
Grand in 60 Seconds Elevator Pitch Contest Rules & Tips 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Overview  
An Elevator Pitch is a quick overview of your business idea that you should be able to deliver 
powerfully and concisely to a potential investor in your business.  The idea of an elevator pitch 
comes from imagining a scenario where you are riding the same elevator as a potential investor 
or strategic partner, and you have just 60 seconds or less to pique their interest in your 
business concept.  

• The first impression is critical in capturing the attention of a potential investor or 
customer.   

• The elevator pitch should provide enough information to pique the interest of potential 
investors and strategic partners. It should provide a clear picture of your business 
venture, the problem you solve for your customers, and briefly how the business will 
work. It should be delivered effectively and succinctly.   

 

Rules   
• The competition is open to any entrepreneur or potential entrepreneur.   All presenter’s 

must be current IWU students. 
• The business you pitch can be at any stage of development from a concept you’ve just 

thought of to something you’ve been working on for years. 
• Franchises, multi-level marketing, or other non-original concepts are not permitted. 
• Each presenter will be given a maximum of 60 seconds to present their elevator pitch to 

the audience and a panel of judges. Both the audience and the judges will score each 
contestant. 

• No setup time is allowed; if you choose to feature a prototype or other props be sure to 
have them ready to go before your time begins. 



• Index cards or other notes are NOT permitted for the Elevator Pitch Competition, as you 
would not expect to have the benefit of these notes in a real life situation. 

• If your startup is led by a team, only one team member will give the pitch. While team 
members may not all be IWU students, the presenter must be a current student.  The 
60-second Elevator Pitch will be uninterrupted. 

• Once all pitches are complete, all presenter’s will be invited back to the stage for a 15-
minute Q&A time with the judges.  Answers will be limited to 30 seconds. 

• The judges will deliberate during a brief networking time. 
• Pitches containing foul or obscene language, adult themes, illegal or unethical content 

or other content deemed objectionable by the judges will be disqualified and the 
presenter will be asked to leave the stage immediately. 

 
Evaluation Criteria   
The judges will evaluate each team based on the following factors: 

• Clarity: A clear understanding of the business concept was present. The problem and 
solution offered by the concept are understood. 

• Originality: The business appears to offer an original idea, or a novel twist on an existing 
concept. 

• Profitability: Enough detail was provided to demonstrate how the business will generate 
revenue and become profitable.   

• Interest: As potential investors, judges would be interested in scheduling a follow-up 
meeting in order to learn more about the opportunity. The best pitches are those that 
an investor would want to schedule a follow-up meeting for further discussion because 
they believe this company represents a strong investment opportunity. Remember 
you’re just providing a “teaser” to the audience with the purpose of having them ask 
"tell me more about your company.” 

 
Pitch Tips 
The best pitches should communicate as much of the following as possible and relevant: 

• Remember – your pitch should be for a business, not just a new product or invention.  
Develop the business model around an innovative concept 

• Clear explanation of the product/service and the problem it solves for customers 
• How the company is unique and different from existing competitors 
• Does a market exist for this product/service?  Can you reach that market? 
• What is the current stage of development of this idea?  
• The business has the potential to become profitable 
• The entrepreneur has an understanding of the money and other resources that will be 

needed to launch the business  
 
Common Pitch Mistakes  

• No energy and passion in the presentation   
• Too much technical language; focusing on the technology rather than the customer 

need and solution 



• Failure to explain the customer problem you are trying to solve   
• Too much discussion about the idea and product and not enough explanation about the 

market, business opportunity, and profitability   
• Listing too many names of clients or partners. Indicate how many clients and name a 

few big names to spark interest   
 


