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Elevator Speech Model 
 

Theme Example 
Rhetorical Questioning: Speakers use questions 
to quickly establish a rhetorical situation. 
 

How many of us would like to see more of our 
energy coming from oil independent and 
renewable energy sources? Everybody. 

Problem, Opportunity, and Solution: 
Speakers introduce a specific problem in a 
market segment as well as a lucrative financial 
opportunity that can arise from solving the 
problem. Then, the speaker presents a solution, 
i.e., their business proposition. 

Wind energy is the fastest growing renewable 
energy source, but it needs an energy storage 
system capable of preventing voltage and 
frequency fluctuations. This is a 20 billion dollar 
opportunity in the energy storage space. 

Logos-Ethos: Speakers use both ethos and logos 
to persuade the listener. Logos is characterized 
by deductive reasoning, while ethos is 
attained by a combination of the following: 
Expertise, Prestige and Self-presentation 
(Kenton, 1989). 

During my five-year Ph.D. at MIT working with 
professors [names three professors], [Logos] I’ve 
developed a new ultracapacitor that can solve 
this problem by increasing the energy density of 
commercial devices by a factor of 5, cutting cost 
in half, provide 10 times more power than 
batteries, and--unlike batteries--it’s scalable in 
size and can be fully charged and discharged over 
a million times. 

Conclusion/Sell/Ask. I’m here because I’m looking for people with 
business development experience and large-
scale manufacturing, who share my passion and 
determination in commercializing and scaling this 
patented, breakthrough technology. 

Adapted from: Boisvenue, G. (2013). The art of the elevator pitch: A qualitative study on the key rhetorical features of a 
successful venture capital pitch (Order No. 1544115). Available from ProQuest Dissertations & Theses Global. (1433828502). 
Retrieved from http://ulib.iupui.edu/cgi-bin/proxy.pl?url=http://search.proquest.com/docview/1433828502?accountid=7398  

 
Elevator Speech Activity 

 
Scenario: You are serving on a large campus-wide committee with senior campus administrators, 
faculty, staff, students, and community members. You enter an elevator with committee member, and 
she asks you, “What brings you to work at the Library?” 
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Conclusion/Sell/Ask.  

 


