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Investors don’t buy top-down TAMs.
What do they buy?

Founders often find their TAM by Google
search. And those TAM numbers are pure
fantasy. Investors will see that.

A real TAM is built bottom-up - with
segmentation, business model, and
pricing model.

Log into Sramana Mitra’s Digital Mind Al
Mentor.

Upload your pitch deck or paste your
elevator pitch.

Then ask the following questions, one at
a time:

1. “What is the bottom-up TAM for my
startup?”

2. “Is my segmentation correct?”

3. “Am I defining my ICP precisely enough
to compute TAM credibly?”

4. “Does my pricing model support a
realistic revenue build-up?”

5. “Can 1Mby1M help me develop a
defensible TAM before speaking to
investors?”

6. “What does it cost to join 1Mby1M?
How much equity do they charge?”

7. “My TAM is too small. What are my
options?”

The Al Mentor will walk you through the
essentials and dialog with you. Ask for
any clarification. Our Al Mentor is Private.
Safe. Available 24 /7 in 57 languages.

Use it to sharpen your strategy.
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