

Developing Your Elevator Pitch
Developing an effective "elevator pitch" the single most important step in sales prospecting. The concept behind an elevator pitch is simple. Imagine you are riding in an elevator. The doors open and one of your top prospects steps into the elevator. You now have a very brief (thirty to sixty second) opportunity to introduce yourself and convince your prospect that they need to have a longer conversation with you. What are you going to say? 

The simplest way to develop your pitch is to answer five basic questions about your business. The answers will lay the foundation for your pitch. Fill in the blanks below and watch your elevator pitch take shape. 

What is my service, product, company, or cause? 
Define the space or category that your business is in (construction, architecture and engineering services, information technology, etc.). If your company offers a service rather than a tangible product, say so. 
Example: "Language Line is the world's largest provider of phone interpretation services." 
What customers do I serve?

Describe your primary target markets. If your company offers a service rather than a tangible product, say so. 
Example: "Language Line provides services for large businesses (Fortune 1000) who want to connect with their non-English-speaking customers." 
What problem do I solve? 
Every service, product, company, or cause must offer a solution or satisfy an unmet demand. Otherwise, you might as well be making buggy whips in the automobile age. 
Example: "Every 23 seconds, someone who doesn't speak English enters the country."
How am I different? 
Think about your competitive advantage. This is a statement of how you want to be perceived as being different in the mind of the customer. Saying that you are “the first” or “only in the industry” is a bold statement. However, by not directly saying "We're number one in the industry," the pitch takes a softer approach but still lets the potential customer know the company is a leader in its field. Odds are, you're not the only one doing what you're doing. Be different. 
Example: "When you call a hospital, bank, insurance company, or 911, it's likely that a Language Line interpreter is on the other end." 
Why should you care? 
Make sure you describe what benefits you offer to the customer. If you can't tell your audience members how your product or service will improve their financial well-being or their lives in general, they will tune out and stop listening. 

Example: "We help you talk to your customers, patients, or sales prospects in 150 languages." 
Craft Your Elevator Pitch 
Now, take the answers from the questions above and turn it into a 30 second statement that briefly describes your products/services, your competitive advantages and your key differentiators. 
Example: "Language Line Services is the world's largest provider of phone interpretation services for large businesses who want to connect with their non-English-speaking customers. Every 23 seconds, someone who doesn't speak English enters the country. When that person calls a hospital, a bank, an insurance company, or 911, it's likely that a Language Line interpreter is on the other end. We help you talk to your customers, patients, or sales prospects in 150 languages!"
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Get feedback on your pitch:

Want to know what other people think about your pitch before you take it out into the real world? Try it out on your colleagues and see what they think!


