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1. Do Your Homework

To do a pitch well, you have to understand your

n

audience,” Kawasaki says. “Thank god there's What PowerPoint Graphics do You Need

this thing called LinkedIn.” Look up everyone in 2 SR AT SRR e 2
the room and research their background to find
points of common interest, such as the fact that

you're both amateur hockey players or got

rejected from Stanford. But you also want to find

i g

where you're not relevant. “If you go into a firm

and you meet with a partner who's in charge of
semiconductor Investing and you are a
Snapchat killer, it's just not going to work.”
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2. Set the Stage

How long do | have?
What are the three most important things that |

can explain?
Can they hold their questions until the end?
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pitch deck
presentation?

Tell people who
you are and why
yvou're here

INTRODUCTION

Present a clear
and concise
solution that
investors can
easily follow

SOLUTION

Show off the
actual product or
service your
business is selling

PRODUCT

Introduce your
core team
members

TEAM

Show that you
have the financial
knowledge to
reach your goals

FINANCIALS

~ ! -

e
©

Ildentify two or
three problems
that your product
will tackle

MARKET
SIZE AND
OPPORTUNITY

Ildentify market size
and opportunity in
measurable
numbers

TRACTION

Focus on the
growth, major
goals and next

steps of your

business

COMPETITION

Define your
competition
and explain
why you're
different
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INVESTMENT
AND USE
OF FUNDS

©

Tell investors
what you need
from them
and why
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3. Tell a Story

Fight the temptation to talk about your “patent-pending, curve-

jumping, paradigm-shifting, enterprise-class, scalable product or

7

service,” Kawasaki says. You'll sound just like every other
company the VC is meeting that day. CEO after CEO will try to

“throw everything in there because you want to use shock and

awe to convince these investors to write you a check at the end

of 60 minutes. Wake up — that's not how it works. What you

want to do is tell stories about why you created the company.”
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%.Observe the 10/20/30 Rule

The optimal number of slides is 10. You should be able to give
your whole talk in 20 minutes (even if you have an hour). And the
Ideal font size is 30 points — though you can fudge that a bit. “A
very good calculation for your font size is figure out who the
oldest person is in the audience, then divide his or her age by 2.”
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5. Let One Person Do the Talking

You know that standard nugget of advice that investors are really
Investing Iin your team? It's a trap, says Kawasaki. When you
parade your CEO, CTO, and CMO in front of investors In an
attempt to show off how dedicated, hardworking, and brilliant
you all are, you really just end up with an unstable, jagged
presentation. “Somebody’s going to blow it. You're not all equally
rehearsed. You're not all equally good. Just let the CEO do the
talking,” Kawasaki says. “If your CEO cannot present everything
about the 10 slides you're going to see — the market, the
technology, the marketing, the product introduction, the
financials — iIf your CEO cannot cover those topics, you need a
new CEO.
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6. Get to 1,000 Feet and Stay There

To calibrate the right level of detall in your talk, Kawasaki advises you
keep a military analogy in mind. Don't be a B-1 bomber flying at
50,000 feet with banalities like “Security is a concern for large
companies” or “Millennials want to communicate socially.” On the
other hand, don't be a Navy SEAL crawling through the mud explaining
the ins and outs of your relational database. You want to be an A-10
Warthog, says Kawasaki, “the plane that flies 1,000 to 5000 feet and
supports the ground troops. This is not the plane that is way up; it's
also not the person on the ground with a knife in his or her teeth.
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7. Answer the Little Man

“Pretend that for everything you say there is a little
man or woman on your shoulder,” Kawasaki says. “Every
time you say something, the little man or woman asks
the question, ‘So what?"” If you say you have a team of
people who worked at SAP, HP, Google, and Cisco, for
example, don't assume the audience will make the
Intuitive leap that your team is full of proven, successful
people. “You have to answer the little man for the
audience.”

Project Number. 2020-3-EL02-KA205-006663

Co-funded by the
Erasmus+ Programme
of the European Union

*

* 5 *

*
*




Erasmus+
8. Pitch Constantly

Pitching Is an acquired skill, not an innate talent,
Kawasaki says. It takes practice. And yet, he says,
the tendency of CEOs is to assume they're
somehow the exception to that rule and can get
up and just wing it. “It takes about 25 times giving
the pitch until you're really smooth with the pitch.
This means you have to pitch all the time.”
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9. Shut Up, Take Notes, and Follow Up

When you've gotten to the end of your presentation and
you're fielding questions, take notes. “Or at least fake
taking notes,” Kawasaki says. “Because what that
communicates iIs that you're taking me seriously. If | see
you taking notes when | talk, my conclusion is what? You're
smart. If | don't see you taking notes, my only conclusion is
not that I'm not smart. It's that you're not smart. You're so
freaking stupid you don't even take notes when I'm giving
you all this wisdom.”
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10. Start from Scratch

Your pitch is a constant work in progress — which is both good and

bad. After meeting with a VC who's concerned about the team, you
add a team page. The next one is interested in the technology, so

you add a bit about the optimal programming language. And then

someone wants to know about the marketing plan, so you add a
marketing slide. Pretty soon your talk is the equivalent of a jeepney,

Kawasaki says, referencing the postwar Jeep hybrids common in the

Philippines. “They take fenders from a Mercedes, an engine from a
Chevrolet. And it's quite beautiful, actually, but at this point a
jeepney bears no relationship to the World War |l Jeep that the
Americans left,” Kawasaki says.

Project Number. 2020-3-EL02-KA205-006663




Co-funded by the

Erasmus+ Programme [EEG.
ErasmUS + of the European Union

*

(1104

Project Number. 2020-3-ELO2-KA205-006663




Co-funded by the

Erasmus+ Programme
ErasmUS + of the European Union

Now you are ready to create
your own pitching ideas
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Key Partners

Identify your company's key
partners. This can consist of
important suppliers in your
supply chain. What key
resources does the company
receive from these partners?
What key activities are
performed by these partners?
Think about whyyour company
works with these key partners
and the motivations behind them.

Key Activities

What specific key activities are
necessary to deliver your value
proposition? What activities set
your company apart from others?
Consider how yourcompany’s
unique differencesin its revenue
streams, distributionchannels,
or customer relationships. Do
you need to procure specific niche
resources? Do you neeéd to
streamline to keep costs and
prices low?

Key Resources

What specifickey resourcesor
assets are necessary to deliver
yourvalue proposition? Consider
what resources your distribution
channels and revenue streams
may require to function.
Additionally, thinkaboutwhat
resources are needed to maintain
customer relationships. Does
your company require alotof
capital or human resources?

Value Propositions

Identify the core value the
company provides to customers.
What exactly is the company
trying to give to customers? What
problemisyourcompany trying
to solve and what needs are your
company satisfying? Howdo you
offer something different that
satisfies thedemandsof your
customer segments (e.g. price,
quality, design, status)?

Customer Relationships

What type of relationship doyou
have with your customers? How
do you interact with customers
and how does this differ amongst
customer segments? Do you
communicate frequently withyour
customers? How much support
doesyourcompany provide?

Channels

How do you deliver your value
proposition? How do you reach
your customer segments? What
channels are used? Consideryour
supply, distribution, marketing,
and communicationchannels. Are
they well-integrated and cost
efficient? Are they utilized
effectively?

Customer Segments

Identify who is your value
proposition targets. Who are
you creating value for? Who are
your most important customers?
What are they like? What do they
need? What do they enjoy? What
is the customer market like? Are
you targeting a small niche
community or a mass market?

Cost Structure

Identify the key costs in your company’s business model. What are the major drivers of
costs? How do your key activities and key resources contribute to the cost structure?
How do your costsrelate to your revenue streams? Are you properly utilizing economies
of scale? What proportion of costs are fixed and variable? Is your company focused on cost

optimizationorvalue?

Revenue Streams

Identify the ways your value proposition generates money foryour business. Does your
company have multiple methods of generating revenue? What is the pricing strategy for the
products offered by yourcompany? Throughwhatchannels do your customers pay? Does
your company offer multiple forms of payment?
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-,&‘ Key Partners | (& Key Activities ,—_"1333 Value ) Customer Customer
- _ @ Propositions }.4 Relationships “% Segments
* App Developers o
* User Experience * [nitiating (digital) * Rapid prototyping of - Cf)-Crealion with the e Strt-Ups in diff
Designers change all kinds of ideas (may client | ‘ W“. ps tn diflerent
* User Interaction * Setting up an it be hardware, * Highly committed . :\[‘llgud diitized
Designers st T .;of ((\}‘w'urelf)r services) experts le:;m)‘i&:ym
* Data Scientists ideation, incubation, or the client s - 2
* Data Engineers prototyping and * Bringing atrue ('?7:’ Channels " Compon dape
* Software Engineers entrepreneurship innovation culture and . . . gT:a;lLsh od firms
* Hardware Experts ’ c;.pab’i lity Ilo the . f:ﬁ‘;::f ::):\s:t:ng and “';\ich are going 10
client’s culre :
* Delivering clear values | ® Innovative consulting transform digitally
S (beyond slideshows), formats like Open
e Experience like actual products, to Spaces, Hackathons
* Problem solving skills the client
* Capacity
* Certain development
skills
A L Cost Structure :r Revenue Streams
w® * Full-Time-Employees \9\ * Consulting fees
* Contractors * Time & Matenal contracts
* Cloud-/other Server architecture * Shares or revenue participation of new ideas, patents and
subsidianes
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. - Business Model Canvas

MeOonsid’s brand name

Keys Partners OO Koy Activities / Value Propositions 1 5 | Customer Relationship W | customer Segments ;‘.
In-s4ore Produet Sale Customer Service
Suppiens Franchaoes maragqemend Secal Madia
. -
Key Resources [ Channels ot
Become » musesshul
enfreprenayr and havw Franch
Delrvery Providers Brand more profit #rough the Website + Mabie App e

Real State Steres
— ~ - ——
Cost Structure ‘/ Revenue Streams 6
Markating Salarien """: SRS Meal Sales Rogeh "'F:: Usenes Rert Fass

l'll THE BUSINESS
=l MODEL ANALYST
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Business Model Canvas

_*&, Partners

;ﬁ\_ Key Activities

-
‘\* Value Proposition

( E Customer

Relationships

1-year contracts

Frame contract +
purchase order

»4
57 Key Resources

<F

\:) Channels

Large Retailers

SN
P Lab
-

Fruit Juice
Manufacturers

Revi

mue Streams

conver developed by Business Model Geoeration
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KAHOOT GAME

Results - Kahoot!

Choose mode - Kahoot!

FinCap Friday: Pandemic Entrepreneurs - Details - Kahoot!
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https://play.kahoot.it/v2/?quizId=89da9163-d865-429d-a89a-b8ac9dd5a844
https://create.kahoot.it/details/ef7aaac7-bc16-41b2-b87f-f96200122c22
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Video Youth Entrepreneurship

(413) YOUNG ENTREPRENEURS SUCCESS Story - Motivational
Video - YouTube

(413) How to Create a Company | Elon Musk's 5 Rules -
YouTube
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Youth Pass

(413) Let’s talk about Youthpass - YouTube
The framework of the Key Competences for Lifelong Learning has been revised in May 2018. For the Erasmus+,

the new framework appears on all the projects that have been entered into Youthpass database on August 20

or later. The change does not affect the Erasmus+ projects that have been entered into the Youthpass database

before that date, even if the certificates are generated anew later on. The new Key Competences also appear on

all Youthpass certificates of the European Solidarity Corps programme.

The revised Key Competences are:

« Multilingual competence.

» Personal, social and learning to learn competence.

 Citizenship competence.

» Entrepreneurship competence.

» Cultural awareness and expression competence.

 Digital competence.

« Mathematical competence and competence in science, technology and engineering.

 Literacy competence.
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