
Everyone gives lip service to it, but few achieve it consistently. 
Excess Returns explores what is perhaps the most 

brevity.

With best wishes, 

Liz Hecht 
Founder, Principal and Director of Research

Why Brevity Wins Business

years ago when someone says, “It’s too long. Can we make it shorter?”

“Shorter?” I think. “Given the complexity of the story, how could it be shorter than the original version, which was 

and subtitles, bullets and sub-bullets, sidebars and explanatory “straplines” sitting like giant footnotes at the bottom 
of every page. Such length and clutter are untenable. Neither the audience nor the presenters themselves will be able 

Winning the War for Brevity

people-performance (a formula) while simultaneously providing a non-formulaic answer to the question, “How is 

functioning as stand-alone documents.
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Given these competing priorities, brevity is a premium commodity in the investment business. My company is often 

Start cutting.  
adjectives such as “very” and “highly.” Won’t “rigorous” get the point across just as well as “highly rigorous”? Keep 
in mind that people tend to add adjectives when they are uncertain. “Rigorous” is a tired and overused word in the 
investment business; tacking on “highly” only accentuates its poverty. 

Cut out this old saw. “Tell ‘em what 
you’re going to tell ‘em, tell ‘em, then tell 
‘em what you told ‘em” is responsible for a 
lot of the useless verbiage that I am hired 
to clean up. While judicious repetition has 
its place, observing this old saw not only 
builds in unnecessary repetition, but also 
can result in unwittingly talking down 

and now they’re telling us the same thing 

Make what’s left work harder. Do 
you really need a strapline or sidebar? 
Sometimes, yes, and sidebars can be a 
productive addition. But too often a 
strapline or sidebar would not be necessary 
if the page already had a strong title and 
subtitle.

Leave yourself something to say.

becomes repetitive. When crafting these pages, it is important to think about the related speaker notes. Every bit as 
important as what is on the page is what is not on the page.

Be selective — remember that the book is not your presentation. You may be reading this and thinking, “Gee, 

is not the best of all worlds. But take heart. Even with a Moby Dick of a book, you can still give a concise, on-point 

allow more time for questions.

 
instrument in your company’s marketing toolbox.
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Be brief during the Q&A. Business about to be won can be lost in the Q&A. Presenters frequently spend too much 
time answering one simple question, robbing time from other, possibly more important questions. Spending too 
much time on one question sends two negative messages: (1) you are incapable of respecting client time constraints 
and/or (2) you are talking too much because you have something to hide.

Being brief requires understanding the enemies of brevity. �ey are, respectively: (1) the fear of leaving something 
out  (2) lack of preparation, as leaving the right things out requires planning and (3) ego, or the belief that what 
you have to say is more important than your client’s schedule.

In preparing to write this, I read a book about brevity in the hope of being able to recommend it in this newsletter. 
But I cannot in good conscience recommend the book because it is, paradoxically, too long — and littered with 

performance is less impressive than that of a competitor.

Elevator Speech?
Another reason many investment company presentations are too long is they lack the bedrock foundation of a well-
crafted short story. In the industry, this unfortunately has become known as “the elevator pitch” or, worse yet, “the 

short story should be: a springboard to a conversation — and because the concept of making a speech in an elevator 
is, frankly, as my British friends would say, cringeworthy.

So what’s my short story? Here is an example:

I see you are with Alpha Partners. What does your company do? Alpha Partners specializes in 
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Just Right!

little. Alpha Partners has been engaged to add
resulted in the deciding vote

For more about the merits and rewards of brevity, please visit the following articles in Art & Science and War Stories 
on the Alpha Partners website:

Time’s Up!

You are receiving this newsletter as a member of the investment community. If you no longer wish to receive it, please respond to this email with  
“No More Penguins” in the subject line. To subscribe to this newsletter, send an email with your request to info@alphainvestmentmarketing.com
Your privacy is important to us. We will never rent, sell or share any information that you provide.
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