Generating an Elevator Speech or Value Proposition

The following is based on material collected from a variety of locations but depends heavily on a format proposed by Geoffrey Moore in his book Crossing the Chasm. The Elevator Speech consists of a brief statement that concisely expresses the value proposition of the business.

To generate your Elevator Speech, begin by supplying the following information:

1) List your target customers or customer groups. 


2) Identify your most important customer or customer group. 


3) Identify the need or critical issue facing this customer group. 


4) Quantify the need listed above in dollars, time, productivity, etc. 


5) Indicate the unique name of your product or service. 


6) Identify a generally understood category of product or service to which your product or service belongs. 

7) List the benefits – not the features – that your product, service, or concept provides to the customer. 
8) Identify the single most compelling benefit and quantify it. 


9) List the products or services that compete with your product or service. 


10) Develop a statement of the primary differentiation of your product, service, or concept compared to the competitors. 


Now we will develop the actual Elevator Speech. Using the data prepared on the previous page enter information in each space below.

For: 
(Enter data from #2.) 


who:
(Enter data from #3 and #4.) 




 ,

the:
(Enter data from #5.) 


is a:
(Enter data from #6.) 


that:
(Enter data from #8.) 




 .

Unlike:
(Enter data from #9.) 




 ,

our:
(Enter data from #10.) 




 .

After entering the information in the blanks above, try reading the statements with the lead-in word(s). (You may need to adjust the words you entered a bit.) To further develop your Elevator Speech, you may want to expand some of the phrases somewhat or adjust the wording. We do not recommend changing the order of the phrases. This order emphasizes the customer first and closes with your discriminator.
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