ATTACHMENT 8: THE 30-SECOND ELEVATOR PITCH FOR NON-PROFITS
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Top 10 Tips:

Think short - no shorter than 30 seconds and no longer than 3 minutes. Time it. Practice it. Get feedback from your invested donors and
board members.

If your topic is complex, use the "anchor & twist" format to orient your audience. Anchor on your organization's impact - we help people
lift themselves up, we help students graduate from college and make an impact in the community, we prevent childhood obesity, etc. -
and twist to the investment that will make the end result happen.

Don't wing it, script it. Once you've figured out how to explain something well, there is NO value in novelty. Tell it the same (effective)
way every time. (* While you should script it, it does not mean you can't improve your script over time via input, etc.) Practice in front of
your peers and colleagues and critique how engaging you are. You don't get a second chance to make a first impression.

“Why"” comes before “What.” People will understand better what you're doing if they first know why you're doing it. Here's an example:
"Most people invest some of their savings and give some of it away to charity. Wouldn't it be nice if you could do both at once -- get
interest AND impact? That's why we invented the Calvert Community Investment Notes."

Mandatory: Include a story. For a nonprofit pitch, talk about the people or cause you help. Put a true face to the aide.

Know what you want and include an “ask.” This does not have to be a request for a financial contribution - it can be an “ask” for
volunteer work, ideas or even just more time to discuss your organization. Invite them to be engaged with your efforts.

Tell "who." Illustrate why you and your team are the right people to implement your efforts and why you will be successful. People like
winners. Illustrate why you and your co-workers are winners.

Use questions as well as statements. This shifts your audience from questioning and challenging your idea to wanting to assist you.

Delivery matters. In the restaurant business, it is a common training tip for wait staff to say something like "Your customer should never
know if you're having a bad day." The same goes for your elevator pitch - have passion, clarity and focus. Make it clear you are not just
an employee of the non-profit, but a believer, ambassador and active participant.

Think through all the non-verbal aspects of your pitch. Videotape yourself. Practice in front of others. You get one chance to make your
best impression.






