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PasrpaHnyaBaHeTo Ha M3TOYHMUMTE HA OWHAHCMpaHe e OT KJIHYOBO 3HayeHWe 3a
dnHaHcoBaTa cTabMAHOCT HA KOMNAHKATA.

He BcuYkM cxeMu 3a GUHAHCKMpaHe ca NOAXOASLIM 3@ BCUYKM KOMNAHUK, UK 33 BCEKM
eTan oT pa3BMUTMETO Ha KOMNaHWATA.

Korato ce Tbpcu ¢uHaHCMpaHe OT MHBECTUTOPW, KOMNaHwsTa TpsbeBa fa Moxe Aa
NpeLCcTaBy CBOM COBCTBEH MHBECTULMOHEH NPOEKT Ha CbOTBETeH NaHes: NUTYUHT cecus!

“Wepayume” u mexHusm nodxod

B nuTumHr cecuuTe akTMBHO y4yacTBaT ABe KaTeropuu “urpauv”: npegnpueMaysbt u
WHBECTUTOP®T.

Te UMart pasnnyHM HYXOW 1 NOAXOAM, HO LenTa M Ha ABaMarta e Aa Cb3fanat CTOMHOCT
W [a HanpaesaT NPoeKTa ycrneLleH.

MpennpuemMaysT:

- OBuya csosTa busHec naes (,Han-pobpara busHec naes B cseta’)

- Mo3HaBa MHoOro fobpe NpoLyKTa, HO He TOIKOBA - 04aKBAHMATA HA MHBECTMTOPA
- CTpemu ce kbM pa3paboTBaHe Ha ycneweH NpogyKT

- CmaTa, ye ,Hama gocTaTbyHO MHBECTUTOPY, Xenaewmn aa puHaHcmpat busHeca®

WHBecTUTOPLT:

- Pasrnexpga busHec ngearta kato ,MpoeKT’.

- He ce wHTepecyBa oT npoaykta / TexHonorusta, a A0 KOJKO TOBAa e neyesnvBlia
nHBecTUUmA!

- Wcka pa nonyun 30% BbTpelwHa HopMa Ha Bb3spbliaemocT (IRR) u 10 nbtv noseye ot
cymara, MbpBOHAYaNHO MHBECTMPaHa B neyenuBlUM BusHecw B cBOeTo NopTdosmo.

- Cunta, ye ,HAMa focTaTbyHO NMPOEKTU, FOTOBM 3a MHBECTULIMK®.

Hy»an/M3nckBaHMs Ha MHBECTUTOPA
1. Bucoka HopMa Ha BbTpelwHa Bb3spalyaeMocT IPR
2. HamansBaHe Ha puvcka oT Heycnex

Obwm uenu
- Cb3paBaHe Ha CTOMHOCT
- [onbaHuTeNeH Kpbr HA GUHAHCKMpPaHe C N0-BUCOKA

CTOMHOCT
- [Meyenusiu m3xopn,

Hyxan/msncksaHna Ha npegnpuemaya
1. Bucoka oueHKa 3a KoMnaHusaTa
2. [1a He rybu koHTpoN
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Kak na ce nofrateuM 3a NUTHUHI cecunTa

EkmMnbT Ha KOMnaHuaTa Tpabsa:

- [a onpejenu 2-3 cecuu C pasfNnMyHa NpPOABLMKMTENHOCT OT BpeMe (2 MUHYTU, 5 MUHYTH,
10 MUHYTK)

- [1a OpraHM3npa NUTYMHT NpeAcTaBAHe: KpaTka W NpUBAMYaLLA BHUMaHWeTO npe3eHTaLums
Ha PowerPoint (13non3sanku rpagukn 1 UHCTPYMEHTU 3a Npe3eHTauus)

- [a “Ma fobpe HanucaHo pestoMe, NOAKpeneHo ¢ GpakTuyecku faHHu (1-2 cTpaHuum)

- 43 NOMUCNIN 33 peanucTuyHa CTpaTerus 3a U3nu3aHe 0T NpoekTa Ha MHBECTUTOpUTE

ExvnbT TpabBa chbLuo:

- [la peneTypa MHOro NbTy

- a bbe rotos a 0TrOBaps Ha BLNPOCK
- A u3rnexaa npodecroHanHo

“OA” n “HE” npn NUTYMHr npe3eHTaumMsTa

Bbvu 6uno gobpe ekunbT Ha KoMnaHwWATa Aa 0bbpHe 0cobeHo BHUMaHWe Ha ChefHWUTe
0c0beHOCTM NpY NOAroTOBKATA Ha Npe3eHTauMsTa:

- Ybepgete ,3puTena” 3alio nasapHUTe Bb3MOXHOCTU Ca roNeMu.

- Bkntoyete BU3yanHo MHTEPeCHW rpaduku U n306paxeHus.

- Paskaxete ybefuTeniHa, 3anOMHsILLA Ce M WHTEpPeCHA MCTOpWUSA, KOSTO Nokas3Ba Bawarta
CTpacT KbM Bu3Heca.

- MokaxeTe, Ye MMaTe HeLl0 NOBeYe OT NPOCTO MAes M Ye UMaTe TACHA BPb3Ka C Pa3BUTMETO
HA NPOAYKTa, HAMWPAHeTO Ha KAWeHTWU UAM NPUBAMYAHETO Ha NapTHLOPMW.

- M3bepeTe kpaTka cbabpxaTenHa ¢ppasza 3a MHBECTUTOPUTE, C KOSTO 4 BM 3aNOMHST.

EkMNbT Ha KoMnaHusTa Tpsabea fa 3anoMHKM CNeAHOTO:

- He npasete npe3eHTauus ¢ noseye oT 15-20 cnainaa (BpeMeTo, B KOETO MOXeTe fa 334 bpKuTe
BHUMaHWETO Ha MHBECTUTOPUTE e orpaHuyeHo). Ako cMsTate, ye Tpabsa Aa aobasuTe noseye
nHGOpMaLMs, BKIKOYETe N KaTo A0MbHEHue.

- He cb3naBaitte cnaitose C NpekaneHo MHOro TeKCT.

- He npefoctaBsaiite npekomMepHW GUHAHCOBM MOAPOBHOCTM, Thbit KaTo Te MoraT Aa 6baar
npefiocTaBeHu Npu nociefsalla cpeuia.

- He ce onuTBaiiTe fa 06xBaHeTe BCMYKO B MpeseHTaLMATa CU. Balleto NUYHO npeacTassHe
lie Bv nage Bb3MOXHOCT fia A06aBuTe U NoayepTaeTe K4yoBa UHGOpMaLUs.

- He u3non3BaiTe MHOMO aproHW WAM CbKpallieH!sl, KOUTO WMHBECTUTOPLT MOXe fa He
pasbepe BefiHara.

- He noaieHsBaiTe 1 He OManoBaxaBanTe KOHKYpeHLMsTa.

- He ponyckaiTe NMUTYMHM npeseHTaUMsATa [a He e akTyanHa. Ysepete ce, 4ye fartata Ha
TUTYNHATa CTPaHWLA e CKOpOLWHA - He e OT HAKONKO Mecelia (3aTosa WM306wWo u3bsrsanTte aa
nocTaeaTe Aara Ha TUTYAHaTa CTpaHuua). He u3nonssaiTe MHGOpPMALMS MW Nokasatesn B
npeseHTaLuMATa, KOUTO U3rNexaaT ocTapesu.

Knioyosu cnangose 3a NUTYMHT Npe3eHTauus

OnucaHue Ha KoMnaHusma

Obobuiete B 4-6 ToukM Bawwmsa busHec, kakbe npobnem pewasa, Kbae CTe NO3ULMOHMPAHHK,
ONMTa Ha MEeHUOXbPCKMS BW ekun M BcAka KNHOYOBA XapaKTepuUCTMKA, KOSATO Beye e

KOHCTaTMpaHa.
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Mucus / Bu3zus Ha koMnaHusma
SlcHO peduHMpanTe MUCUATA U BU3MSATA CU B CTerHaT, HO edeKTUBEH CTWUA, KaTo NpeacTaBuTe
KNKYOBATA CM LieNl M onpefenunTe KakBu UcKaTe Aa CTaHeTe.

Ekun

EKMNBT Ha KOMNaHUATA e HaW-BAXHWMAT GakTop 3a TOBA fJanv [a Ce MHBECTMpAa WU He.
Cnanpwt ,Eknn® 0bUKHOBEHO BKNHOYBA:

CHMMKM 1 NO3MLMKM Ha KNHOYOBUTE YneHoBe Ha ekuna

- CHUMKM M OBXHOCT Ha K/H0YOBUTE YneHoBe Ha ekunna

- Kpatko pe3tomMe Ha npefuwHaTa 3aeTocT Ha ekuna, nokasgala onuT B obnactra u
CbOTBeTHATa eKcnepTu3a

- CbBeTHULM, KOHCYNTAHTU M YNeHoBe Ha YnpaBWTeNHWS CbBeT (MOHAKOra ca BKIYeHU B
TO3K Cnang, 3a fa NoAcUNMTe JoBepueTo)

[1pobnem

HedvHupaiite npobnema, WAM HyxAata, KoWTo/kosTo Bawara KomnaHus pellasa,
dokycupaiikvM ce BbpXy HeroBoTO/HEMHOTO Bb3AEWCTBME W LiefeBUTe KIMeHTU, BbpXy KOMTO
0Ka3Ba BMSIHME.

PeweHue

flcHo dopmynupaiTe BaweTo npeanoxeHue 3a pelleHWe M 3awo To e no-A0bpo oT apyrute
pelleHns Ha nasapa. Tasu yacT Tpsbea Aa 6bae BHUMATENIHO KOOPAWMHMpaHa CbC cnanga
L,MNpoayKT", TbA KaTO MOXe Aa MMa HAKAKBO NPUNOKPUBAHe.

Bwv3moxHocmu 3a nasap

MHBECTMTODMTE ncKkat fa MHBeCTMpatr B roneMum Bb3IMOXHOCTM W Ha roneMu nasapu.
OI'IpEJJ,eJ'IETB nasapa, Ha KoWTO Ce HaMupare; Bkntouete I'pad)MKVI, Nnokassal KbM KOA 4acT OT
M36paHMﬂ nasap uwe ce Haco4n Bawara komMnaHus (KOJ'IKOTO no-rongama, T0s1K0Ba I'IO—,EI,OGDE
BWHArM B paMKuTe Ha peaJ'IHOCTTa).

[lpodykm

flcHo dopmynmpaiTe 0T KakBO Ce CbCTOM MPOAYKTLT MAW ycnyrata Ha Bawarta koMnaHus
¥ 3aWo ToW/Ts e yHukanHa. M3obpaxeHusTa, BA3yanusauMuTe M BUAEOKAMNOBETE MoraT Aa
UrpasT BaxkHa pons - He TpsbBa fa nMare AbArK NMCMeHn obsicHeHus. BkntoyeTe ciefHoTO:

- K/t0YOBW XapaKTepuCTUKM Ha NpoAaykTa

- MPUYMHK, NOpPaaM KOMTO noTpebuTesMTe ce MHTepecyBaT OT NpoAyKTa

- OCHOBHWTE MpeaWMCTBa Ha NPoAyKTa

- OCHOBHMWTE Pa3fiMyaBally XapakTepucTUKM Ha NpoAaykTa

Knuenmu
Cnangwt ,KnneHtn® e BaxeH 3a [oBepueTo, KoeTo uckate aa nsrpagute. 0bnkHoBeHo norata
Ha [obpe No3HATMTe KAMEHTM Ce BK/KYBAT B TO3W CMANA.

TexHonoaus
MpenocTaBeTe MHGOPMALMS 33 OCHOBHATA TEXHOOMUSA Ha [OCTbMNEH e3MK; KYOBM NpaBa
Ha WHTenNeKTyanHa cobCTBRHOCT, KOMTO KOMNAHMATA MMa (NaTeHTH, YaKaly NaTeHTH, aBTOPCKM
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npasa, TbProBCKN MapkKu, UMeHa Ha JJ,OMBVIHVI); 3all0 TexHonormsaTa e unu we bbae no—,u,oﬁpa
M 3all0 3a KOHKYPeHTHT Le bbae TPYyAHO Aa Konupa TexHoNnoruata.

KonkypeHyus

OT M3KNKYMTENIHO 3HAYeHME e SCHO A Ce NOCOYM KoM Ca KOHKYpPeHTUTEe Ha KOMNaHMATa; Ha
KaKkBO pa3yuTa BalweTo KOHKYpeHTHO NpeaMMCTBO; KaKBM Ca K/YOBMTE OTAMYaBaliy Bu ot
KOHKYpeHLMsATa xapakTepucTuku. HanctuHa Tpsibea Aa nokaxeTe pasbupaHe 33 KOHKYPeHTHUS
ner3ax v Aa CTe roTOBM Ja OTroBapsTe Ha BbNpocK 3a BawwnTe koHKypeHTU. Ako He pasbupate
KOHKYpeHTUTe CW, TOraBa MHBECTUTOPLT MOXeE [a 3aK/H4M, Ye HAUCTMHA He pa3bupate nasapa.

Pa3zsumue

0bsicHeTe pa3BMUTMETO HA Bawata KOMNaHWs U Kak pacTexwT Lie i NoMorHe Aa Habepe CKOpOCT.
Pa3BnTMeTO Ype3 pacTex e Moaesi, NPUAOKMM 3a NOYTU BCeKM BUA BU3HEC, He3aBUCMMO Aanu
gv?yHMe%HMTMpaH KbM YCAYr¥ UAW NPOAYKTW, fanuW ce NPoaBa Ha 0BLLecTBeHOCTTA MM Ha ApYrv

busHec Moden

MHBecTuTopUuTe We uckat aa pasbepar Bawwms 6usHec mogen. ETo 3awo e oT cblyecTBeHO
3HayeHWe Aa ce OTrOBOPM Ha K/IHOYOBM BbNPOCHK KaTo: Kak neyennte napu? Kakbe e MoaensT 3a
LleHoobpa3yBaHe? KakBa e CTOMHOCTTA Ha KAMeHTa B AbArocpoyeH nnaH? Kakew ca kaHanute
¥ pasxoauTe 3a NPUBANYAHE HA HOBW KIUEHTU?

MapkemuHe nnaH

Be3 3HayeHWe Konko A0BbLP e BalWMAT NPOAYKT, 32 Aa MMaTe KIMeHTU Unu notpebutenu, we
TpsbBa fa uMate f06bp MapKeTUHIOB NAaH.

MNpeactaBeTe KkpaTka MHOpMauMs 3a BawwTe KAKUYOBM MapKeTUHr KaHanu (nnarteHo
TbpCeHe, COUManHu Meauu, Tenesusus, paamno, UMein MapkeTUHT W [p.); NpefuWHN ycnexu,
KOWTO CTe MManu W KaHanu, ¢ kouTo cTe paboTunu; Bawmnte MHAMBMAYANHWU NpeBapuUTeNHU
pasxoaM 3a NpUBAMYAHE HA BCEKWM KOHKPeTeH KMMEeHT (M CbOTBRTHO KakBa € MporHosHara
NPOABLMKUTENIHOCT Ha KNIMeHTa); roBopsaT Nn Beye 3a Bac u Bawara koMnaHus, UMa nu Beye
HSIKaKbB MHTepec 0T CTPaHa Ha MeguuTe.

$uHaHcu

WHBecTMTOpUTE LWe uckaT Aa pasbepat Tekywarta ¢uMHAHCOBA CUTyauMsi HA KOMMNAHUATA W
Kakea CyMa CTe CKMOHHM Aa “n3ropute” (KakeBu ca MeceyHWTe WnW rofMLWHU NapuyHu 3arybu,
[0KaTO KOMMNaHMATA OKOHYaTeNHO pa3paboTu K nycHe Ha nasapa CBOSI NPOAYKT).

Cnangwbt ,PrHaHCK” MoXe Aa BKNKOYBA C/1IeAHOTO: Tpu- 40 NeTroAnIIHN GUHAHCOBK NPOTrHO3W;
KakBO e CbOTHOWEHMeTO Mexay AMPeKTHWTe PasxoAu W OMPeKTHUTe NpUXOAW, CbobpasHo
Bawwus 6usHec Mogen (Ha eguHWLA MPOAYKT), KakBu CymMu TpabBa Aa 6bfaT MHBECTUPAHU
Be3 Bb3BPBLLAGMOCT, K/IHYOBM NOKa3aTenu, KOUTO ca BaXHW 3a bu3Heca (KaTo NepuopnyHu
FOAMLLIHM NPUX0auM); 0Bl NPUXOAM W pa3xoau; neyanbu npean NUXBW, AaHbLMW, aMOPTM3aLms
(EBITDA); OcHOBHW NpeanonoxeHns.

Kakeo mvpcume

MNpepocTaBete nokasarenu 3a:

- Konko napv TbpcuTe (nocoyBaHe Ha NpubauanTenHa cyma B AManasoH, HanpuMmep ,Hue
TbpPCUM 2-3 MUAMOHA Aonapa uHaHcupaHe®)

- 3a Ko/Ko BpeMe MucAuTe, ye e u3nonssare uHaHcupaHeto (15-18 Meceua)
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- KakBu ocHOBHU eTanu cMsaTaTe, e Lie ycneeTe 4a NOCTUrHeTe ¢ GUHaHCUpaHeTo

- 3a KakBo OCHOBHO LLe M3M03BaTe NpUXoAMTe OT UHBECTULMATA (Hanp. PaspaboTBaHe Ha
TeXHOMOrMM U NPOAKTU, HaeMaHe Ha HOB NepCoHas, KanuTanoBu pPasxoau, MapkeTUHT 1 ap.)

- Kou ca BawuTe CbluecTBYBaLM MHBECTUTOPW (ako WMaTe MONYASPHA WHBECTUTOPM,
HabnerHete Ha TsX)

Han-yectute rpewkn, KOUTO npeanpueMayuTe NpaBAT, KOrato ce nNpeactaBAT npea
WHBECTUTOPU

[pewska N¢ 1: NpepocTaBsaTe busHec nnaH ot 50 cTpaHuum

NHBecTUTOpUTE HAMAT BpeMe Aa ce 3ano3HaBart ¢ busHec nnaH ot 50 cTpaHuuy, 3a aa pewar
[anu cu CTpyBa fa nposefeTe cpella UAM Aa NPOABLKMTE KOHTakTUTe. [laiTe Ha MHBECTUTOpa
pe3toMe B 2-3 cTpaHuum U Moxe 6u PowerPoint npeseHtaums.

[pewka N¢ 2: He noka3sare 3alo nasapHaTa Bb3MOXHOCT e ronsmMa.

MoBeYyeTo MHBECTUTOPU THLPCAT KOMNAHWWM, KOMTO MOraT Aa ce pa3pacHaTt M Ja cTaHar
3HauuMu. Taka 4e He 3abpaBsiiTe ga nokaxerte, ye BU3HeCHT BW HauWCTMHA Moxe [a CTaHe
ronsMm.

[pewka N¢ 3: [la KaxeTe Ha UHBECTMTOP, Ye HAMATe KOHKYpeHUus

06sBsBaHETO Npes MHBECTUTOP, Ye HAAMaTe KOHKYpeHLMS Hai-BeposiTHO Mokasea, ye cTe
HEepeannCTUYHKN, UK HameHK. Pa3bupa ce, Ye nMate KoHKypeHUMS. Mpska, Henpsaka UAK HAKONM,
KOMTO npefnara 3amMecTBallo peweHue. [loka3gankuy, Ye CTe aHANU3MPANM KOHKYpPeHTUTe cu,
Le NokaxeTe Ha MHBECTWUTOPa, Ye pasbupare nasapa.

[pewka N 4: Moka3sate be3nHTEpeCHN WM HepPeANIUMCTUYHM NPOrHO3M

[pewka N2 5: 3abpassTe ga noguepraete onuTa v pedepeHumnmTe Ha Bawwms ekun

NHBecTUTOpMTE LWie UCKaT Aa 3HAAT, Ye eKMNbT MMa NPaBUIHMA HAbop OT yMeHus, ambuums,
ONUT ¥ XapakTep 3a pa3pacTeaHe Ha busHeca.

[pewka N¢ 6: He obpbluate BHUMaHWe Ha geTannvte

YBepeTe ce, Ye npeseHTauMsATa Bu He cbabpxka rpewku uan HecboTBeTcTBUA. peactasete
nobpe HanucaHa, BM3yanHO MHTepecHa npeseHTauus. Bkntouete Homepa Ha CTpaHUUMTe Ha
BCEKW Cnang, Taka ye NecHO Aa Ce NpaBu NpenpaTka KbM KOHKpeTHa cTpaHuua. 3a Bawara
npaBHa 3almTa nocTaBeTe 3abenexka 3a aBTOPCKM Npasa B [onHaTa YacT v fobaseTe ppasata
,[10BEpUTENHO ¥ NNYHO".

[pewka N2 7: He noka3sate pasbupaHe 3a noTeHuuanHWTe puckose 3a busHeca

WNHBecTWTOpWTe LWie UCKaT Aa TecTBaT TOBa, koeTo Bue Buaate kato puckose 3a busHeca. Te
uckat aa pasbepar Bawwus MucnoseH npouec ¥ cMekyaBaluMTe NpeanasHu Mepku, Kouto buxte
MOrNY fa npeanpuemMere.

[pewka N¢ 8: He npogaBate Ha MHBecTUTOpa OT Bawarta nHTenekTyanHa cobcteeHocT

[pewka N2 9: He cTe npoyunnu nHBecTMTopa v Herosoto NOpTHoamno

Moka3BaHe Ha WM3BeCTHA MHOPMMpAHOCT 3a bekrpayHaa Ha WHBECTUTOPA M KOMNaHUMUTe,
B KOMUTO TOM MHBECTMPA, Lie YNecHM 0T YacTW OT pasroBopa, a CbLUO Taka Nokasea, ye cTe ce
nocTapanu fia HanpasuTe U3BeCTHA NOAroTOBKA 3a CpeLyata.

[pewka N¢ 10: He npefnarate sicHa cTpaTerns 3a M3nu3aHe Ha MHBECTUTOpA
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Differentiating the sources of funding is key to the company’s financial robustness.

Nonetheless, not all funding schemes are suitable for all companies or to every company’s
stage of development.

When referring to equity financing and to private investors, the company is required to be
able to present its own investment project in front of a panel: the pitching exercise!

The players and their approach

In the pitching exercise two categories of players are actively involved: the entrepreneur
and the investor.

They have different needs and approaches but they are both committed to create value
and to make the project successful. Entrepreneurs VS Investors

The Entrepreneur:

- Loves his business idea (“The best business idea in the world”)

- Knows very well the product but not so much the investor’s expectations
- Aims at developing a successful product

- Thinks that “There are not enough investors willing to finance businesses”

The Investor:

- Looks at the business idea as “a project”

- Does not care about the product/technology but about making a profitable investment!

- Wants to get a 30% internal rate of return (IRR) and exit with 10x the amount originally
invested in the winning businesses in his portfolio to meet this target overall

- thinks that “There are not enough “investment ready” projects”

Investitor needs / requirements
1. High IPR
2. To reduce fielure risk

Common goals
- Create value
- Further round of financing

at highher value
- Profitable exit

Entreprenuere need / requirements
1. High company valuation
2. Not to loose control

How to prepare for the pitching session

The company’s team has to:

- define 2-3 pitch sessions with variable time frames (2 minutes, 5 minutes, 10 minutes)

- organize a pitch deck: a short and catchy PowerPoint presentation (use graphics and
presentation tools)

- have a factually supported, well-written Executive Summary (1-2 pages)
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- think about a realistic exit strategy for investors

The team also has to:

- rehearse many times

- be prepared to answer questions
- look professional

Pitch Deck Do's and Don’ts

The company’s team is invited to pay particular attention to the following features when
preparing its pitch deck:

- Do convince the viewer of why the market opportunity is large

- Do include visually interesting graphics and images

- Do tell a compelling, memorable, and interesting story that shows your passion for the
business.

- Do show that you have more than just an idea, and that you have got early traction on
developing the product, getting customers, or signing up partners

- Do have a soundbite for investors to remember you by

The company’s team should remember the following:

- Don’t make the pitch deck more than 15-20 slides long (investors have limited attention
spans). If you feel you need to add more information, include it as an appendix.

- Don’t have too many wordy slides.

- Don’t provide excessive financial details, as these can be provided in a follow-up.

- Don’t try to cover everything in the pitch deck. Your in-person presentation will give you
an opportunity to add and highlight key information.

- Don’t use a lot of jargon or acronyms that the investor may not immediately understand.

- Don’t underestimate or belittle the competition.

- Don’t have your pitch deck look out of date. Make sure that the date on the cover page
is recent - not several months old (that is why | avoid putting a date on the cover page at
all). And you don’t want information or metrics in the deck about your business that look
stale or outdated.

- Don’t have a poor layout, bad graphics, or a low-quality “look and feel.” Think about
hiring a graphic designer to give your pitch desk a more professional look.

The key slides in a Company’s Investor Pitch Deck?

Company Overview
Summarize in 4-6 bullet points your business, what problem it solves, where you are
located, the experience of the management team, and any key traction already established.

Mission/Vision of the Company

Clearly state your mission and your vision in a synthetic but effective style, by conveying
your key objective and defining who you want to become.
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The Team

A company’s team is the most important determinant of whether or not to invest. “The
Team” slide will typically include:

- Pictures and titles of the key team members

- Short summary of prior employment of the team showing domain experience and rel-
evant expertise

- Advisors, consultants, and Board members (sometimes included in this slide to bolster
credibility)

The Problem
Define the problem or need your company is solving, focusing on its impact and the target
clients it affects.

The Solution

Articulate your proposed solution and why it’s better than other solutions in the market.
This deck should be carefully coordinated with the “Product” slide of the pitch deck, as there
may be some overlap.

The Market Opportunity

Investors want to invest in big opportunities with large addressable markets. Define the
market you are in; Include graphs showing which portion of the addressable market your
company will be addressing (the biggest, the better..always reasonably).

The Product

Clearly articulate what your company’s product or service consists of and why it is unique.
Images, visuals, and videos can play an important role here-don’t just have lengthy written
explanations. Include the followings:

- key features of the product

- reasons why users care about the product

- the major product milestones

- the key differentiated features of the product

The Customers
A “Customers” slide can be powerful and add credibility. Normally, the logos of customers
that are well known are included in this slide page.

The Technology

Provide in a friendly-user jargon information on basic technology backbone; key intel-
lectual property rights the company has (patents, patents pending, copyrights, trademarks,
domain names); why the technology is or will be superior and why it will be difficult for a
competitor to replicate the technology.

The Competition
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It is of utmost importance to clearly state who the company’s competitors are; what your
competitive advantage relies on; the key differentiating features from your competitors.
You really have to show an understanding of the competitive landscape and be prepared to
answer questions about your competitors. If you don’t understand your competitors, then
the investor may conclude that you really don’t understand the market.

Traction

Explain the progress of your company and the momentum it gains as the business grows.
Traction applies to nearly any kind of business, whether service or product-oriented, or
whether it sells to the public or to other businesses.

Business Model

investors will want to understand your business model. It is therefore essential to address
key issues like: how do you make money? What is the pricing model? What is the long-term
value of a customer? What are the customer acquisition channels and costs?

The Marketing Plan

No matter how good your product is, you will need to have a good marketing plan to get
customers or users.

Provide concise information on your key marketing channels (paid search, social media,
TV, radio, email marketing, etc.); early successes you have had and channels you have
worked with; your preliminary customer acquisition costs per customer (and, correspond-
ingly, what is the projected lifetime value of a customer); early press or buzz you have
already got.

Financials

Investors will want to understand the company’s current financial situation and proposed
future “burn” rate (monthly or yearly cash loss while the company is developing and mar-
keting its product).

The “Financials” slide can include the following: Three- to five-year financial projections;
Unit economics; Burn rate; Key metrics that are important to the business (such as annual
recurring revenue); Total revenue and expenses; earnings before interest, taxes, deprecia-
tion, and amortization (EBITDA); Key assumptions

The Ask

Provide indications on:

- how much money you are you seeking (a range is fine, such as “we are seeking $2-$3
million in financing”)

- How long you think the financing will last (15-18 months)

- What major milestones you think you will be able to reach with the financing

- What your key use of proceeds from the investment will be (e.g., technology and product
development, new hires, capital expenses, marketing, etc.)

- Who your existing investors are (highlighting any well-known investors)

[ EN | 10



The most frequent mistakes entrepreneurs make when pitching to investors

Mistake N2 1: a 50-page business plan to review

Investors do not have the time to review a 50-page business plan up front to decide
whether it is worth taking a meeting or following up. Give the investor a 2-3 page executive
summary and maybe a PowerPoint deck

Mistake Ne 2: Not showing why the market opportunity is big.

Most investors are looking for businesses that can scale and become meaningful. So make
sure you address this issue right up front as to why your business can really become big

Mistake Ne 3: Telling an investor you do not have any competition.

Telling an investor you have no competition most likely indicates you are unrealistic or
naive. Of course you have competition, whether direct, indirect, or someone who provides
a substitute solution. By demonstrating that you have analysed your competitors, you will
show the investor you have an understanding of the market.

Mistake N2 4: Showing uninteresting or unrealistic projections.

Mistake Ne 5: Forgetting to highlight your team’s experience and credentials

investors will want to know that the team has the right set of skills, drive, experience, and
temperament to grow the business

Mistake N2 6: Not paying attention to detail.

Make sure your presentation doesn’t contain typos or inconsistencies. Present a well-writ-
ten, visually interesting presentation. Include page numbers on each slide so that it is easy
to reference a specific page. For your legal protection, put a copyright notice at the bottom
and add the phrase “Confidential and Private.”

Mistake N2 7: Not understanding the potential risks to the business.

Investors will want to test what you see are the risks to the business. They want to un-
derstand your thought process and the mitigating precautions you might take.

Mistake N2 8: Not selling to the investor on your intellectual property.

Mistake N2 9: Not doing research on the investor and his portfolio.

Showing some awareness of the investor’s background and the companies he invests in
will facilitate parts of the conversation, and also shows you have done some advance due
diligence for the meeting.

Mistake N2 10: Not offering a clear exit strategy
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