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90 Sec - Networking Cheat Sheet

Do you have your Elevator Pitch Sorted?

GrowthManagement.co.nz

TIPS:

- Succinct statements (10 — 20 sec)

- Customer stories — WOW!

- Quantify pain & gain and payback time

- Contrast — (with-without or before-after)

- Define your target audience — what price point
- 5statements X 15 = 75 secs ... 15 sec free

Hi, 1am (name)....
1 lam from(company name) ...

Opening WOW Statement
... make a stand

Value Proposition

2 The problem we solve for our
customers is.....

Quantify the customer pain and gain,
ROI — payback

Unique Selling Proposition

3 What makes us different is ....

Include comparisons substitute products and
doing nothing

Target Market

4 My ideal referral-customer is...

Size: employee or revenue,
geography, demographic ...

Case Study
Proof, credibility, understanding and WOW!

5 One of our customers....

Be specific: Names, quantify impact you had
What makes this case interesting and relevant
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Is your business standing out from the crowd? GrowthManagement.co.nz
If your business is not firing on all cylinders — fix your pitch!

Most businesses suffer from the “curse of knowledge”, deluded in their own belief that their marketing messages work —
hell they understand them, why shouldn’t their potential customers?

Are your sales not what they should be? Are you failing to get interest in
your investment pitch or perhaps your business is just not firing on all
cylinders? Then there is a high chance your elevator pitch is not working.

The trouble is you as the author, the one who has been working with this for years, is the worst
person to craft an effective message to describe your business. You are leaving your audiences
wondering “what the hell do you do, and why should | give a damn”

Clarity of purpose — creates better results No employee comes to work with sabotage in mind,
yet most business leaders are not providing their staff clarity around what the focus of their
business is.

Ask your business colleagues “what do we do?”- your elevator pitch. Ask your receptionist,
bookkeeper, technical guy and CEO. Are the messages all the same? Are they all about an
outcome that your customer will pay for?

Most businesses fail to reach their potential due to of lack of clarity around what their purpose
for being is, and more importantly not focusing on activities that add high value to their
customers.

Take the Williams Formula one team mantra — “We make the car go faster”. Do | put part-a in the
car or part-b? What makes the car go faster? Consider that with a smart elevator pitch everyone in
your business is focused on the same outcome. Everyone is empowered to make smart decisions
towards a common goal.

For too long elevator pitches have been the domain of sales and marketing departments as sales
tools rather than core driving statements for the business and how it operates. Do all of your business (staff and customers
alike) have a common view on what your business is all about? Smart pitches are the reason you get customers, investors,
the best staff and your business achieves its goals.

Take the time out to focus on your core message and elevator pitch: it takes time, focus and the power of the outsider
viewpoint to craft an effective business pitch. Invest in getting some outside help in this important area of your business.

Tips for Powerful Pitches

- Open with an WOW statement that gets people’s Use memory hooks:
attention - contrast - life before and after purchase.

- Build your pitch with sound bites - thoughts or points - stories — relevant customer stories and
10-30 seconds each endorsements are proven to close deals 80-

- Use the language of your target end customer 100%

- Focus on WHAT rather than HOW - props — Physical things to illustrate the point

= Quantify customer value — using a customer’s = Once you have your message, play with the
measure of success. If the outcome result is a change order of the sound bites to increase impact
of greater than 30%, you have a true compelling - Remember to stand out from the crowd you must
need that a customer will pay for entertain and stimulate action

- Articulate what makes you different - If your product is technical, use a 10 — 30 sec

- Keep it Short (60 sec — 3min max) and succinct “context” statement as an introduction, so anyone

can understand relevance of your product or service

Contact Mark today at mark@growthmanagment.co.nz to get help to uncover your succinct story, so you clients and other
stakeholders can purchase or invest NOW!

Mark’s Blog: www.succinct.co.nz Ttwitter: @mrobotham
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