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Advice

If only two things

1. See it from their perspective

2. Be prepared
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1. Their perspective
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2. Be prepared
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How you create your perfect pitch deck

1 INTRODUCTION

Bagin your pitch deck with a shart prasantation about whoyou
ara, a description of wour company and prasanting the pur posa of
wour pitch. For example, defing your vision andior your goaland
tie it togathar with your company's purposa and problam
dezcription. It's important o conzider who the listenar toyour pitch
wiill bz and howe it speaks to the racipient Ako, think about how
wou can catch the raadar's intarast, sothat thay will want o know
mare.

2 PROBLEMDESCRIPTICN

Dezcriba tha prablemar nead thatyaou have dantifiad. Explain fiar
wiham this i 2 problem [target group), how big the problem is for
thamand how oftan ftoccurs. It i akagood if you can show how
much monay the pota ntial cuztomar i willing to add to gat the
problem fizad. & ckar and thorough dascription of the problem
shows thatyour team has understood the problemand the market
thatyou oparate in. Pleasa describa trands in tha relevantarea
and ifyou hava conductad inte rviewes or surveys with the targat
group, prasant tha resutts that confirmthe problem Cne mathod
thatcan ba difficutt to managa, buteffactiee if you suoosed, & o
dascribe tha problem so that it touches bath tha heartand brain of
the baholear.

A SCLUTION

Continue with axplaining how your product or sarvice sohees tha
problam-and the benefits of it Is i, for example, smocthar than
existing atternathnes, cheapar, craating a better fealing or saves
the customer time?

4. PRODUCTSERVICE

Shiaw howe you think wour productor sarvice will loak like, for
azample in tha formaf a skatch or prototypa. A big plus & fyou
candamonstrate how this wor ks, or zhoul work i it i not
davalopad jet 1t easy bo get going talking aboutyour praoduct or
zarvioa, try to keap it to the most necazzary parts of the baholdar.

S WERIFICETICN

Explain hows you warify thatyour product or sarvice sobres the
problemdetected. Tell u= i you have ket potential customears try
wour product or sarvice, the faedback you recaivad and amy
improwamants you have made bazad on the faed back.

£ TEAM

Dazcriba the team bahind your idea. Who are you and what
axparianca doyou hava thatamphazimas that you arae tha right
teamtosuoceed? Explain wihy particularke your knowledga or
oompatance will halp in building a scalable and sucoassful businass.

Pleasa include the diffarant rokes or tasks the differentteam
mambars ara hawving.

T MARKET

Diascribe how big the markat i for your product or sarvica. How
many pota ntialcustomars ara on tha mar ket 1z it poezible toscake
upoparations to othar gaographic areas than you initialky
targatad? Inzuch cazas, how big i the potantial market? In2oma
cases, product or 2arvica can be adapted tosuit othar industrias
than tha initial i thara any such market for your product or
sarvice and in such caza how big i the market for if?

E.COMPETITCRS

Dascrite your competitors. IF = 2 news product or sarvice and
tharafore thara are no direct competitors - tell us wihat the
altarnativa toyour productor sarvice & How dothe customers.
thamea bres sobea the problem today? & bonus i fyou can describa
the proportion of the markat thatyour compatitor cwns and what
sharas you intand totaka.

5 BUISINESS MODEL

Huawe wiillyou make money? \What does your business model look
like? Howe wiill customers pay for the product or sarvice? Direct
paymant zubscription? Dascriba it- and link tha income toyour
budget

10 BUDGET AND INVESTMENT

Describe your budget, how you will cope with the liquidity and how
many products you have bosallto breakeven. [tcan be difficult-
and there are many uncartaintias in the estimates in thase aarky
phases of 3 business, butstudies show that this partgets the mast
attention from investors. i akoin this partyou can tell whatyou
are koking for [fyou ara seaking capital for your businass dea,
this i tha slide whare you tallthe audianca how much monay you
are koking for, whatyou plan tousa the monay for and what the
investor gets in return. But:oftan ona can have diffarant

cond itions for diffrent inwestors. Cne tip &, the refore, not to print
this inyour presantation, but instead dalivar torally wihan you
meaat the investor in parson.

11 COMTACT DETAILS
Finalhg wou will leawe your contact infor mation for intarasted
paople tocome in contact with you.

‘Wia wiish you the bestof luck in creating your pitch deck and hope
this quide has been halpfull For more inspiration, chack outour
tastcaza Wanture log Cup bakow tosea what a pitch deck.can ook
lika.
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Problem description
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Product / service
Verification

Team

Market

Competitors
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Budget and investment
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Concrete

= Introduction (spark interest)
= Problem

= Solution

= Business model

= Market

= Financials

= Competitors

= Team

= Risks

Bitcoin

Reed

$

Transaction costs

Block chain (SW)

Save the sea + $
Eutrophication / Lots of reed
Straws / Soil / Fodder

How $? (Scalability)

Size, dynamics

Forecast

Hemp, straw, harvesters...
Important!

...and how to handle them
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. b Advice

- If only two things

—

.

= 1. See it from their perspective
—

Executive summary / elevator pitch (3 min)
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