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The Pitch – Context

1. Know what you are looking for.

 introductory “on the radar meeting ?

 feedback ? support ? connections ?

 access to program funding ?

 consideration for a debt oriented investment ?

 consideration for an equity oriented investment ?

Are you ready for the audience ?

?
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The Pitch - Audience

2. Know your audience.

 government economic dev’t program manager ?

 customer ? partner ? other ?

 angel investor ? angel network ? 

 early - mid - late stage institutional investor ?

 industry sector, business model, geographic focus ?

Specific audiences will expect more or less emphasis on specific information.

You must predetermine and tailor your pitch to the audience.

?
?

?
?

?
?
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The Pitch – Readiness 

3. Know your stuff

Demonstrate you have deep knowledge of:

 target customer, target market metrics

 business model

 go to market strategy & ability to execute

 competitive - alternative landscape

 how will you use the funds ? 

Ensure you are listening to objections & feedback.

Be passionate, objective, and balanced while defending your position.
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The Pitch - Storyboard

4. Storyboard Your Pitch

Based on your knowledge of the “Audience”:

 identify the key messages (1 - 3)

 primary spokesperson, back up team

 plan for 20 minute pitch (6 – 8 slides)

 expect, even encourage “robust” Q&A

 opinions form very quickly

A pitch is not intended to cover every detail. Leave them wanting more.

A compelling pitch will result in follow-up meeting(s).

Pitch Storyboard
5
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The Pitch – Storyboard Example

Title - Intro
Market Problem 
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Assuming you there is interest, the bulk of Q&A will centre around these areas

1 min 2 min 2 min 4 min

3 min 3 min 2 min 3 min
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The Pitch - Summary

1. Know what you are looking for. Know your audience. 

2. Know your stuff. Make sure you are ready for the specific audience. 

3. Story board your pitch (6 – 8 Slides, 20 mins). Q&A.

4. Be passionate, objective, and balanced. Leave them wanting more.

5. A compelling pitch will result in follow-up meeting(s).



Learn More

Contact us:  902.424.8670 or 1.800.565.7051

info@innovacorp.ca

dmacdonald@innovacorp.ca

Visit:  

innovacorp.ca

facebook.com/innovacorp

twitter.com/innovacorp

mailto:info@innovacorp.ca

