
HOW TO DITCH THE 
ELEVATOR PITCH 

& 
CONNECT 

AS A HUMAN



Imagine you are in a networking function and someone ask, ‘So, 
what do you do?’

At that point, you see an opportunity to deliver your standard 
elevator pitch. Yes, the one that you have been working so hard 
to polish up. 

But stop and think about it for a second. 

The problem with delivering a ‘standard’ elevator pitch is that it 
can come across as robotic and impersonal. 

The reason is because you are simply memorising a fixed script, 
rather than facilitating a two way conversation with a fellow 
human being. 

Worse still for those come in unprepared. 

Without any clear objective in mind, they might drone on about 
the technical details of their work without considering the 
audience’s interest. 

The result is the other person zoning out and starting to think up 
excuses to exit the conversation.  

At the end, polite ‘Nice-to-meet-yous’ are exchanged but both 
parties had wasted time on this interaction. 

So how do you deliver your pitch, connect with your audience in 
a manner that captivates them? 

And even if they are not your ideal customer, they are so 
impressed that they want to refer you on to their networks? 

INTRODUCTION 



1. Five-Step Pitch Structure: Let’s 
start with the basics, you still need 
a standard elevator pitch in order 
to showcase your value in a 
concise and succinct manner. 

2. Delivery Length: How to adjust 
your pitch length according to 
each situation. This helps you 
maintain relevance while 
delivering impact. 

3. Storytelling: We share the art 
of weaving storytelling into the 
mix. This appeals to the emotional 
side of the brain and enhances 

IN THIS GUIDEBOOK, WE WILL BE
 SHARING THE FOLLOWING: 



#1 – Introduce Yourself  

People connect to people. 
So without stating the obvious, start by with a firm 
handshake along with an introduction of your name. 

#2 – Benefits Summary 

At this stage, introduce you company or position 
briefly. The key word is ‘BRIEFLY’ because you don’t 
want to dive into the technical details and bore 
them. 

However this stage is still necessary as people need 
something tangible to mentally anchor your work 
towards. 

For instance, “Hi, I’m Jane. I do help businesses in the 
publishing industry with copywriting”. 

After you are done, swiftly proceed to the next part. 

To start off here, is a simple five 
step process on how to structure 

your pitch:

PROVEN FIVE-STEP PITCH STRUCTURE



#3 – Problems Faced

Share a common problem that your ideal customer 
faces. 

Let’s be honest – The real reason why people are 
seeking your services because they are trying to 
bridge a gap between their current and ideal 
situation 

Hence it boils down four core needs: Increase profits, 
Reduce costs, save time and reduce workload. 

Clearly describing the existing problem(s) set the 
stage for peope to understand why your products 
exsit. 

For instance, “Most businesses lack the time and 
know-how to deliver the value of their offerings to 
customers succinctly.”

#4 – Present The Solutions

This is where your offerings come into the picture. 

Having described the problems earlier, you position 
your offerings as the ‘hero’ in bridging the gap 
between the current situation and ideal situation. 

For instance, “So I use my copywriting skills to grab 
their ideal customer’s attention, educate them 
about the services and increase sales conversions. 

#5 – Action 

To tie it all together, you open up a spon and invite 
them to join you on the journey.  
 



ADAPTING YOUR PITCH LENGTH 

#1 - The 10 Second Pitch

The purpose of a short pitch is to give the person a solid anchor to 
your professional identity. 

This short pitch is typically initiated when people ask 'So, what do 
you do?' 

If you are highly engaged with your work, it might be tempting to 
drone on about the intricacies of your work. Or worse drilling into 
technical details that cause them to tune out. 

Yet this might come across as self-absorbed or try hard. Instead 
you should aim to keep it short and crisp. 

For instance, my opening sentence could be "I am a marketer / 
writer / life coach.'



#2 - Ask Qualifying Question

If your opening pitch is punchy and intriguing, it opens up the 
conversation and makes the rest of the interaction more flow-y.

At this juncture, your conversation partner would have several 
questions in  mind. This cues them to ask questions and uncover 
more about what you do, leading to a two way conversation. 

During this exchange, you can start to inject qualifying questions 
into the conversation. To guide you in this exercise, think about 
your ideal clients.

What type of industry or customers do they serve? What are their 
goals they are aiming to reach? What type of challenges and 
pain points are they facing?  

Of course, don't just make this about you. Mix it up by including 
rapport building questions. For instance, what side projects and 
hobbies currently excites them? 

By taking time to understand them as a human being, you build 
familiarity into this new relationship. This beats the transactional 
approach of merely handing out business cards hands down. 

It allows you to form a more solid impression if the person belongs 
to your target market, or if they might know some one who is your 
ideal client. 

Either way, this allows you to tailor your 90 second pitch covered 
in the next section. 

Action - Jot down your qualifying questions and rapport building 
questions in the notes below. 



#3 - The 90 Second Pitch 

This is the long version of your initial pitch, but with a twist. Having 
asked qualifying questions previously, you are able to tailor the 
pitch for maximum impact.

To re-introduce a topic that links to your offering, ask a specific 
question to hook them in. 

For instance, "I recall about you mentioning about customer 
acquisition is part your challenge as a new business owner right?" 

Don't make it personal, highlight that their problem is simply part 
of the major trend. 

For instance, "Sure, I can understand your frustration. It's not your 
fault, most business owner experience this challenge too 
because of Reason XYZ. 

Describe a successful case study. This allows you to educate 
them about your services without coming across as sales-y. It also 
adds social proof you have demonstrated that other people are 
using your services. 

For instance, "I was helping a client who runs a cake shop 
business. She was facing 'Problem A'. So we worked on 'Strategy 
B'. Within three months, she increased her revenue by 'X %'. 

Introduce the soft pitch as a next step. Remember to make it 
benefits-based and specific to the problem they mentioned. 

For instance, 'If that is of interest to you, we can do a free 30 mins 
coaching session where we can explore robust methods of 
acquiring customers. When would be good for a chat next 
week?"

Action - Jot possible call to actions (e.g. consultation calls, online 
products, workshops) based on possible challenges your ideal 
clients encounter in the notes below.



WEAVING STORYTELLING 
INTO YOUR PITCH

Long after you leave a social interaction, 
people will have forgotten most of what you 
said. 

But they will remember how you made them 
feel. 

This is where storytelling comes in. 

While bullet points and statistics appeal to our 
logical brain, a great story has the ability to 
stick in your mind for a long time. 

Here are some fundamentals that you should 
know about: 



#2 Get descriptive and emotional

As human beings, we face the same universal emotions. 

Happy, sad, excited, angry, optimistic, despair. 

By describing the emotions of your character, you are able to 
get your audience to emotionally invest in the character, your 
story and ultimately your business. 

#1 Zero in on a character

Rather than showcasing a statistic (e.g. 
80% of people face imminent 
unemployement), we focus on giving 
your ideal customer a persona. 

For instance, you could state “Jim is a 
middle-aged caretaker. Along with 
three children to support, he still has an 
outstand house mortgage. Due to the 
company facing downsizing, his 
financial situation looks bleak.” 
 
Do you see what a difference that 
suddenly makes? 

Immediately you are able to relate to 
the story, instead of skipping through 
the statistics.



Next Steps...

Congrats! You have reached 
the end of the workbook. We 

hope completing these 
exercises has brought more 

clarity to shaping your 
Personal Brand. 

More About Social Star

We hope this guidebook has helped you understand how to 
deliver effective business pitches.

To receive the latest tips on business, startups and branding, let’s 
stay in touch! 

 Facebook

 LinkedIn 

 Youtube 


