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In-house rules

Moderators will keep track of each person’s time using a phone alarm and a
sign indicating the remaining

Moderators will bring the presentations.

The speaking order will be communicated to participants.



Goals

It’s good to set 1-2 realistic

goals before the event, e.g.

“I want to arrange at least 3
Jfollow-up meetings within two

weeks after the event” or
“I want to identify 2-3
potential partners for a specific
project”

= hook + tailoring + invitation to a follow-up

a concrete next
step (e.g., an online
meeting, sending
materials, elc.)

“I have 4 minutes
to show it’s worth
continuing the
conversation”




before you enter the room

who will be there (participant list, matchmaking app, LinkedIn)
3 types of interlocutors: e.g., coordinator, scientific partner, end user, etc.
down a specific “ask” for each type of interlocutor (what exactly do you want
from this person?)

2-3 versions of your pitch (e.g., 30 seconds, 2 minutes, 4 minutes)



Pitch structure

“problem —> solution -> proof —> call to action”

o Who am I/ who are we o What problemare o Proof that it works /

we solving? otential
Iam...” / “I represent...” 5 P

“The problem is that...” “we already collaborate with... /

pilot results / a unique advantage...”

For whom? Our solution and what A concrete “ask”

makes it stand out

| “We work with...” / “We & ‘Wedeveloped.../
help...” thanks to which...”

“I'd like to talk about... / “Could

® we arrange a short demo next

week?”’

[who] [what problem]
[solution/technology]
[a specific next step]



How to deliver the pitch?

Start lightly, not with a slide right away
Enter a conversation, not a monologue
Tailor / improvise

Close with a specific “next step”

confirm:



Body language, voice, and the impression of

face the audience, stable stance, smile, eye contact
speak a bit slower than usual, pause after key sentences, don’t “squeeze” your voice at the end
natural; don’t cross your arms; don’t “clutch” your notes/phone like a shield

if you have a tablet/phone with material, treat it as support, not as a wall of text



Most common mistakes and a mini end-of-session
checklist

Questions and difficult

situations

Stop:.

Your quick checklist before you

Most common mistakes don’t answer immediately; you can say:

enter “Thank you, that’s an important question”

A monologue throughout the whole
meeting; no questions to the
interlocutor.

Paraphrase:

“If I understand correctly, you mean...?”

f A short, concrete answer:
A pitch that’s too general - no clear ’ T

max 2-3 sentences; if the topic is
problem and value. P

complex, propose discussing it in a follow-

No concrete “ask” (the interlocutor 4P
doesn’t know what to do after the Check:
meeting) “Does that address your concern?”

Zero follow-up despite a good contact




The ' nd

THANK YOU AND GOOD LUCK!
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