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SRI International’s Elevator Pitch worksheet
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 would you like to a free IPHONE to enhance your college experience?
	Text2: One-Stop Tiger Experience
Faster, Convenient, Fun!
Registration, Bookstore Purchases, Food, PacificCard Cash, Email, Payments, and Way-Finding
	Text3: Call I-University for Consultation; Cost $35 per year, per student; Accumulated points for online use; Build your own avatar by going through applications; partner with current vendors to be part of Tiger Apps
	Text4: 75% reduction in student visits; paperless environment friendly, no running from office to office; one-stop shop; reduction in staff resources and time
	Text5: Other institutions have started this
	Text6: 


