
Pitching to Impress the EC Evaluators



Prepare Simple & Visual Slides!

10-30-10 Rule

10 words or less per slide (!!)

30 point font

10 mins or less to present

2



Rules of Thumb

•The slides should be intriguing about the work
you do

•The document needs stand alone power.



One-Liner

Describe your business thesis in the shortest way possible.

«Name of the company, does/offers/develops a name of the 
product/service/system to solve name of the problem/need/gap for the 

name of the target customers/end users to become/have/get the 
value»
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One-liners?
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Market / Problem

• What problem does your technology solve?
• Emphasize the pain level and the inability of incumbents to satisfy

the need

• Define the market opportunity and its size 
• How big is the market opportunity you are pursuing and how fast

is it growing?

• How established (or nascent) is the market?

• Do you have a credible claim on being one of the top or three
players in the market?



Underlying Technology

• Elaborate on the technology or methodology you
have developed to enable your unique approach
• How do its key features translate into customer benefit?
• How does it advance beyond the competition – in 

layman’s terms
• Describe intellectual property status – the ownership

structure? Any encumbrances?



Value Proposition

• What kind of RoI can your customer expect by using your
product/service? 

• What pain are you eliminating? 

• What is the current impact of the pain on socioeconomic
terms?

• Are you selling vitamins, aspirin, or antibiotics? 

• Do you need to educate the market to a perceived need to
have??



Commercialisation Strategy

• How are you selling / planning to sell?
• What is the primary method of commercialisation?

• What does the sales process look like and how long is the sales
cycle?

• How wil you reach the target customer?

• What is your sales, marketing and distribution strategy?

• What is the current sales pipeline? (If any)

• How do pipeline intermediaries benfit by cooperating with your
product role-out?



Revenue Model

•What is your revenue model (P&L)?
• How do you make Money?
• What are your revenue streams?
• What is required to become profitable?

• Show sales projects and reference to quotes and
interactions with market representatives. 
Testimonials?



Competition

Keep in mind that it’s really OK to compete!

Be sure to anticipate competitive responses, and never deny that
you have competitors, no matter how unique you think you are..

• Beside the ones already existing…

• Who is adjacent to you in the market that could enter your
market (and compete) or could be a co-opted partner?

• This is also a good slide on which to Show market size estimates
with market segmentation estimates split among competitors
including yourself.



TEAM!!!



Team

•Highlight the backgrounds of the key members of the
team, and any directors or advisors (not too many) 
who bring something special to the startup. 

• Explain verbally whom you intend to add to the team
in the next year (If that includes a CEO, say so upfront, 
without waiting to be asked)







PREPAREDNESS & PASSION







Important Considerations to keep in mind

•What assumptions are key to success of the business

•What «gotchas» could change the business overnight? 
New Technologies, new market entrants, chainge in 
standards or regulations? How much time do you have
until?

•What are your company’s weak links? How will you
address them?



Supplementary Slides…



Any Questions?


