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Adapted from SRI’s Value Creation Partnership program

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 many times have you "caught" someone doing something right and you wished you had a way to them them abut it? Catch a Pacific Rising Star!
	Text2: Creating a culture where saying thank you is not a "special event"; recognize a job  well done; show appreciation for one another; in a recent employee survey, 30% of employees would like to receive more feedback and recognition; supports PR 15 6.17 and 6.18
	Text3: Create an attractive, print-friendly e-note (and paper template) to be sent to the employee and automatically copies the supervisor and HR; will open comment section and available on the website and InsidePacific; monthly drawing at each campus; message: Catch a Pacific Rising Star.
	Text4: increase employee morale, accessible, cross collaboration, inexpensive, simple & direct, timely feedback, promotes communication, lasting positive effect; builds on existing performance program; SHRM states that employers with a similar program show reduce absenteeism (currently 18% use accrued sick leave)
	Text5: Do nothing; limited to supervisor or employee feedback
	Text6: We need to catch someone doing the right thing!


