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QUESTION 4:
WHY WILL PEOPLE BUY 
YOUR EXPERIENCE 
[WHAT IS YOUR PITCH]?

Rocky Mountain House
Travel Alberta / AV Wake�eld
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QUESTION 4:  Why will people buy your experience (what is your pitch)?
In this section, we will discover why people will buy your experience . What is valuable about your experience? How 
is it different from other similar experiences? This is often referred to as a value proposition . For the purposes of 
this document, the value proposition refers to the visitor’s perception of the experience your business will offer. The 
three questions below will help you identify your value proposition.

1.  What is unique and authentic about your experience? Does it allow the visitor to experience something new 
from an Indigenous perspective?

2.  What tourism-related needs are satisfied by your experience (e.g. Accommodations? Convenience?  
Adventure? Novelty?)

3.  How is your experience different from other similar experiences (e.g. maybe you offer a similar guided  
canoe tour down a local river, but your Indigenous guide provides a traditional shore lunch and traditional 
teachings to enhance their experience).
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MILESTONE  7

Why will people buy your Indigenous experience (what is your pitch)? 

 

MILESTONE 
Now that you have answered the questions above, write down your “elevator pitch” explaining  
why people will buy your experience. Your answer should be short, clear and compelling.

An elevator pitch is a succinct and persuasive sales pitch. It should take no longer than  
30 seconds to deliver and should convince listeners of the value your offering has.




