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 One-page summary of the business model
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 List the top three problems your product/service is addressing.
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 Who are the target customers?
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 What is the single, clear, compelling message that states why your product/service is different and worth buying?
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 What are the top three features of your product/service?
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 What are the pathways to customers?
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 What are the key activities that must be measured?
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 What about your product/service means that it cannot be easily copied or bought?
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 Specific request for financing, summary of key points supporting the financial request
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