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Elevator Pitch 

 

 

Ideally, you don’t want to deliver your elevator pitch all in one, but consider using it 

as the framework for a dialogue. 

 

As an example, you would deliver your introductory line like “I protect audiences 

from boring speakers” to pique their interest. Then they’ll ask you to clarify, and you 

can continue with your pitch. 

 

If you’re having trouble finding the right balance for this hook, I suggest you instead 

use this formula from Allan Dib’s book, ‘The 1 Page Marketing Plan’. 

 

It is called the PSP framework, which looks like this: 

 

 You know (Problem)? P 

 Well, what I do is (Solution). S 

 In fact (Proof). P 

 

 

You always introduce the problem with 

“You know how …” 

 

You always introduce the solution with 

“Well what I do is …” 

 

You always provide proof with 

“In fact, …” 

 

 

Here are two examples to guide you in developing your own elevator statement: 

 

For a tax accountant: 

 

You know how people pay too much income tax. 

 

Well, what I do is legally reduce tax for all my personal and corporate clients. 
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In fact, I just reduced the income tax for a company that paid a $2 million tax bill the 

prior year to $1 million and for one personal client I was even able to get him a 

refund. 

 

For a payroll manager: 

 

You know how one of the most annoying and disengaging things any employer can 

do is incorrectly process employee’s pay. It peeves the employee and ties up the 

employer’s payroll department’s resources. 

 

Well, what I do is to make sure every payroll run complies with all awards and 

contracts, consistently providing error-free processing. 

 

In fact, in the last year, I’ve been able to reduce the number of calls our Payroll 

Department receives from 100 complaints per payroll run to zero. 

 

 

The PSP (Problem, Solution, Proof) Elevator Statement framework works 

better than most other frameworks I’ve encountered. 

 

 It’s simple. 

 It’s easy to understand. 

 It does not take a lot of effort to learn. 

 

 

Develop your own Elevator Statement for your potential new role. 

 

1. “You know (Problem)? P 

 

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________ 
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2. Well, what I do is (Solution). S 

 

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________ 

 

 

3. In fact (Proof).” P 

 

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________ 

 

 

4. Create a hook to try out as well 

 

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________

_________________________________________________________ 

 

 

REMINDERS: 

 

 Start testing one or two versions of your elevator pitch to see how your 

audience responds. 

 Keep track of your responses. 

 

Ideally, you’ll find that as you tweak it over time and become more natural in 

delivery, your engagement will improve. 

 


