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Is your elevator pitch taking
your business up or down?

by Matt Amato

You feel like a tiger. The suit
and smile ooze confidence,
setting you apart from the rest
in the networking game.
Somewhere out there is that
contact, the person who after
hearing about your business will
morph your brainchild into a
money spinner.

The chance meeting occurs,
but only lasts for 30 seconds,
just enough time for a fumbled
“hello, how are you,; nice
weather, my name’s....” Then
whoosh, it’s gone. In just 30
seconds, says small-business
consultant Jeffri Epps, the
target contact could have
learned what you do, how you
do it and how you can help their
lives.

In the business world it’s
called the “elevator pitch,” a
rehearsed tool for those im-
promptu and brief moments
which unexpectedly bring
people together—like in an
elevator.

“It’s geared toward a

networking perspective,” said
Epps, who has 20 years of
brand- marketing experience
with corporations such as Coca-
Colaand WH Smith. “Riding
between floors, there’s very
little time to communicate an
idea.” Doing so in a clear,
confident and succinct way is
essential. A little homework is
required and, according to Epps,
should resolve three elements.

“First, you really need to
understand who your target is.
It’s possible to say your target is
women aged 18-40. But, instead
if you say it’s for moms, that’s
going to resonate much stronger,”
she said. “Next, you really need
to understand what you do and
how your target perceives it. Can
they explain it [what you have to
offer] in three seconds instead of
three minutes? The third element:
[clarifying] how your client
benefits. It could be that you
provide hands-on service or a
one-stop shop. What’s the client’s
benefit?”

Epps recommends weaving
these essentials into 15-, 30- and
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DON’T LOOSE YOUR HOME TO FORECLOSURE

We Can Help And You Don’t Have To Sell Your Property

Whether you are in bankruptcy or forbearance, we can stop
the foreclosure of your home within 48 hours. Our private
lender offers a unique program to fit your particular
circumstance and it doesn’'t matter if you are unemployed or
have bad credit!

CALL OUR 24-HOUR MESSAGE LINE
800-609-6168

One of our Certified Advisors will show you the advantages that

this program has to offer:

+ Payoff your existing mortgage and stop the foreclosure
process

+ Refinance your property with a 0% interest rate for 1 year

» Reduce your current mortgage payment

» NO mortgage payment due for 90 days after closing

90-second pitches. Keeping a
pitch’s content flexible is also
important. ““You often find
yourself with a different audience
and sub-target groups. I had a
client recently whose target was
women 18-40 but was addressing
amale audience. So instead of
saying “‘women,” she referred to
“daughters and wives.”

Practice is the mother of a
good elevator pitch. “That way
when you have a short window,
you’re comfortable with it,” said
Epps.

Jeffri Epps is the founder
of FourEyes, LLC, a com-
pany specialising in strategic
planning, market research
and excutive coaching. For
more information visit
www.foureyesinsight.com or
call 404-320-9240.
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Seminar on establishing
credit for business start-up
or expansion scheduled

Ralph Concentine has announced that he will host a
seminar for people looking to start or grow a business with a
clean line of credit on Saturday, Jan. 7, from 1 p.m. to 4
p.m. at the Lithonia Hilton Garden Inn Hotel, located next to
the Mall at Stonecrest, at 7890 Mall Ring Road.

Concentine, who conducts business seminars across
Southeastern U.S., said the seminar is to educate business
owners on the two major facts of obtaining business credit.

“Many potential and existing business owners resist the
inward calling of business ownership or expansion due to
their false understanding that their personal credit files will
be checked to open and or maintain their financially healthy
busmess I want to education people on the truth of the
matter,” said Concentine.

Attendees will also be taught how to organize and insure
their business, how to obtain toll free phone numbers, employee
ID and Dun & Bradstreet numbers, as well as how to open
business bank accounts without providing personal banking
history information or completing credit applications, according
to the announcement.

Participants will receive a seminar workbook, links and
Web sites. The cost to attend is $50 per person or $100 for
three people listed under one company. Call (404) 419-6409
for more information or to RSVP.

E

|.
[

5..-{ TWO MEN AND A TRUCK
=) Movers Who Care.”

1
Residential, Commercial and Interstate Moves
Same Low Rafe Seven Days a Week
Professional Packing Service

No Hidden Charges

i B WENETT

TWO MEN AND A TRUCK®
Phone Numbers: 770.938.1113 - 770.482.1189
TT0.492,1191 - 877952 BGAI (ol fren)

1625 Rock Mourbsin Boulevard, Swite O
Sitome Mounitain, GA, J00E3
Fax: TT0-938-1114

= COURDW EXFRES 01731006 - -~
Berition This Ad to Recsive 5% Off

Of Qur Already Regular Low Price
“CaLL For DETAILS"




