Which topics should be in
YOUR WINNING PITCH?




The Pitch Canvas®

an entraprancuzial bralnstorming rocl that Felps you strscture snd visualise your pitch on one nage

Simple Statement of what change
you and your product are making in the world.
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Pain (+ Gain)

what probem ate you soling for your customers?

Vihiet dows the Dain 1esut 02

Can you make the pain a humran srobiem, 1Nt Overytre =
relate ot

Hoa meny peope st Lhis peoblens soleed = iarket sioe?
Have yeu va dated that peocie will pay e havo it

sobved? @

Product Demo

Live demo? [clwaye risky, bat powertul it & werks.. )

A screerlow mone of 3 working app convinces this is

for roal Phytical Se0dUct CONVINCES pOU CAN AXECUTR
Seraarshots 3eé 350 OK, byt Can ok lic § mochyp «

manang pecduct on scean i3 Detler,

Can you show a real customar using 12 N
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Customer Traction

Svuecess 3o fa?

Pilot customars? Majcr beands?

Progresson in users or downlcad:?
Customer refe ence Quotes or movies!

PR erneene ? Compatinan wiess

Usze dets and fazis to strengthen your 2356

Investment

Have you raestoo money yourself?

Have you “aisec] money %0 far?

Horw mueh 00 you Ionking for row?

What bg et stops will you uzo the nveiment lor?

What miestones will you teach with the money?

How many, and what type of ievesicr ana you kocking for?

What expactations do yow have of your invostors;

network, expertize? €

Product

Az emgly 3¢ possible Mow doos is work?

What does your prodhct do for cuatomens?

What can yout cosromerns 4o 26 2 rat ol yoor prxduct v

What opgortintios do you peovide for peoplo to bo ‘astor, more
cost-efectve, more efficient, hapoier, safer?

How have yoo testod & with customers®
(B¢ suro nct te lot the product dominate the pitehy)

-
What's Unique
Technocgy/Rectonchips/Portnorships
How do you help your customers get resdts diffesently
12 YO COMEetition. o sitomsatives?
Whiat's new sad inno«ative ADout yray sok tion?
Show you have raseacched the martket aod krow what
competition Is out there.

s
Business Model

Huw o pou g pand?

What's the opoortunity for growtn?

How can you scele beyond your current
scope. new industries, terrtories, aopl ca-
rians of paraeethins and 16chaalogy?

Team

What relovart experience and <ills docs your

tean have that suGpoits youw story?

Reards waked o) Arhevements? 3108 ©.ccnes?

What binds you togather 22 peodie and 32

ontrepeensurs to fix this oroblem?

What's special about the character of your team,

that will make you stind cut and be momorabie? w!

Call To Action and

Firel rhe pitch stroagly ‘with A £ ar request $ar 1ha uaisnce 1o take setan = whar i their fiest naer sTan?

Why You?

Why da yeu case abaut tohing thit pachlem fi yod e cutamars” How hat your ife hoen affacted by ths sdutry”
Why sheuld your asdence have cenfidence that you seo drrven te da what you preaste, no mstter whet?

MNOTE Why You? car show vl « ooy pait o the pitch, E
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Please Teel lree 1o shate The Pitch Canvas®,

Frsures you refermncs RastIninuteccam after pach ute

- PITCH
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Copies availapble
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What is the problem
yYOou solve?

The Why of the
oroduct
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What's the
Human Result

of the problem
you're solving?
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Lost time?
More cost?
omplex steps?
rritation?
ost customers?

Bad reputation?

Put a number on it!
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Be specific

PUT ANUMBERONIIT

© 9

"It wastes a lot ‘It takes up to
of hours’ /2 hours’
"They have to make "They have to make
a lot of calls” up to 30 calls”
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How do you solve
the problem?

Whnat can customers
do as a result of your
oroduct?
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UNIQUE

What's special and new
apbout your proposition?

Technology,
partnerships,
co-creation?’
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TRACTION

Who's already buying’

Recognisable brands’

Numbers of users or
customers’ Growth?
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EARLY STAGE
VALIDATION

Y Customer Interviews’

Online Experiments’

How nave you
engaged with potential

customers’
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WHAT DO YOU NEED?
and CALL TO ACTION

Money? Advice’
Introductions’

Follow Up Meeting’
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Q: tht s the most |mportcmt
thmg in o Startup7
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Q:\What's the most importcmt
thing in a Startup’/
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And vet... you never have

ENOUGH TIME .




Pick out one or two

MEMORABLE POINTS
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TEAM

Who will make it
happen?’

Skills? Experience?
Character’

Best 3 best3minutes.com

¥ Minutes



best3minutes.com




Bgst 3 best3minutes.com
Minutes

A4
<®



best3minutes.com




e
—
O ©
S >~ -
& 8 T o =
Q P,
NG
)Gt
e i
._LdO
O @ =
h...mp

>
We

sid
:oA- o o.-.-
Anddaiininn

="

—

Your Enthusiasm
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Please ask

IN THE CHAT or BY VOICE!
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%% ACTION STEP

4 P 1 o Brainstorm content for 3-4

MINUTES of the tollowing topics

Pain, Product, Unigue

Traction/Validation
Team, Why You?

Don't think too much:
just write
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ACTION STEP

Brainstorm content for 3-4
e of the following topics

Pain, Product, Unigue
| Traction/Validation
i Team, Why You?
" ., J Don't think too much:
just write
b
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brainstorm slides at best3minutes.com/ lifesci




