1dUDYAHN
PITCGHING | asqvenln
TIPS |

‘..ATUATDYNAULOIAN
NJ9:UOJIKU...”

$
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QUESTION ASSOCIATED BUSINESS ISSUES Q O O W h O | S yO u r a u d | e n C e ?

0. Who is your audience? Know your audience to pitch effectively

1. Why should |, the audience, care? Market size and market pain Kn OW. yO u r a u d i e n C e tO p itC h
2. What do you do? Secret sauce eﬁe Ct I Ve I y

3. Why will you win? Competitive advantage

JIAS:KNQUIUIKIUNY (audience) “IV1” A
[AS? ::: “SIV1 SIS SUSDUAST BUSOUASY” ::;
Value for Whom... “KNOW HOW” nSo9:d
“KNOW WHO?” ::: AR (partner) Ay
(competitor) Al9 (oromoter) ++ IV1[asUIIUU
ADIUAUWUS N1a:IVDNIASIVISANUEAUWUS
vounauiUirungdue IR “NnnousIn Iwo:

10. How much will it cost? The ask _[ N Vr[ ) was
NS[R” ::

4. How will you stay better? IP status and strategy

5. Does it work? Tech status and strategy
6. How will you make money? Business model

7. How much will you make? Financial projections

8. Why you? Team

9. What will you do? Development plan

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano
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QUESTION ASSOCIATED BUSINESS ISSUES Q O 1 : W hy S h Ou I d I : 'th e
0. Who is your audience? Know your audience to pitch effectively a U d | e N C e : C a re ?

Market Size and Market Pain

3. Why will you win? Competitive advantage

S:yvuInman “lon1a” 9NNs:IIauuy (trend)
usluunNIsidagundau (transition) NFiNmann
oUR[KU (emerging market) KSogUduAgoulsu
(latent demand) ::: SUAIIAzUSNISVOUIS1EIE)
1N [vdrykin (problem solution fit) N9/ Pains
Un Jobs(-to-be-done) [noguls (how) NUN
HoviN vdnyrnd (why) d1any 910u UAruAN

10 How much wil it cost? fhe ek 1Az YAanIKS00gNIS? MSINIIUMNDINISVOY
NANMKSOIU (Product Market Fit) :::

4. How will you stay better? IP status and strategy

5. Does it work? Tech status and strategy

6. How will you make money? Business model

7. How much will you make? Financial projections

8. Why you? Team

9. What will you do? Development plan

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?

8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

Q 02: What do you do?

The Secret Sauce

F0dns “dnsInm INANAU” dSN “0SSANDY” Vo
$SNY Aoo:[s NlnANd1 aaniauuluylngan NN
fuasnAudUlUNN IBU “ISoNUTY KSo alunale” 18
WY TUADIARUIN ADSIAON “YAIIVY 9AVIE”
Uniduantududnn “f inu en” N lnulvanAnan
[uiwaAIaua9NVIY (Unique Selling Point:
USPs) I51599aSWNINIINNSInSITD 1IJudun
AOINISIAWWIWANVIUIDIUAU (Unique Talking
Points: UTPs) lla: 9ynidagunday NS:AulhWwy

IUn9SUWY (Unique Inflection Points: UIPS)
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?

8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

Q 03: Why will you win?
Competitive Advantage

aulnnnlKisog “intioAing (Competitive
Advantage: CA) hSolduiunlunannvodaunn
/ USNISUUC) AoSUUBUS:lgsunanAi9:lnsu
noUlINENISIBUIU INIVUTYKIIANSIVA 9N
AnUANUU=OULRAIAU KSO S:UNSTUNISIBIU
(Use Cases) WSOUUNAIDEIWISNS(E
Js:Tosulhiruidusdus:=sssunsniau
(Showcases)

www.mjuigtc.com

@mijuigtc



QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?
8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

Q 04: How will you stay
better?

|IP Status and Strategy

Jovulnno:=nlrssnanitunologonils
SOINUINOUNAMDIUDY NVK ANV “BURA
VInaoy” KSoaunAIvg “luauisnionsu:lniag
(Unfair Advantage: UA) 910 nagnsauanu
(Winning Strategy), udmnssuwanlan
(Disruptive Innovation), NSWg&UNWUJNYnY"

(

|

— e— — — e— —

aNSUMS, oUaNSURNS, AIUIBNNNIUANERMS)

(ow) LV

Uunu
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

6. How will you make money?

7. How much will you make?

8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

QO05: Does it work?
Tech Status and Strategy

UN1duoAtUaUURAWIAUDUINAINUVOIUIANSSU
ran (Breakthrough Innovation) 1S INAlulag
dNArynNsogasunnuAirg (Disruptive
Technology) d0nnaay lla: KYUIASUIUONTY
NAgNsSNIKRSSNARUIAIAAIINNIDNISN
(Growth Driver) nSo auisnaswanilsogn
N19NS:lnm (Exponential Growth) 0:UUADS
S:U 9ARA aSWAlmn “IK8R” 1a: 9:N[K “soe
FUIAIUISN” ADINNDYNIS
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?

8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

QO06: How will you make
money?

Business Model

OSUNYNAINNISNIIIUVAIIIUUINADIENUSIS
S19lnvoussN9 “Revenue Model
Mechanism” Ingiaw1:n1sNinuasUiuunis
aswsyln (Revenue Pattern) NUIGONIS
N1SU 1S ISNTSIRULAIUUT 9:3098S
R.F.M. Metrics —> Recency (R) oduU :
Frequency (3981) : Monetary (Goun) [r
ouIsluounnm
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QUESTION ASSOCIATED BUSINESS ISSUES Q O 7 . H OW m u C h Wi I I yO u
0. Who is your audience? Know your audience to pitch effectively m a ke ?

1. Why should |, the audience, care? Market size and market pain

2. What do you do? Secret sauce FinanCiaI PrOjeCtiOnS

3. Why will you win? Competitive advantage

iduavoyalNgoNUNISIINSI:KNINISINU UG
VAnWaIuNsniuNsnInMIsveodssne Us:inu
N1SJINSI:KOUC) (N1U) 91N Break Even Point
(BEP), Cost Benefit Analysis (CBA), O19Nw
WadNISY nSoN1SAINNISHU / wansniseln
{UBUNIAR UBDNINUUEIAIIISDIIFNIONSINNS
RoUdUDINDIYUYNUN NSOUONL [BUIUISY

10- How much wil t cost? e ask (Converson Rate: CVR) IwodswnduIBouu
fAnudnadnu / AR / wusidnsn1dssng IJusu

4. How will you stay better? IP status and strategy

5. Does it work? Tech status and strategy

6. How will you make money? Business model

8. Why you? Team

9. What will you do? Development plan

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?

8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

@mijuigtc

Q08: Why you?
Team

ACUZNWU / WIBYIBI0Y KSo [nSIvigndl
SOUUD AOSAUINS:KVOIUAaY N Stakeholder
Mapping lla:/iSo Value Network Analysis
(VNA) [ngididuidfnnuauwusIingonu
audience Tu QO 1JusU

= Schoolsrlourism
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?

8. Why you?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

@mijuigtc

Q09: What will you do?

Development Plan

IWUNISWHAJUNGUATIIAzUSNISuduAR Uod
n1stulna (foresee) Uovounnnm (foresight)
Jou(IKu)naulns (forefront) = 2:10unKUIINN
:=ROVIUA “WSUINUININDIUS KU (New
Knowledge & New Boundaries)” ::: Q1gNIwW
OUNARNIIKIADIUENISD 1

www.mjuigtc.com Y 5

lrng.l s .u'u
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QUESTION

0. Who is your audience?

1. Why should |, the audience, care?

2. What do you do?

3. Why will you win?

4. How will you stay better?

5. Does it work?

6. How will you make money?

7. How much will you make?

8. Why you?

9. What will you do?

10. How much will it cost?

ASSOCIATED BUSINESS ISSUES

Know your audience to pitch effectively

Market size and market pain

Secret sauce

Competitive advantage

IP status and strategy

Tech status and strategy

Business model

Financial projections

Team

Development plan

The ask

Source: ANUWAT CHURYEN (2018), adapted from Linda Plano

Q10: How much will it cost?
The Ask

JanN1saunu / Kudgy Wamaulinu S=gz10an
NISAUNU ansSwiAY ansus:lusu KSouns
dnWadnise (innovation metrics) due) (NiJ)
01N Return On Investment (ROI), Return On
Asset (ROA), Return On Health (ROH),
Customer Lifetime Value (CLV) 1Jusiu Unn1g
NOY “0SSANaV (selling messages)” ISUISTAL
WUINAAU “aulv 3o(8 uonmno”
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