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TeamUp 2024 
Pitch Training

October 10, 2024
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Reminder
Types of Deck you will need

DEMO DAY DECK
• Founder presenting
• Slides as support
• Time limit
• Large audience (no sensitive information)

EMAIL DECK (3-4 min. to be consumed)
• will be seen by many
• needs to be self explanatory
• first impression- needs to be perfect
• only selected investors and you can reveal a 

bit more secrets
• create attention to get you a meeting

•

MEETING DECK   (evolution of email deck) 
• 5 min. for small talk
• 15 min. for the deck presentation
• 30 min.- for discusstion, Q&A
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It‘s not the number of slides –
it‘s the time it take to understand the deck.

Do not oveload the slides with text / pictures
- you guide the audinece through the story! 

Pictures serve only as support!
As little text as possible!

Big font!
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The main aim for TeamUp pitch competition is:

present the team 
team energy

the idea
why you believe to be the best team to win the award 

what are your plans regarding spending the award money
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…
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Pitching Days evaluation criteria

Please note that if there is a tie, the winners will be selected based on the 
combined score received for selection criteria number 4 and 5.
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Structure of the story

• What opportunity have you discovered in the market?
• What have you built to tackle it? How does it work and who is it for?
• Why are you and your team the ones to change the Status quo?
• How much are you growing and will continue to grow?
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I N T R O

S O L U T I O N

T R A C T I O N
C O M P E T I T O R S
T E A M

T h e  
A S K

P R O D U C T
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Pitch flow

1. Intro
Tag line – what you do.

2. Problem
What is the situation in the market?
What is the problem?
Who are you solving this problem 
for?
Opportunities in the market?

3. Solution and Product
What is your solution? 
Product overview- how does it 
work?
Examples- who is it for?
Milestones
Roadmaps
Business Model - How are you 
going to generate revenue?
How does your business work?

4. Market
Who is your target group?
What market are you entering?
What is your market potential?
Go to market strategy

5.  Team
Who is your competition?
What sets your idea apart?
Who’s behind the idea?
Who does what?

6. Financials –The Ask
How will investments be used?
Why your team deserves to get it?

A c t  I A c t  I I IA c t  I I
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Focus on telling the story. Use slides only as support. 
15 Slides you need in your Pitch Deck

I N T R O S T A T U S  Q U O

S O L U T I O N

M A R K E T

T E A M T h e  A S K
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Tag line: 
5-7 word description of what you do

I N T R O :
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I N T R O :  
I f y o u h a v e s o m e t r a c t i o n ,  b r a g a b o u t i t !

Monthly growth

Monthly users
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What is happening in the market and what you envision as a solution?
What opportunity have you discovered in the market?
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S T A T U S  Q U O :

Problem / Opportunity
What is the situation in the market?
What is the problem?
Who are you solving this problem for?
Opportunities in the market?
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S T A T U S  Q U O :
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▪ Problem 1
▪ Short description of problem 1 

and who is it important for.

▪ Problem 2
▪ Short description of problem 2 

and who is it important for.

▪ OPPORTUNITY
▪ Short description and  

and who is it important for.

S T A T U S  Q U O :
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What have you built to tackle the problem / opportunity?
How does it work?
Who is it for? 

S O L U T I O N
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S O L U T I O N

Solution and Product
What is your solution? 
Product overview- how does it work?
Examples- who is it for?
Determine your goals:

What is your key innovation? Can you protect it?
Do you have IP (copyrights, patents, etc.)?
Tell us about your current TRL and tech scalability

Milestones
Roadmaps
Business Model - How are you going to generate revenue?
How does your business work?
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Unique Selling 

Proposition

What
makes your idea new / 

innovative?

What
is 

your goal?

What
is your unique selling 

proposition (USP)?

S O L U T I O N
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Solution and Product

BENEFIT 1

Examples- who is it for?.

Solution
how does it work?

BENEFIT 3 

Examples- who is it for?
.
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Step 2 Step 3Step 1

How it works:
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Business Model

Subscription Model
Continuous access to the service 
for a regular fee

Freemium
One free and one paid version

Certain content only included in the paid 
version

Some functions of the paid version can be 
activated in the free version for a small fee

Software-as-a-Service
Access to software via cloud
User fee 

B2B
Products, services or information

Business Model
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Plan
Milestones
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How much are you growing?
How much will the company continue to grow?
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Who is your target group?
What market are you entering?
What is your market potential?
Go to market strategy

M A R K E T
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Who Are Your Customers?

What does 
this customer 
group need?

Name of customer group
Information about 

customer group
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Market

Give your audience a rough 
overview of your business idea's market 
potential. 

Provide information about 
possible market segments, their 
absorptive capacity and opportunities for 
growth. 

How many units do you plan to sell?

If possible, base your information on 
statistics or surveys to substantiate your 
numbers.

6,0M

4,7M

2,4M

30%

MARKET VOLUME

MARKET 
POTENTIAL

MARKET SIZE

TARGET 
MARKET SHARE

Market
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Go-to-market strategy

Storytelling = 
advertising 

through 
storytelling

Trigger customer 
emotions

Storytelling

“Once upon a time... ” 

Stories

CustomerActivities

Brand

Awareness

Feelings, connection, 
credibility

Authenticity, expertise, 
entertainment

Radio Homepage

TV

Phone

Social 
media

Blog

Traffic

Leads & 
sales

•Who are your targeted / 
potential customers? Give 
specific examples 
(companies etc.) if possible

•Roadmap to access target 
customer-
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Revenue Planning

50 million
Number of times product 

has been used

€ 0.26 
Profit per use

€13,000,000
Annual sales
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Revenue Planning

20.000
products sold

1.856
new customers

150.000 €
in revenue

last year last month since 
launch
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Customer Testimonials

Peter Wagner
Job/Company

…. Paul Thielen
Job/Company

….

Svenja Richter
Job/Company 

….
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Why are you and your team the one to change the status quo?
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Who is your competition?
What sets your idea apart?
Who’s behind the idea?
Who does what?

W H Y  U S
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COMPETITION

C
ri

te
ri

o
n

 A

Criterion B

C
ri

te
ri

o
n

 C

Criterion D

Competition
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10/10/202437



Atrineo AG 38

Team

Name SURNAME
Describe Role, CEO

Professional experience
Title/degree/special skills

Name SURNAME
Describe Role, CEO

Professional experience
Title/degree/special skills
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Team
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T h e  A S K

o How will award be used?

o How much do you need for your plans?

o Why now is the right time to invest in your idea.
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The Ask
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Financing Needs

€ 100,000  
already received 
from "Investor X"

How will you use the 
investment

€ XX 
expected annual profit

We need 

300.000 €
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How ill you protect your position on the market? SWOT 
Analysis

Strengths
What is your particular area of expertise?
What makes you unique on the market?
Which services do your customers/clients 
ask for again and again?
What tools and resources are available to 
you?

Weaknesses
What products and services can 
the competition better provide?

What gaps do you have in terms of tools, 
personnel or expertise? 

Opportunities
Are you facing new challenges that you can 
use to your advantage (new programs 
being offered, new employees being hired, 
new resources and tools at your disposal, 
etc.)?
Are there any gaps in the market that you 
could fill?
Could partnerships be beneficial?

Threats
Who is your competition and what 

advantage do you have over them?
Are there external influences that could 

negatively impact your situation?
What obstacles do you face?
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CHECKLIST

o Do you have clarity on the problem / opportunity in the
market?

o Can you describe simply and clearly what have you built to
tackle it?

o Can you describe simply and clearly how does it work and 
who is it for?

o Can you clearly describe how much are you growing and will 
continue to grow?

o Can you clearly describe why are you and your team the ones
to change the Status quo?

o Do you have clarity on what is your Ask - how will the award  
money be used? 

o How much do you need to grow further? 
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Copa di Vino Isn't The Wine The Sharks Want | 
Shark Tank Misses

Examples to get inspired by

We Finally Know What Happened To Zipz Wine 
After Shark Tank

Shark Tank US | Kevin Hart Swaps Partners On The 
Transformation Factory Deal
Sea moss gel

Top 21 Pitch Decks from Food Startups [2023]

https://www.youtube.com/watch?v=lspCPdNy_dg
https://www.youtube.com/watch?v=cuNiHmCVDVQ
https://www.youtube.com/watch?v=YL_Efp4H6z0
https://www.failory.com/pitch-deck/food
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Questions
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Reminder
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Save the DatesNext Steps

Session 17 : 
Zero to One: Street-Smart 

Founders with AI
Patrick Collins
15th October

17:00 - 18:30 CET

Session 18 : 
Pitch dos & dont's

17th October 
17:00 - 18:30 CET

Session 19: 
Practice your Pitch

8 teams
(5min. pitch, 5min. feedback)

24th October 
17:00 - 18:30 CET

Deliverable #3:
Pitch deck 

21th  October
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Contact Us!
Do you have any questions?

teamup@eitfood.eu


