

















INVESTOR Dr. Tom McKaskill

PITCH

You are presenting to a professional audience so avoid the gimmicks. Don’t
use fun graphics, noises or fancy animations.

Your audience wants to read what is on the slide.
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Why Are You There?

Be very clear in your own mind what you want to achieve from your
presentation and ensure you come back to that at the end. Listen carefully to
the questions and make sure you answer them rather than simply repeat what
was in your presentation.

Learn from every presentation:

e What went right, what went wrong?

e What questions came up later - can this information be incorporated in
the presentation?

e Find out where the weak points were.
e Where were you not convincing?
* In the story, strategy, concept - what did you miss?

e Who or what do we need to do to be successful?

Your presentation is only the first step, you need to have a plan to follow
up on the meeting. Ask for business cards of those who would like a further
discussion. You can also ask if you can send them additional information.

Presentation Checklist

After you have put your presentation together, check it against the following
list. Depending on the type of business and the type of exit, not all of these
items will be relevant and some will need more detail than others.

Almost without exception, you will have made some assumptions about
your audience, especially their knowledge of your industry and technology. You
need to deskill your presentation for a general audience. The best way to do
this is to give the presentation to people from outside your sector. Try it on
friends, siblings, your spouse/partner/mother and your co-workers. If there
is something they don’t understand or have difficulty following, you need to
change your presentation. At the end of the presentation, you might ask them
qguestions about your business and investment opportunity and see if they
understood it. These days it is not essential to wear a business suit and tie but
neat and professional is important.
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e Introduce yourself and your other presenters

e Who are you and what do you do

e What problem or need do you satisfy

e |Isthe customer clearly identified

* Are you showing why the customer should buy from you

* Are you identifying your principal competitors

e Areyou identifying your sustainable competitive advantage

* Are you showing who the management team is

e Do you have financial projections with worst, likely and best case

e Are you identifying the risks in the deal

e What problems are unresolved or needed additional work

e Do you have a well defined exit strategy

e Have you identified what needs to be done to deliver on the exit event

e Have you said why you are there and make the investment request

e |Isthe investment opportunity well defined and convincing.

* Are your Powerpoints clear and easy to read

Depending on whether you are a financial or a strategic exit, your explanation
of what is important can be very different. With a strategic trade sale, the key is
to identify the strategic buyers and explain why they would want to undertake

the acquisition. In a financial sale or an IPO, you need to show that you can
create a high growth venture.

The last time | raised venture capital | did over 30 presentations to venture
capital firms in 5 cities up and down the eastern seaboard of the USA. Each
time | learnt a little more about what they were interested in and refined the
presentation. What | also found was that even the best opportunity had to fit
into their investment criteria, investment portfolio, sector preferences and
level of investment. You may need to do a number of presentations to different
audiences before you find a match.

Some organisations will have a preferred presentation outline which they
would like you to follow. Ask them if they have a specific format which they
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prefer. Often they will want an executive summary either in advance or on the
day. This needs to cover the major points of the investment proposal and should
include contact details for those who wish to explore your proposal further.
Some organisation like to have a written business plan available for those who
wish to examine the proposal further.

With formal Powerpoint presentations, many organisations like to hand out
a copy of the slides to the audience so they can make notes during and after the
presentation. Remember to invite the audience to ask questions and offer your
business card for follow-up discussions.

Most investors try to put themselves into the shoes of the target customer
and ask the question “Why would | buy this product and from this firm?” They
try to do this as early into the presentation as possible so they can understand
the business. This means that it is really important to deal with this issue as
early into the presentation as possible. Showing the product, demonstrating it
or showing a short video or photo of it in use can be quite effective.

| have sat through many presentations where | didn’t understand what the
product was or what problem it solved until well into the presentation. The
problem for the presenter was that most of the audience were not listening to
the content because they were still focused on working out what the business
did. You should not be spending more than a minute or so on describing your
product or service. Once the audience understands what you do, move on to
the core of the presentation which is about what you need to do to develop
the business, the investment required and the return which the investors
will receive by participating in the venture. If you are at the idea stage or still
developing your business concept, simply state that in your presentation, but
ensure that your host understands that prior to the presentation and has the
opportunity of setting the right expectation for those who will be attending.

If you are not sure what level of detail is required in the presentation or are
unfamiliar with some of the terms used by investors, ask your host. You can also
learn a lot about Angel and Venture Capital funding from articles, websites and
books. The more familiar you are with the requirements, the better prepared
you will be to deliver your presentation and answer the questions.

This document may be freely distributed. (Issued April 2009)
Suggestions and comments can be sent to info@tommckaskill.com
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