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What’s the opening?Write down the Elevator Pitch  
for your current project.

What’s the Closing?

N

A

B

C

(Hook)

(Action)

What’s the important, 
quantitative, customer  

and market Need?

What’s the specific, 
quantitative Approach  
to satisfying that Need?

What are the quantitative 
Benefits per costs from  

that Approach?

Who is the Competition 
and what are the 

alternatives now and in the 
future, and why are your 

Benefits per costs superior?


	Text1: How would you like to learn how to conduct and participate in a productive meeting?
	Text2: It's cost - time and personnel resources - when meetings are nonproductive

	Text3: Offer training to help (1) people learn best practices for conducting meetings, and (2) people learn best practices for being productive participants in meetings
	Text4: A reduction in the number of "non-productive" meetings
A reduction in "wasted" time and personnel resources
	Text5: Maintain the status quo
	Text6: Attend a training session and bring your colleagues!


