(I =261 M3 T fomTes 1<
TAMCATNIT (RITTNCOHN wed |
WWWNWWW@
WCATNIR (RN @
FRI AR

T3 (RITTBHI G (oo o+
(B M%) P | DA BT
el NG FI (FN 4261 3, [F7
I"(<1 Q[ C_G(.G‘ﬂq’ﬂ RIVEIY C<P(.“J(.<P AT
CTH A F O TR 8HNTS |

Sramana Mitra-<9 Digital Mind Al
Mentor-® 919 34 I |

AT FHE (G ARG FI T
HCATNL AfATO06 fHE (AT FIF |
WAL AR A= (AN [{TI™
I FI5|

o} e were M3 Y[R J0T GoI0H
14 <:

Y. “NR (VK TESF A (RITNCHBEH
@S N RN

2. W 513 SR #7567
SRR

9. “(N] 3 AfSTBT (RHTABI
TS Se ooy (fs?”

8. "WV (GFE i P N2
%Qfﬂw (PP AATERI
?"

&. “CN] (RITNCOH (I4 N®
ANICNES FIO HANARDIN-9 (NH
TR [T ANI?”

W, SN IS (AT FIEICT 46
N2 (ST R 226 T

T2 (NGINTIITT ACATNE
ATATGNIT FARR G2 M3 =<6
WCATNIR (0O T ARSI | FRTHRICAT
=971 [T AT | S T2
(VB &S | STIFS | 28/4 STNACO
QBT OIS ONAF | WP NS B[

Your segmentation is wrong unless it
pinpoints who will pay. How can you
sharpen your segmentation for traction
and fundability?

Precise segmentation drives fundability
and traction. Your startup’s success
depends on knowing exactly who will pay,
why, and how to reach them.

Log into Sramana Mitra’s Digital Mind Al
Mentor.

Upload your pitch deck or paste your
elevator pitch. Explain your target
customer segment.

Then ask the following questions, one at
a time:

1. “How do I finetune segmentation for
my startup?”

2. “Am I targeting the right ICP?”

3. “Is my messaging aligned with each
segment?”

4. “How can I prioritize segments to
maximize early traction?”

5. “How can 1Mby1M help me validate
and refine my segmentation?”

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

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.

Let's get going.
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