
N A M E  O F  T H E  A C T I V I T Y :



1)  Special  education  type, class  (age),  
teachers  (emp loyab i l i t y  &  special needs)

B E G I N N I N G

2) Duration,  tools ( instruments)  used,
security measures ( if  any) ,  resources

3) Basic activity concepts and symbols
(both art  & SNE)

4)  Teaching-learning methods and
techniques 

5) Aims that may be obtained (Preliminary checking of the Taxonomy, the objectives,  verbs and
domains that may be obtained in the taxonomy taken the target learners into consideration)



1) Methods of attracting the attention 
(employability & SNE teachers will develop)

D U R I N G  T H E  A C T I V I T Y

2) Providing the motivation,  notifying the
target group

3) Transit ion to the explanation of basic
concepts and acts of the activity
(Prerequisite information) 

4)  The teaching methods and techniques
to be applied are explained in detail .

5)   Continuous observation of the learners by checking the Taxonomy, the objectives,  verbs and
domains of the taxonomy. 



1)  Obtained Quantif ication and
consideration

A T  T H E  E N D  O F  T H E
A C T I V I T Y

2) Results after the observation of the
learners by checking the Taxonomy, the
objectives,  verbs and domains of the
taxonomy

3) Gainings of the learners ( in both 
employability f ield and special education 

f ield)

4)  Notes  for  success  or  betterment  of 
the  activity  with  a  vision  of  
emp loyab i l i t y  &  SNE amalgamation  

5)   Recommendations for further works/studies for employability & SNE amalgamation 
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	Name: Elevator pitch: how can I present myself?
	1: 
	1: - Special education type: Multiple disabilities- Age: 18 - 25 years old- Teachers: Special needs teacher and educators
	2: - Duration: 60 minutes- Tools: Paper, pencil, camera or cellphone with camera- Group of 5 pupils
	3: The main objective of an elevator pitch is to describe in a basic and summarized way the work or projects that a candidate is working on. This speech, if done correctly, can serve to attract those who listen to it and favor the arrangement of a meeting, appointment or job interview. "Elevator pitch" is a name that comes from English and refers to a speech or presentation that has to last less than an elevator ride. It is a very important technique for people who are looking for or improving their job, as it allows them to capture the attention of potential employers about the candidate's profile. Living in an increasingly competitive world, it is vital to have a few minutes message in mind with which an applicant can convey relevant information about the way he/she works and inspire confidence. It can also be a good strategy for networking activities, conferences, follow-up calls and even job interviews or job fairs. Mastering this technique becomes a valuable resource for people with disabilities who face greater obstacles in the process of professional insertion and must know how to use all available resources.
	4: Numerous studies argue the importance of play in the development process of individuals as it favors different social and cognitive skills. Play promotes the general development of the person, as it allows him/her to test rules and limitations that can later be extrapolated to real situations with a certain guarantee of success. In the same way, the game process contributes to pupils with attention deficit to the development of socio-emotional skills such as sociability, creativity, critical and communicative capacity, stimulates action, reflection and expression. The use of play allows the transmission and understanding of abstract concepts and complex topics that are otherwise difficult to comprehend. Finally, the game as a group technique for cooperative learning aims to study the social behavior of a particular group. Thus, in the implementation of the activity we will work with the Role-Playing methodology.
	5: Within Bloom's Taxonomy, this activity aims to work on two domains: Psychomotor and Cognitive. In the case of the Psychomotor Domain, the Origination category will be worked on, where young people will have the opportunity to design their own elevator pitch with a relevant presentation of themselves. On the other hand, in the Cognitive Domain, the Analyze and Evaluate categories will allow participants to identify and distinguish from a critical perspective the skills and aptitudes that should stand out to potential employers. They will learn to evaluate and summarize the relevant information they should mention during the elevator pitch to enhance their employability.

	2: 
	1: With this tool, participants must be able to summarize essential ideas and organize them in an attractive way. It is important that the participant puts himself in the listener's position to know if what he is telling is worth listening to, generates a hook to hold their attention and imbues each word with enthusiasm and conviction.During the workshop, participants will receive training and guidance to master the 5 keys that should always be present in these speeches:- Creativity- Assertiveness- Adapt the time- Knowing the audience or the person to whom it is addressed- Anticipate the questions that may arise in order to have quick answers.
	2: To motivate workshop participants, they will be informed that once the workshop is over, they will be provided with a guide with the main points to practice and develop to perfect their elevator pitch.
	4: Role play exercises give participants the opportunity to assume the role of a person or act out a given situation. These roles can be performed by individual participants, in pairs, or in groups which can play out a more complex scenario. Role plays engage participants in real-life situations or scenarios that can be “stressful, unfamiliar, complex, or controversial” which requires them to examine personal feelings toward others and their circumstances.Role playing can be effectively used to:• Motivate and engage students• Provide real-world scenarios to help students learn• Learn skills used in real-world situations (negotiation, debate, teamwork, cooperation, persuasion)• Provide opportunities for critical observation of peers 
	5: It is important to continue working with the two previously established domains of Blom's Taxonomy: Psychomotor and Cognitive. In the case of the Psychomotor domain, attention should be paid to the Origination category. For this, it is essential to provide personalized support to each participant and coaching work that will allow adjusting the elevetor pitch to the needs and strengths of each participant in order to show his or her suitability for a given position. In the case of the Cognitive Domain, it is important to highlight the Analysing and Evaluating category, so that participants can identify and distinguish from a critical perspective the skills and aptitudes that should be mentioned during their elevator pitch. It is essential that participants receive tools that allow them to evaluate and summarize the relevant information they should include in order to improve their employability.
	3: In the case of this workshop, a role-playing dynamic will be implemented to simulate a meeting between a potential employer and a potential employee. During this meeting, the candidate must capture the employer's attention with an elevator pitch adjusted to his/her profile and that of the company. In this dynamic, one participant will play the role of the CEO of a company and another participant will play the role of a candidate looking for a job. While the activity is taking place, the other participants should observe and take notes on the positive and negative aspects of the interaction. Once the first intervention is over, the participants will share what they have observed and, on the basis of what they have discussed, each participant must prepare his or her own elevator pitch. To do so, they will receive direct guidance from the teachers coordinating the activity. At the end, everyone will do the same simulation, exchanging roles and correcting the deficiencies found. It is important that participants prepare their own script, in written form, so that they can use it on future occasions. This should include:1. The name of the profession 2. Description of the professional profile. 3. Mention some distinguishing feature: sector, technology, qualifications, languages, etc.4. Comment on some of the candidate's achievements and what positive awareness he/she has had in the company.5. Introduce information about professional competencies.6. Maintain a positive and natural language. 7. Closing the Elevator Pitch. Depending on the person and context, it may be interesting to strengthen the contact to establish a more long-term relationship.

	3: 
	1: At the end of the activity the following variables are expected to be positively favored (high scores): - Autonomy- Self-esteem- Self-knowledge- Employability- Assertive communication
	2: From the development of the activity and, taking into account what is established in Bloom's Taxonomy, the following results are expected to be achieved: - To have an impact on self-knowledge at a personal and professional level of the participants.- To teach how to identify the main aspects to take into account when preparing an elevator pitch.- To maintain motivation and not to despair when the expected results are not obtained.- To elaborate a guide of good practices on how to prepare an present an elevator pitch.
	3: With the development of this workshop, participants will be able to elaborate their own elevator pitch, which is a useful tool during the job search in different contexts. The clearest and most usual are events and job fairs. Also, it becomes a very useful tool when networking more closely through family, friends, former schoolmates, former work colleagues. In this way, they can get an idea of the candidate's professional profile and transmit offers or possibilities that they have accessed by other means. Training courses and workshops are another of the most favorable places, in this case most of the people will also be looking for a job and this scenario is a great opportunity for the candidate to present himself/herself effectively. People in active search are a very interesting channel because they are looking for a lot of information and can serve as a link to job opportunities.
	4: To create an effective elevator pitch, it is essential that the participants' message answers the following questions:- Who are you and what do you do? These questions should preferably be answered within the first 20 seconds. - What need do you solve and what solution do you offer? This should be made clear in the second 20 to 40 seconds. - Why are you the right person for the job? The closing should take no more than 10 seconds to achieve an elevator pitch under 60 seconds. A formula that can be followed is as follows:Who I am + verb + addressee + problem + result + objective.
	5: The Elevator Pitch is a well-structured professional sales presentation that summarizes the value that an individual can bring to a project or company, with the objective of obtaining a job, business or collaboration opportunity and is presented orally. It is usually given in a context that is not officially programmed, by this I mean that it can be given in multiple situations of everyday life. Sometimes this opportunity may be sought or provoked and at other times it may be casual. For this reason, its use and mastery should be enhanced in people with disabilities, in order to facilitate their accessibility to professional insertion, through all available networks.

	4: The way in which stories are communicated determines the influence that the applicant can have on his or her interlocutor. For this reason, it is essential to work with the participants on the ability to create a memory and the most effective way is through transmitting one's own personal brand.


