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	EEN’s Adviser 
Name: 
Email: 

	


(company logo here)




	Name of Company 

	Company URL: 
(https://www.company.etc)

	Participant
Name: (name of the participant)
Position: (position of the participant)
Email: (email of the participant)

	

	Starting year: 20XX

	Number of employees: 999

	Revenues (thousands of €):

	2021: 99 999 M€

	2022: 99 999 M€

	2023: 99 999 M€

	2024: 99 999 M€

	2025: 99 999 M€

	

	Positive Cash Flow / Break-Even:
(number of units or time frame. Ex.:  03/2012)


	Competitive Advantage:
- Domain Expertise
- Defensible IP
- Estimated market leadership (months or years)


	Key Executives:
- Key executive 1, name, position
- Key executive 2, name, position
- Key executive n, name, position


	Funding so far (if any):
State your funding history. Example:
Raised $750K in seed funding (June 21)
State your funding expectations. Example:
Seeking 1st Round: $3M



	Problem
Most founders jump to solutions, but investors first ask: is this problem worth solving?
· Quantify the pain (time, cost, inefficiency).
· Highlight existing customers already paying for your solution..
· Reduce risk with evidence (interviews, surveys, reports) and include sources for each figure used
· Make it clear this is a big, validated opportunity.

	

	Solution
Investors back solutions that work in practice.
· Show it’s realistic and reduces adoption risk.
· Highlight your “secret sauce” (IP, know-how, network).
· De-risk with pilots, prototypes, or early adopters.
· Prove measurable value (saves money, time, or creates revenue).


	

	Market:
Investors care about how you’ll make money.
· Define TAM, SAM, SOM (€ values).
· Show growth drivers (CAGR, regulation).
· Prove scalability with repeatable sales.
· Demonstrate strong unit economics (short payback, healthy margins).

	

	Competitive Landscape
Investors want to know you won’t be displaced.
· Compare with 2–3 competitors.
· Highlight your edge (IP, cost, partnerships, speed).
· Reduce risk with barriers (patents, contracts, approvals).

	

	Business Model

Investors don’t fall in love with your product — they fall in love with how you’ll make money.
· Be specific: pricing, margins, revenue model.
· Show how you’ll acquire customers, and what it costs (CAC vs. LTV).
· Reduce risk by proving scalability (pilot results, repeatable sales channels, partnerships).
· Demonstrate that your economics work: short payback periods, healthy gross margins, short financial predictions

	Traction to Date
Show achievements with numbers (users, revenue, partners).

If no customers yet, show validation:
· Interviews confirming willingness to pay.
· Sign-ups or waitlists.
· LOIs, pilots, crowdfunding.
· Grants or accelerators proving credibility.


Your Main Challenges/Needs ahead: 
your text here
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