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Pitching your business 
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Housekeeping
The real world is still there – take the 
phone calls, answer the urgent messages, 
but please keep your camera on while 
you are in the room otherwise 

Please do vacate your room if a fire alarm 
sounds

Toilets are where you left them this 
morning 
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Please ask questions as we go
Out loud or in the chat window
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You will get a copy of the slides
And templates, handbooks and good websites via email
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The event is being recorded
For quality control purposes. 
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What do you want to pitch ?
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If you remember just a few things 
from today 
The highlights, because life is too short to listen to a whole talk.
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1
Ask yourself:

What do I want to 

other person 
to do for 

me
after this pitch .
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2
Ask yourself:

What does the

other person 
Need 

for them to know if they can / want to 

Help me
after this pitch .
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3
Then:

Tell the

other person 
What they need so they can decide 

if they can / want to 

Help you
after this pitch .
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4
Then:

Ask the

other person 
to 

Help you
after this pitch .
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5
Then:

Shut up
and 

listen
All the way along .
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The bigger the ask, the longer it takes to decide
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Value 
Proposition

Understand your target 
audience 

and the value of your 
products & services, to them

14
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That is a value proposition :

Òa promise of value to be 
delivered , communicated , and 

acknowledged .Ó
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What is the value 
proposition 

Investors 
Your boss
Your lab
Society

For your idea / research ?

16
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The Business
Proposition 
Canvas

Vs The Value
Proposition 

Canvas
17
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The Business
Proposition 
Canvas

Helps create 
value for your 

company
18
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The Business
Proposition 

Canvas

Helps create 
value for your 
Customer
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A simple Template

For (target Customers) who are 
dissatisfied with ( the current solution) 

our product is a (new product) that 
provides (Key solution) unlike ( the 

product alternative) 

20
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Resources
21

www.anchoredin.uk

Products

!"#$%&'(#')

*"#$%
+,'"-.,/

!"#$/

*"#$/

Customer 
Jobs
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!"#$%&$'
()#*+,$%#
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Pivot the feature set, as we learn more about our customers
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We can do the same 
with Investors

We present, ask, refine and improve, based on what we learn as we go 
out to seek investment.

24
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The Elevator Pitch
How to tell a story in 30 seconds.

25
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Elevator Pitch

The goal is simply to convey the overall concept 
or topic in an exciting way..

…a short description of an idea, product or company that 
explains the concept in a way such that any listener can 

understand it in a short period of time. 

26
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Often

The goal is simply to convey the overall concept 
or topic in an exciting way..

…a short description of an idea, product or company that 
explains the concept in a way such that any listener can 

understand it in a short period of time. 

27

Five simple steps
Grab Attention1

Filter2

Credibility3

Call to Action4

Contact Details5

!"#$#%&'%()*+%,-).%/*#0%!-1-.2
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Grab Attention

DonÕt waste time! You want to avoid the following:
! You’re going to be a Unicorn in “years?! Yeah, Sure
! Nope, not interesting, time to update my twitter…
! Oh, great, another Al company….

! Use a question or thought provoking and insightful statement….

29

Grab Attention !

ÒLast year over £2B was invested 
into early stage companies

30
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Filter

We want to encourage the right people to listen 
We use the filter as a means of signposting who we want to listen to our 
pitch.

We can give them the sector, stage of the idea, technology…

..also helps if it is interesting . 

31

Filter
ÒAnchored In helps technology companies get 
their first investmentÓ

Filter: Early Stage, Technology

32
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Credibility

We want to add some depth to the story
! How do we show that our idea is believable ? 
! What evidence do we have that this could work. 

33

Credibility
one of our recent cohorts raised over 100 
Million pounds. 

We are the prime investment trainer for the 
UK Innovation agency.  
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Action

You need to tell them what they need to do
Remember, you’re there for a reason!

What do you want them to do next ?

Keep it simple

Relate this to an outcome
How can the help you? (& how can you help them..) 

35

Action
ÒSo if you are a company wanting 
to understand how to get ready for 
investment, then we offer a free 
call to signpost you to the support 
you need. Ó
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Contact Details

If they are still listening now, 
! The right person will remember you if you have pitched well

! Signpost them (stand/location)
! Look distinctive
! Be the person they want to speak to! 

37

Contact Details
ÒMy name is Ian Tracey.
Please talk to me if you are 
interested.Ó

ÒMy name is Ian Tracey 
and you can find me on LinkedIn.Ó

38
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Grab Attention 
Last year over 2B was invested into early stage companies

Filter
Anchored In helps technology companies get their first investment: one of our recent 
cohorts raised over 100 Million Euros. 

Credibility
We are the prime investment trainer for the UK Innovation agency, Innovate UK

Action
So if you are a company wanting to understand how to get ready for investment, then we 
offer a free call to signpost you to the support you need. 

Contact 
My name is Ian Tracey and you can find me on LinkedIn.

39

Notice
We did not say:

I only have 30 seconds so I need to be quick

Err & Ummh

Waffle

40
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Useful to know
Sources of (External) Funding 

Grants InvestmentDebt Finance Sales

! " # $

41
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Remember Sales!

! Not to be under-estimated as a source of business finance
! Self funding through customer sales 
! Re-invest profits into further product/service development
! Keeps you in complete control
! Can take time to achieve

42
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Banks do not like us
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Portfolio Investment
How does an investor manage risk

44
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Invest evenly and get an even return on investment (ROI) 
providing interest on your money of 25%

In theory...

!"#$ !"#$!"#$ !"#$ !"#$ !"#$ !"#$ !"#$ !"#$ !"#$

45

www.anchoredin.uk !"

In reality:

!

!"#$%&'"%(%)!"#$%& !"$%*+$)"!,-.
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To get an average of 25% interest... 

In a portfolio of 10 companies: 

1 needs to return

+300% 

47

www.anchoredin.uk !$

In reality:

!

!"#$%&'"%(%)!"#$%& !"$%*+$)"!,-.

"#$$%
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Remember É
No one has gone home to their loved ones 

and said:

ÒGreat day at work today, I found one of my 
5 companies I need to failÓ

They all look for the upside, and cope with 
the downside.

So profit is more important that S/EIS 
protection

49
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Factors that drive investment choice

50
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Typical Exit routes

51
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The Average (US) funded deck

52
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The Average (US) funded deck

53
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The Long Pitch

54
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What would you buy?
If you had a spare £1m..

This is fun money, a pure 
treat just for you 

Photo by Miro Alt from Pexels
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The essential investment pitch slides
! " # $ % &

' ( ) !* !! !"
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https://www.pexels.com/@miroalt?utm_content=attributionCopyText&utm_medium=referral&utm_source=pexels
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How many slides do you use ?

! !"#$#%&'(#)*#%)*+#, -..#)"#/0+%#
! 1/0+*2&(+3#")45(#)'#6)5*#7+(/#)'+(3#/0+#0+-86#0&//&'9#(.&:+(#-*+;
! <+)=.+3#/*-4/&)'3#"&'-'4+(
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Title Slide
ThinkÉ..this slide will be read while you 
are waiting for the room to settleÉ

58
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Elevator Pitch
Grab attention from the room

Give them clear direction on what you are 
about to tell them

59

Your Product
What you do ÐThe service or Widget

How your product solves customer 
problems

Why customers would buy this product

60
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Business & Revenue Model
How do you make money from your 
customer base.

61

Traction & Validation
Investors want to know customers are 
buying your product

62



9/14/22

32

The Market
Your specific and addressable market 

How you will reach your customer?

Trends

63

www.anchoredin.uk

6. The Market

Market size top down

Fuel systems
$58 billion

http:// tinyurl.com /hyav4a6

Fuel tanks
$17 billion

Automotive 
market

£1.7 trillion

http:// tinyurl.com /h6b2533

My fuel
innovation

2.5
billion!""#$%%"&'()*+,-./ %0)1+234

15%
market share

64
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Cost of product Total size of car market Market size (£)

!"## $%& !$'%()
With 15% Market Share:

!$'%() !"()

6. The Market 

!%+

Market size bottom up

65

7. Competition
Competition is expected as it proves the market exists

Affordable

Expensive

Online transaction

Offline transaction

D

B A

E C
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7. Competition
Competition is expected as it proves the market exists

Ease of use

Memory

Speed

Reliability

3!" Party Dev

Growth Ramp

Installed Base

56789

!
56789

"
56789

#
56789

$
56789

%
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7. Competition
Competition is expected as it proves the market exists
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8. The People
The ÔA ClassÕ Team
Identify gaps

Non-executive Directors

Advisors
Partnerships

69
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Financial Model / Projections

#$%!&' #$%!&( #$%!&) #$%!&*

# of Paid
Subscriptions !" #$" #!" %$"

# of Accounts %!" !$" #$$" &$$"
Sales of Paid
Subscriptions '#" '#$" '($" '#$$"

Payments
Processing $ $ ')$$" '*$$"

9. Finances
Summary forecast 3-5 years

70
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Financial Model / Projections
#$%!&' #$%!&( #$%!&) #$%!&*

# of Paid
Subscriptions %& !'& !%& "'&

# of Accounts "%& %'& !''& #''&

Sales of Paid
Subscriptions (!& (!'& ()'& (!''&

Payments
Processing ' ' ($''& (*''&

9. Finances
Summary forecast 3-5 years
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'++
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#$%!&' #$%!&( #$%!&) #$%!&*

.%/0$1 23 45637!89 28:13
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10. The Ask
! Accomplishments to date, timeline and use of funds

!"##$ %#$ !&'
Initial investment 

opportunity
Trips with Company Revenue over 12 months

We are looking for 12 months financing to reach 80,000 transactions

72
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11. Exit Strategy
Do you need one?

73

11. Exit Strategy

How will investors make their money?

Initial Public Offering (IPO)

Trade Sale

Revenue distribution

74
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Closing Slide
Thanks & Questions

Contact details.

75
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If you have zero questions …
… then it is time to worry

76



9/14/22

39

www.anchoredin.uk

How to buy time ... so that you can 
think
! Repeat the question back to them – check you are correct
! Take a sip of water. 
! At the end of a difficult question, ask the room what they feel. 

77
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Stopping Someone Taking too Much 
Time
! Remain calm, depersonalize the attack, avoid 
being defensive

! Treat them the same as any other question, 
honestly and as professionally as you can

! repeatedly rejected / looking for more of an 
argument 
! close the exchange down

! You have some optionsÉ

79
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Stopping Someone Taking too Much 
Time
! You have some options:

oYou can acknowledge their concern and suggest that 
the two of you meet separately after the 
presentation to discuss the matter in greater detail

oIf the questioner persists you can calmly assert:
! ÔIÕm afraid I need to move on now ÉÕ
oYou may need to repeat this two or three times.

80
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In ShortÉ

That distinction is achieved through conscious focus and effort to:
! Listen very carefully to the question
! Lose the Ôhead stuffÕ: not making it all about you
! Pause and breathe
! Repeat the question if necessary and appropriate
! Understand the motivation behind the question
! Respect the questioner and the audience
! Anticipate difficult questions whilst crafting the presentation
! Stay calm, focused and on message
! Close the questions down politely and move on

81
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Q&A: Stay in Control

Make sure you have understood the question, paraphrase if necessary and engage:
Òdid I understand that correctly?Ó Òis that what you wanted clarified?Ó Òdid I 
answer your question?Ó

Make sure discussion stays on track:
ÒletÕs discuss this laterÓ;  Òcome and find me laterÓ; ÒletÕs exchange contact 
detailsÓ; 

If you do not know the answer, say so and follow up:
ÒI donÕt know but I will find out and let you knowÓ

Do not be defensive: some investors will push you to see how you handle 
pressure

82
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+,- ./01234 .50675 809654:4:0;

What to Expect in Due Diligence
The easy stuff

83
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!"#$%&'(#)
*$(+,$-%./
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-.2%(&+$-%.
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9-#$(-:"$-%.

;'5+1)8)('1+$'<

What to Expect in Due Diligence
A bit harder

84
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R&D
! >/*-/+96
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Product

! J5(/)%+*(#-':#/0+#-==.&4-/&)'(#A8-.5+#=*)=)(&/&)'B
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People

! 1*9-'&(-/&)'#40-*/# , 0)2#6)5#&'/+':#/)#"&..#9-=(
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Competition
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Customers (traction)
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Financial
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Marketing, Sales & Distribution
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Legal
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Valuation
& factors that drive it
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Legal Process
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Legal Process
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! @/:+7&-8AB+6=&./-8.03H&7/+3/3H&-?328A/.&-862.+-23$!@I3H&JKLH
! 6A'=()&%5<'2/'3&*)#'/*))'?&0*"#&'2/'(22+'6A'(+25&05$2%@
! C$+&052+#'?*087+2"%3#

! !B/-1+71323&9.8?:<2&16&28&+33/33&2/-<6878:=G
! D+09$5&05"+&B'/"%05$2%*)$5<B'021(*+$#2%'!" 021(&5$52+#

! L8AA/.-1+7&A+.E/2&31M/&+60&3-8B/H&-8AB/2128.&+6+7=313H&9/6-<A+.E16:
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;*)%&'<=%>$#")'+,'- .'/**0(?'@%50'*"<'A>'B6*'B#&#)*"5*'C=A5*((1
! E*)&#'*%3'A"+09*#&'D7+&&1&%5'=EAD@'

! !"#$%&#$'()( *$+," '"#$%&#$'('%-)&./%(&01$'%#$0%(&0%"(%/$($2&'%&0.($0%&%3

! !45("6%7&0$'(%-)0')8%&"0(%$-#'(9-&8$:(#$8/)0&'#':(+)--)0%&$'()0;(&0;$#0&%&$'()0;(8"1$0)0%'

! 6%,&#51&%5.E9*+&92)3&+#'*7+&&1&%5'=6D@
! 46<7&8(;"86#$0%('&#&7)-(%"(!45(<6%(+&%/(7$''(;$%)&7
! !45(.&1$'(&01$'%"-'()0();;&%&"0)7(7)3$-("=(9-"%$8%&"0(+/&8/("=%$0(%-6#9'(%/$(>5

! E9*+&'#5+"05"+&B'0)*##'+$795#B'/&&#B'%2%F021(&5&
! D+5$0)&#'4 92-'59&'021(*%<'$#'+"%'

! ?$-#'("=(8"-9"-)%$(."1$-0)08$@(<")-;('%-68%6-$:(A$#8":(8"##&%%$$':(8"0'$0%'()0;(8"0%-"7'

! D%0$))*+$&#'4 ?2*+3'1$%"5&#.+&#2)"5$2%#B'#&+,$0&'*7+&&1&%5#B'0"#521&+'09*%7&'$%'
2-%&+#9$('02%#&%5#'$/'%&0&##*+<'4 )25#'2/'*31$%G
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Connect with 
me on 

Linked In

Doing the right thing 
and making it look easy

Not the easy thing 
and making it look right

Ian Tracey
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