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Business Model Checklist
Attracting

U.S.-based
Investment

q What business are you in?

w Who is your customer?

e Why should the (right) 

customer buy the product/

service in general?

r Why should the (right) 

customer buy the product/

service from you, in 

particular?

t What is your competitive

strategy?

y How do you make money?

• Define your business in terms of problems solved, key

benefits provided, target markets, and some times in

terms of industry and products/services provided

• Must have clearly defined market segment(s)

• Must know your first target market segment

• Must know their needs/wants and their key 

purchase considerations

• Must understand customers’ problems or opportunities

• Must know benefits and preferred solutions 

of customers

• Must define the unique and compelling value 

proposition you offer

• Must know direct and indirect competitors fully and

objectively

• Must state your sustainable competitive advantage

• Should create barriers to entry (eg. patents)

• Must know (potential) revenue streams

• Must know size of (potential) market and revenue

potential

• Must know gross and net margins

• Must know breakeven point

• Must know burn rate

Key Question Considerations Response/Message



q Management

w Sustainable competitive

advantage

e ROI

r Exit strategy

• Complete Management Checklist (Part One)

• Complete Sustainable Competitive Advantage Checklist

(Part Two)

• Complete ROI Checklist (Part Three)

• Complete Exit Strategy Checklist (Part Four)

Key Factors Considerations Action Required/Comments
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Investability Checklist – Overall Assessment
Attracting

U.S.-based
Investment


