
        
            [image: cover]
        

    
A Look at the “Elevator
Pitch”

Or

Explaining Your Business So
People “Get It!”






P. Griffith Lindell






SMASHWORDS EDITION

* * * * *



PUBLISHED BY:

P. Griffith Lindell on Smashwords

A Look at the “Elevator Pitch”

Copyright © 2010 by P. Griffith Lindell

All rights reserved. Without limiting the
rights under copyright reserved above, no part of this publication
may be reproduced, stored in or introduced into a retrieval system,
or transmitted, in any form, or by any means (electronic,
mechanical, photocopying, recording, or otherwise) without the
prior written permission of both the copyright owner and the above
publisher of this book.

The author acknowledges the trademarked
status and trademark owners of various products referenced in this
work, which have been used without permission. The publication/use
of these trademarks is not authorized, associated with, or
sponsored by the trademark owners.

Smashwords Edition License Notes

This eReport is licensed for your personal
enjoyment only. This eReport may not be re-sold or given away to
other people. If you would like to share this book with another
person, please purchase an additional copy for each person you
share it with.

If you're reading this book and did not
purchase it, or it was not purchased for your use only, then you
should return to Smashwords.com and purchase your own copy. Thank
you for respecting the author's work.

* * * * * *

A Look at the “Elevator
Pitch”

Or

Explaining Your Business So
People “Get It!”






Venture capital and Initial Public Offerings (IPOs) gave rise
to some very interesting, and helpful business tools and processes.
One of those is called the “Elevator Speech” or “Elevator
Pitch.”

The picture is this: you step into an
elevator, someone there asks what it is you do, and by the time
that the elevator reaches its destination, you can paint a clear,
concise and compelling picture of your business.

Basically, then, this is a
short, persuasive verbal communication about your business, what it
offers, and why someone should care. This process is not only
useful for your business, it also can be used
personally to “pitch” you
when looking for a job, for example.

The foundation upon which this verbal
communication is constructed is to build a presentation which, in
as few words as possible, frames the important points that are
distinctive and which set you (or your business) apart from others
who are also vying for attention from the listener.

A well-planned pitch drives the “telling of
your story” – but not the whole story – just enough to capture
interest and engage the listener.

The result will not only yield understanding
of you and your business, but also, hopefully, generate questions
that will allow you to best position your business to their
interests.

One caution: Writing this pitch is not an
event; it is a process.

Just get prepared for the process to take
enough time for you to think, meditate, construct, reconstruct,
with a focus on the right words for the right audience.

Drafting your pitch and sharing it with
friends and family is a great way to help you shape the ideas that
become the body of your pitch. Why not make it a wine and cheese
party (or milk and cookies)?

Invite those who know you and care about you
to help. Tell them what you are trying to accomplish. Hand out your
draft. Listen and learn.

What do you want to learn? Here are some
questions you might be asking yourself:


	
Did the words you used to describe your
customer, your uniqueness your place in the market make sense to
them without much further explanation?



	
Did it ring true?



	
Are the words you used natural ?



	
Do the words convey the meaning you
want?



	
Was it concise?



	
Was it just interesting? Or did it feel
compelling?










Before this “real-world” test, you will want
to begin to collect some key thought about several issues. Don’t
try to wordsmith or even write sentences. Just get down some
information.

 



Visit: http://www.smashwords.com/books/view/14931
to purchase this book to continue reading. Show the author you
appreciate their work!
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