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Mission Values
A mission statement ig a ghort gtatement of why (ore value ave the rundamental beliers of a person
an organiation exigts, what its overall goal i, or orgamgation. (ore valueg algo help companies to

idew{'iﬁing ﬂ.e 302\' Of ifs orera’(iowsz wha’c kivlol Of 4e{'eYW|‘|V|e of ﬂ,ew ave 0N ﬂ,e r".gl,{' raﬂ, and fq|fi“gv|3

product o gervice it provideg, itg primary cugtomers 4 0al5 by creating an wnwavering guide.
or market, and itg 3e03ra|olnca| ve3ion of oreva‘faon. \ﬁ
Vision Your Why (not the biz) N .

A vision statement 15 a declaration of an Simon Sinek's "Start with |\fhy’
organization’s objectives, ntended to guide it5 wtermal WHY you're doimg i, how you've doing it and

decigion-making. what you're doing.

Objectives Unique Selling Proposition

Marke’cmg Objectives are 30alg st by a buginess A unique selling proposition 1§ a factor that
when Fromotang its F'°0|'4€Jf8 or Service§ to differentiates a product from its competitors, such
roten‘caal congumers that should be achieved within a5 the mnovative technology, sustamable, the highest
a given time frame, '1‘4a|i’fu| or the firgt-ever f"‘”‘”Ct of itg kind.
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30 Second Pitch

an e|eVa’f0' rifch g a c|ear, brief me§Sage or
commercial” about you. t communicates who you
ave, what you're looking ror and how you can benesit
a company or orgamzation. t's ’f‘1|°i63”‘1 about 30
Secowds, the time it {'akeg reorle to rm‘e from the
top to the bottom of 2 building i an elevator,

Target Market ?
A target market i5 the market a company wants to sell
its products and §ervices to, and it mcludes a targeted
set of cugtomers ror whom it divects its marketing
fforts.

Niche Audience

[)etine a niche audience that you can hone n on
for your customer peronas. Tlns will give 4ou a
specific group of customers to focug on.

Wby ol i o skl 4

: @D .

An execytive §ummary § a shor’f Sec‘fiow of a
document, produced or buginess purpoges, that
summari§e§ a longer reror’c o |9'0|"°83| i Such a
way that veaders can rapidly become acquainted with
a large body of ma’cmar without having to vead it

all.

Executive Summary

Brand Tone & Voice

Tom of Voice i§ a branding exercige that lom|o|s your brands
rersonah’cq and i§ part of creating a congistent cugtomer
eXperience. You may know what your key megsages are, but it's
the way you communicate them that creates a connection.

Like this, but that

What can your buginess loe compared to]
The Mber ror logistics

The (anva for faghion..
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SWOT
Strengths
Technoloay Ynderstanding
caraloi|i’(l1 of the rroblem
Opportunities
KeCOMe a '0346' Sreed tO
m Australia local market
Competitor Analysis
Ankle Biters
[abbling Yfocused
ew{'rerreneqrs s{—arl—qrs
Emergents
Game, Same Tarseting a

but iperent similar audience
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founders
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understanding
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Weaknesses
|@ravw| 4 ACC°38 to L‘M't°4 re§OUrce§
Marketing  supphers & chents 4 capital
Threats
New tech |oo|'|‘ﬁca| and unknown
overtaking ug economical change§ COVVIF"titO'S

o]

i

hownh

mternational

startups

Same product
the same industry

Contenders

S-vmlar |DY04'4C{',
+ffel’cwt audicnce

Rivals

Smlar proguct,

§ame audience
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SWOT # é!

Strengths Weaknesses

Opportunities Threats
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Competitor Analysis

Ankle Biters Contenders

Emergents Rivals
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