
What's your

Elevator Pitch?



Imagine you step into an elevator with a family who

are looking for a setting for their child. You have the

time it takes for them to reach their floor to sell your

setting and get them booked in for a tour.  An

elevator pitch is a short description of an idea,

product or company that explains the concept in a

way such that any listener can understand it in a

short period of time.
 

What should you include in your setting elevator pitch?



About  You. The first sentence should be about you. For

example, 'Hi, I'm Sam, I have been the manager at Little Tots

nursery for 3 years, lovely to meet you!'

 

About your service.  Use your setting vision and USP to

describe a sentence or two about what you do every day in

your setting.

 

  Ask a Question: Elevator pitches are usually face to face

situations, which means you want to be sociable and engage

you family in conversation. Ask a question to find out their

needs eg, what support networks do you have for childcare

or are you returning to work soon?

 

What Problem Do You Solve? Identify the value you offer to

your families . Don't just list the usual features, find the

benefits, eg long opening hours, flexible bookings, meals

included etc.  

 

Offer a Call to Action: Once you have give the information,

give the family something to do next in a call to action, such

as book a tour of your setting or take a brochure . Briefly let

the family know what they can do to follow up and hear more.

Provide a means for further contact or for scheduling a visit

to your setting, better still, book it there and then! 

 

Of course, this is unlikely to actually happen in an elevator,

but having this pitch ready, practiced and polished will leave

you calm and confident when enquiries call, at networking

events, on outings or in the community.   


