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(" The Hook

« What's your story?

« Why do we care¢

« One powerful sentence to
capture attention.

« This is your opening - make it
clear and compelling

The Problem

« What's the problem you are solving?

« What is the pain for the customer?

« Who is it for (Target Audience)?

« Why are current solutions not
working?

. How big is this problem (market
opportunity)?
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The Ask
« What EXACTLY do you want?
« Investment, Support, Mentorship.
. Be specilic.
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The Proof

 Early Customers.

« Research and Testing.

« Team members and knowledge.
« Revenue.

« Growth.

« Major Goals or Achievements.

« Partnerships.
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The Shift

e Turn the problem into possibility.

« But what if there was another
way....

« One sentence to lead into Solution.
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The Solution

« What do you do?

« Clear, simple, no jargon.

« How does it solve the issue?

« Why is it better?

« How will you make money?

« Audience must be able to describe
your solution after your pitch.

The Pressure Test )
« Business Model / Costs. « Key numbers.
« Marketing Channels. . Protection (IP, Patent, Trademark).
« Competitors / Unfair Advantage. « Why now? ,
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