Design & Flow

[0 Titles of slides should be context <Problem> and
<Solution> (not PROBLEM)

0 Step 1 — check all the boxes
0 Step 2 -find a story arc and narrative

0 Design —if you're a plumber, you shouldn’t do interior
design (sorry) go to Fiverr before final pitches <please
don’'t assault the senses>
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Story Arc

[ Every great story has a beginning, middle, end

[ Builds some tension, resolution
True North:
0 What's your customer’s life like before your product

0 What's your customer’s life like after your product
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Faomous Pitch Decks

0 30 Famous Pitch Decks
0 Facebook, LinkedIn, etc
0 Early to later stage
0 Not all had great graphics

0 Uber, AirBnB, Facebook examples
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https://piktochart.com/blog/startup-pitch-decks-what-you-can-learn/#Facebook
https://slidebean.com/blog/startups-pitch-deck-examples

Week 1 - Session 2
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Session 2 Agenda

Research & Competitive Analysis
Value Propositions
Market Sizing

O O O &3
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Research & Competitive Analysis
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Research

1 You are not the customer

[ Methods of Research
0 Blue Ocean
0 Garther Magic Quadrant

0 Documentation and Analysis

0 Google Search —what are the keywords someone would
type to find your solution

Crunchbase Search - funding, timing, categories
Competitive Product/Service pricing
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Pattern Matching

1 Stage
[0 Customer Type

0 Categories o

@ Add Companies filter

Search 1-50 of 100,000+ results in 0.009s

D Organization Name v Categories W Headquarters Location

D 1 m Xiaomi Consumer Electronics, Mobile, Internet Beijing, Beijing, China

I:I 2. |Y?| Seedinvest Crowdfunding, Association, Venture Capital New York, New York, United States

D 3 n Kickstarter FinTech, Finance, Crowdsourcing, Crowdfunding Brooklyn, New York, United States

D 4 = Lenovo Mobile, Manufacturing, Computer, Hardware Morrisville, North Carolina, United States
I:I 5. GO Virgin Hyperloop One Transportation, Manufacturing, Travel Los Angeles, California, United States
D 6. |~= Singapore Post Retail, Supply Chain Management, Logistics Singapore, Central Region, Singapore
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Juaan luPQ-UUI il

Summary Financials People Technology Signals & News
B About Highlights % Recent News & Activity
Startups.com helps over 1 million startup companies find . = News - Jul 12, 2021
customers, funding, mentors, and world-class education. Acquisitions Contacts TECHCOMMUNITY.MICROSOFT.COM — Microsoft 365 Dev
3 17 Podcast - Building an Application on the Microsoft 365
@ Columbus, Ohio, United States - — Platform with Elio Struyf
-s 101-250 Employee
M Private Profiles £ News * Jul 5, 2021
© www.startups.com 8 SaaStock — What are SaaS metrics, and why are metrics

[al) 84722

@ ADD TAGS

Find More Contacts for Startups.com

runchbase

important for SaaS companies / Startups?

= News - Jun 21, 2021

Tech in Asia — 500 Startups joins pre-series A round of
Indonesian social commerce startup

VIEWALL >

& Recommended Companies

https://www.crunchbase.com/
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https://www.crunchbase.com/

Research

0 Create a Google Sheet with your research

0 One tab forresearch, one for competitors

0 Who has written about your market
0 Professionals, bloggers, others

0 Who has raised capital in this market

0 What's the state of the “Wave?”
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Competitor List & Notes

Competitor Crunchbase | Amount Team
Link Funded
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Specitic Competitors

[ Feature List

0 Product positioning

0 Gaps

[0 Pricing

0 Target customer/profile

0 Marketing approach
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Geftting Data

[0 Right Mouse click
0 Keywords, meta data

0 Pull keywords for competitors — Google Sheet

0 Tools
0 https://www.semrush.com/
0 https://topics.seomonitor.com/query
0 Google Keyword tool

[0 Social
0 https://www.rivalig.com/
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https://www.semrush.com/
https://www.rivaliq.com/

Geftting Data - B2C

0 Playstore/App Store
0 One Star
0 Four Star
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Keyword Planner

> C @ ads.google. ywordplanner/home?oci 42494, id 244774&__u=55838831268uscid=56542494& __c=8093247406&authuser=0&sf=kp&subid=US-en-et-g tools-kwp_bb-... ¢ L

Apps [ Accts (T) WP 5 Projects [ES Trajectory 5 DKP [EJ G2M [E5 Finance [5 News [ Personal [ES Tools [ES BizBroker [ES Online Class 5 NoCode E5 Fun @ [5 Savings/Tax

4 Google Ads | Keyword Planner m

SEARCH  REPORTS  TOOLS&
SETTINGS

2/2 @ Youraccount isn't active - Your ads aren't running because your account has been canceled.

Discover new keywords X

START WITH KEYWORDS START WITH A WEBSITE

Enter a domain or a page to find keywords

G |hips

For example, domain.com (v age (webpage|

¥a English (default) @ United States Use a website as a source of
keywords
@ Use the entire site

O Use only this page

X 4 Google Ads | Keyword plan

< 2/2 @ Your account isn' active - Your ads aren't running because your account has been canceled.
Keyword ideas Q_ site: https://www.startups.com ® 9 UnitedStates ~ FaEnglish 2 Google (4 Oct2020 - Sep2021 ~
Forecast
Broaden your search: No suggestions found
~Keyword plan l
Saved keywords ‘0 ECMIEENRAEEN <)  ADD FILTER 1,143 keyword ideas availabl

Negative Three month Ad impression Top of page bid Top of page bid

Keyword ideas

[0  sole proprietors 100K - 1M +900%  Low - $1.26 $5.07
[0 venture capitalist 10K - 100K 0% Low - $2.38 $1234
[0 grantsto small businesses. 10K - 100K 0% High - $1.17 $9.99
[J investor angel 10K - 100K 0% Medium - $2.03 $8.47
[0 company startups 1K - 10K 0%  Low - $1.45 $5.44
°
I ra ecto r [0 startup a company 1K - 10K 0%  Medium - $3.50 $15.54
4
[0  funded startup 1K= 10K 0% Medium - $414 $13.02
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https://ads.google.com/

Topics

» SEOmonmr
Y Filters X pinsearch € Share

Keywords Search Volume Monthly Trends Year over Year

43 16.4K ‘s Q. 20, 25

8 6 1

SERP Features

B2 COMPETITORS

1 M businessinsider.com 2 @ amazon.com 3  © lifehack.org
7S
Visibility Visits Visibility Visits Visibility Visits [+ )
N
62% 2- 5K 58% 1 -4K 37% 673 Add new competitor
~412% 0% of 12M @ ~325% 0% of 464M ~26% 0% of 1.4M
= KEYWORDS & Downle
businessinsider.c... @ amazon.com lifehack.org
()43 Keyworda ~Relevance  SERP Search Vol. Yoy CPC wso) L - ©
curated from 10,162 keywords
! ) 1 ] ! ) 1
Q (7] startup books ¢ se0ee = 720 bin +22% $1.13 80 1 - 99+
[ best books for startup entrepreneurs 50 0% $135 14 426 15 +8 29 +2
[0 best startup books 42 590 0% s$1n 83 -52 15 +10 85

Topic Explorer

https://topics.seomonitor.com/
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https://topics.seomonitor.com/

®
. Trend Data For "startup books" (Global)
7d 30d 3mo 12mo Syrs All Time

Search Interest

Oct 23 Oct 25 Oct 26 Oct 28 Oct 29

Keywords Everywhere

KeyWords Everywhere

hitps://keywordseverywhere.com/
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https://keywordseverywhere.com/

Who has fried this before?

? What about Analyst report?
7?7 Why did they fail?

7 Use Wayback Machine to look back

INTERNETARCHIVE

mnuna“umgﬂ"l“u http:// BROWSE HSTORY

Explore more than 306 billion web pages saved over time

o —re—ca

o

22008
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Q Tools

Wayback Machine Availabiity API
Build your own tools.

WordPress Broken Link Checker
Banish broken links from your blog
404 Handler for Webmasters

Help users get where they were going.

m Subscription Service

Archive-It enables you to capture, manage and
search collections of digital content without any
technical expertise or hosting facilties. Visit
Archive-t to build and browse the collections.

D Save Page Now

http:// SAVE PAGE

Capture a web page as it appears now for use
as a trusted citation in the future.

Only avai a ers



https://archive.org/web/

Looking Back

7 Feature List — then and now
? Product Positioning

?  Pricing changes over time

INTERNET ARCHIVE

m““"“l’"’“m}nmu http:// BROWSE HISTORY
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Competitive Tech Stack

?  Builtwith

7 Mixpanel

7 StackShare

? Siftery

7 Ghostery — MarTec Stack
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Series

eeeeeeeeeeeeeee


https://builtwith.com/
https://stackshare.io/
https://stackshare.io/
https://stack.g2.com/
https://www.ghostery.com/

Updates

[0 Subscribe to Google Alerts
0 Competitors
0 Thoughtleaders
0 Analysts

[ RSS Reader
0 Specific pages within competitors

Trajectory
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ofte Regarding Biases

Decision-making, belief, and behavioral biases [edi

Many of these biases affect belief formation, business and economic decisions, and human behavior in general. They

characterized by:

i Name

| Ambiguity effect

i Anchoring or focalism
Anthropocentric thinking

§ Anthropomorphism or personification
Attentional bias

Automation bias
Availability heuristic

Availability cascade
Backfire effect
Bandwagon effect

| Base rate fallacy or Base rate neglect

| The tendency to avoid options for which missing
The tendency to rely too heavily, or "anchor”, on

|A tendency observed in children to use human &

The tendency to characterize animals, objects, ¢

The tendency of our perception to be affected by

The tendency to depend excessively on automa

The tendency to overestimate the likelihood of e
be.[17]

A self-reinforcing process in which a collective b
j The reaction to disconfirming evidence by streng
The tendency to do (or believe) things because

| The tendency to ignore base rate information (g1

| Belief bias

Ben Franklin effect

Berkson's paradox
\' Bias blind spot
i Cheerleadé? effect
}' Choice-supportive bias

} Clustering illusion

An effect where someone's evaluation of the log
A person who has performed a favor for someor

The tendency to misinterpret statistical experime

The tendency to see oneself as less biased thar

The tendency for people to appear more attracti
j The tendency to remember one's choices as bet

The tendency to overestimate the importance of



Questions?e

Where to source your data for
your researche
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Competitive Slide Examples

4. Square

Competition and Defensibility

its estoblished presence and niche market give Square @ competitive edge

F | | 1

Chamcteristcs e

Dwect Compettors | * Ezablshed ¢ lentele
GoPayment, PAYware | as frt mover

* o cmat chack
- No

* Dovic e compatbity
*Apple patrerhie

AFFORDABLE

Traiectory o
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https://www.slideshare.net/vishaltx/square-pitch-deck-23990068?ref=https://piktochart.com/
https://slidebean.com/templates/airbnb-pitch-deck

Value Proposition
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Positioning

[0 Positioning is holding a place in your customer's mind —
not as everything, what's memorable?¢

1 Whois the inifial customer

[0 Think about limiting service and customer first — before
you expand
0 You're not precluded from selling other services or products

0 What claim or promise will you makee
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Don't Bury the Lead

[ Think of this like journalism
0 What's the headline?
0 What's the Lead?¢

0 What's the Storye

Trajectory
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[ Each pitchis a rapid A/B testing

1 Look for 1:Many opportunities to test your value
proposition
0 Trade shows
0 Peers

0 Test tag lines

Trajectory
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0 The one sentence summary

[0 Pull from the Madlibs Pitch

[ Benefits fo customer — not features
0 Simple

0 Evolve with the company

Trajectory
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0 You don't have a big budget — so you can’t afford brand
advertising

0 Start with brand neutral and build
0 Memorable
0 Phonetically easy to spell

[ Avoid double letters, etc

Trajectory
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Exercise

0  Write out:
0 What makes you different?
0 Why should people buy from you?

0 Write your websites tagline and opening paragraph
0 What claim/promise will you make
0 Write your DRAFT Unigue Selling Proposition

0 Compare this to your Pitch

Trajectory
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Dave’'s Madlibs Pitch

Hi, I'm <your name here>, and my company <your Company

name here> the problem I'm solving is <insert problem here>. Our
product <insert product info here> is designed for our target
customer of <insert target customer here>. We make money by
<insert method here> and our team is the right team because
<insert why you're awesome here>. | need help with <insert help

needed here>.
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Markets

Trajectory
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Markeft Sizing

0 How bigis the market
0 Cairo

0 GCC
0 MENA
0 Global

0 How do you put a BD amount to it?
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ldeal Customer Profile

B2B B2C

1 Company type 0 Profile

[0 Vertical 0 Demographic
0 Size/Stage 0 “Name”

0 Buyer profile

[0 User profile

Trajectory
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Target Market & Customer

? Who's your ICP

? How big is the market
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The Academic Exercise
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Who is the Market & Customer

TAM — Total
Addressable Market
SAM - Service
Addressable Market
SOM - Service
Obtainable Market
LAM - Launch
Addressable Market.
Who can buy your
product at MVP?
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Total Addressable Market

[ Also called Total Available Market
0 Think global - launch local
0 The Upside

0 Calculating — bottom up, Total number of customers X
Annual Revenue for your product

0 Direct Data

0 Explicate data
0 Indirect Data

0 Implicit data
0 Triangulation Data

Trajectory [0 A combination of different dafta sources
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Service Addressable Market

[1 Or Serviceable Available Market

0 The part of the market that can actually be reached
0 Sales and Marketing driven
0 With the features you have now
0 With the product roadmap you have
0 Competition

0 Not everyone that might use it, if they found if, if it was in
their language and currency
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Service Obtainable Market

0 The subset of the market you can capture
0 A proxy for short term upside

0 Not Aspirational
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Real World Market Size

Trajectory
Series

eeeeeeeeeeeeee



Launch Addressable Market

0 Given you TAM, SAM and SOM - WHO is the customer?

1 And limited features

0 Who can you sell to today?
0 B2B
0 B2C
0 Buyer profile

0 What features will you need to launch to expand your
market and price?
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Who is the Market & Customer

TAM — Total
Addressable Market
SAM - Service
Addressable Market
SOM - Service
Obtainable Market
LAM - Launch
Addressable Market.
Who can buy your
product at MVP?
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10, 100, 1000 Customers

0 Have a plan for how you get your first customers
0 10-it's you and your co-founder

0 100 - still you, maybe one insides salesperson, forming a
process to scale

0 1000 - not you, scalable process

0 Your LAM maps to your Go-to-Market (GTM)
0 Customer
0 Value Prop
0 Pricing
0 Marketing Spend and Sales effort
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Market Conditions

[ Nascent/New market
0 Uber, AirBnB

0 Large markets - >$100M or $1B
0 Large market provide “at bat” opportunities
0 Small markets suck

1 Headwinds or tailwinds?
0 Covid
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Who Is your customere

[0 Product vs. Services

0 Productis something you can deliver or ship — can you make
$$ while you sleep

0 Services require people to deliver on the value and promise
— consulting or a restaurant

0 Who pays the bille
0 A business
0 The Consumer

[0 The product user and who pays can be different as in
Facebook or Google that make money on advertising
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Why/How do they buye

0 Make Money vs. Save Money?¢

0 Searching for product

[l Needs to be sold

Trajectory
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Bottoms Up Market Size

? How many people can buy your product — given current
features/limitations

? How many companies can buy your product — given
current features/limitations

?  Market Growth
? Location
? Region
? Globdl
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Market Size Examples

2. Airbnb Gln Overall Market

Market Size 5

1.9 Billion+ ° @

$4.2B annually and growing
* Top 4 players combined only 22% of revenues

725 THE UNITED STATES

Tand and Limeossine Service (US S mia): The United States 2004 - 2014

Yeur The Umited Staten %4 of Reghwm * of Globe
04 338 9804 2270
XIS 398 12.42%

o 4.020.7¢ 22.13%

? ] L 188"

TRIPS BOOKED (WORDLWIDE) ~ BUDGET & ONUNETRIPS  TRIPS W/AB&B e e ot st
o) 43013 129

noe 43919 2L03%

) 4492 0.76"
012 4917 0
" 1927 22

40 e e

4. Square

Source: Philip M. Parker, INSEAD, copyright 2068, mmmm

The Market

$16
201 o1 w012 013 014

Dokar Amount of Mobde Paymentsin The US. (billons*

——
o 3 s » | < Metmavecadmanye

«Ocutioramalbusnes | |+ NIC tech adopton but e
| ra pctor oot s G sovicas || G aud g Pl ole piattonms
< AREmatve oniine wrvices t 301G 0 yed i base :":;"":c'm“:"‘":m

2 expereve Aje THvenue potertn
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https://www.slideshare.net/PitchDeckCoach/airbnb-first-pitch-deck-editable?ref=https://piktochart.com/
https://www.slideshare.net/vishaltx/square-pitch-deck-23990068?ref=https://piktochart.com/

Exercise - How Big is Your Market
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Dave’'s Madlibs Pitch

Hi, I'm <your name here>, and my company <your Company

name here> the problem I'm solving is <insert problem here>. Our
product <insert product info here> is designed for our target
customer of <insert target customer here>. We make money by
<insert method here> and our team is the right team because
<insert why you're awesome here>. | need help with <insert help

needed here>.
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Awkward Co-Founder Discussions
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Everyone Has Expectations

[0 Set up a process to get the expectations out in the open

[ Pre-Incorporation
0 Meeting 1 of 2
0 Why do you want to do this
0 Capital in vs out
0 Timing of life
0 Passion
0 Go to Startup Equity Calculator
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http://www.dkparker.com/awkward-co-founder-discussions/
http://foundrs.com/

Co-Founders — Part 1

' Startup Equity Calculator - To Get Started

Welcome to the Co-Founder Equity Calculator! It is based on almost 3 years of one-on-one discussions with entrepreneurs through the co-founders meetup and 8 editions of the startup conference.

Fill out as many of the questions below as possible. If the question doesn't apply to your situation, leave the answer blank. For questions where selecting multiple founders is allowed, try to limit your selection to one or two founders,
not everyone.

What this calculator doesn't do: it doesn't handle salaries, co-founders who invest significant cash, or co-founders who join long after the first version of a product has shipped.

For projects that are heavily design-oriented, it's ok to replace the questions about development by design, but keep in mind that you need developers as well.

This calculator is experimental. If you don't like the results, drop me an e-mail with details and I'll try to make improvements. Thanks!

Also try the Venture Capital Funding Calculator: will VCs invest in your startup or not?

If you need legal advice for your early-stage startup, | recommend Grellas Shah in Silicon Valley. That firm was founded by one of the more respected commenters on Hacker News.

Other good stuff to read: Startup Trends 2017 / Google salaries hurting startups / Famous Co-Founder Issues

Founder 1 | ||| Founder 2 Founder 3 Founder 4

Who is the CEO?

Which founders are coding most of the site/app?

‘Who had the original idea and told the others?

If you could magically hire a few developers, would one of the founders become their manager, and if so, who?
Which founders are working part-time and will join full-time once you get funding

If this founder left, it would severely impact your chances of raising funding

1f this founder left, your development schedule would be severely impacted
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http://www.foundrs.com/

Co-founders, part 2

0 Meeting 2 of 2

0 Print out a copy- bring it to the meeting

0 How far off are you? What responsibilitiese
0 AflIncorporation

0 Reverse vesting schedule

0 What happens when someone leaves?

0 Option pool 20%
0 Why 50/50 is the only wrong decision
Trajectory
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Post Incorporation

7 Milestones/Deliverables

9 Slicing Pie @
7 Market rates

7 Don't over inflate David Parker

CEO
? Track time and contribution Tl i
Well: 0%

? Regular meeting Well Balance: 0USD

Pie: 0%

7 Weekly standups  Add Contrution
Expenses
y . Supplies
? Make HR changes fast — they won't get easier Eaument
Royalty
Facilities
Finder's Fee
Other
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http://slicingpie.com/

Dave’'s Madlibs Pitch

Hi, I'm <your name here>, and my company <your Company

name here> the problem I'm solving is <insert problem here>. Our
product <insert product info here> is designed for our target
customer of <insert target customer here>. We make money by
<insert method here> and our team is the right team because
<insert why you're awesome here>. | need help with <insert help

needed here>.
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Week 1 Deliverables

0 Track your Venture Ready 0  Write is your pre-mortem — if
Score Before/After you were to fail, why would
0 What can you do over the next you fail

90 days to improve
0  Draft your value proposition
0 Start drafting your 13 slides
[0 Outline your existing and

0 List your research, competition required Customer
and sources Development data

0 Outline your Market including 0 Have your awkward
your TAM, SAM, & SOM (hinft, co-founder discussion

it's a number)
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Week 1 Deliverables

1. Title, Value Proposition, /. How You Make Money/Key
Contact Info Metrics
2. Traction 8. Go-To-Market
3. Problem/Solution 9. Secret Sauce/Moat/IP
4. Market -TAM, SAM, SOM 10. Team
5. Timing/Competition 11. Clear Ask
6. Product Roadmap/Demo Supporting Slides — Roadmap,
etc.
Trajectory Blog Post
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https://www.dkparker.com/the-only-10-slides-you-need-in-your-pitch-refreshed/

‘‘‘‘‘
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THANKS!
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