1. Problem- Describe the key problem or unmet need that you will address for your customers. If you have a common business, such as a restaurant or nail salon, explain why your customers need your particular restaurant or nail salon. Do you offer lower prices? More convenient hours? A better location? A specialty that is not otherwise available in your area, such as a Moroccan restaurant or a late-night taco truck?
If your company is doing something new and different, explain why the world needs your innovation. What is it about the existing solutions that is subpar? Maybe your new medical device avoids the need for invasive surgery to treat a serious medical condition. Or maybe you are improving on a mediocre product category — creating a better hospital gown, an easier way to de-wrinkle clothing, a more convenient way to outsource your tax preparation, and so on.
If your company solves several distinct customer problems, describe them all here. You may want to rename the topic to be plural: "Problems Worth Solving."

Here’s a little bit of what I wrote to start: The main problems i will address for my customers is Prices and Fan support.
I think its important for my company to exist due to the high prices when it comes to buying jerseys. Being a fellow soccer fan, i find it outrageous when i go inside a store and see the high prices on jerseys to support your team. 

2. Soulution- Explain how your company will address the problem you identified above. What products or services do you offer, and how do they meet your customers’ need? For example, if the problem is that parking near the local college is expensive and hard to find, your solution might be a bike rental service with designated pickup and dropoff locations near both classrooms and off-campus student housing.
If your company is tackling several distinct problems, describe your solutions individually here. You may want to rename the topic to be plural too: "Our Solutions."


[bookmark: _GoBack]3. Market Size & Segments- Describe your target market. Who is your ideal customer? Who are the people or companies who suffer from the problem that you are solving? How do they break down into segments — that is, recognizable customer types with similar demographics, needs, and expectations? How many potential customers does your research suggest there are in each segment?
Say, for example, that you run a downtown fitness center. In getting to know your market, you might find three common types of customers: urban professionals who want to exercise on their lunch breaks, retired businesspeople who want to both stay fit and enjoy the social amenities of a regular meeting place, and students from the nearby college. Everything you do — what services you offer, what prices you charge, whether you offer laundry services or not — should be driven by your understanding of the needs of your target customers.
The sizing component here is critical. Think about how many of the prospects in each segment are likely to buy from you, and what they will typically spend on this sort of solution over the course of a year. If the market opportunity is small, it will limit how big and successful your business can become, and may even be too small to support a successful business at all.

