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Quick Card 

Elevator Talk 

What? 
  

An Elevator Talk is a brief description of what you do and how your skills could benefit the 
listener. 
 

Why?   Your Elevator Talk is designed to pique the listener’s interest so that they will want to learn 
more. 
 

When? You’ll use your Elevator Talk whenever someone asks you You can also use 
it to connect with people in your natural market. 
 

How? Here’s a typical structure for an Elevator Talk: 

 

 

Example Business Owner 
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Example Near Retiree 

 

Tips When and Where:  Be ready to deliver your Elevator Talk whenever you have an opportunity to 
talk with someone you don’t know:  in a plane, at a community event, at party or while at one of 
your kids’ activities.   

Focus:  Deliver your Elevator Talk with a focus on the listener.  Tailor your remarks to what you 
know about the listener and engage their interest by including details that acknowledge their 
possible concerns. 

Timing and Pacing:  Your Elevator Talk needs to be short, usually 30 seconds or less.  But don’t 
rush the delivery.  Pause between main ideas to give the listener time to absorb them. 

Ask Questions to Get Questions:  A good way to open the door for your Elevator Talk is to ask 

the other person   Typically, they will reciprocate by asking you about your 
profession.   

Become a Contact in their Phone:  In the past, people would ask to exchange business cards at 
the end of an Elevator Talk, but in today’s world, it’s more effective to exchange contact info 
via your phone.  Always have an electronic contact card ready to send to a new prospect. 

Ask to Connect on LinkedIn:  Connecting through LinkedIn is a good way to turn the prospect 
into a “warm” lead and see what you and the prospect have in common. 

 

Key 
Reference 

LBS Elevator Talk Videos:  These videos demonstrate Elevator Talk delivery in some common 
situations. 

Guardian U >> Market Development >> Create Your Elevator Talk 


