


Approaching Potential 
Employers 

  
It’s not easy… 
but it’s not magic  
either 
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How much of an extrovert 

are you? 
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Tips to Approaching and 
Securing Business Partners 

Master your elevator speech... practice, practice, practice 

Become an expert in your specific service-related program. Have 
stats ready to use in conversation and memorize your mission and 
vision.   

Create a list of all the individually owned businesses in your 
immediate community and a list of all your larger companies and 
corporations. 

Become involved in your area Chamber of Commerce and civic 
clubs. 

Carry your business cards with you everywhere you go! 

Always ask each person you meet with to introduce you to at least 
one other person who might be interested in working with you. 
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THEN…… 

 

        ALWAYS FOLLOW UP! 
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Plan to meet over coffee! 
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What is it? 
An "Elevator Pitch" is a concise, 
carefully planned, and well-
practiced description about 
your company that your 
mother should be able to 
understand in the time it would 
take to ride up an elevator.   

@ 60 seconds 
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What an "Elevator Pitch" is 
not: 

 It is not a "sales pitch."  Don't get caught up in using the 
entire pitch to tell the Investor/Grants 
Administrator/Employer/Business Owner how great 
your project/service is.  The Investor is "buying" the 
business, The Grants Administrator is investing in your 
service or project.  Tell him/her how you will run the 
project. 
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Six questions your "Elevator 
Pitch”must answer: 

1 
What is your project/service? Briefly describe what it is you 
sell, what you want to accomplish.  Do not go into excruciating 
detail.   
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2 
Who is your market? Briefly discuss who you are selling the 
product or service to.  What industry is it?  How large of a 
market do they represent? 
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       3 
What is your sustainability 
plan/model? More simply, how do you 
expect to make money, how the 
investor/employer can make money?   
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4 
Who is behind the 
project/agency/artist? "B
et on the jockey, not the 
horse" is a familiar saying 
among Investors. Tell 
them a little about you 
and your team's 
background and 
achievements. If you have 
a strong {advisory} board, 
or work team, tell them 
who they are and what 
they have accomplished. 
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       5 
Who is your competition? Don't 
have any?  Think again.  Briefly 
discuss who they are and what 
they have 
accomplished.  Successful 
competition is an advantage-they 
are proof your business model 
and/or concept work. 
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6 
What is your competitive advantage?  Simply being in an 
industry with successful competitors is not enough. You need 
to effectively communicate how your project or goals are 
different and why you have an advantage over the 
competition.  A better distribution channel?  Key partners & 
stakeholders?  Proprietary technology, curriculum, amazing 
people, etc.?  
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What your "Elevator Pitch" 
must contain: 

 
A "hook"  Open your pitch by getting the Investor's attention with a 

"hook."  A statement or question that piques their interest to want to hear 
more.    

About 150-225 words  Your pitch should go no longer than 60 seconds.    
  Passion  Grants Administrators expect energy and dedication from 

entrepreneurial grant writers.    
A request  At the end of your pitch, you must ask for something.  Do you 

want their business card, to schedule a full presentation, to ask for an 
application?   
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Now let’s write one! 
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Different Ways to 
Connect with  

possible Employers: 
Meet at a networking event, conference, trade show 

Access campus events, especially ones for free 

Present at a Civic/Service Club, City/County Councils 

Cold Call 

Hire a consultant that has connections in the 
community 

Access board members from yours or a collaborating 
agency 
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Techniques you can use to connect  
& make an impression after you use 

your elevator speech skills: 

Promotional Video with actual images 
from your program 

Endorsements from locally respected 
individuals 

Actual footage, work product from an 
articulate individual in your program that 
want to be a self advocate and an advocate 
for others. 
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From a student’s perspective: 

JOHN’s Story 

and advocacy 
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Aspirations 

What are your aspirations? 

“Plan for a career in teaching people about autism.  

People lack insight making having autism a life sentence in 

prison.  I bear responsibility for getting most people to see 

that people with autism are like each normal person inside.  

Most people are really misinformed.” 
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Advice for Professionals 

“Treat nonverbal people as totally intact in 
every way.  Need an advocate so they can make 
the same breakthrough I have.” 

“Finding the right mode of communication 
made the difference.   

Did you know you were capable of getting your 
thoughts out, on this level, through typing when 
you started? 

“The change was gradual as I learned the skills 
I needed.”   
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How have things changed over 

the past year? 
“Have made this a magnificent year.  I am a high 

school grad.  I studied with my teacher who 

started by tutoring me one on one.  Then she 

invited me to move into her class.  Began to have 

more self-confidence.  Was most overwrought 

about taking the hours of testing.  My anxiety 

lost meaning I beat it and passed.  Now I am 

signing up for a college class, and I know I am 

on equal footing with my typical peers.” 
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Tell Your Program’s Story 

Research shows….best 
way to tell the most 
complete story is through 
video. 
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Promotional Video to sell 
your program… 

This video entitled “100 Years” that I am 
about to show was created during the 
summer of 2011.  The idea was to have a 3 
to 5 minute video that would target local 
employers and businesses and inform 
them about Project 10 STING RAY. 
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