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Information
alone doesn’t
persuade
people; strong
presentation
skills do.
This site helps
both the
aspiring and
veteran speaker
develop strong
and powerful
presentation
skills.
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“A presentation
is your
opportunity
to shine
or blow it.
I‘ve seen careers
take
quantum jumps
as a result of

Powerful Presentations

How to Craft an Effective

Elevator Speech
by Chris King

I know that at this
moment, you are
wondering what I'm
talking about. Who
gives a speech in
an elevator
anyway? What I
mean by an
“elevator speech” is
a short description
of what you do, or
the point you want
to make, presented
in the time it takes
an elevator to go
from the top floor to the first floor or vice versa.
In this article you will find out what, why,
where, when, to whom, and how to prepare
that “elevator speech.”

What exactly is an “elevator speech”? I
believe the name was actually coined from the
idea that we sometimes meet the important
people in our lives in elevators. The odd
situation we encounter in most elevators is that
nobody speaks to or looks at anyone else, and
yet we have a captive audience for that short
period of time. Very few people are ready to
interact in case someone does speak. The idea
of an “elevator speech” is to have a prepared
presentation that grabs attention and says a lot
in a few words. What are you going to be
saying? By telling your core message, you will
be marketing yourself and/or your business, but
in a way that rather than putting people off will
make them want to know more about you and
your business.

Why prepare an “elevator speech”? In
previous articles I have continually mentioned
the importance of preparation, and it is no
different for an “elevator speech.” Actually, it is
imperative to work on this two to three minute
presentation until it is perfectly crafted. This is

http://www.creativekeys.net/PowerfulPresentations/article1024.html

12/10/07 11:05 AM

Z
x
z
z
4
x
-
2
3
&

Audience
Begging
for
MORE!

In this complete manual
by been-there-done-that
author, Chris King,

you will learn everything
you need to know to
become an
OUTRAGEOUSLY
Powerful Presenter!

Don't wait another day to
get started.

You will be glad you
did!

We hope that you are
learning some new and
effective presentation
skills from this site, but
also are having fun
while here.

The
speaker
needs
to be
SHARP
and
have
STYLE.

By developing your own
personal and professional
STYLE,

you will live your life

on purpose - with class,
pleasure and success in
every area.
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performance,
or receive
severe setbacks
for poor
performances.”

the one kind of speech that I do suggest
memorizing. Make it such a part of you that if
someone woke you up from a sound sleep in
the middle of the night, and asked you what
you do, you would smoothly and without
hesitation tell them your “elevator speech.” This
speech will serve as your introduction to others,
so it has to be good!

Where and when do I use this “elevator
speech”? Of course, if you meet someone who
shows interest in the elevator, you can be literal
and use it there. But usually it comes in handy
when you attend an event, a conference, a
convention, or some other type of meeting with
networking opportunities. You will notice that
one of the first questions people ask is, “And,
what do you do?” “"Oh, I'm a lawyer ... or an
accountant ... or a consultant ... or an artist...” It
doesn’t matter because they will often say, “Oh,
that’s nice,” and immediately label you in their
mind with all of the stereotypes they perceive
those occupations carry with them. However, if
you turn your message around and start with
an answer like, “I work with small businesses
that are grappling with computer problems,”
right away — especially if they own a small
business — their ears will perk up and they will
want to know more. The reason I suggest
working on this speech and memorizing it is
that our natural reaction to the question, "What
do you do?” is to answer with a label. Then, we
continue to describe the process we go through
instead of sharing the benefits they will get
from working with us. Rather than thinking of
ourselves as “solution providers” we picture
ourselves as doing our occupation.

To whom do I present my “elevator
speech”? The more often you give your short
speech, the better it will become. You will have
so much fun experiencing the unique reactions
to what you are saying, you will easily be able
to add enthusiasm and energy to the telling. I
suggest taking advantage of a wide variety of
gatherings and networking events. And, don't
worry, if your “elevator speech” isn't smooth,
easy, or natural in the beginning. If you stick
with it, you will find that it gets better and
better, and before long, you will be getting a
surprising amount of business — or, at least a
number of contacts who want your business
card and to stay in touch. You will also be
remembered.

How do I craft my elevator speech? What
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We have created a Special
Report, 125 Ways to
Develop

Your Personal and
Professional STYLE.
Click HERE for more
information.

And don't hesitate to
send us your questions,
comments, tips, and
suggestions. We
welcome your
FEEDBACK.

101 Secrets of
Highly
Effective
Speakers In
101 Secrets of
M= Highly Effective
Speakers, Caryl Rae
Krannich Ph.D offers
hands on, reader-friendly,
practical ideas that will
help develop the skills and
confidence necessary for a
successful presentation.
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Speaker's
Sourcebook

II: Quotes
Stories, &
Anecdotes
for Every
Occasion The Speaker's
Sourcebook II remains a
favorite source of
reference, inspiration and
information. The author
pours a lot of himself in
the messages following
the anecdotes and stories.
This is like a large Chicken
Soup book with ideas for

Every Octasion

speakers.
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OSER
n Openers,
ENERGIZERS
. Closers, and
Energizers
Here's

everything a speaker or
trainer needs to keep the
audience awake, alert,
and involved. This fun-
filled collection of can't-
miss activities contains

the openers, closers, and
eneraizers voll can tise to

Page 2 of 4


http://www.creativekeys.net/specialreports.htm
mailto:chris@creativekeys.net
http://www.amazon.com/exec/obidos/ASIN/1570230900/powerfulprese-20
http://www.amazon.com/exec/obidos/ASIN/0138252254/powerfulprese-20
http://www.amazon.com/exec/obidos/ASIN/0070120102/powerfulprese-20

How to Craft an Effective Elevator Speech

are the ingredients? Before I go any further, I
want to credit the man who turned me on to
how to market using a strong core message,
which I am calling my “elevator speech.” It is
Robert Middleton who calls himself an InfoGuru
and who has developed an Action Plan
Marketing Manual — which is not only
reasonably priced, but loaded with incredible
information. You will find him HERE. Even if you
don’t get his online manual, be sure to
subscribe to his weekly newsletter, which is
excellent. To start your “elevator speech”
determine your niche market, what problem(s)
do they have that you can help solve and what
solution is the outcome? What makes you
unique? What short story illustrates a successful
outcome that you have produced?

For example, this is my elevator speech:
Everyone has a story. I help small businesses
and non-profits tell their story to the people
who need to hear it. You see, when someone
knows our story, they can’t help but like us,
and we support and do business with those we
like. So, together, we craft your story and start
telling it to your employees, the media,
potential clients, and to the world. I know it
sounds like marketing, but what makes me
unique is that first and foremost, I am a
storyteller. I also have a technical, art, writing,
and design background which I combine to tell
your story in a special, get-their-attention way.
I recently completed a sixteen-page publication
with an additional 15,000 copies that appeared
in the March issue of Cleveland Magazine telling
the stories of Cleveland’s community
development corporations. They were so
delighted with the outcome that I am now in the
process of designing an extensive website for

them.

To learn more details about giving a
smashing "elevator speech"” that
guarantees results, check out this Special
Reports page.

Remember:
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kick off each presentation.
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Speakers:
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RTVAES Captivate, and
== Persuade How

do highly paid professional
speakers put magic and
motivation into every
talk? Lilly Walters reveals
their secrets and
strategies in this practical,
conversational guide.
Mark Twain reputedly said
it took him three weeks to
prepare an impromptu
speech

I In The
{ SpotLight:
Overcome

SpotLight is a
real gift to people
experiencing any degree
of fear or discomfort in
speaking or performing in
front of others, either in
formal or informal
settings. Janet Esposito
demonstrates sensitivity
and wisdom.
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X / issue of our FREE eclectic e-
newsletter, Portfolio Potpourri,
sign up by clicking HERE and
hitting SEND. Just for trying

it, you will receive "10 Tips of Ways to Develop
Your Personal and Professional STYLE."

We never sell names and/or e-mail addresses,
and if you ever wish to "opt-out" that's never a
problem.

Contact Chris King at:
chris@creativekeys.net
or at: P.O. Box 221255
Beachwood, Ohio 44122
Phone: (216) 991-8428
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