
The solution

 What solution is the company offering to address the 
market problem? 

 What will the market look like once your solution has 
been implemented? 

 Traction: Put forward your technology, patents, and your 
technology readiness level.



Identifying the market

TAM SAM SOM model :

• TAM (Total Available Market ) :
total market demand for a good or service

• SAM (Serviceable Available Market) :
the market segment targeted by your products and/or services, in 
your geographic scope

• SOM (Serviceable Obtainable Market):
the share of SAM you would like to take up

Which market is the startup’s solution targeting?
How does this market look? Is it growing fast ? 

TAM

SAM

SOM



Identify the market: competitive analysis

Who are the competitors?

Explain the positioning in the market and why the 
product / service is better than its competitors’

Important for investors to see that entrepreneurs 
have a clear view of the market and all existing 
competitors



Business model

 Explain how revenues are generated

 What is the go-to-market strategy? 

 Typology of business model: BtoB, BtoC, Saas, 
Freemium, Pay as you go, Subscriptions...

 Demonstrate that there is existing some traction 
(revenues, partners,…)



Roadmap

 What are the development perspectives over the coming years?
 Indicate the most important steps (PoC, patents, R&D, new markets, new verticals 

for your technology, recruitments, fundraising rounds…)
 Make sure to distinguish the technical roadmap from the commercial roadmap



Management team and advisors

 Showcase how your team is complete and complementary.

 Put forward your accomplishments rather than your positions (projets managed, 
scientific publications…).

Söderblom, A., Le Pendeven, B., and Verbouw, J., (2023). Practices of European Venture Capitalists.



Capital requirements

 Indicate the total amount raised, as well 
as the percentage going into each cost 
group (HR, R&D,…)

 It is recommended to not add the pre-
money valuation at this stage. Leave it for 
one-on-one meetings



Thank you and contact information

 Website 
 Address 
 Cellphone number 
 Mail 
 Social media



Information that could be found in annex slides

The following information could be found in annexes:

 Anticipated figures: 
the information investors could potentially ask for

 Expansive figures: 
more in-depth analyses of the elements mentioned in 
the presentation

For example: 
✓ Additional financial information ✓ Technical information on the solution 
✓ The HR strategy  ✓ The marketing and communication strategy 
✓ The technical roadmap.



Investors’ key factors to keep in mind when pitching

 72% of European VC firms consider a competent 
management team the most critical driver 
behind investment success

 15% put forward the offering, i.e., the product, 
service, or technology, as the most important 
factor

 Health/life science-focused VCs highlight the 
importance of the business model to a greater 
extent than the other VCs

Söderblom, A., Le Pendeven, B., and Verbouw, J., (2023). Practices of European Venture Capitalists.



Feedback after the dry-run 

Send a recap email with feedback and tasks that still need to be done



Pitch session:  D-day -1 

At least 30days before
the pitch 

session: select and 
invite companies from

nominations of LNs
(vertical/ country)

20 – 15 days before
the pitch: blog post, 

validation of 
companies, invitation 

to investors, set-up
all tools, book dry-

runs with companies

Day before the 
pitch: check all details, 

prepare the script, 
verify with companies

that you have their
final pitchdeck in case 

of technical issues

Day of pitch 
session: don't forget
the technical check 

before the pitch, and 
follow up with

connections after the 
pitch

Day after the 
pitch: 

Recap email
with recording

to investors

D-DAY - 30 days D-DAY - 15 days
D - DAY 

DAY OF THE PITCH 
SESSIION

D-DAY + 1

1 day 2 – 4 days 0, 5 day 0,5 day 0,5 day

One day before the pitch: 
- Check all details with companies
- Prepare the script for the e-pitch session
- Have all presentation in the case of the technical issues
- Send reminder email to all registered investors with form for one-on-one meetings
- Check if the companies uploaded their pitch deck on EQ profile 

D-DAY  - 1 D-DAY + 10

10 days after
the pitch 

session: Follow 
up email to 
companies

0,5 day



Pitch session: D-day -1 email for investors



Pitch session: D-day -1 calendar invite for 1to1



Pitch session:  D-day

At least 30days before
the pitch 

session: select and 
invite companies from

nominations of LNs
(vertical/ country)

20 – 15 days before
the pitch: blog post, 

validation of 
companies, invitation 

to investors, set-up
all tools, book dry-

runs with companies

Day before the 
pitch: check all details, 

prepare the script, 
verify with companies

that you have their
final pitchdeck in case 

of technical issues

Day of pitch 
session: don't forget
the technical check 

before the pitch, and 
follow up with

connections after the 
pitch

Day after the 
pitch: 

Recap email
with recording

to investors

D-DAY - 30 days D-DAY - 15 days
D - DAY 

DAY OF THE PITCH 
SESSIION

D-DAY + 1

1 day 2 – 4 days 0, 5 day 0,5 day 0,5 day

Pitching session:  
- Connect 20 minutes before as well as companies, and do a technical test
- Have one person connected with you as a technical back-up
- During the pitch, is always great to have some questions prepared in advance in case the investors 

are not asking 
- Sharing the form for one-on-one meetings during the pitch
- Recording of the pitch session 

D-DAY  - 1 D-DAY + 10

10 days after
the pitch 

session: Follow 
up email to 
companies

0,5 day



Pitch session:  D-day + 1

At least 30days before
the pitch 

session: select and 
invite companies from

nominations of LNs
(vertical/ country)

20 – 15 days before
the pitch: blog post, 

validation of 
companies, invitation 

to investors, set-up
all tools, book dry-

runs with companies

Day before the 
pitch: check all details, 

prepare the script, 
verify with companies

that you have their
final pitchdeck in case 

of technical issues

Day of pitch 
session: don't forget
the technical check 

before the pitch, and 
follow up with

connections after the 
pitch

Day after the 
pitch: 

Recap email
with recording

to investors

D-DAY - 30 days D-DAY - 15 days
D - DAY 

DAY OF THE PITCH 
SESSIION

D-DAY + 1

1 day 2 – 4 days 0, 5 day 0,5 day 0,5 day

Day after the pitch: 
- Send thanks’s email to all pitching companies 
- Send follow-up email to investors with record, with the link to all company's profiles on EQ 
- Add information about the next pitch sessions

D-DAY  - 1 D-DAY + 10

10 days after
the pitch 

session: Follow 
up email to 
companies

0,5 day



Pitch session: D-day -1 email for investors



Pitch session:  D-day + 10

At least 30days before
the pitch 

session: select and 
invite companies from

nominations of LNs
(vertical/ country)

20 – 15 days before
the pitch: blog post, 

validation of 
companies, invitation 

to investors, set-up
all tools, book dry-

runs with companies

Day before the 
pitch: check all details, 

prepare the script, 
verify with companies

that you have their
final pitchdeck in case 

of technical issues

Day of pitch 
session: don't forget
the technical check 

before the pitch, and 
follow up with

connections after the 
pitch

Day after the 
pitch: 

Recap email
with recording

to investors

D-DAY - 30 days D-DAY - 15 days
D - DAY 

DAY OF THE PITCH 
SESSIION

D-DAY + 1

1 day 2 – 4 days 0, 5 day 0,5 day 0,5 day

10 days after the pitch: 
- Send follow-up email to companies with short survey 
(are they're in touch with investors ? Need they additional support? -> cooperation with LNs)

6 months after the pitch : Bpi will do the survey to all SoEs who pitched under EEN2EIC 

D-DAY  - 1 D-DAY + 10

10 days after
the pitch 

session: Follow 
up email to 
companies

0,5 day



 Wednesday: May 10th 2023, 15:00 CEST ✔

 Wednesday: May 17th 2023, 15:00 CEST ✔

 Wednesday: May 24th 2023, 15:00 CEST 

Calendar of trainings for GLs: 

Next steps



Jana Drzkova

EuroQuity - Bpifrance

jana.drzkova@ext.bpifrance.fr

+421 915 825 761


