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An elevator speech is a concise, persuasive, and impactful summary of who you are, what you do,
and why it matters. The name comes from the idea that you should be able to deliver your message
within the time it takes to ride an elevator — typically 30 to 60 seconds. Whether you're introducing
yourself to a new client, networking at an event, or trying to make a lasting impression, an effective
elevator speech can open doors and spark interest in what you offer.

Here’s how you can craft your own compelling elevator speech:

1. Know Your Purpose

The first step is identifying the purpose of your elevator speech. Are you selling a service? Seeking
advice? Or simply introducing yourself and what you do? Clarifying your goal will help shape your
message and focus on what you want your audience to take away.

2, Start with a Hook

Begin your elevator speech with an attention-grabbing opening. This could be a thought-provoking
question, a compelling statistic, or a bold statement that resonates with the listener. The goal is to
engage your audience from the start and pique their curiosity.

Example:
» "Did you know that 80% of family vacations fail to meet everyone’s expectations?"
o "I help busy professionals plan seamless family vacations so everyone can enjoy the journey, not
just the destination."

3. Introduce Yourself and What You Do
This part should be clear and concise. State who you are and what you do in a way that is easy to
understand. Avoid jargon or overly complicated explanations.

Example:
e "My name is [Your Name], and I'm a travel expert specializing in luxury family vacations. I work
with families to design customized travel experiences that are both unforgettable and stress-
free."

4. Highlight the Value or Unique Selling Point
Explain what makes you or your business different from others. Why should someone choose you over
competitors? This is where you showcase your unique value, expertise, or the benefit you provide.
Example:
« "I focus on creating personalized itineraries that take into account the specific needs of every
family member, so no one is left out of the experience."

5. Make It Relatable
Connect your elevator speech to the needs or interests of your listener. This helps to make your message
more relevant and increases the chance of sparking a conversation.

Example:
o "Whether it’s a Disney getaway for a multi-generational family, or a luxurious beach resort for a
couple’s retreat, I take the stress out of the planning process so my clients can focus on what
really matters—making memories."

6. End with a Call to Action

End your elevator speech with a clear call to action (CTA). This can be an invitation to continue the
conversation, schedule a meeting, or take some other step that moves the relationship forward.
Example:



o "I'dlove to help you plan your next family vacation. Can we set up a time to talk more about your
travel goals?"
« '"Ifyou're interested, I can send over some options tailored to your family’s needs."

7. Practice, Practice, Practice

An elevator speech should feel natural, not rehearsed. Practice delivering your speech until it feels
comfortable and confident. This will help you stay calm under pressure and ensure that you deliver your
message effectively.

Example of a Complete Elevator Speech:

"Hi, I'm [Your Name], and I specialize in luxury family vacations. I help busy families design
unforgettable travel experiences, whether it’s a Disney adventure or an all-inclusive resort escape. I
take the hassle out of planning so families can enjoy quality time together without the stress. If you're
looking to plan a dream vacation, I'd love to chat more about how I can help you make it a reality.”

Tips for Success:
 Be clear and concise: Focus on delivering key points that are easily understood.
« Use conversational language: Keep it casual and relatable to connect with your audience.
« Be enthusiastic: Show passion for what you do — enthusiasm is contagious!
o Adapt based on the situation: Tailor your speech depending on who you're speaking to (a
client, a partner, a stranger).

By following these steps and practicing regularly, you’ll be able to craft an elevator speech that leaves a
strong impression and sparks interest in what you do.



