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PAIN

What is the problem
yYOu solve?

What is the HUMAN
RESULT
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[ ost time?
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Co2 emissions?
Society impact?
Kilos of plastic?

Damage to
environment?

Animals suffering?’

People affected?
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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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TRACTION or
VALIDATION

Partnerships’
Paid pilots’

Users? Revenue?
Growth’

Customer Interviews’
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OPPORTUNITY &
IMPACT

How big is the
Mmarket?

What's the Impact’
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INVESTMENT

Raised before’
How much raising now?

What will you spend the
money on?

Milestones you can reach?
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WHY YOU?

What's your
personal motivation to

offer this proposition?’

Your Enthusiasm
Counts!




ACTION STEP

Brainstorm content ftor;

Pain, Product, What's Unigue,
Impact, Traction/Validation

20 MINUTES What do you need? Why You?
Including Break
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Quickly write down
key words and phrases,

A "——— not full sentences

1’:

Don't think too much:
just write
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