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INTRODUCTION 

If you want impact investors to like you and want to fund your 
social business, then you're in the right place. Welcome to this special 
report. As Chris Grosser said: "Opportunities don't happen. You create 
them."  

First of all, this is specifically designed to be used by social 
entrepreneurs, impact startups and sustainable businesses. So, if you’re 
not any those, we might’ve mentioned, then you’re probably not in the 
right place.   

But if you are any of those folks, you’re going to absolutely love 
this.  

We will discuss: 

• 3 main principles of best pitch 

• 5 common problems of pitch 

• Pitch fundamentals 

• Best pitch slides  

• 15 tips for best pitch 

3 MAIN PRINCIPLES OF BEST PITCH 

When we teach our students, we recommend them to use the three 
steps which our famous friend and colleague Kevin Harrington so nicely 
summarized.  

An original “shark” on the hit TV show Shark Tank, the creator of 
the infomercial, pioneer of the As Seen on TV brand, and co-founding 
board member of the Entrepreneur’s Organization—Kevin Harrington 
has pushed past all the questions and excuses to repeatedly enjoy 100X 
success. 
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His legendary work behind-the-scenes of business ventures has 
produced well over $5 billion in global sales, the launch of more than 
500 products, and the making dozens of millionaires. Twenty of his 
companies have each topped $100 million in revenue. He knows what he 
says.  

So here are three principles of making presentation: 

1. Tease  

2. Please  

3. Seize  

Tease. Get impact investors’ attention with a problem. The bigger 
and juicier the is problem - the better it is.  

Please. Tell them what is your innovative solution to solve this 
problem. Why it so cool?  

Seize. Propose the deal for them.  

Let’s see how it works on example. My native country is the 
Netherlands, the country of tasty milk and cheese. On the other side, 
extremely many cows which means lots of cow shit, thus a big not tasty 
but stinking problem. Don’t forget that it contains phosphorus which 
often tends to end up in ground water. This is very vivid problem that 
everybody can understand with the help of own nose.  

So, one project wanted to resolve this issue. He made contracts with 
farmers who will bring all their collected shit to him. Then he bought the 
machine which converted excrements to electricity and found a location 
with permission from the city authorities and sale agreement with the 
grid owners. Nearly everything was ready and operational. 

Then he approached the investors, with not only all the paperwork 
ready including financial planning but with signed contracts with all 
stakeholders and all required permissions and licenses. And he easily 
seized the investments.  
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Of course, it doesn’t mean that you have to deal with such kind of 
problems, but try any problem make as tangible as possible. Prepare all 
homework and then everyone will want to buy. The main question will 
be only about the amount of investment.  

It's the ideal situation, reality is always more complex and 
multifaceted, that is why we want to pay your attention to main 
problems of pitches.  

5 PROBLEMS OF PITCH 

Obviously, beginners make many different mistakes around pitch. We 
have tried to highlight the 5 most common problems, in our opinion 

1. Clarity 

The first problem is clarity. We’ve seen so many pitches and this is 
the most common problem. You have to share your ideas in a way that 
people get it. If you, do it too intellectual or too simple, both variants 
will fail. You have to speak on the same language with investor. Share 
powerfully and enough. Don’t give them too much or too little. Ask 
yourself: What do you want them to know?  

How to clarify pitch? Take a list of paper, divide it into blocks – 
main points that you want to tell. Formulate one main message of each 
block or point. Formulate several main arguments to reveal every 
message. Add details to reveal every argument. Rehearse the speech and 

1. Clarity 

2. Authenticity 
3. Structure 
4. Resilience 
5. Influence

 4



ONE PITCH                                                                                                                         Sveta & Ben Banerjee

measure the time. Remove everything unnecessary starting with details, 
then arguments, then messages in order to deal with time limits. 

2. Authencity 

The second thing that is very important is passion. Investors have to 
see that you really stand for your project, your enthusiasm and fairness. 
So, no pretending! If someone pretends something he is not, it’s very 
easy to see that. Investors watched thousands of pitches and they are 
able to distinguish truth from lies. Be as much sincere as possible. Be 
who you are! 

3. Structure 

To talk from your heart is crucial, but you need to do it with the 
structure. Sometimes people go to deep into the problem or mission and 
they forget about the structure and other important things. You have to 
find the balance between emotional and rational components of your 
speech. Don’t forget about your goal. The more you practice the better 
you become.  

4. Resilience 

Be true to your vision. When times get tough, there are always 
temptations to take shortcuts, abandon goals, lower the bar. Stick to your 
vision. Why it is so important to keep going?  

We are not saying that you should be rigid. Whether in good times 
or bad times, being flexible is always better. Please remember the laws 
of evolution: “not the most intelligent nor the strongest survive, it is 
usually the most adaptable and flexible who survive”. 

The world is small, and impact investing world is much smaller. If 
you give up on your goals, settle for less, investors will remember that. 
They will quickly learn that you are not ready to fight for your success. 
How many people are willing to invest in a person who succumbs to 
difficulties? That is why it is so important not to deviate from your 
goals. Impact investors can easily identify whether you’re actually 
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building something around a particular technology or you’re just one of 
those who tries to cash-in an on-going hype. You must to be adaptive, 
you can change the means, tools, methods, but you should not betray 
your goal.  

5. Influence 

The last but not the least. You will only have one chance to make a 
first impression. Think about how you will start the conversation? 
Prepare an oral business card. In the first 30 seconds, tell 3-5 most 
significant facts about yourself to set the bar for further conversation. 
Think about how you want people to perceive you from stage.  

Think about what you will wear? What message should your clothes 
convey to the audience? Remember about the culture, culture of the 
country matters. For example, Neverlands and Belgium are very near to 
each other but differ a lot. In Neverlands you can go to meetings in t-
shirts and jeans. In Belgium you have to be in a suit. So, always 
remember about such niceties.  

Also, do not forget about the style of clothing at online meetings. 
You can work from home in your favorite t-shirt, but if it's an important 
business meeting, at least throw on a jacket. Clothing should not be too 
flashy, calm colors, but have one bright, memorable detail.  

PITCH FUNDAMENTALS 

Now, let’s talk about fundamentals of the best pitch. Ask yourself: 
what is the pitch? How do you understand it?  

A pitch deck is a brief presentation, used to provide your audience 
with a quick overview of your business plan. Pitch is a concept of the 
deal we are putting together (entrepreneur and investor). Presentation of 
your deal idea. That is a pitch.   

Another point. Where will you use it? Who will you be talking to? 
You can pitch to potential investors, clients or media. You need to adjust 
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your pitch to whom you are offer. Each of this pitch is different. There 
are seven main formats:  

1. B2B – corporate pitch deck. If you want to sell of offer something to 
other businesses.  

2. Client pitch – signature talk.  

3. Finance pitch. If you search for money (investment or sponsorship) 

4. Partnership. If you look for collaboration or want to get celebrities on 
board.  

5. Media or speaker kit. If you want to distribute your materials through 
the media.  

6. Landing Page.  

7. Sales Emails. 

When creating a presentation, we recommend that you follow the 
following algorithm so as not to miss anything. Follow 7 steps in 
sequence. 

1. Concept 

Start with a concept of your pitch, a sexy and exciting plan how you 
will start, what main message you want to deliver and how you will 
finish it. Top view of all steps of the pitch ladder. Mentally divide pitch 
into 3-5 parts, and each part into 1-2 main messages.  

2. Research 

Collect information about whom you are going to pitch. It can be: 

1. Decision maker  

2. Gate keeper (assistant or connector)  

3. Committee / multiple individuals  

They all have different issues towards your pitch. You need to 
understand their interests, priorities, values. Is he interested in your 
topic? If it is an investor examine the business, he has already invested 

 7



ONE PITCH                                                                                                                         Sveta & Ben Banerjee

in. You can even search for their presentations and try to understand 
what could attract this investor to them. 

3. Refine the concept 

Then, according to what you find out, refine your concept. Think 
how to underline certain point, set priorities, choose proper words, 
examples and symbols that can matter to this concrete investor or 
audience.  

4. Practice  

Deliver the initial concept to someone you know and ask about 
feedback. It’s very important to practice, to turn your thoughts into 
words and see how other people react. Collect all questions, criticisms, 
suggestions and new ideas that will appear. Conduct at least two tests: at 
first, pay attention to content: words and logic. During the second, focus 
on the emotional aspects, contact with the audience, perception of the 
pitch. 

5. Integrate feedback 

Improve your pitch with the feedback you collect. It will be great if 
you record your rehearsal on camera and then look at yourself from the 
viewer's point of view. You will notice a lot of new details that are worth 
paying attention to.  

6. Deliver full pitch 

Show your best! Start with a strong hook in order to grab attention 
and build emotional energy. Present yourself, use visuals, statistics, data 
and core values. Ask questions. Statements cause resistance, questions 
cause attention and answers. And don’t forget about humor. A good and 
appropriate joke helps relieve tension and encourages more open 
communication. 

7. Negotiate the deal 

Manage the deal. When you did your pitch, it is not the final, 
actually it is just the beginning of your potential relationship with the 
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investor. Usually after the first pitch the deal is not closed yet. You need 
to think about next steps of your journey. It can be:  

1. Next meeting for more detailed discussion 

2. Meeting with other decision makers (from both sides) together 

3. Product or service testing 

4. Proceeding to the next stage of selection 

5. Contract signing 

If you did everything right, you will be invited to a second, third or 
even ten and fifteen meeting. 

BEST PITCH SLIDES  

The template we offer is universal. If the pitch organizer has own 
template, please, use it. If there are no canvas, you can use ours. But 
again, please, adapt it to a specific audience and situation. 

This is a classic pitch structure. Limit each slide to expressing one 
idea.  

1. Introduction 

Who are you and why you're here? You can mention your vision and 
mission here. Keep it short and sweet. 

2. Problem 

The slide covering the problem should be a way for you to explain 
what gap of the market you want to cover. Appeal to one or several 
Sustainable Development Goals.  

3. Solution  

Describe how you are planning to solve the problem? What is your 
approach and why did you choose it?  

4. Product  
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How does your product or service actually work? Show some 
examples. 

5. Market  

You can show on this slide a graph that outlines the market growth 
in the past and the future potential growth.  

6. Traction 

This slide should show the month over month growth of the 
business. 

7. Team 

The team is probably one of the most important slides in any pitch 
deck. 

8. Competitors  

What are the alternative solutions to the problem you are trying to 
solve? What is your unfair market advantage?  

9. Business model 

How are you planning to make money? What do you charge and 
who pays the bills? 

10. Investing 

What is your planned budget? What kind of money are you looking 
for? 

11. Exit strategy 

If you are raising money from investors, you’ll need to show them 
how you plan on giving them a return. 

12. Contacts 

Leave your contact details and let people know how to reach you 
quickly. Invite them to ask questions or make another call to action.  
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15 TIPS FOR BEST PITCH 

1. Big Impact/Mission 

You shouldn’t mention it once in the beginning and forget. Try to 
incorporate it in your speech. It must go through the entire pitch as a red 
line. Big mission will get you big partners. People will want you 
because of your WHY.  

2. Financials  

Investor wants to know how much money do you need and what he 
will get for it. It must be a clear win-win proposal. Know your metrics 
better than anyone. Words and numbers sound better than just words. 

3. Motivations 

Please remember that pitch and sale are 100% emotional. Money 
matters, but what else can your offer? As a rule, for an investor, money 
is not an end, but a mean. The offer must be profitable. But to make it 
impossible to refuse it, it is necessary to strengthen it with something 
else. Your mission, exciting challenge, tempting discovery and so on. 
You need to add emotional motives to financial benefits.  

For example, one of the companies we were supporting was from 
Vienna Technical University. The project owners had a machine which 
desalinated water. Great project especially for Asian and African 
countries facing water shortage and having large coastlines. 
Unfortunately, desalination requires lots of energy. All investors came 
with this question. And then the project owners mentioned the beauty of 
their technology. It was using solar energy for the desalination and it was 
so good that it did not only work as desalination but also as water 
purifier from organic and inorganic impurities. Many wanted to support 
such an elegant and beautiful solution.  

4. Frames 
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Sometimes, in order to win, you need to look at the situation from 
the opposite side. Turn your weaknesses into your strengths. Use 
reframes (change of perception – transform lost to opportunity).  

One of our agricultural projects had a side product as energy pellets. 
So, we had advised them to approach an Oil company for investment. As 
the Oil company was looking for alternative and green source of energy. 
They had to adapt their pitch in a way that the Oil company found this 
side product as the main one and the deal went through.  

Another way to reframe – change time perception. You can create 
different pictures using past, present, nearest and far future. Different 
perspectives create different focuses and priorities.   

5. Great Story 

You need to inspire audience, and this is best done by a good story. 
It can be story about project or yourself transformation, story about 
changes. How you started and how everything transformed. The greater 
the difference between start and finish, the more impressive it is. 

6. Risk Reduction 

When you are making a pitch, an investor also thinks about risks. 
He may not say it but you need to be ready to allay fears. Try to guess 
what are their concerns and think about your risk reduction strategies. 
Put yourself in the shoes of the investor. This is very valid especially 
speaking of investing in emerging countries.  

One such example was a project in Real Estate project in Ghana. 
Although the project was strong and impactful but we knew that the 
investor was worried of the perceived risk in Africa. So, what we did 
was that the project owner arranged for himself a sort of financial 
guarantee from a major European DFI (Development Financial 
Institution) and that worked. 

7. Similarity 

Investor is making not only rational, but emotional and 
psychological decisions. What you reveal or saying is really makes a 
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difference. Your story should be aligned to his world, way of thinking 
and expectations.  

Use rapport patterns. It is kind of symbiotic relationship with 
another person. You are like me; I am like you. People who see 
something similar in you feel more sympathy towards you. To establish 
such rapport you can mirror gestures, imitate the voice volume and tone. 
Use metaprograms, appeal to cultural similarities (political, national, 
religion, gender or other identifications). It’s not about manipulation, but 
about the search of common language for better understanding.  

8. Proof 

If investor doesn’t know you, it is better to have a proof that you are 
a person whom he can deal with. If you come and say who you are, you 
should be what you are. When you say you can get it done you should be 
completely sure in it. If you don’t believe in your own product, you 
won’t be able to sell it. What makes you believe in a product the most? 
Hard evidence that is hard to refute. Find your evidence.  

9. Resources needed 

Investors very often have questions about what technologies it uses, 
what resources it lacks, etc. Not always the project leader, CEO can 
answer them in detail. Therefore, the speaker during the pitch should be 
supported by specialists, the project team, who are ready to answer 
specialized questions about equipment, methods, technologies, financial 
resources, etc.   

10. Performance of pitch 

Practice with delivering to the level that it becomes like your second 
nature and when you deliver it should seem absolutely natural. Be the 
master of your pitch, prepare to give energy to the audience.  

Never read word by word from your script. You will sound like a 
robot and miss the all-important eye contact with the audience. 
Remember that non/verbal communication (eye contact, facial 
expressions, gestures, posture) takes 55%, voice - 38% (tone, tempo, 
volume, speed, sale – commanding way) and words only 7%. 
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11. Timing 

Time is also important. Choose the right time. Consider the time of 
day: early in the morning, when people just woke up, or in the afternoon, 
when everyone has eaten and take a nap, or late in the evening, when 
everyone is already asleep and you first need to cheer up the audience.  

Don't make your speech too long, but don't make it too short either. 
You need to know in advance how much time you will have and meet it. 
Make sure you have left time for questions and discussion. If you have a 
one-hour meeting, aim for your presentation to take 20 to 30 minutes. 

12. Unique opportunity 

Say this is a very unique opportunity. This is not about unique 
product or service, but chance for the investor. You give investor unique 
opportunity to invest now and receive huge profit in the future, but he 
has to think fast.  

This approach much differ from just asking financial support. 
Reframe it from begging to benefit offer. Remember that an investor 
usually considers several candidates. So, you need to emphasize your 
own uniqueness (skills, experience, team, networks, technique and so 
on), which he will not find in others. Unfair market advantage.  

13. Time window that is closing 

Give proof that time is running out. For example, that there are 
other competitors who can get ahead of you if you don't get funding. 
Create urgency to get investors to take action.  

14. Done 90% already 

Show that you have already done 90% of the work to realize the 
project. Everything is ready and working, it remains only a little, to find 
money for growth. 

15. Guarantee or risk reversal 

The investors need to feel that he is making the right choice, he 
wants guarantees that everything will work. Try to think of all the risks 
and its mitigation techniques. For example, one of our projects had 
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mentioned that the production will be done in China. This is always a 
major risk especially for every investor looking at China’s track record. 
The only way to counteract was that the source code of the product was 
kept in Europe and all research and development work was done in 
Europe so that even if the Chinese manage to steal or copy of what was 
available at the production facility still, they would not be able to 
proceed much further. 

We hope you enjoyed this report. If you use this stuff and you 
actually deploy it in your pitches, doors will open to you like you have 
never seen before. Thanks so much for reading this. We look forward to 
seeing you soon. 

Ben and Sveta Banerjees 
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