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JERIN ARIFA 

Communications Training: Elevator Pitch 

(Proprietary info and links removed.) 

● Highlighted words link to Dropbox docs or other locations with further explanations 

● Words in red have footnotes/further considerations 

Part 1.  Introduce yourself and the Clinic 

● Name 

● Title 

● Mission & vision of the Clinic 

● High-level overview 

If you have more than 1 minute, add: 

● RCT 

● CM 

● Your role as it relates to mission and vision 

 

A: 30 seconds 

Hello my name is [INSERT HERE], and I am the [INSERT TITLE HERE] at The Financial Clinic. We 

build working poor1 families’ financial security through an ecosystem of strategies that includes 

direct service, capacity building with other nonprofits, and systems-level solutions and social 

innovations. 

 

B: 1 minute 

Like Change Machine -- our online financial coaching platform, built by practitioners for 

practitioners. Change Machine contains all the tools and resources practitioners need to address 

their customers’ underlying financial insecurity. Change Machine offers instant access to game-

changing content and advice anywhere there’s a computer. 

 

                                                
1 “Working poor” is a loaded term. OK to use when general population, but may not be suitable when speaking to 
a potential customer; better to replace with “individuals and families like you.” 

https://change-machine.org/
http://talkpoverty.org/2015/02/24/addressing-basic-needs-financial-empowerment
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C: More than 1 minute 

I am also really excited because the results of a landmark2 national study of the Clinic’s financial 

coaching model were released this year and show that financial coaching helps working poor 

families move toward financial security. I’ve always known the Clinic does amazing work, but it’s 

nice to have a seal of approval from an independent research organization after a rigorous 

evaluation. The study was commissioned by the Consumer Financial Protection Bureau, the 

government organization Senator Elizabeth Warren started. Keep in mind, nine in 10 similar 

studies show null results. The results of the study were even better than I expected, and showed 

that even one meeting with a financial coach can have a huge impact on a customer’s financial 

security. In the study, our customers increased credit scores by an average of 33 points, reduced 

debt, and started saving, although most of them earn about only $20,000 per year. As [INSERT 

TITLE HERE] I am excited I get to be a part of this transformative work by [CONNECT YOUR JOB 

DESCRIPTION TO MISSION/VISION]. 

 

Part 2: Identify your audience and offer an applicable problem/solution 

After 10 years, the Clinic has demonstrated a “gold standard” model for building financial security for 

working poor families. There’s a need we sought out to address, and it manifests itself differently for 

each stakeholder. Identify your stakeholder, and give them a reason to listen to you! 

A.      Problems for the Field 

Problem Solution 

Financial insecurity is 

pervasive and often 

stymies many nonprofit 

organizations from fully 

and effectively serving 

their communities. 

Embed financial security actions within existing service delivery 

models for accelerated outcomes for the customer and faster, 

better, cheaper results for the organization. 

 

Few organizations have the Expertise: Most people tune out during discussions of finances 

                                                
2 “Landmark” OK to use for general public. May not be best choice of word for those with research background; 
“third party” or “unbiased evaluation” might be better choice of word 

 

http://www.urban.org/research/publication/evaluation-impacts-and-implementation-approaches-financial-coaching-programs/view/full_report
http://www.pressreleaserocket.net/landmark-new-national-study-proves-the-financial-clinics-model-of-financial-coaching-helps-working-poor-achieve-financial-goals-increase-economic-well-being/364443/
http://thefinancialclinic.org/wp-content/uploads/2015/10/Clinic_and_Branches_Practitioner_Summary.pdf
http://thefinancialclinic.org/wp-content/uploads/2015/10/Clinic_and_Branches_Practitioner_Summary.pdf
http://www.urban.org/research/publication/evaluation-impacts-and-implementation-approaches-financial-coaching-programs/view/full_report
http://thefinancialclinic.org/topics/introducing-the-financial-security-ecosystem-a-holistic-model-for-scale-and-impact/
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expertise, support, or 

resources to fully address 

their customers’ financial 

insecurity. 

because of a host of reasons like societal stigma, our cultural 

tendency to think math is hard, and fear of our own finances. 

There is a lot to learn and know when it comes to credit, debt, 

taxes, etc. The Clinic specializes in this knowledge and our 

methods work, as shown by the landmark national study. We also 

have a way to keep up-to-date with this information through our 

online platform, Change Machine. 

 

 

B.         Problems for Practitioners 

Problem Solution 

Social justice fatigue – 

feeling overwhelmed at all 

the problems customers 

face and not knowing what 

to focus on first. 

Poverty underlies the majority of the problems our partners seek 

to alleviate for their customers. We created Change Machine – 

our online financial coaching platform – to meet the needs of the 

1.8 million social service staff on the front lines of anti-poverty 

programs. Everyone from re-entry caseworkers to domestic 

violence advocates. Even the simplest financial security-building 

action can help a customer. 

 

Wanting to help, but not 

knowing how. 

Change Machine’s SHARE and LEARN provide instant access to a 

myriad of lessons, experts and colleagues who may have the 

answer to your questions. 

C.         Problems for Customers 

Problem Solution 

1 in 7 Americans and 1 in 5 

kids live in poverty. 

In the last 10 years, the Clinic helped return over $42 million back 

into the pockets of over 15,000 customers. That’s a great 

accomplishment, but we want to help millions – not thousands. 

By embedding financial security actions into the service delivery 

of other nonprofits, we can reach working poor Americans where 

http://talkpoverty.org/2015/02/24/addressing-basic-needs-financial-empowerment
http://thefinancialclinic.org/wp-content/uploads/2013/03/scaling-financial-development.pdf
http://www.feedingamerica.org/hunger-in-america/impact-of-hunger/hunger-and-poverty/?referrer=https://www.google.com/
http://www.feedingamerica.org/hunger-in-america/impact-of-hunger/hunger-and-poverty/?referrer=https://www.google.com/
http://thefinancialclinic.org/wp-content/uploads/2013/03/cash-value-report.pdf
http://thefinancialclinic.org/topics/introducing-the-financial-security-ecosystem-a-holistic-model-for-scale-and-impact/
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they are and in a way that is most helpful to them. 

 

Many presenting issues of 

customers have one 

underlying problem – 

poverty. 

By addressing their immediate financial challenges and helping 

them set long-term goals to achieve financial mobility, we can 

empower customers to transform their lives. 

 

Very few customers seek 

out financial coaching due 

to lack of knowledge, 

societal stigma, etc. 

By embedding financial security actions into the service delivery 

of other nonprofits, we can reach working poor Americans where 

they are and in a way that is most helpful to them. By tying their 

financial security-building activities to a passionately held goal, 

customers are more likely to make progress. 

 

 

 

 

Part 3: The Ask. What action do you want your listener to take as a result of your conversation? 

 

A: Join Change Machine 

Right now you can get a free trial of Change Machine. I would love to have you join the 

professional social network, where over 1,000 social service staff, advocates and thought 

leaders share best practices and ask questions. I truly believe we can eradicate poverty if we 

work together. May I have your business card to invite you? 

 

 

B: Sign up for our newsletter 

We are doing some really exciting work around the nation, having already helped over 320 

organizations in 21 states embed financial security into their service delivery. I would love to 

keep in touch and let you know of our various projects, in case there is an opportunity for us to 

work together. May I have your business card? 

 

 

http://talkpoverty.org/2015/02/24/addressing-basic-needs-financial-empowerment
http://talkpoverty.org/2015/02/24/addressing-basic-needs-financial-empowerment
http://thefinancialclinic.org/topics/introducing-the-financial-security-ecosystem-a-holistic-model-for-scale-and-impact/
https://change-machine.org/signup
http://thefinancialclinic.us2.list-manage.com/subscribe?u=0514cd2a61c9a9b2ddf725ad4&id=7405dce41b
http://thefinancialclinic.org/topics/introducing-the-financial-security-ecosystem-a-holistic-model-for-scale-and-impact/
http://thefinancialclinic.org/newsletters/
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C: Meet with a financial coach 

We provide free financial coaching, which is not based on income. I saw a financial coach myself 

to learn more and have my personal cheerleader and accountability partner. Here’s my card. 

Please call to make an appointment or if you want to refer anyone else. 

 

Other potential asks: 

1. Visit a VITA site 

2. Attend a webinar or presentation 

3. Discuss a future partnership 

4. Get the Clinic on a panel 

5. Any more? 

 

 

http://thefinancialclinic.org/
http://thefinancialclinic.org/
https://change-machine.org/events
https://change-machine.org/partners
http://us2.campaign-archive1.com/?u=0514cd2a61c9a9b2ddf725ad4&id=291d1e9fd9&e=%5bUNIQID%5d#leftbottom

