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The 2025 President's Challenge is to propose a patient’s journey that moves us to 
the top of the rankings amongst those high-income countries regarding access, 
diagnostic testing, and treatment. Successful solutions must also consider the 
steps necessary to implement their solution in Canada.



The President’s Challenge
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• 1 Page Executive Summary
• 5 min video pitch

Due by 2:30pm on Fri, Feb 28



Pitch Template
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• Problem / Customers
• Solution
• Value Proposition / Underlying Magic / Competitors
• Business Model
• Go-To-Market Plan
• Market Potential / Impact
• Team
• Financial Plan
• Key Milestones / Project Plan / Why Now



Problem / Customers
Describe the pain you are alleviating and to what scale is the opportunity.
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Who is experiencing 
this problem? How 
many people 
experience this?
Be specific!!

Be sure to consider the root cause!



Solution
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• Clearly explain your solution
• Is it a product/service/policy change etc
• Use visuals as much as possible

• How does it solve the problem identified in the first slide?



Value Proposition / Underlying Magic / Competitors
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How/why does your solution work?



Business Model
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• Revenue Model
• Pricing
• Account Size/Value
• Sales & Distribution
• Customer Pipeline
• Note: Can be not for profit or 

advocacy group, but how are 
you covering expenses?



Go-to-Market Plan
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• How do you reach your customer to get your solution into 
their hands?



Market Potential / Impact
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• Who are you catering to?
• What are external forces driving 

this segment?
• SWOT? Changing trends? New

technologies? Political Influences?

• Can you quantify the impact?



Team
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• Build credibility
• Why are YOU the team to solve this problem with this 

solution?
• Be aware of gaps in your team and have a plan to fill them



Financial Plan
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• Financial projections
• Your understanding may be limited, but clearly state your

assumptions



Key Milestones / Project Plan / Why Now
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• Include dates of key steps: development, user testing, 
regulatory approval, beta test etc



Pitch Template
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• Problem / Customers
• Solution
• Value Proposition / Underlying Magic / Competitors
• Business Model
• Go-To-Market Plan
• Market Potential / Impact
• Team
• Financial Plan
• Key Milestones / Project Plan / Why Now
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Some Common Pitfalls
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Problem/Solution Fit
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Problem/Solution Fit
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Problem/Solution Fit
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Problem/Solution Fit

• Does your solution DIRECTLY address the problem and its root 
cause?

• Does your customer WANT a solution?
• Does your solution have an IMPACT?
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Problem/Solution Fit
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Problem/Solution Fit
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Problem/Solution Fit
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Key Customers and Stakeholders

VS

User Buyer
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Key Customers and Stakeholders

User

• Who is the user?

• Where do they use it?

• When do they use it?

• How long does it take?

• Does it fit into their existing 
workflow?
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Key Customers and Stakeholders

Buyer

Who is the buyer?

• Patient

• Hospital

• Outpatient Clinic

• Insurance (Fee codes)

• Reimbursement Program (e.g. ADP)
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Key Customers and Stakeholders

• WHO is benefiting? Is the buyer seeing the cost savings?

• Government as the customer – Do you have an alternative 
path to market?
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Segmenting Customers

How to segment customers:

• Demographics

• Sex, age, geography, income

• Psychographics

• Character traits, values etc

• Disease State

• Credentials

• Hospital size
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Segmenting Customers
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Segmenting Customers
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Segmenting Customers
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Segmenting Customers
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Hook
Quickly captivate the audience and reel them in.

QuestionQuote or StoryClap
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Getting Pitch Ready
• Practice Being Dynamic

• Record it and play it back to yourself
• Get in front of an audience

• Incorporate Visuals 

• The Audience wants to listen, and there’s nothing to fear.

• Confidence is key! You are the expert.

35



Deniz Edwards
dedwards@ivey.ca

Thank You!


