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MAKING THE ELEVATOR SALES SPEECH

Q: “Getting the door shut in my face” is how I describe the many prospects 
who get put off even before I can finish spending five minutes on what I 
want to say. 

No matter how I plead with them, few show me any mercy to allow me 
to finish.  They seem so hard and diffi  cult. 

Why do they treat me this way?  How can I change this fate of mine? - 
Slaughtered

A:  You should know that many people are weary about salespeople.  In fact, 
the higher up they are, the more they loathe salespeople trying to push 
them into buying.  So, when you behave like one of them, you will stand 
no chance with your prospects at all.  You, therefore, need to be impressive 
and different from the others. 

Bottom Line:  A powerful way that gets me interested in someone’s products 
is when he tells at the onset how his products have helped others and then 
goes on to say how I can also benefit as well.  

You see, many of us are impatient people. We want to hear “what’s in it for 
us” fast, and well said too. So, you’ve got to carve out a credible statement in an 
elevator format that covers everything about what the product can do for them 
in two minutes.  

Let’s use an example of one way. “XYZ and ABC organisations have
benefitted immensely from the coaching programmes we did for them.  Today,
their managers are able to build strong teams that have surpassed previous sales 
records by three-fold.  I’d like to show how I can do the same for you too.”

Powerful Questions:
• What are the unique strengths of your product? 
• What key points do you want to have in your elevator speech?
• How are you going to say it? 
• What behaviours will impress your prospect that you are an exception? 

A
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All questions and coaching enquiries may be emailed to: 
mikeheah@corporate-coach.com or call 03-6205 4488

DISARMING THE “GATEKEEPERS”

Q:  Most of the time I get shown out of the door by the secretary or a company’s 
representative who gives me all sorts of reasons or excuses why I can’t meet 
their boss. 

Even before I can finish my sentence, they already know what my
purpose is.  I get stopped in my tracks and they politely (sometimes even 
rudely) tell me that I can’t see the person I want to see. 

There are just too many of this kind of disappointments that make it 
difficult to earn a living from selling.  How can I do better in this? - Rubbish
Bin

A: You probably underestimate the “powers” of the gatekeeper, like the 
receptionist, secretary or company representative who can make it either 
possible or impossible for you to meet their boss. 

So, if you just walk in without impressing them or are unprepared with 
what you have in mind to say, you will continue to meet the same fate.

Many of these gatekeepers have been trained to say the same thing to
“salesmen”.  So they just repeat the process with you and show you the door! 

Bottom Line: Very quickly, you need to build a warm relationship with the 
gatekeeper who holds the cards on whether your time there is wasted or not.  

Steer your conversation in such a way to make them feel important.  A warm 
smile, politeness, gentleness and a friendly disposition will go a long way to make 
this happen.  Impress them with your confidence and professionalism too.

When you finally get to talk to their boss (prospect), be ready with a well-
prepared “benefit oriented” message that makes him feel that his gatekeeper has 
done a great job in making the appointment for you.

Powerful Questions:
• How do you want the gatekeepers to perceive you? 
• What will make them be helpful to you? 
• What is your “benefit oriented” message for the prospect when you finally 

meet them? 
• What will you do to exude confidence and professionalism? 

Corporate Coach Academy is conducting a 2-Day Coaching Power Tools workshop 
on Sept 28–29. Call 03-62054488 or log on to www.corporate-coachacademy.com. 

Read the ‘Stories That Coach’ at www.mikeheah.com.
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