

Sales Document – to sell your skills, abilities, potential and 
experience relevant to the role

Work Sample – we make decisions about your work abilities 
on the basis of this document

Resume Structure
Like all good sales pitches, information is used and presented in a format to encourage the 

consumer to buy.  This is achieved by focusing on the features and benefits and linking into 
the consumer requirements.



The method of resume we present allows you 
to create the sales pitch, areas to include are:

Contact details 
In a header 

Objective 
2-3 line statement highlighting your key skills to the role you are applying for

Demonstrated Skills
5-6 bullet points outlining your key strengths relevant to the role

Employment History 
Reverse chronological order

2005 – 2007 Customer Service Officer Telstra, Gold Coast
Unpack the duties involved

Achievements
If relevant – eg: Team Member of the Year 2006

Education
Reverse chronological order

 
2007 – Present Bachelor of Business

Bond University, Gold Coast
Grade Point Average 3.2 (1-4 Scale)

First in Class Marketing 2007

Extra-Curricular Activities/Leadership/Community Involvement 
Adapt this section to suit your experience, simply detail;

Role, organisation, 1996 – Present

Computer Skills 
Advanced or Intermediate skills in what packages eg:

Advanced MS Office: Word, Excel, Access, PowerPoint, Explorer, Outlook
Intermediate SPSS

Languages
If relevant, again intermediate or advanced, if beginner include in interests section

Referees
Provide the following information for 2-3 people, name, role, organisation, phone number and 

email address

Interests
This is optional 



The Art of Flip

A lot of students suffer from extreme anxiety over potential negatives in their career sto-
ries, eg: failed a subject, don’t have a part time job in the industry, have no experience 

etc, the art is to flip it.

We experience flip all the time we are often sold features that could potentially be nega-
tive but are sold as positive, it’s all about perspective.

Think of one or two skills/experiences that you feel could potentially limit you, take a few 
minutes to consider the benefits of this experience:



Common Resume Mistakes

Here is a list of common resume mistakes that we found after 
a quick Google search, this list is by no means exhaustive:

Meaningless acronyms – just because you 
understand it doesn’t mean I will

Excessive use of superlatives – we want you 
to be human not a cross between a saint 

and superman

Repetitiveness – saying the same thing 
over and over again instead of highlighting 

different pieces of information, it’s the equiv-
alent of shouting to someone who doesn’t 
speak your language to help them understand 

Typos and grammatical errors – enough 
said

Lack of specifics – stuff really…you know… 
no I don’t

Attempting one size fits all – it doesn’t 
work with clothing why would it work 

here?  Assuming all employers are the same 
is just insulting

Long sentences – it’s a sales document, not 
war and peace, keep it snappy, short and 

simple, when reading it out loud if you need to 
stop to breathe, it’s too long

Don’t get too creative using gimmicks – it 
doesn’t work for you in the supermarket, 

why would it work for an employer?

Visually too busy – keep it simple, clear, 
don’t traumatise the recruiter

Incorrect contact information – personal and 
referees – this is really poor form and so easy 

to do, never ever do this

Using really small fonts – minimum size 12 

Going too long or cutting things too short – 
remember just right, if it worked for goldi-

locks it will work for you

Bad objective – keep it tailored to the role 
and remember it needs to sell you, if it 

doesn’t make sense, not a great first impres-
sion

Lack of marketing strategy, not understand-
ing the needs or interests of the target au-

dience – this process is about selling you for 
the role, aligning your strengths, experience 
and motivation to the organisation, if you 
don’t understand that you are wasting your 
time and theirs

Highlighting duties instead of accomplish-
ments – it’s not about the duties but what 

you got out of it, add value!!  

OOPS!!



Application letters create the first impression of you to the organisation, it needs to be a 
blend of your personality and motivation, your skills, experience and evidence and how 

this fits in with their requirements.

Application Letters

Structure:

Paragraph 1
Opening statement, inject some energy and interest, identify your top skills relevant to the 

role and where you got them, transfer is a great word to use

Paragraph 2
Sales pitch paragraph, identify your key skills and the evidence and tailor this to meet the ex-

pressed need in the application letter

Paragraph 3
You may need 2 paragraphs of sales pitch – if not don’t fill it in for the sake of it

Paragraph 4 
Conclusion

Next Steps
Identify your top 5 skills

Do a draft of your resume and cover letter

Get someone to review it for you and give you feedback!

Then when using them, tailor it to the role and the organisation!


