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PROBLEM & SOLUTION

Problem, Need or Want

What problems/needs/wants does your solution address
One-off need or ongoing? Who, what, where, when?
Other benefits?

Alternatives and Existing Solutions
How does the customer currently meet their need?

Any issues with alternatives? Not fully meeting needs?
Any competition extending into product or service space?
Any similar products or services are they buying?

Your Solution

How does your solution address the need over the
competition? Sustainable? Repeatable? Additional products
or services? Anything unique?

Value Proposition

Why would anyone buy your solution?

Any shortcomings? How is your solution different? Better,
cheaper, faster? Do you have a competitive advantage?

YOUR CUSTOMER

Who is your Customer(s)

Who has the problem or need? Business or individuals?
Common segment or customer characteristics ?

Is your customer also the buyer? Where do they live/work?
Demo & psychographics

Your 30 Second Pitch!

Sales Channels °
How will you sell to your customers? Bricks and mortar,
online business, direct mail/catalog, wholesale,

distributors, value-added reseller, mobile business.

Marketing Plan

How will you reach your customers? How will you test
the market? How does the competition market?
Direct mail/phone calls? Social media, press, tv, radio,
website, blogs, webinars.

DO THE $$s WORK

Pricing and Income Projection o
How are you pricing your product or service?
What s your break-even point? How many x's do you NEED

0
(10)

Costs

Breakdown your costs: Start-up, fixed, and variable
costs.
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Metrics and Measurements
How will you measure the success of your business?
Profit? Units sold? Repeat customers?

Key Activities
What risks are there to your business? What are
the next tasks that you need to do? Priority?





