LEARNING SUMMARY
MARKETING FUNDAMENTALS: WHAT?

STEP 1: SPECIFY THE CORE COMPONENTS 4
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STEP 2: DETERMINE THE VALUE PROPOSITION

VALUE PROPOSITION TEMPLATE

(target customer)

FOR
WHO (statement of the need or opportunity)
OUR (product or service/category)
THAT (statement of benefit)
UNLIKE (closest competitor)
OUR OFFER (primary differentiator)

STEP 3: LAY OUT THE BUSINESS MODEL

] P,
.. | REVENUE - ud COGS

=

- ;E GROSS
= = PROFIT

—

STEP 4: EVALUATE THE BUSINESS LIFECYCLE

Business Life Cycle

Startup Growth Mature Decline
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