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79 ~ Bt Pitch yourself.

Key tips

An elevator pitch in 30 ‘

seconds = Know the goal

% Know the subject

= Know the audience

z Qrganize the pitch

# Hook them from the
opening

= Plug into the connection

= Presentation matters

# |ncorporate feedback

# Tell/sell your story in a 3-
to 4-story elevator ride

# 30-second parameter
is based on the typical
attention span






