
Elevator Speech with a Unique Value Proposition

Adapted from Jackie Peterson, Better, Smarter, Richer

Uniqueness: states your focus and niche and how your work is different than others in your field
Value: states the value you bring to a business collaboration, or your customer

Proposition: states how the listener can work with you, how to take the next step
When do I use an elevator speech?

When anyone asks you “What do you do?”, or when introducing yourself at any event.  
Why is it important?

Have you ever asked someone what they do and receive a long, drawn-out, confusing answer that leads you nowhere, and you’re sorry you asked?  

The ability to sum up your business and goals into a short meaningful paragraph cannot be overestimated.  Your friends and contacts need to be able to talk to other people.  Your lender needs to know what you do.  You never know when a chance encounter on public transit or a party will lead.  The more you practice, the easier it gets.

What do I say?

Turn the job title into a message. Get in touch with what you love about what you do.
I own a restaurant - I help people take a break and enjoy an evening out.

How do I create the message?

Here are some things to think about to create your Elevator Speech:
1. What problems does your business solve?

2. What makes your business unique from your competitors?

3. Who are your competitors?
4. What short story illustrates a successful outcome that your business produced?

5. How do you benefit your customer?

6. Who is your target market?

7. How can people get in touch with you? Sample your product or service?

8. Why do you love this business?  

Notes:
