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Elevator Pitch

An elevator pitch is a summary of who you are and what you do. It’s your reply when someone asks you, 
“What do you do?” The interest in your elevator pitch by the other person helps you to quickly identify who is 
a prospect and who is not.

An elevator pitch should be short—no longer than 30 seconds. It should sound natural, be interesting and 
invite conversation. A good method is to have a one-sentence summary (your pitch) memorized, and 
if you judge interest in the other person, then you can explain your services in more detail and in a way 
that addresses the person’s needs.

To determine your elevator pitch, work through the following steps:

Who is your ideal client?

What is the issue you solve for your ideal client?

How is it that you solve that issue?
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How is your approach different from your competitors’ methods?

Using the above answers, craft your elevator pitch. Make sure to practice saying it to ensure that it sounds 
natural. You want to sound genuine, not like a salesperson. After deciding on your elevator pitch, make sure 
to memorize it!

Example:

I am a financial advisor who works exclusively with professional and private pilots to help them reach 
their professional or recreational goals. As a pilot myself, I understand that being a pilot is not a choice 
but instead a calling. For that reason, I help my clients make smart decisions around their investments, 
taxes, insurance and careers so that they can keep flying.
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