The Sales Tutor

FAST TRACK Sales Action Plan

30 Second “KILLER” Pitch Worksheet

Your 30 Second Elevator Pitch is a quick opportunity to provide information to a potential Client that creates immediate interest in YOU and the COMPANY you represent wherever you may BE! 

Your Name:

The Company You Represent:

What you do (be creative and brief):


If you have time, Ask One or Two Thought Provoking Questions:

1.

2.

Ask for their Business Card – Have a business card ready for THEM!
Follow-up quickly if you think there’s potential!

Continue the questions……until you HIT A REAL NEED if time permits

KILLER PITCH ADDITIONAL DETAILS

1. What is a 30 second pitch?

i. Your name
ii. What is important about what you do?
1. Title

2. Organization

3. Personal specialty:  what are you the “go-to” person for?

4. Is there something about you or what you do that is unusual or unique?

5. Will the person understand what you do?

6. Use examples to illustrate

iii. How can someone help you?
1. Refer business

2. Introductions

3. Friendship

4. Inside opportunities 

5. Outside opportunities

6. Perspectives

7. Access to their network

8. Assistance with a particular issue

9. Support

iv. How do you get the person engaged?
1. What follow-up questions do you want to illicit from your introduction?

2. What questions do you want to avoid after the introduction?

3. Appropriate follow-up after the introduction

4. Forming a connection

5. Being remembered

6. Appropriate reciprocity

b. Style:

i. Passion/conviction

ii. Confidence

iii. High comfort level

iv. Direct eye contact

v. Delivery
1. Not too soft
2. Not too fast
3. Not too high
4. Avoid using jargon

5. Avoid using acronyms

6. Use “I” not “we”
vi. Body language

1. No folded arms

2. Relaxed shoulders

vii. Use of gestures

1. Where are your hands

2. Emphasis to your points

3. Stiffness vs. conversational comfort

2. Practice is essential

a. The best way to develop confidence is to practice.

b. The best way to develop comfort is to practice.

c. The best way to focus on style and not substance is to practice.

d. The best way to be as effective as possible in forming a positive first impression is to practice.

e. The best way to be as effective as possible in adding to your network is to practice.
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