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Elevator Pitch:  

“ConnectIt is a college campus app; By its ability to conveniently create academic 

communities and mentorship programs, it provides access to the best resources around… the 

people.” 

 

Problem:  

The problem ConnectIt is addressing is low student success rates and the lack of a strong 

academic community within majors and between undergraduate, graduate students, and 

academic staff. The lack of an academic community can be attributed to the absence of tools 

offered to students. ConnectIt aims to give these users more knowledge and tools via a non-

convoluted platform so students have an easier time taking control of their futures. We 

understand that there are preexisting student resources, such as career services, but often times 

these resources are inadequate and busy. With an online platform, we hope to reach more 

students faster and easier.   

Solution:  

Our goal is to increase student success rates and help users create deeper, academic and 

professional relationships. ConnectIt aims to do this through our key features which include 

mentorship programs, communication and collaboration tools, and an overall simple and 

efficient user interface. 

 The mentorship program offers students the ability to connect with upperclassmen within 

their major, TA’s, Professors, or Alumni, in order to discuss and ask questions about their 

academics or career/life path. The value to our audience is that this mentorship feature acts as 

another resource on top of the academic advising center and career services. Freshmen and 

Sophomores would see the value in being able to connect with upperclassmen and other staff in 



2 

order to further their academics and feel confident about their academic path. Juniors and Seniors 

would see more value in the ability to connect with Alumni and other professors as to establish 

connections for their career path. Another goal of this app is to encourage communication and 

community within classes. ConnectIt accomplishes this via a chat feature within your class list 

that does not include the professor. The lack of the professor would create an environment that 

would encourage open communication between students. Features also include the ability to 

book a study room on campus with your other classmates as well as having quick access to other 

collaboration tools such as google drive etc in order to maintain focus on creating an academic 

community. The value lies in creating a simple, efficient way to communicate and collaborate 

with your classmates which encourages overall communication, community, and gives students 

easy to use tools to improve their success. ConnectIt would also have a tab that would show 

users upcoming campus and club events (such as job fairs, hackathons, public speakers, cultural 

events, etc.) as well allowing those interested in volunteering for events or joining clubs to sign 

up or reach out easily with our integrated chat feature. ConnectIt boulder aims to give students 

the knowledge and tools to take advantage of all school resources. ConnectIt brings together the 

many resources offered on campus at your university. ConnectIt would have quick links that 

would allow users to easily book an appointment at one of the many campus resources such as 

the writing center, librarians, career services, etc. 

Audience: 

 ConnectIt is a resource for students at large Universities. While we are attempting to raise 

student success rates, the primary audience is Universities. The app is created with the student in 

mind but is sold to each University and serves the university as a whole. The more customization 

that the school chooses, the more the app reflects the schools and student’s needs, etc. Our target 
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clients would also want to help facilitate more student success from within in order to see the 

need for our product.  

 Our beachhead market is the University of Colorado Boulder and Colorado State 

University. We chose these two because the team is made up of CU students and also know there 

are many similarities between the two rival schools. In year one, we also pitched to University of 

Denver and Mesa University but only expect 50% of pitched clients to buy. Moving into the next 

two years, ConnectIt’s expansion plan is based on two factors: university population/ density, 

and academic mentality. Further, we choose schools that have a large number of students in a 

small space (California has many schools with big populations). The second criteria is based on 

how serious schools take academics. We specifically target high population schools, that have 

students who are looking to improve themselves. Therefore, our most valuable client would be 

schools that take academics seriously and have a large population- the ideal school would look 

like USC (they have 44,000 students and an acceptance rate of 17.7%).   

Channel:  

 Our approach to selling the product to the University will be to meet with either the 

Dean's office or the Office of Student Success, etc.. In the meeting, we will give a formal pitch in 

order to capture their attention and show them why they need ConnectIt. In order for ConnectIt 

to grow and succeed, it will rely heavily on word of mouth of users. Much like any other social 

media app, the users decide the success rate. The best way to keep users on the app is to create 

features that are relevant to them and provide an interface that is simple to use. Once we have a 

strong user rate on each campus, pitching the idea becomes easier and easier because there is 

evidence that there is a need for the product as well as the reputation ConnectIt has at the time. 

To make the app appealing to each university, we provide high levels of customization. 
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Key Metrics:  

We will measure that the students have this problem of disconnection in the academic 

community and want our solution by tracking student activity on the app and conducting brief 

surveys of our users. Furthermore, we will measure the use of on-campus resources. Our goal in 

years one through three is to have 50% of our pitched audience buy the software, as mentioned 

above. In year one, we hope to see 50% of students at the university using the app. By word of 

mouth, students will essentially promote ConnectIt and the user rate in the following years is 

expected to grow. In year two, we would like to have the use grow to 70% of the student 

population using ConnectIt. By year three, we want the student user rate to be ~80% while 

maintaining the 50% initial acceptance rate of pitched universities. In addition to these numbers, 

we would like to receive feedback from the students about the app and how it is useful to them 

by conducting surveys each quarter.  

Differentiator:  

There are currently no apps that focus on creating academic communities within a 

university. We are not trying to recreate student resources, rather create a space where students 

feel encouraged to communicate and collaborate. This is done through the use of messaging 

features that ConnectIt will offer. The users will be able to create their own groups within 

classes, majors, etc. in order to open up discourse about thoughts on anything in the world of 

academia. This is different than existing resources because ConnectIt has removed faculty from 

the app, which facilitates honest and necessary discussion about paths and courses.  

Revenue:  

We will sell three options for our product based on degree of customization and how 

many added features are included. The base level is called ConnectIt and will cost $8 per student, 

per year. ConnectIt+ will cost $12 per year, per student, and the most customized option is 
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ConnectIt Pro and will cost $16 per student, per year. There is a setup fee of $8,000 and a 

maintenance fee of $1,000 per year (rounded up from 12% of setup fee) starting in year two. We 

will have a deal in the first year for universities to get half off if they go with ConnectIt Pro. 

When figuring out the volume we will have per university per year, we assumed that 50% of the 

universities pitched will use our product. We also estimate a 50% user-rate in year one. In the 

second year we expect 70% of the university will use ConnectIt, and by the third year, 80% of 

the university will use it. The first year will start with Colorado universities. Year two we will 

expand to California. Then, in year three, we will expand up the west coast and into the Midwest. 

By the end of the three years, we will have ConnectIt implemented into nine states and twenty-

seven universities. These universities will have a predicted range of ~$6,000,000 to 

~$11,000,000 total revenue in year three, depending on which customization package each 

school chooses. To us, these numbers reassure our thoughts on creating this product.  

Costs:  

The cost of goods sold would be $0 because we are an app. However, in the first year, we 

would apply for a patent for ConnectIt which will cost ~$4,500.  One of the outside costs would 

be hiring someone to build the customized software for each university. We would also have 

costs of paying a sales team to sell the app to universities. We plan to spend up to $100,000 in 

advertising in year one. For the following years, we will adjust advertising funds according to 

sales and growth. 

Business Boosters:  

The advantage that ConnectIt has over the competition is that there is none. Right now, 

there are no apps on the market that do what ConnectIt aims to do. In order to keep it this way, 

we plan on having the universities sign an agreement that says they will not use our competitions 

software in the coming three years, if they choose to use our product. This long-term relationship 
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is a business booster. On top of this, the team is made up of students with multiple years of 

college under their belt. This makes us experts on issues that arise at large universities. To ensure 

this continues as the company grows, the team will hire recent graduates from other schools in 

order to have the best knowledge and approach toward potential clients. 

 Our mentor is the Associate Dean for Student Success, who oversees both the career 

service, academic advising, and many more student-oriented spaces. He understands on-campus 

resources well and knows where it excels and where it fails. This insight gives us an upper hand 

of knowledge when it comes to students’ career desires and struggles. This helps the team 

understand issues that have been occurring at our beachhead since before our arrival. In order to 

prevent other companies from copying our business, we plan on applying for patents that creates 

barriers to entry for the competition.  

Personal Fit:  

ConnectIt is an app that we would all use in order to create a more successful academic 

community, as well as helping develop future career paths. We aim to give students more 

opportunities than those that we have had to be successful. This business goes hand in hand with 

our personal desires because we value school and future goals heavily. This app is something 

that the team is passionate about because we all want to help our peers succeed in school and in 

life. Creating a platform that gives students more opportunities to be successful, is almost as 

fulfilling as turning a profit. In this day in age, companies that create good in communities and 

the world tend to not only be more successful in the long run but are also more appealing to 

clients and potential future employees. By creating online meeting places, there will be more 

time for students to focus on their passions, as well as the ability to work with like-minded 

students.  
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Competitor Positioning and Venture Feasibility: 

 As of right now ConnectIt has no direct competitors. Some substitutes would be Canvas 

and Blackboard, but all other campus resources seem to lack online academic communities and 

mentorship programs. By adding the patent in year one and having the universities sign three-

year contracts (regardless how many years they use it) preventing them from using competitors, 

we create barriers to entry. Along with these factors, $11,000,000 predicted revenue in the first 

three years creates a feasible business. 
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Business Sketch: 
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