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What we will review Today 
1.  What goes into a winning pitch 

2.  Refining and perfecting your pitch 
o  Preparation 
o  Presentation Structure 
o  PowerPoint tips 

3.  Examples of winning content 





It all comes down to… 
1.  The People – have what it takes 
2.  The Market – has a high unmet need 
3.  The Technology – provides a unique solution 

…in that order or importance 
 
 

How will your company be viable and 
deliver shareholder value 



Where’s the Exit? 



Organizing Content for the 
Pitch 
12 Questions in Round 3 

The Product 
Intellectual Property 

Tech Development Stage 
The Competition 

Barriers to Competition 

Market Scope 
Market Need 

Dist Channels (Flow) 

Technological Team 
Management Capacity 

Business Plan Status 
Financial Position  



Preparation: 80% of the Win 
•  How well you present tells the NVBC Jury 

how… 

o  CLEAR you are on the critical success factors 
o  CONVINCING you are to stakeholders 
o  INTERESTED investors will be in your venture 

•  Managing the Q&A is as important as the 
PITCH 

•  Know your audience 

The difference between first and second place is only 3% 
-Brian Tracy 



Slide Structure 
15 Minute Pitch, 25 Min Q&A 

•  Main	Deck:	10	slides	
o  The	People:	1	or	2	
o  The	Market:	4	or	5	
o  The	Technology:	4	or	5	

•  First	and	Last	Slide	of	the	Main	Deck	
o  First	Slide:	Tell	them	what	you	are	going	to	convince	them	of	
o  Last	Slide:	Summarize	the	winning	components	of	your	venture	

•  Back-up	Deck:	15-20	slides	
o  Technical	details/diagrams,	PotenJal	Risks/SWOT	analysis	
o  Next	Steps,	Deal	Scenarios/Analogues,	AssumpJons	

•  Slide	Format	
o  Use	as	many	images	as	possible	
o  Maximum	6	major	bullets	per	slide	and	6	words	per	bullet	





Presentation Management 
Management	of	Time	

•  1-2	minutes	per	slide	
•  PracJce	simplifying	the	complex	
•  SJcking	to	the	Jme	is	criJcal	

o  Clear	thinkers	are	succinct	and	to	the	point	
o  Professional,	capable	people	respect	Jme	
o  You	want	your	whole	story	to	be	delivered	

	
Who	should	be	the	Presenter	

•  The	person	who	is	leading	the	company	



Presentation Skills 
•  Proper	Set-Up	
•  Using	a	Laser	Pointer	
•  Have	1	printout	of	your	presentaJon	
•  Slide	navigaJon	and	keeping	their	aXenJon	
•  PracJce	20	Jmes:	and	get	feedback	

o  Limits	the	number	of	“uhm’s”	
o  Calms	you	down	when	you	know	it	cold	
o  Ensures	you	stay	on	Jme	

•  PresentaJon	Tips	
o  Dress	well	and	make	eye-contact	
o  Make	reference	to	Juror’s	quesJons	
o  Never	get	too	relaxed	



Key Slides from the Augurex 
Winning Deck 



The	People	–	Competency	Checklist	

Norma	Biln,	BSc	MBA	
CEO	and	Co-founder	

Anthony	MaroAa,	PhD	
CSO	and	Co-founder	

Eric	Adams,	BSc	MIBS	
CEO	and	President,	EnGene	

Sage	Baker,	MBA	
VP,	IR	&	Corporate	CommunicaJons,	Aspreva	

Robert	Bryan,	PhD	
Former	VP,	Research	&	Development,	ID	Biomedical	

Gardiner	Smith,	BA	JD	
Special	Counsel,	Bowles	Rice	McDavid	Graff	&	Love	

Advisor Agreements, Formal Time Commitment, Milestone Based Equity Compensation!
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The	Biomarker	Market	
…in	its	infancy	with	high	growth	potenJal	

High	Chances	
of	Success	
(lower	risk	

than	pharma)	

RelaJvely	Short		
Development	
Life-Cycle	

Less	Capital	Intensive	
Lower	Burn-Rate	

Abundance	of	
Early-Stage	
Technologies	

Patented	
Biomarkers	

with	
MulJple		

ApplicaJons	

Support	from	
Capital	Markets	
Regulators	FDA	

PosiJve	
Market		

Influences	

Market	Influences	

Industry	ConsolidaJon		

Fragmented	Market	

Start-up	Companies	



PotenJal	Partners	and	CompeJtors	
Arthritis Diagnostics 

Anti-TNF and Rx in 
development 

General Diagnostics 

Abbott 

Roche 

Dade Behring 

Bayer 

Beckman Coulter 

Becton Dickinson 

Ortho-
Clinical 

(J&J) Eli-Lilly 

Centocor/Schering 
Plough 

UCB 

Diamedix 

Zeus Scientific 

Bristol Myers Squibb 

GSK 

Wyeth/Amgen 

Inova 
Axis-Shield 

Source: FDA database and Datamonitor syndicated market reports!
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Key	Risks	(Back	Deck	Slide)	
•  Technical	Risks	

o  Feasibility	of	TesJng/Tool	Development	
o  PotenJal	that	larger	sample	size	tesJng	doesn’t	support	

current	findings	

•  IP	Risk	
o  PCT	Publishes	in	November	
o  PotenJal	blocking	of	FTO	between	now	and	then	

•  StaJsJcal	Risk	
o  May	require	larger	sample	sizes	to	show	significance	along	

cohorts	with	addiJonal	data	

•  Commercial	Risk	
o  Current	partner	discussions	may	not	solidify	

•  Financial	Risk	
o  MiJgaJng	the	above	risks	may	require	addiJonal	financing	



Deal	Opportunity	Size	–	67X			

Peak	Year	Sales	(year	7)	 $892M	
EBITDA	(benchmark	for	NPV	calc)	 29%	
Discount	Rate	 15%	

Product	NPV	-	Base	Case	 $870M	

Augurex	Net	RoyalJes	 7%	
Out-license	deal	NPV	 $202	M	

Source: "EBITDA average of BioSite, Myriad, Axis-Shield, Adeza, Cytyc "Estimated sub-
license royalty rates: Royalty Source IP Database!

If	the	Target	Raise	is	$1.5	M	for	50%	of	the	company	and	we	do	a	$202M	deal,	
shareholders	get	$101M	which	equates	to	a	67X	return	




