Use

POST-IT
NOTES

To Build Your
Storyline
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BRAINSTORM

Get the ideas out of
your head

lake a step back:
what are the

BIG ISSUES?

Organise around

CHAPTER
HEADINGS
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Which topics should pbe in

YOUR WINNING PITCH?
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The Pitch
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PAIN

What is the problem
yYOu solve?

What is the HUMAN
RESULT
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[ ost time?
More cost?
Complex steps?
rritation?

| ost customers?
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Bad reputation?
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How do you solve the
problem?

NOTE: Start with the
Pain then introduce

the product
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UNIQUE

What's special anad new
apbout your proposition?

Any relevant
competitors to mention?
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OPPORTUNITY &
IMPACT

How big is your
potential influence?

What's the Impact
you can make?
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PROOF

Partnerships’

Members? Growth’

Customer
Testimonials’
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WHAT'SINIT
FOR THEM?

e R How does your
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S their strategy and
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WHAT DO YOU NEED?
and CALL TO ACTION

Money? Advice’
Introductions’

Follow Up Meeting’
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WHY YOU?

What's your
personal motivation to

offer this proposition?’

Your Enthusiasm
Counts!




)
leqgse ask

IN THE CHAT
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ACTION STEP

Brainstorm content for:

Pain, Product, What's Unigue,
Proof, What's in it for them,
What do you need? Why You?

20 MINUTES

Includmg Break Quickly write down
luq / - key words and phrases,
| — not full sentences
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i | , just write
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