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You only have 60 seconds to tell them:
 Who are you
 What value you bring
 Why you are the person that should have the job
 What your goals are to deliver immediate value

You must pull them in quickly
 If you don’t have them in the first 30 seconds, its all over
 If you do, they will let you go 60 seconds and they’ll ask for more



A concise statement of who 
you are, including your 

advertising slogan

Not only what you’ve done, 
but what you will do for your 

target

Why they want you and why 
they can’t live without you

What you will deliver for 
them and how fast

Elevator Pitch Contents

60 words and 
15 seconds

120 words and 
30 seconds

180 words and 
45 seconds

240 words and 
60 seconds

Presenter
Presentation Notes
Who – This entire document should be written in the first person because you will be presenting it directly to others.  In this section, write a concise statement of who you are, including your advertising slogan.  This slogan is a short sound bight describing what you do in a catchy way that will be remembered.What – Document your capabilities in this section.  Don’t regurgitate what you’ve done, but tell them what you can do for them. Note that the who and what sections of this commercial should stand alone as your 30 second commercial.  That means it should be fewer than 120 words to this point.  If it’s effective, you will get a signal that your audience wants to hear more.Why – In this section, you should expand on your capabilities and make it clear that they want you and can’t live without you. The who, what and why sections should flow together well and be able to stand as your 45 second commercial.  This means no more than 180 words to this point.Goal – This is where you close the deal.  Don’t repeat what you’ve done in the past.  Tell them what you’re going to do for them and how fast you’re going to do it. This will close out your 60 second commercial, which should not exceed 240 words.Get the “Who” and “What” as short as possible.  You may have less than 10 seconds to wow them.



Make each section strong and crisp
Each piece should stand on its own, but flow easily into 
the next
 30 second pitch – Hit them between the eyes with Who and What
 45 second pitch – Drive your point home with Why
 60 second pitch – Complete the sale with realistic but daring Goals
Be prepared to go further if asked
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