
Name: Project:

Company:

Title: Worksheet 1 
Subject: Understand Your Value Chain

KiwiNet Investor Engagement Workshop

Users Customers

Stakeholders Influencers

Using this worksheet:

1. In the centre box describe the product / service / technology you are offering.

2. In each quadrant, list the people, groups or organisations that may come in contact with 
your product / service or may influence its success through the value chain.

Product / Service / Technology

(The end user of the product / service) (The purchaser / buyer of the end product / service)

(A person, group or organisation that has a direct stake in the business or 
product / service eg: manufacturer or distributor)

(A person, group or organisation that has an indirect influence in the 
purchase of the product / service eg: key opinion leaders and specifiiers)

(Describe the product / service / technology you are offering)



N
a

m
e:

P
r

o
je

c
t:

C
o

m
pa

n
y:

U
si

ng
 t

hi
s 

w
o

rk
sh

ee
t:

1.
 In

 c
ol

um
n 

on
e,

 li
st

 th
e 

di
ffe

re
nt

 U
se

rs
 /

 C
us

to
m

er
s 

/ 
In

flu
en

ce
rs

 th
at

 m
ay

 
co

m
e 

in
 c

on
ta

ct
 w

ith
 y

ou
r p

ro
du

ct
 /

 s
er

vi
ce

 o
r m

ay
 in

flu
en

ce
 it

s 
su

cc
es

s 
(fr

om
 w

or
ks

he
et

 1
).

2.
 In

 c
ol

um
n 

tw
o,

 d
es

cr
ib

e 
th

e 
be

ne
fit

s 
th

at
 th

es
e 

in
di

vi
du

al
s,

 g
ro

up
s 

an
d 

or
 o

rg
an

is
at

io
ns

 w
ill 

be
 lo

ok
in

g 
fo

r, 
or

 th
at

 w
ou

ld
 a

pp
ea

l t
o 

th
em

.

3.
 In

 c
ol

um
n 

th
re

e,
 li

st
 th

e 
ke

y 
fe

at
ur

e(
s)

 o
f y

ou
r p

ro
du

ct
 /

 s
er

vi
ce

 /
 

te
ch

no
lo

gy
 th

at
 d

el
iv

er
 o

n 
th

es
e 

be
ne

fit
s.

N
ot

e:
 s

ta
rt 

fro
m

 th
e 

fe
at

ur
es

 c
ol

um
n 

an
d 

w
or

k 
ba

ck
 if

 y
ou

 fi
nd

 th
is

 e
as

ie
r.

K
iw

iN
et

 In
ve

st
or

 E
ng

ag
em

en
t W

or
ks

ho
p

T
it

le
:  W

o
rk

sh
ee

t 
2 

S
u

b
je

c
t:

 B
e 

B
en

efi
t 

Le
d

Fe
at

ur
e 

(H
ow

 th
e 

be
ne

fit
 is

 d
el

iv
er

ed
)

B
en

efi
t 

(B
en

efi
t t

o 
th

em
)

U
se

r /
 C

us
to

m
er

 /
  

S
ta

ke
ho

ld
er

 /
 In

flu
en

ce
r



Name: Project:

Company:

Short Summary Pitch

Customer Problem Product/Services

Target Market

Business Model

Customers

Competitors

Sales Marketing Strategy

Competitive Advantage

Using this worksheet:

1. Prepare your Pecha Kucha presentation by responding to the questions within each quadrant.

2. Create a short summary pitch in the centre box of the worksheet by listing WHAT it is, who and what market it is FOR, 
and what benefits it HELPS / PROVIDES.

KiwiNet Investor Engagement Workshop
Title: Worksheet 3 

Subject: Pecha Kucha Brainstorm

Who are the key customers for your product / service? What is the customer problem? What is your product / service and how does it work?

What is the target market? What is the size and make up of the market? What is your sales and marketing strategy?

Outline your proposed business model to exploit opportunity? Who are your key competitors and competing products / services? What is your competitive advantage and point of difference?

WHAT is it:

Who is it FOR:

HELPS / PROVIDES what benefit:


