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PITCH




10 Tips for a Successful
Entrepreneurial Pitch'!




Disclaimer

This presentation has been written for information purposes only. Every effort has
been made to make this topic as complete and accurate as possible. However, there
may be mistakes in typography or content. Also, this topic provides information only
up to the publishing date. Therefore, this should be used as a guide - not as the
ultimate source. The purpose of this presentation is to educate.

The author and the publisher do not warrant that the information contained in this is
fully complete and shall not be responsible for any errors or omissions. The author
and publisher shall have neither liability nor responsibility to any person or entity
with respect to any loss or damage caused or alleged to be caused directly or
indirectly by this topic. This presentation offers information and is designed for
educational purposes only. You should not rely on this information as a substitute for,
nor does it replace other professional finance or entrepreneurial advice.




Summary

One of the hardest presentations to make is the entrepreneurial pitch.
You have a great idea for a business and you want someone to give you
money to make it happen. The problem is that venture capitalists, angel
Investors, and even rich uncles are heavily predisposed against you.
Why? Because 99% of the pitches they hear sound like sure-fire
prescriptions to lose money! If you are pitching investors to give you
money for a new venture, you should subscribe to the following rules:
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An Individual Accepts

Explain exactly what your business is within the first thirty
seconds. Many entrepreneurs waste valuable time giving
loads of data, background and other info—all the while
investors are left scratching their heads thinking "What does

this business actually DO?"




Becoming self-aware

of what makes your pitch
awe

Tell your audience who your customers will be. Paint a

vivid, specific picture of these people.



Practice Self-Control

Explain why your customers Explain who your competitors are. (And if you say Explain why you are the
going to give you there you have no competitors, that is a certain sign you ONE to make this happen.
hard-earned money. are unsophisticated and deserve no investment

money!)




Tame Your Temper

Give your presentation with confidence and enthusiasm. Investors want a founder/CEO

to be a chief salesperson; they want to see that you can convince the world of your
dream—not just them.

Think before you speak

Once you're calm, express your anger

Get some exercise

Take a timeout

I dentify possible solutions

Stick with 'I' statements

Don't hold a grudge

Explain what star you can hitch a ride to. Has Best Buy or Radio
Shack agreed to distribute your new product? Investors feel
much more comfortable knowing you have an established

player willing to distribute your wares.



‘Speak when you are
angry and you will make
the best speech you will
ever regret.
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Ask for a specific amount of money. If all you do is ask for money, then you cant

complain if an investor gives you $3.25 for a cup of Starbucks coffee, BUSINESS
MANAGEMENT

Tell prospects exactly what you are going to spend the money

on (hinta trip to Maui for you and your friends will not impress)
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Dress well, act confident, and put on the air
that you dont really need their money, but
would be willing to accept it if they bring
enough to the table to be a strategic partner
for you. Sad but true regarding human nature,
out people are much more likely to give you
money If they feel you don't really need it




Thank
You

.

We Welcome Your Feedback.

Feel free to get in touch with us for any feedback or question.
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