i—

RT 8300



VHiKanbpHe MacaskHe Kpeciio

RT 8300

JITORKCOBUM TBOKAHAJIIBHUU
MacasK

[lepen BaMu OcTaHHS 1HHOBAIIiS Ta HACTIPaB/Il BUOYX YCBITI
ABTOMAaTUIHOTO MaCaxy.

Lle - cmpapxHii menesp! HelimoBipHa
K1JIbKICTRHOBOBBEJICHD, 1 HAUTOJIOBHIIIIE - JIBa HE3AJICKHUX
MaCaKHUX MEXaH13MH, 1110 MPAIOI0ThHE3aICKHO ONH BIJT

OHOTO.

Po3kimt Ta KopucTh, IKMX BU O4iKyBasu!




Market Trends

Example 1

A crisp illustration of this need or shift.

Example 2

A brief overview of a key effect of this need
or shift.




Describe how your prospective client or the
industry has been left behind.




Solution 1 Solution 2 Solution 3

e What's the key change that e Highlight 1-2 key value e Segue into unveiling your
needs to happen to solve the differences that need to product on the next page.
previous problem? emerge.



Your core value proposition or solution

Describe how your product or What does your company offer your What tangible benefits can they
solution addresses the core target customers? glean from your product or
problem. Connect this back to your solution?

mission.



Placeholder sample video




How We Stack Up

Characteristic Company A Company B Company C Company D

= Medium Medium Low High



W hat We Offer Share a vivid overview of how your product or solution
can meet your customer's needs. Share a still or video

of your product or solution.



Sum-up the value or outcome you can drive
for your customer.



Customer Highlights

70 20

teams onboarded integrations enabled

$3M 30 hrs

in savings of teamwork trimmed per week




Testimonials

¢¢ ¢¢

y compelling testimonial that backs

up your proposal or service.

A compelling testimonial that
backs up your proposal or service.

Name / Role Name / Role

“A compelling customer quote or testimonial that backs up your product,
service, or thesis.”

Name / Role

€€ €€

compelling testimonial that backs y compelling testimonial that backs
up your proposal or service. up your proposal or service.

Name / Role Name / Role

Trusted by the world's most innovative companies

4+ =0 [




Package A

10

monthly

Key plan element
Key plan element

Key plan element

Pricing

Package B

Key plan element

yearly

Key plan element

Key plan element



Pricing (alt. layout)

Package A

$10K / month

¢ Key plan element
¢ Key plan element

e Key plan element

Describe the method behind each pricing tier of your
product or service. If relevant, note where your
product is available for purchase.

Package A

$100K / yearly

¢ Key plan element
¢ Key plan element

e Key plan element



What's Coming Next

Fuel confidence in your product's rising value by Offer details on new features in the works, upcoming
highlighting your most exciting plans. Alternatively, upgrades, or new offerings. Alternatively, for a
for a proposal, paint the key phases of your solution. proposal elaborate on how you'll unlock progress in

key next phases.



Our Team

One-sentence summary of why your team should solve this problem.

Name, CEO

Notable past roles / companies, as well as areas of ownership in your venture.

Name, CFO

Notable past roles / companies, as well as areas of ownership in your venture.

Name, Director

Notable past roles / companies, as well as areas of ownership in your venture.




Next Steps

* Example: Discuss proposal on a * Example: Set up free trial for * Example: Share customer
specific date/time Companies A and B references

Call to Action

* What should your audience do * What should your audience do * What should your audience do
or take control of now? or take control of now? or take control of now?



Thank You

Contact Us:

email@company.com Founders:
www.website.com First & Last Name
@socialhandle First & Last Name

(888) 908-9871 First & Last Name



