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SCENARIOSCENARIO
•• You, the consultant, are in an elevator, or a short retail You, the consultant, are in an elevator, or a short retail 

lineline
•• You overhear a conversation between 2 business leadersYou overhear a conversation between 2 business leaders
•• 1 leader describes a problem in his/her company, and 1 leader describes a problem in his/her company, and 

wistfully wishes someone had a solutionwistfully wishes someone had a solution
•• The problem area aligns with your consulting expertise.The problem area aligns with your consulting expertise.
•• An opportunity has presented itself!  BUTAn opportunity has presented itself!  BUT……
•• You have just 60You have just 60--90 seconds before the conversing 90 seconds before the conversing 

leaders depart your presence   leaders depart your presence   

•• How do you capitalize on the opportunity??How do you capitalize on the opportunity??

……THE ELEVATOR SPEECHTHE ELEVATOR SPEECH
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WHAT IT IS NOTWHAT IT IS NOT
•• An exposition of your An exposition of your curriculum vitaecurriculum vitae
•• A sales pitch (pitchA sales pitch (pitch--man style)man style)
•• A songA song--andand--dance actdance act
•• A A MuhammedMuhammed Ali proclamationAli proclamation

((““I am the greatestI am the greatest…”…”))

•• A begging or pleading for acceptanceA begging or pleading for acceptance
((““Please use me, I Please use me, I gottagotta have this gig!have this gig!””))
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WHAT IT WHAT IT ISIS
•• A prospective opportunity for a potential A prospective opportunity for a potential 

contractcontract
•• Focused and foundationally preparedFocused and foundationally prepared
•• Clear, concise, accurate, truthful and relevantClear, concise, accurate, truthful and relevant
•• TOTALLY customerTOTALLY customer--/client/client--centriccentric
•• A sales pitchA sales pitch

An unequivocal An unequivocal ““proofproof”” how your expertise can help how your expertise can help 
with his/her problemwith his/her problem
(Get him/her to say YES to further inquiry on how (Get him/her to say YES to further inquiry on how 
you can help)you can help)



55

GIVING A LIFT  GIVING A LIFT  
TO YOUR ELEVATOR SPEECHTO YOUR ELEVATOR SPEECH

JAuerJAuer Consulting EnterprisesConsulting Enterprises

3 Elements of Effective Presentations to 3 Elements of Effective Presentations to 
Incorporate:Incorporate:

•• Tell Tell ‘‘emem what youwhat you’’re going to tell re going to tell ‘‘emem

•• TELL TELL ‘‘EMEM

•• Tell Tell ‘‘emem what you told what you told ‘‘emem

REINFORCEMENT BEGETS REMEMBRANCEREINFORCEMENT BEGETS REMEMBRANCE
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EVERYTHING YOU SAY SHOULD BE EVERYTHING YOU SAY SHOULD BE 
GEARED TOWARDSGEARED TOWARDS……

……WHATWHAT’’S IN IN FOR HIM/HER!S IN IN FOR HIM/HER!
•• A solutionA solution
•• A costA cost--effective solutioneffective solution
•• A timeA time--focused solutionfocused solution
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INTRODUCE YOURSELF, YOUR INTRODUCE YOURSELF, YOUR 
BUSINESS BUSINESS ANDAND THAT YOU MAY BE THAT YOU MAY BE 
ABLE TO SOLVE HIS/HER PROBLEM:ABLE TO SOLVE HIS/HER PROBLEM:

•• (This is the (This is the ““Tell Tell ‘‘emem what youwhat you’’re going re going 
to tell to tell ‘‘emem phase)phase)
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Use the Use the ““So whatSo what”” methodology on methodology on 
every skill or capability you presentevery skill or capability you present
During your speech preparation:During your speech preparation:
•• State a skill or capabilityState a skill or capability
•• Then ask, Then ask, ““So what?So what?””
•• If the statement does not DIRECTLY If the statement does not DIRECTLY 

contribute to client benefit or solution, it contribute to client benefit or solution, it 
is eitheris either

Irrelevant and should be discarded, orIrrelevant and should be discarded, or
Weakly stated and should be rephrasedWeakly stated and should be rephrased
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Make your speech RESULTSMake your speech RESULTS--drivendriven
•• Company leaders look for resultsCompany leaders look for results
•• In presenting your vitae, present them by the In presenting your vitae, present them by the 

results they accomplishedresults they accomplished
(Remember: (Remember: ““So what?So what?”” and clientand client--centric)centric)
They are a definite indicator of what They are a definite indicator of what ““may be in it for may be in it for 
him/herhim/her””

•• Try to include cost and schedule benefits with Try to include cost and schedule benefits with 
the technicalthe technical
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3 key 3 key ““MUSTSMUSTS”” to an effective speech:to an effective speech:

•• REHEARSEREHEARSE

•• REHEARSEREHEARSE

•• REHEARSE SOME MOREREHEARSE SOME MORE

Develop a core version of your speech that you can Develop a core version of your speech that you can 
simply and extemporaneously adapt to the current simply and extemporaneously adapt to the current 
scenarioscenario
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If you have a good multiIf you have a good multi--disciplined network, offer disciplined network, offer 
another carrot:another carrot:

•• If the problem is outside your scope, offer to help find (via If the problem is outside your scope, offer to help find (via 
your network) an appropriate solution provideryour network) an appropriate solution provider

Offer your business card and request his/her Offer your business card and request his/her 
contact info (business card)contact info (business card)

Be proactive in offering to followBe proactive in offering to follow--up with additional up with additional 
discussions, near term, to define a path to solutiondiscussions, near term, to define a path to solution

KEEP YOUR COMMITMENT with that followKEEP YOUR COMMITMENT with that follow--upup



1212

GIVING A LIFT  GIVING A LIFT  
TO YOUR ELEVATOR SPEECHTO YOUR ELEVATOR SPEECH

JAuerJAuer Consulting EnterprisesConsulting Enterprises

RERE--STATE YOURSELF AND YOUR STATE YOURSELF AND YOUR 
BUSINESS BUSINESS ANDAND REITERATE THAT REITERATE THAT 
YOU MAY BE ABLE TO SOLVE YOU MAY BE ABLE TO SOLVE 
HIS/HER PROBLEM:HIS/HER PROBLEM:

•• (This is the (This is the ““Tell Tell ‘‘emem what you told what you told ‘‘emem
phase)phase)
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In ConclusionIn Conclusion
The elevator speech is an opportunityThe elevator speech is an opportunity
Be clientBe client--centric and resultscentric and results--oriented oriented 
Reinforce for remembranceReinforce for remembrance
Rehearse, rehearse, rehearseRehearse, rehearse, rehearse
Keep commitments and followKeep commitments and follow--upup
Apply these techniques toApply these techniques to……

……stay ON TARGET and WIN!stay ON TARGET and WIN!
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This presentation will be available in This presentation will be available in 
..pdfpdf form within 2 weeks atform within 2 weeks at

http://ewh.ieee.org/r4/chicago/cnhttp://ewh.ieee.org/r4/chicago/cn


