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“So, tell us about yourself?”
It is that crucial moment in a
professional meeting when
you get the opportunity to
introduce yourself and share
more details about what you
have to offer. How do you
respond? 

A myriad of thoughts
flows through your mind. You
may find your pulse quickens,
and you feel breathless as the
brain races to find the words
to express yourself succinctly.
It can feel uncomfortable and
frustrating if you mumble
something that does not do
you credit. Later there is that
awful sensation of disappoint-
ment as you ruminate on
what you could have said if
you had prepared better. It
does not have to be this way. 

Taking time to formulate a
brief self-descriptive speech
can make all the difference.
Commonly known as a
personal elevator pitch, the
idea is to talk about yourself
in a way that is engaging,
memorable, and concise. A
persuasive speech should
take about 60 seconds,
perhaps an elevator ride

between several floors, hence
the name. The essence of a
compelling pitch is to
communicate who you are,
what you do, how you go
about it and why it matters.

A personal elevator pitch
is useful in many situations.
For example, during
networking to give a rapid
overview of your skillset,
experience and why what you
do might be of interest to the
other person. Your pitch will
come in handy during a job
interview to convey with
confidence and clarity
precisely what you have to
offer. You can also use the
personal pitch approach to
gain support for your ideas,
eg. for solving a tricky
problem. Whatever the situa-
tion, knowing what you want
to convey means that you are
more likely to deliver the
message well. 

Depending on the context,
you may want several
versions of your pitch.
Usually, it is best to start with
a core proposition and work
from there.

Try this: set aside 45
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minutes of uninterrupted time
when you can focus on what
you want to say. Consider the
following steps spending five
minutes on each. Write up
your thoughts as you go
along; sentence construction
can come later. The important
thing at this point is to nail the
key messages. 
• What is the purpose of your

pitch? Think about the
impression you want to
make and the outcome that
you seek.

• Introduce yourself. Start
your elevator pitch with one
sentence about who you
are.

• What it is that you do. Why
are you passionate about
it? In which ways does this
motivate and energise you? 

• What sets you apart. How
you make a positive differ-
ence in doing what you do. 

• Why what you do matters.
How does what you do
provide solutions for
others? This final point is
vital as it establishes who
benefits from your skills,
strengths and personal
attributes – and precisely
how. 

Pause and take five minutes
to review what you have
written. Spend the next 15
minutes revising your work.
Start with the final step and
work backwards. Keep it
concise and straightforward.
Make sure to edit unneces-
sary words to improve clarity.
Read each sentence, keeping
in mind why what you say
might be of interest or useful
to someone. You can add
transitions to link the crucial
information so that it flows
conversationally (for example,
‘and this means that I can
offer…’) 

Here are four additional
tips to perfect your pitch: 
• Give it time. It can take

several attempts to hone
your pitch so that it feels
authentic as well as make
an impact. 

• Get feedback. Find
someone that you trust who

knows your characteristics,
attributes and strengths as
well as your weaker areas.
Ask for critical feedback
and be prepared to listen
and consider ideas for
improvement. (You might
offer to do the same for
them).

• Keep it short. You are
more likely to remember it
and saying it out loud
means it will become a
simple statement of fact.

• Play around with it. Try
recording yourself as you
say it. Are you adding
unnecessary filler words
that detract from the core
message? How can you
make the delivery crisp and
clear?

Investing time to craft your
elevator pitch is always
worthwhile. Achieving clarity
of purpose in your communi-
cation is essential in these
troubling times. You may be
competing for work or want
scarce resources allocated to
help you accomplish a task.
Perhaps you need to attract
investment in your start-up?
Whatever the situation,
thinking out what you would
like to say helps boost self-
confidence. 

Each day brings new
possibilities. Give yourself the
best chance of making the
most of these. Building
healthy relationships takes
trust, open communication
and willingness to share view-
points. Being straightforward
and sincere in what you say
will encourage others to
engage with you. Make a
start on your elevator pitch
today. Being prepared will
allow you to feel more relaxed
and centred. Then who
knows what opportunities
might arise.
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