
                 

		  
The Better Elevator Pitch Template 

 
 
Aim for a Conversation not a Monologue with this two-step approach 
 
The standard (and unproductive) Elevator Pitch used to teach us to be able to answer THE question 
(“What do you do?) with a 30 second to 2 minute monologue about ourselves and our business.  
Unfortunately, the average adult attention span in 2016 was measured at 8 seconds – seriously – 8 
seconds! 
 
Besides, even if our attention span was longer, there’s still that quirky radio station playing in our heads.  
You know the one, WII-FM.  What’s In It For Me?  If they don’t hear words that’ll benefit them, they’re 
mentally shutting down after a few seconds anyway.  So, most times, if you’re trying to introduce your 
business to them in this old way, you’re wasting your breath. 
 
So, a few years ago I came up with the “Better Elevator Pitch” designed to address the short attention 
span and what’s in it for me in a quick and pleasant way. 
 
Here it is: 
 

• Make It Quick and keep your pitch to about 3 to 6 seconds. 
• Make It Intriguing with a short, intriguing statement designed tickle their curiosity and prompt 

your companion to respond with something like, “How do you do that?” 
• Have Your Answer Ready – and get ready to start a conversation. 

 
If you do any amount of networking or have used elevator pitches before, you’re prepared for the person 
to just nod, say something non-committal or just start talking about themselves.  It’s the nature of the 
beast.  But in field tests of the Better Elevator Pitch, we got a bit over 42% more positive responses than 
with the old-fashioned monologue method. 
 
On the next page there’s a table with three examples of the Better Elevator Pitch sequence.  Follow the 
template and see what incredibly intriguing and interesting statements you can come up with.  Then go 
to a Chamber mixer and try it out – revise if necessary – and try it again. 
 
  



                 

 
 
 

 “What	Do	You	
Do?”	

Expected	
Response	

Pitch	–	Part	2	
Curiosity	

Expected	
Response*	 Pitch	–	Part	3	Offer	

Ex 1 
Bakery	

I put joy in your 
mouth 

“How do you do 
that?” 

With 23 kinds of 
cupcakes and tarts I 

make fresh daily 
Sounds delicious 

They are.  Have a free cupcake 
on me. (Hand biz card with 

offer) 
Ex 1 

Insurance/ 
Financial 
Planner 

I protect your 
family from 

financial ruin 

“How do you do 
that?” 

With over 40 proven 
strategies I can 

custom tailor to your 
exact needs 

Is this insurance? 

It’s a hybrid but very safe.  I can 
perform a free, quick analysis of 
your situation.  Let’s meet next 

week for coffee 

Ex 1 
Auto 

Repair 
I make your cars 

live longer 
“How do you do 

that?” 

Like a doctor I run 
routine exams so we 

can catch little 
problems before they 
become big problems 

Where’s your 
shop? 

We have 2 locations.  Here’s my 
card.  Your next oil change is on 

me. 

 


