Elevator Pitch
What it is-

An "Elevator Pitch" is a concise, carefully planned, and well-practiced description about your company that anyone should be able to understand in the time it would take to ride up an elevator. 

What it isn’t-

An “elevator pitch” is NOT a “sales pitch.” Refrain from getting caught up with using this as a way to tell your investor how great or amazing your product or service is. Like the business plan, the Investor is buying into the business, not the product. You must convey how you will run the business.

Creation
In order to make a well-written comprehensive EP you have to answer 6 questions:

1. What is your product or service? 

a. Briefly describe what it is you sell.

b. The Problem/Solution it solves. 

2. What is your market?

a. Who are you selling your product/service too?

b. What is the industry?

i. What is the size of the market?

3. What is your revenue model?

a. How are you going to make money?

4. Who is behind the company?

a. “Bet on the Jockey, not the horse”
 Briefly discuss your team and accomplishments. Talk about your advisory board (who you will create) and accomplishments with them.

5. What is your competition? Do you have any?

a. Competition isn’t bad, it shows your idea has validity. Talk about who/what your competition is but then…

6. What is your competitive analysis?

a. How are you going to do it better?

You must:

• Have a hook - start with something that will grab the Investor’s attention

•• You have to start with either a pretentious statement or a posing question which piques their interest to want to hear more.
• Have the length be no longer than 2 minutes
• Have passion and energy

• Have a question asking them for something, i.e. business card, a time to give a full presentation, a referral?
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