Elevator pitch templates
Putting the above steps together, here is a basic, bare-bones elevator pitch template:
State the need. Fill the need. State the value prop. Differentiate yourself. Call them to action.
 
And here are three fleshed-out elevator templates using the above framework:
1. Basic elevator pitch template #1
When I first started [your trade], I found a common issue: People needed [solution].
For [time period], I’ve been [specializing/provding] just that [state how]. 
I also [additional differentiator/advantage].
With this [three adjectives to sum up the above], my customers not only [benefit #1], but they also [benefit #2].
[CTA]

Automotive example using this template
When I began automotive repair, I found a common issue: People needed a choice for transmission repair on late model vehicles other than the dealer.
For three years now, I’ve been specializing in just that: catering to the unique transmission needs of vehicles 10 years or older. I’m also the only shop that provides online guidance first, to help my clients establish a firm price on the transmission replacement first, before their vehicle even comes into my shop.
With this confidence, convenience, and unique specialization, customers not only get more mileage out of their vehicles but also don’t have to cringe when viewing the invoice.



2. Basic elevator pitch template #2
Between [pain point] and [pain point], [goal] is a challenge no one should have to face alone.
I help [target personas] [achieve goal] through a combination of [product/service], [product/service], and [product service]. Not only [differentiator #1], but [differentiator #2], so you can [benefit].
Over [X customers] have [achieved goal] with my [help], and you can too.
[CTA].

Real estate example using this template
Between bidding wars and market fluctuations, navigating the home buying process is a headache.
I help first-time homebuyers achieve their dream of homeownership through a combination of education, financial counseling, and proprietary tools that grant access to off-market listings. Not only do I meet with each client personally to make sure we cover all of your questions and goals, but I also share regular updates with new listings, price changes, and recent sales so you can gain an understanding of market trends.
Over 90 first-time home buyers have gained the confidence to make this all-important decision with my help, and you can, too. Schedule a consult call today to find out how.




3. Basic elevator pitch template #3
For many [target customers], it’s not the [common/obvious pain point], but rather the [pain point your competitors don’t solve] that is most [painful].
But not at [your business]. In addition to {feature #1} {feature #2} and you can even {feature #3}.
Intrigued? Our [x] five-star reviews will tell you more, but you really have to experience it for yourself to see just how [adjective] and [adjective] [achieving goal] can be.
[Call to action].
Dentist example using this template
For many people with chronic dental issues, it’s not the issues themselves, but rather the trip to the dentist, that is the most painful.
But not at X. In addition to being a judgement-free and friendly space, you’ll never wait longer than 15 minutes, and you can even pick the music.
Our 78 five-star Google reviews will tell you more, but you really have to experience X for yourself to see just how convenient, or dare we say enjoyable, a trip to the dentist can be.
Schedule your first appointment today.


