


Reap

At Reap, we help entrepreneurs succeed.

Our formula? On-demand experts in marketing, sales,
and technology combined with the power of peer support.
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‘Reap The 5 Strategies for Success

#1
Identify
Problem
& Opportunity

. . #5 #2
) Assess
Bu”dlng G E)ef,\l/lnek t Target Market
oétoit arke & Competitive
rategy Strategic Ecosystem
a SUCCeSSfUI Compa ny Positioning

IS a continuous journey

#4
Develop
Unigque Value
Proposition

#3
Design
Product
/ Service

& Messaging
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;Reap #1 ldentify Problem & Opportunity

Problem Opportunity

e |[s it an issue with a future e Isitbig (enough)

e Is it quantifiable e |Isita crowded space

e |sitsolvable e |s there an untapped unique

way of solving the problem

How to get started: Primary and secondary research, consumer interviews.
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;Reap #2 Assess Target Market & Competitive Ecosystem

Quantify Analyze Qualify

Target
Market

Competitive Ideal
Environment Customers

"
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5Reap #2.1 Quantify Target Market

TAM .
Total Addressable Market HOW to get Started'

Quantify Model your market

based on multiple,
SAM
Serviceable

Addressable Market reliable data sources,

Target

"

Market )
be “moderately

SOM optimistic™ in your

Serviceable

Obtainable prOjeCtionS.
Market
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?eap #2.2 Analyze Competitive Ecosystem

Analyze

STRENGTHS

WEAKNESSES

OPPORTUNITIES

THREATS

How to get started: List key stakeholders, summarize impact to your business.
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':Reap #2.3 Segment & Qualify Target Customers

Qualify
Segment JANE DOE [PICTURE]
Demographics Behavioral
Female, early 30s #1
Married, no kids #2
Lives in San Diego #3
Ideal Works as a social worker #4
Customer
# Earns $75K/year #5
Pain points Barriers to adoption
#1 #1
#2 #2
#3 #3

How to get started: Create distinct and complementary segments, bring them to life.
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?eap #3 Design Product or Service for this Market

Build a product or service A
4. Feature Set

3. Value Proposition

‘ Product-Market Fit ‘
How to get started: Specify

1. Underserved Needs
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that creates significant

customer value.




5Reap #4 Develop Unique Value Proposition & Messaging

WHAT

HOW

WHY

10

PROBLEM / TARGET PARTNERS / PRODUCTS /
OPPORTUNITY CUSTOMERS COMPETITORS SERVICES
FEATURE SET BENEFITS & PERSONALITY

& USER EXPERIENCE

DIFFERENTIATION

& STYLE

COMPANY VALUES

BRAND MISSION & VISION

BRAND STORY

How to get
started:

Keep it simple,
make it appealing to
employees,
customers,

partners,

investors,

journalists.

reapcommunity.co



;Reap #5 Define Go-To-Market Strategy

Conversion

Pricing Channel

Strategy Strategy

Strategy
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?eap #5.1 Define Pricing, Promotions, and Payments

Simple Advanced
Product Product

/ Service / Service

Good for
Good for X
X XX
XX XXX

Features
Features #1
Pricing Features #1 #2

Strategy #1 #2 #3

#3 #4
#5

Cost
$$$

Promotion or Payment Options: Get first X free /
Pay X, get 50% next X / Buy XX, get X free / Buy now, pay later / etc.

Trial Options: Free trial for X days/_X—day Additional Features: TBD
money back guarantee / Cancel anytime / etc.

How to get started: Define standard offering, give other options, think up/cross-sell.
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‘Reap #5.2 Plan & Deploy Marketing Channels

pUb.IIC Partnership Growth
Earned Relations Strategy Hacking SEO
Podcasts

Events . .
. Content Email Social
O d . . .
wne BRI Marketing Marketing Media I::>

Pre-Seed

Early stage

Later stage

Conferences

Programmatic

Buying
Print
OOH

TV

Paid Paid Paid Ad

Social Search Retargeting

Awareness Interest Engagement Conversion
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?eap #5.3 Design Conversion Journey

Desired action
from least to

most involved Program

Si U
A onee

Discovery
Course

Discovery

Call

Give taste for the
program

Quiz/

Diagnosis

Q&As about the
program

Content /

Newsletter

Capture email and

retarget How to get started: Design &

Sepoe e build the optimal path and the

Website

Visit

introduce you /the most likely conversion journey.

program

_ Opportunities
- to convert
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15

CCYAELCEWEVR

A solution / product / platform to solve
to leverage is like a house without a foundation.

Define your target market, bring your buyer persona to life, get to know your
customers. Don't try to be all things to all people -
Your goes beyond your close competitors. Buyers,

suppliers, supporters, regulators, alternative solutions are also part of it.

Getting to product-market fit mearns building a product that creates
for a set of target customers by meeting underserved needs.

Keep your storytelling . Appeal to all stakeholders.

Find your = pricing + channel + conversion strategies.
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