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ELEVATOR SPEECH TEMPLATE 
FOR HIGH PAYING CLIENTS

Have you been looking a way to introduce yourself to clients them say, “I 
need that! How do I work with you?” If so, you’re in the right place! Now 

that we’re in a mostly online world, the need for a good elevator speech is 
even greater

Many solopreneurs and business owners who transform lives with their
work introduce themselves with an elevator speech that’s not particularly
helpful to their listeners. Transformational methods and modalities like 
coaching and healing aren’t usually understood by many of the people 
you talk to. Have you ever felt like you talk and talk and talk, and no one 
really understands what you do? That’s a problem.

After all, if people don’t understand you, they won’t be interested in your 
services, and won’t be willing to pay you what you’re worth!

For example, if you introduce yourself and say ‘I’m an EFT Practitioner and
an intuitive hypnotherapist’ there will be people who have heard of those
modalities. But even people who understand won’t necessarily know who 
you serve, or how to recommend you. At a networking event, even when 
you’re networking online, that’s basically a conversation ender.

THE PROBLEM



Here’s the more powerful, effective way to do this.

There are two parts to this process. One, you’ll need to create a powerful,
client-attracting name for your offering, and then you’ll put it in your 
perfect elevator speech. 

This formula is great for attracting high-paying clients because people 
invest with you based on:

THE SOLUTION

The pain they experience  &  The result that you offer

Your Signature System name  &  The type of people you serve

These are going to give us two pieces in our elevator speech template.

The other two are:



I’m (your name),
creator of (your Signature System name)

that helps (type of people)
who (experience this pain or problem)

to get (this powerful result).

ELEVATOR SPEECH TEMPLATE

I’m Pamela Bruner, creator of the Signature System Blueprint, that helps
coaches, healers and other service providers who struggle with getting 
paid for their incredible gifts, to make six figures and more in less time 
doing what they love, while they make a big impact in the world with their 
unique genius. 

I’m __ , creator of ‘Fob 40 Weight Loss’, that helps (women over 40) who 
(are yo-yo dieters and keep regaining their lost weight}, to (lose the weight 
quickly and steadily, and keep it off.)

I’m __ , creator of ‘The Career Control System’ that helps (busy profession-
als) who (feel overwhelmed and unable to balance career with actually 
having a life}, to (excel in their professional lives while enjoying their free 
time, family and friends.)

EXAMPLES



When you use an elevator speech in this format with people at a 
networking event, they will know exactly who to refer you to, and whether 
they themselves are ideal clients. You also sound like an authority, so it’s 
easier to attract people who are willing to invest at a high level for the 
particular transformation that you provide.

One of the keys to having people eager to work with you is to include the
name of your Signature System in your elevator speech. Your Signature
System has to be named to reflect the transformation that you provide, so 
the client is really clear what they’ll get out of it. You can use the language 
from your elevator speech to help create the name of your Signature System.

Underneath the templates, you’ll find several lists of words to use. You’ll 
also need to create one list yourself, which is your ‘Juicy Words’ list. The 
‘Juicy Words’ list is specific to your industry or the problem that you solve.

Once you have your Juicy Words list, you can use the templates below to
create a Signature System name, and insert it into your Elevator Speech.

SIGNATURE SYSTEM TEMPLATE:



TEMPLATE 1

TEMPLATE 3

TEMPLATE 2

Intensifier

Intensifier

Intensifier

Juicy Word 1

Juicy Word 1

Juicy Word

Juicy Word 2 
(Optional)

Intensifier 2

Program Name Word

Program Name Word

Program Name Word

TEMPLATES:

TEMPLATES:

Write words down that are relevant for your industry, and the 
transformation that you provide, regardless of whether they are positive 
or negative. Can you write 100 words without editing or self-criticism? It’s 
better to have them to brain-storm with than to refuse them on the spot.

Example: Advanced Health Formula

Example: Comprehensive Health Mastery Formula

Example: Health Mastery Formula



INTENSIFIERS:

PROGRAM NAME WORDS:

ENHANCERS (optional):

Secret
Advanced
Accelerated
Comprehensive
In-depth
Radical
Complete
All-out
Extensive 
Profound

Thorough
Key
Breakthrough
Mastery
Quality
Revolution
Quantum/
Quantum Leap
Boost 
Exceptional

Cutting-Edge
Excellent
Expand/Expansion
Jump
Step-by-step
Best
Exceed
Excel
Top

Program
Intensive
Home Study
Self-Study
Blueprint System
Strategy System
Class
Boot Camp
Class
Plan

Course
Method
Technique
Series
Process
Result
Formula
Model

Discovery
Purpose
Approach
Avenue
Connection
Key
Method
Develop
Gain
Growth

Upgrade
Expand
Expansion Principle
Model
Achieve
Acquire
Succeed



When you’re networking offline, you have one set of rules - and one set of 
potential blunders. But networking online is different! 

Here are the big ONLINE networking mistakes.

1) You reach out and ask for a favor, before giving value. 

2) You only network when you’re desperate for clients.

3) You don’t reach out to help when help is requested.

Getting other people to refer clients to you can be a great way to 
boost your business. However, asking for the favor can’t be the first 
communication that you make with someone new online, even if 
they seem a perfect fit. Instead, reach out and offer to connect. See 
what value you can provide to them first. 

Networking, whether online or offline, is a form of marketing 
that needs to be done regularly. Doing networking when you 
don’t need clients means that you’ll have established connections. 
This gives you people to connect with when you’re in need of a 
business boost.

Especially in forums or online communities, people will ask for help and 
resources frequently. Being a source of information and connection for 
those people can pay off big-time down the road when you need help. 
This doesn’t mean that you have to give away your services for free if 
people need that help! But you can be a resource for information. 

BONUS! 
MOST COMMON ONLINE NETWORKING 
MISTAKES, AND WHAT TO DO INSTEAD



4) You don’t share your resources, like blog articles, etc when 
they’re relevant.

1) Find your tribe online.

5) You don’t follow up on a conversation.

The flip side of #3 is that you’re afraid to voice your opinion, and 
afraid to share your resources. Here’s a hint: If someone asks a 
question in your area of expertise, write a quick blog post about 
it, then post the link to that blog post as a reply to their question. 
(Obviously, follow the posting rules of any online community or 
group that you’re in.) 

Not all networking is created equal. If you’re in a group that doesn’t 
have your ideal clients or referral partners, you’re wasting your time. 
This means that you have to be super-clear about the people that 
you serve, and be able to describe them and find communities of 
them online. Once you do, become a contributing member of that 
community. You can also start your own community online as a way 
to attract your tribe. Having your elevator speech nailed down can 
help you find the right tribe.

While it’s great to make a connection in a group, sometimes it’s 
valuable to take a conversation into a 1-1 connection. People can 
always decline to answer, and that’s OK. 

BONUS! 
MOST COMMON ONLINE NETWORKING 
MISTAKES, AND WHAT TO DO INSTEAD

HERE ARE THE THINGS YOU WANT TO DO.



2) Be willing to be visible.

3) Talk about other businesses and resources.

4) Have a plan, not spaghetti.

5) Reach out privately after connecting in a forum.

Your opinion, and your voice, is valuable. If you’re lurking in a 
community and not sharing, people don’t get to know you. People will 
disagree with you, and that’s OK. Be polite, be firm, and take a stand. 
You can use parts of your elevator speech in your posts. For example, 
you might say ‘when I help clients who are struggling with (pain point 
and pain point) one of the things I always recommend is…’

It’s great to recommend other businesses and resources in answer to 
a request for help online. This makes you seem knowledgeable, and 
like a connector. The more that you connect with others, the more 
people you’ll know whom you can recommend.

It’s easy to get lost in differing forums and spend a great deal of 
unproductive time. The old phrase ‘throwing spaghetti against the 
wall to see what sticks’ describes what most people do online - you 
can do it better! Make a plan so you spend a specific amount of 
time in each platform, and set goals for how many people you’ll 
connect with. 

If you have a great connection with someone online, reach out to 
them privately. Do it respectfully, so they don’t feel obligated to go 
into a sales conversation with you. However, you never know when 
that person might become a referral partner.

HERE ARE THE THINGS YOU WANT TO DO.



CONGRATULATIONS!

3 TIPS FOR SUCCESS:

You’ve now created your Elevator Speech for Attracting High-Paying
Clients. It’s time to go out and test-drive it!

1 ) Test, test, test.

2) The language has to be comfortable for you.

3) Remember to ‘network for referrals’.

The best elevator speech in the world is only about 85% accurate
until you test it with your ideal clients. Also, your elevator speech
has to be clear enough that someone who isn’t an ideal client, but
knows some of your ideal clients, would be able to refer you. Be
willing to tweak the language of your elevator speech as you start
using it, to be most accurate for those people you wish to serve.

Using words that aren’t familiar to you will make the elevator speech
sound forced and inauthentic rather than authoritative and
confident. Practicing it over and over, before you start using it in 
videos and other online connections can help!

This means that you assume that the person that you’ re talking to 
is NOT an ideal client... but their best friend may be. Always be on 
the lookout for ways to get introduced to your ideal clients, even if 
you’re not speaking directly to them.

Want to know if your elevator speech will work online? 
Schedule a Breakthrough Call with one of my coaches today! 
BookMyBreakthroughCall.com

https://calendly.com/attract-clients-online-expert-coaching/elevator-speech
https://calendly.com/attract-clients-online-expert-coaching/elevator-speech
https://calendly.com/attract-clients-online-expert-coaching/elevator-speech


This Elevator Speech Template was created 
by Pamela Bruner. Pamela is a Business 
Coach author, speaker, and EFT (Emotional 
Freedom Techniques) expert. After removing 
her own discomfort with marketing and sales, 
Pamela built her business from $375/month 
to over $1M. She specializes in working 
with conscious entrepreneurs to build lucrative businesses by combining 
effective strategies with cutting-edge mindset tools. Pamela is the co-author 
of “Tapping Into Ultimate Success,” a book and DVD with Jack Canfield, 
creator of “Chicken Soup for the Soul.” She created Attract Clients Online to 
support other transformational entrepreneurs – people who transform lives 
and the world, like coaches, healers, speakers, trainers, and authors – to get 
their work out in the world, and be well-rewarded for it.

ABOUT 
PAMELA BRUNER

Want to know if your elevator speech will work online? 
Schedule a Breakthrough Call with one of my coaches today! 

https://calendly.com/attract-clients-online-expert-coaching/elevator-speech
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