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Designing a compelling elevator pitch.

Name the market, the pain, and the question that makes them say yes — then write the two-line narrative.

1. SPECIFIC TARGET MARKET 2. COMMON PAIN POINTS
L .
3. QUESTIONS THAT MAKE THEM THINK “YES — THAT'S EXACTLY WHAT I'M FEELING” 4. YOUR NARRATIVE

Have you ever observed, or even experienced [pain point]?

| help people who experience this [identity that overcomes the pain].
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