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Introduction

The purpose of an elevator talk is to give someone a quick overview of what you do, and pique their interest enough so that
they want to learn more. Elevator speeches should be adjusted to the person who is listening and be refined as you and
your practice evolve. This is intended to be a commercial, not your entire professional biography, so make sure to keep it
short and sweet.

the window of opportunity to execute an elevator talk is very brief, usually 30 seconds to a minute. Maybe it's at a party, a
networking opportunity or on an actual elevator. In any case, you have a short time to present who you are and motivate
the prospect to want to learn more.

This guide will help you to:
e Understand the purpose and structure of an Elevator Talk.
e Select appropriate Elevator Talk scripts.
e Create and deliver an effective Elevator Talk.

e Take appropriate follow-up action at the conclusion of your Elevator Talk.
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Elevator Talk Structure

The Elevator Talk is a skill that will help you generate more prospects and lead to more Philosophy Meetings (Open Talks).
Although similar to the Open Talk, the Elevator Talk is much shorter with only 5 total steps:

1. Transition
Problems
Solutions

2
3
4. Results
5

Action
Step Suggested Approaches
Transition No matter what you are doing, or what the conversation was about, there is an effective way to
transition from the previous topic, to talking about your business and how it can help the prospect.
O One effective method is to ask the prospect about their business, or what they do for a living. Most
people will eventually reciprocate and ask about your business.
Problems Always begin with other people’s problems. You don't want to put the prospect on the defensive
by using their problems. Eventually, further into the process you can talk about their problems, but
O’__/:] only after they have given you permission.

m Rules about Problems:

1. They should be problems that the prospect can relate to.

2. They should be unique problems or presented in a new and interesting way.

Usually, the Problem will begin with a phrase like, “You know how people...”

Solutions Avoid talking about products or planning software as the solution. Instead, the solution should be a

concise statement of how you can help the prospect. This is the opportunity to sell yourself, your
3 team, your organization, trust. Usually, the Solution will begin with a phrase like, “Well, I help

% 4 peopleto...”.

Results Give examples of the good things that can happen as results of working with you, your team
and/or your organization.

C
'@\ Usually, the Results will begin with a phrase like, “And as a result, my clients...”
Action Whatever action is taken, it should result in a plan of follow-up. The plan could be a call, an email, a

letter or an appointment.

The Action step might begin with a phrase like, “So what is your preferred method of
communication?” Or, “Would you be open to exchanging contact information in our phones?” Or,
“Do you have a business card?”
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Elevator Talk Examples

This guide includes sample Elevator Talk language for the following networking/prospecting situations:

Focus on Financial Issues
e Protection  First
e Financial Organization

e Secure Retirement

Traditional Planning

Trouble Finding Time
Focus on Specific Markets
e Women's Market

e Small Business Owners

Elevator Talk Examples that Focus on Financial Issues

Issue Examples

Do you know how people can be blind to their greatest areas of financial exposure because they have
not had a conversation around proper protection planning? This can create anxiety not only for
them, but especially for those who rely on them.

Protection First

When I'work with clients, I make sure to first address their full insurance portfolio - even in areas
where I don’t get paid. We discuss all areas of exposure and determine a plan to fill those gaps.

Asaresult, clients can confidently plan for the future knowing that what might happen today is
thoroughly and professionally covered.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Would you
be open to exchanging contact information in our phones so we can connect?

With questions around the future of Social Security and the fluctuating financial markets, many
people today are concerned about the prospect of having enough money for retirement without
exposing themselves to too much risk.

Secure Retirement

I help my clients examine their retirement plans and identify opportunities to create more
retirement income by evaluating their financial decisions, reducing taxes, and mitigating risk.

Asaresult, my clients find financial confidence knowing their retirement goals are within reach.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Would you be
open to exchanging contact information in our phones so we can connect?
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Issue Examples

Financial Do you know how some people have multiple accounts held at a variety of institutions, and can get
Organization overwhelmed by their state of financial disorganization? This can lead to stress and missed financial
opportunities.

Using The Living Balance Sheet’ *client servicing system, I help my clients organize their financial
situation and take steps towards achieving financial balance. This web-based tool allows them to
have access to their own client website where they can link accounts, store critical financial
documents, and view their full financial picture in one place.

Asaresult, clients save time and worry and capitalize on the benefits of making financial decisions
with the whole picture in mind.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Are youon
LinkedIn? Could we get connected so that I can contact you?

Do you know how some people today are unaware of the limitations and flaws in a traditional
financial planning approach? Traditional planning involves guesswork that can create incorrect
goals, promotes risk, and often ignores critical protection needs.

Traditional Planning

In my practice, I provide an uncommon view that challenges traditional thinking and offers a
refreshingly new approach to financial decision making. We begin by organizing your balance sheet
and then add in your protection and cash flow decisions to create a wide-angle view of your financial
decisions.

Asaresult, my clients vastly improve the quality of their financial decisions and bring more clarity,
confidence and opportunity to their lives.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Would you be
open to exchanging contact information in our phones so we can connect?

Many people today are anxious because they are so busy with work and family that they have trouble

Trouble Finding Time
finding time to take a step back and look at their financial picture.

Using my proprietary planning process, I help my clients create a Financial Balance Scorecard that
helps them organize their financial situation and take steps towards achieving financial balance.
This allows them to make financial decisions in a new way....by following common sense rules that
are not common practice.

Asaresult, my clients vastly improve the quality of their financial decisions and bring more clarity,
confidence and opportunity to their lives.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Would you be
open to exchanging contact information in our phones so we can connect?

*Disclosure:

The Living Balance Sheet @ displays the financial holdings identified by the client based upon information and valuations provided directly by the client or
by electronic feeds from the client's financial institutions. Valuations provided by electronic feeds reflect the most current information provided by the
financial institution as of the date and time noted but can reflect valuations from an earlier date and time. The Living Balance Sheet® (LBS) and the LBS
logo are service marks of The Guardian Life Insurance Company of America (Guardian), New York, NY. © Copyright 2005-2019 Guardian.
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Elevator Talk Examples that Focus on Specific Markets

Issue Examples

Women's Market

Small Business
Owners

Contacts

For Guardian U

Do you know how some people like to share their opinions about money and investments - even if
they have little understanding of the other person’s financial situation?

In my practice, I provide a refreshingly new approach to financial decision making - one that’s based
on objective data rather than opinions. We begin by organizing your balance sheet and then add in
your protection and cash flow decisions to create a wide-angle view of your financial situation.

As aresult, my clients feel a sense of financial empowerment and are at ease knowing they have taken
the proper steps to secure their financial future.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Would you be
open to exchanging contact information in our phones so we can connect?

Do you know how some small business owners find themselves so consumed with the demands of
running a business that they do not take the time to step back and be strategic about their finances?

In my practice, I address the unique financial challenges that come with owning a business -
understanding the wealth of planning options available to them, providing for their needs today, and
preparing them to properly transition their business when the time is right.

Asaresult, my clients can focus on their important work knowing that they have a professional
keeping an eye on their financial picture.

I'd love to schedule a quick phone call where we can discuss this in a little more detail. Are youon
LinkedIn? Could we get connected so thatI can contact you?

Contact the Guardian U Training Support team at Training Support@glic.com

For Agency Marketing

Contact the Agency Marketing team at Agency Marketing@glic.com
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Resources

All materials are available through The Framework on Guardian U. (Guardian U >> Market Development >> Create Your
Elevator Talk)

Guardian U

Welcome to your career development gateway.

New FRs Start Here Build Your Practice Agency Leader Resources

The Foundations program and these self-
study resources will get your practice off to a
fast start.

These self-study resources will help you
expand and grow your business.

Leverage these resources to support FR
development in your agency.

I = Market Development I Foundations Support

Foundations: A Program for New FRs

New FR Self-Study Curriculum

LBS Client Process and Communication

Implement Training in Your Agency

= Products and Services = Guardian U Local Administration

= Practice Development

Return to home page

Market Development is a constant
process of refining your strategy to
drive activity and get in front of
clients.

This practice area integrates tools
and resources to help you plan and
implement your marketing strategy
as your markets evolve and your
client base grows.

Comments or Questions?

Market Development

Connect with Prospects and Clients

The active links below are colored teal blue. Additicnal topics will become available as the content is developed.

Create Your Market Strategy

. Develop Your Natural Market

. Create a Marketing Plan

. Target Marketing

. Establish Your Professional Brand
. Social Selling Strategies

Expand Client Relationships

. Client Communication Skills

. Cross-Offering Strategies
. Engage in a Newsletter Strategy
. Create a Client Seminar Strategy

Prospecting Activities
. Build Your Practice with Introductions
. Get Started Phoning for Appointments

. Refine Your Phone Techniques

. Create Your Elevator Talk I

. Network Strategically
. Develop Relationships with Centers of Influence

Marketing Tools

. Get Started with Social Selling

. Get Started with MarketEDGE360
. Sharing Content on LinkedIn

. LinkedIn Sales Navigator

. FMG Suite
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