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Selling added value

Elevator Pitch

What's an Elevator Pitch?

An "elevator pitch" is a quick and concise way to communicate who you are, what you do, and why you do it better then anyone else!

It's more than a mission statement — it's understanding your business in a way that gets people excited, involved, and thinking.

Spend some time getting it right and keeping it short.

I didn't have time to write you a short letter, so I wrote you a long one.

Mark Twain
Figure out what is unique about what you do

The whole idea behind a great elevator pitch is to intrigue someone. It's an ice-breaker and a marketing pitch — all rolled into one.  Your elevator pitch must have a hook. "I own a flower shop in town" doesn't hold a candle to "I'm a specialty florist who deals in rare, South American tropical flowers that bloom in the winter."

Figure out why I should care about what you do

Don’t be ashamed of the social bit.  Shout about it.  Perhaps give a SHORT example of a beneficiary that brings home what you do.  But keep it short for maximum impact.
Keep it simple

A good elevator pitch doesn't try and be all things to all people. Rather, it conveys a clear idea in a short amount of time. It might be a few sentences, but no more than a paragraph or so. Keep it under 30 seconds.  A great elevator pitch succeeds in its simplicity.  Try summarising everything you want to say into

1. a ‘Ronseal approach’ sentence; followed by

2. a hook that sets you apart and leaves them wanting more

Write it down

Use the guidelines above and take a stab at it. Write down your pitch, say it out loud, re-write it, and then re-write it again.

NOW USE IT!
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