
How to introduce innovation in my 
company?
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What is innovation?

•Innovation (in Latin : novatio or
innovatio) is something new or an
improving change in a given process or
even a phenomenon by which it differs
and/or distinguishes itself from its
original state. According to another
definition, it is the application of new
scientific and technological ideas,
processes, products, goods and services,
as well as technological practices in the
scientific field or for business, in a more
or less commercial way, based on (new)
application of science and/or technology.
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Why is innovation so 
important?
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✓Increasing competitiveness

✓Employee development and 
stimulation of a creative environment 
in the office

✓Fun

✓Cost optimization

✓Development keep up with the latest 
trends



Types of innovation
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✓Process Improvement and 
Organizational Innovation: Process 
improvement through continuous 
improvement and development of new 
solutions.

✓Product Development: Development of 
innovative products or product features.



Types of innovation
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✓Service Innovation: Creation and 
introduction of new services for 
customers and partners.

✓Business Model Innovation: Developing 
innovative business models and new 
revenue streams.

✓Digitization and digital transformation 
also require companies to rethink and 
develop new approaches.
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How to create innovation?

✓The right mindset for innovation

✓Innovation requires more creativity and 
more willingness to take risks than the 
execution of typical projects. Successful 
implementation of innovation projects 
requires a different way of thinking.

✓There is no formula for creating 
innovation. All depends on you!



Break the rules!

✓ Traditional approaches and conventional 
methods will not be useful in the field of 
innovation.

✓ Get out of the routine!

✓ Try new ways off the beaten path.
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Collect ideas anywhere!

✓Innovation projects constantly need new ideas: To 
overcome obstacles, to change concepts, and to 
optimize strategies.

✓Communicate with your employees.

✓Ask for customer feedback.

✓Attend events where people from your industry 
gather.

✓Expand your worldview and free your imagination.
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Believe in the impossible!

✓Imagine how your innovation will look

like in reality.

✓Believe that you will be able to overcome

all obstacles on the way to realization.

✓The worst advisor is the fear of failure.
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Put together an innovation team !

✓Put together an innovation team of 
individuals with different perspectives and 
thinking styles, even specialists in 
different fields.

✓Innovation needs a variety of different 
competencies and different ways of 
thinking.

✓Encourage your team members to speak 
their minds.

✓Discuss!
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Innovation management methods

✓Innovation processes

✓Open innovation and customer attraction 
at the same time

✓Innovation Labs

✓Innovation challenges.
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How to overcome the 3 biggest 
barriers to innovation success?

✓Company business policy

✓Cultural issues

✓Lack of strategy or vision
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How to finance innovation?

✓Own funds

✓Attracting investors

✓Funding programs (Competitiveness and 
Innovation in Enterprises Program)
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Intrapreneurship

✓Benefits: Growth, Innovation, Change, 
Engagement.

✓Types of intrapreneurship:

•Appointment of employees whose task is 
precisely to be internal entrepreneurs, to 
be a generator of ideas and a catalyst for 
the implementation of innovations

•Stimulating e.g. for the accountant to 
think about a problem that is not directly 
related to his work and to propose a non-
standard solution.
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How to keen employees to 
participate in intrapreneurship?

✓Bonuses

✓Additional leave

✓Possibility of additional training and 
qualification

✓Protection of intellectual and 
industrial property rights

✓Clear rules and procedures to conduct 
internal entrepreneurship

✓Minimizing red tape
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Examples of intrapreneurship

✓Worldwide - Gmail (150 билиона $), 
PlayStation, Happy Meal (McDonald’s), 
Starbucks (Name on the cup), Lego store 
(Fun queue) 

✓Personal experience



Thank you!

It`s time for questions and discussion…

The Project “InnoWave” is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the Interreg V-A “Greece-Bulgaria 2014-2020” 
Cooperation Programme. The contents of this document are sole responsibility of Research and Development and Innovation Consortium and can in no way be taken to reflect the views of the 

European Union, the participating countries the Managing Authority and the Joint Secretariat.



How to transfer my idea in to practice?  

Where to start?

Mihail Iliev

Project Management and Business Development Expert

Sofia Tech Park
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❖ Can I do it myself, or I need other experts?

❖ How unique is my idea? Are there any similar out 
there and what differentiates mine from others? 

❖ How sustainable is my idea? Will it still be great 
within 2 years or more?

❖ How to allocate the resources for the process “idea 
to business”
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Related Questions



1. Implement the practice of documenting your thoughts/ideas

2. Break down each feasible idea into smaller steps

3. Practice patience, focus and perseverance

4. Schedule a monthly or quarterly idea review session

5. Read, visit events, talk with people

6. Surround yourself with quality people

7. Organize brainstorm sessions
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How to “grow” ideas

And when you think you have it…
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A quick guide to follow. 
Is it a good idea?

You have to answer the following questions:

✓ How did the idea come about? What provoked it?

✓ What benefits does your idea offer to people?

✓ How would you describe its key features?

✓ What's already out there that's solving the problem in part?

✓ What makes your solution different from what's already out there?

✓ Why might a customer choose your brand or product?

✓ Will your product do more but cost less?
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A quick guide to follow. 
Is it a good idea?

After these answers:

✓ You are clear about where the idea came from

✓ You are confident if it is solving a real problem 

✓ And does it solve it for more than a handful of people

✓ You know if there's a solid market for your idea

And if these answers are all 
positive…
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And now… the next questions?

❖What do you want to get out of this?

❖Do you want to set up a business around it and run it yourself?

❖Do you want to be the key driver in the development?

❖Do you want to find another person to partner with you?

❖What skills do you have to bring to the party?

❖What skills will you need in your team around you?

❖Have you got the design expertise to design your own product? 

❖Do you have experience in commercialization / marketing / financing / etc. ?

❖Do you know somebody to advise on IP (intellectual property)?
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Are you an entrepreneur?

❖Are you ready to take the risk?

❖What time you have available outside work?

❖What personal or family commitments are non-negotiable

❖Can you give up your day job and start a crowd funding campaign?

❖Would you work in partnership with an investor in return for a cut of the 
business, to assist manufacturing or ensure a solid distribution network?



The Project “InnoWave” is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the Interreg V-A “Greece-Bulgaria 

2014-2020” Cooperation Programme. The contents of this document are sole responsibility of Research and Development and Innovation Consortium and can in no way be taken 

to reflect the views of the European Union, the participating countries the Managing Authority and the Joint Secretariat.

Steps to follow
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Design and implementation

In the initial phase:

❖ Protect your IP (intellectual property)

❖ Search for a good design team if you don't have the skills yourself

❖ Apply for funding if you don't have the money.

❖ For all the steps –use the best experts available. Always sign NDAs

❖ Research and focus groups for the prototype

And after this:

❖ Marketing / Advertising / Sales

❖ Further development and upgrades

❖ Expand the production. Use more good ideas.
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Intellectual and Industrial Property 
Management

❖Intellectual Property (Copyright and 
related rights);

❖Industrial Property (Trademarks, 
designs and models, Patents, IPR for 
plant varieties, Geographical 
indications);

❖Protection of Intellectual and Industrial 
Property. 
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Answers

❖ Can I do it myself, or I need other experts?

❖ How unique is my idea? Are there any similar out 
there and what differentiates mine from others? 

❖ How sustainable is my idea? Will it still be great 
within 2 years or more?

❖ How to allocate the resources for the process “idea 
to business”

✓ You need them

✓ Unique –most probably not 
Better –maybe yes

✓ Up to you and the 
implementation of the idea. 

✓ People / advertising / IPR if 
needed



✓ Share with someone but not everyone

✓ Organize board of advisors

✓ Develop a risk register with risk mitigation moves 

✓ Learn how to sell your vision!

✓ Always Make the Idea Better. Constant development.!
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Additional tasks



✓ You have to solve problems and answer needs!

✓ Plan everything, follow the steps and implement accordingly!

✓ You will need another experts in the fields!

✓ You might have the idea but you are not the best at all activities!
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In conclusion

Probably the single greatest quality you will need to turn your idea into a product is 
RESILIENCE. So fail fast and often, seek out the people who will ask the challenging 

questions and find yourself the right team to get you over the finishing line.



Grow ideas!

Implement them!

Succeed!

Thank You !!!

Mihail Iliev

Project Management and Business Development Expert

Sofia Tech Park
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“InnoWave Project”

Business plan preparation



What is a Business plan

A business plan is an essential written document that provides a description and
overview of yourcompany’sfuture. The plan should explain your business strategy
and your key goals to get from where you are now to where you want to be in the
future.

A good business plan guides you through each stage of starting and managing your
business.You’lluse your business plan as a roadmap for how to structure, run, and
grow your new business. It’sa way to think through the key elements of your
business.

Business plans can help you get funding or bring on new business partners.
Investors want to feel confident they’llsee a return on their investment. Your
business plan is the toolyou’lluse to convince people that working with you— or
investing in your company— is a smart choice.
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➢Traditional business plans are more
common, use a standard structure, and
encourage you to go into detail in each
section. They tend to require more work
upfront and can be dozens of pages long.

➢Lean startup business plans are less
common but still use a standard
structure. They focus on summarizing
only the most important points of the key
elements of your plan. They can take as
little as one hour to make and are
typically only one page.

Most business plans fall into one of two common categories:
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Business plan categories



Business plan categories

When you write your business plan, you don’t have to stick to the exact business 
plan outline.

Instead, use the sections that make the most sense for your business and your 
needs. 
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Traditional business plan format

Traditional business plans use some combination of these nine sections:

•Executive summary

•Company description

•Market analysis

•Organization and management

•Service or product line

•Marketing and sales

•Funding request

•Financial projections

•Appendix
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Traditional business plan format

•Executive summary

Briefly tell your reader what your company is and why it will be successful. Include your mission
statement, your product or service, and basic information about your company’sleadership team,
employees, and location. You should also include financial information and high-level growth plans
if you plan to ask for financing.
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Traditional business plan format

•Company description

Use your company description to provide detailed information about your company. Go into detail
about the problems your business solves. Be specific, and list out the consumers, organization, or
businesses your company plans to serve.

Explain the competitive advantages that will make your business a success. Are there experts on
your team? Have you found the perfect location for your store? Your company description is the
place to boast about your strengths.
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Traditional business plan format

•Market analysis

You'll need a good understanding of your industry outlook and target market. Competitive research
will show you what other businesses are doing and what their strengths are. In your market
research, look for trends and themes. What do successful competitors do? Why does it work? Can
you do it better? Now's the time to answer these questions.
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Traditional business plan format

•Organization and management

Tell your reader how your company will be structured and who will run it.

Describe the legal structure of your business.

Use an organizational chart to lay out who's in charge of what in your company. Show how each
person's unique experience will contribute to the success of your venture. Consider including CVs of
key members of your team.
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Traditional business plan format

•Service or product line

Describe what you sell or what service you offer. Explain how it benefits your customers and what
the product lifecycle looks like. Share your plans for intellectual property, like copyright or patent
filings. If you're doing research and development for your service or product, explain it in detail.
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Traditional business plan format

•Marketing and sales

There's no single way to approach a marketing strategy. Your strategy should evolve and change to
fit your unique needs.

Your goal in this section is to describe how you'll attract and retain customers. You'll also describe
how a sale will actually happen. You'll refer to this section later when you make financial
projections, so make sure to thoroughly describe your complete marketing and sales strategies.
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Traditional business plan format

•Funding request

If you're asking for funding, this is where you'll outline your funding requirements. Your goal is to
clearly explain how much fundingyou’llneed over the next five years and what you'll use it for.

Specify whether you want debt or equity, the terms you'd like applied, and the length of time your
request will cover. Give a detailed description of how you'll use your funds. Specify if you need funds
to buy equipment or materials, pay salaries, or cover specific bills until revenue increases. Always
include a description of your future strategic financial plans, like paying off debt or selling your
business.
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Traditional business plan format

•Financial projections

Supplement your funding request with financial projections. Your goal is to convince the reader that your
business is stable and will be a financial success.

If your business is already established, include income statements, balance sheets, and cash flow
statements for the last three to five years. If you have other collateral you could put against a loan, make
sure to list it now.

Provide a prospective financial outlook for the next five years. Include forecasted income statements,
balance sheets, cash flow statements, and capital expenditure budgets. For the first year, be even more
specific and use quarterly — or even monthly — projections. Make sure to clearly explain your
projections, and match them to your funding requests.

This is a great place to use graphs and charts to tell the financial story of your business.
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Traditional business plan format

•Appendix

Use your appendix to provide supporting documents or other materials were specially requested.
Common items to include are credit histories, resumes, product pictures, letters of reference,
licenses, permits, patents, legal documents, and other contracts.
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Lean startup format

There are different ways to develop a lean startup template. Below are nine components of a model
business plan:

•Key partnerships

•Key activities

•Key resources

•Value proposition

•Customer relationships

•Customer segments

•Channels

•Cost structure

•Revenue streams
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Lean startup format

•Key partnerships

Note the other businesses or servicesyou’llwork with to run your business. Think about suppliers,
manufacturers, subcontractors, and similar strategic partners.

•Key activities

List the ways your business will gain a competitive advantage. Highlight things like selling direct to
consumers, or using technology to tap into the sharing economy.

•Key resources

List any resourceyou’llleverage to create value for your customer. Your most important assets could
include staff, capital, or intellectual property.
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Lean startup format

•Value proposition

Make a clear and compelling statement about the unique value your company brings to the market.

•Customer relationships

Describe how customers will interact with your business. Is it automated or personal? In person or
online? Think through the customer experience from start to finish.

•Customer segments

•Be specific when you name your target market. Your business won’tbe for everybody, so it’s
important to have a clear sense of whom your business will serve.
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Lean startup format

•Channels

List the most important waysyou’lltalk to your customers. Most businesses use a mix of channels
and optimize them over time.

•Cost structure

Will your company focus on reducing cost or maximizing value? Define your strategy, then list the
most significant costsyou’llface pursuing it.

•Revenue streams

Explain how your company will actually make money. Some examples are direct sales, memberships
fees, and selling advertising space. If your company has multiple revenue streams, list them all.
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Business model

• A business model describes how an idea will create value.

• A business model is defined as:

A plan for the successful operation of a business, identifying sources of revenue, 
the target customer base, products, and details of financing
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Building a Business model using
a business model canvas

• A business model canvas is a strategic management tool you can use to
visualize and assess your business idea or concept.

• It's a one-page document containing nine boxes that represent different
fundamental elements of a business.
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Business Model Canvas 
Advantages

•Easy to understand

•Focused

•Flexible

•Customer Focused

•Shows Connections

•Easy to communicate
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Different types of Business Model 
Canvases

•Lean Canvas

•Value proposition canvas

•Mission model canvas

•Business model canvas

“The project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the Interreg V-A “Greece-Bulgaria 2014-2020” 
Cooperation Programme”



Lean Canvas
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Value Proposition Canvas
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Mission Model Canvas
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Business Model Canvas
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1. Customer Segments

In this building block you enter the different customer segment or that you will 
serve.
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2. Value Proposition

The value proposition describes the value you deliver to each customer segment.
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3. Channels

Channels refer to how your products or services are sold to customers.
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4. Customer Relationships

The Customer Relationships building block answers the question of how to get, 
keep, and grow customers.
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5. Revenue Streams

Where does the money come from? 

In this building block, you state where your revenue is generated.
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Taking a Step Back

If you look at what we have done so far, we’ve filled in our Value Proposition and 
the building blocks to the right of it.
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6. Key Resources

This building block describes your most important strategic assets that are required 
to make your business model work.
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7. Key Activities

The Key Activities are the most important strategic things you must do to make the 
business model work. 

Key Activities should be directly relatable to your value proposition.
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8. Key Partners

In this building block, you list the tasks and activities that are important but which 
you will not do yourself. Instead, you will use suppliers and partners to make the 

business model work.
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9. Cost Structure

In the Cost Structure building block, we want to map key activities to costs. We also 
want to ensure that costs are aligned with our Value Proposition.

“The project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the Interreg V-A “Greece-Bulgaria 2014-2020” 
Cooperation Programme”



Creating Your First Business 
Model: Tips

Tips:

• Don’t do it alone
• Use a whiteboard 

• Different whiteboard pens and sticky notes handy.

• Take an hour to complete your first draft Business Model Canvas.

• Decide on the building block you’re going to fill in first. 
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Thank you 

for your attention
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Definitions

Investment readiness is generally used in the context of a project or a startup to 
raise external equity finance. 

The term investment readiness defines the maturity level of the startup/project 
team to reach investors and finally persuade them to invest to their company.

A startup is a young company having innovative characteristics and a scalable 
business model.

Startups are typically online or technology-oriented businesses that can easily 
reach a large market. On the other hand, traditional small businesses don't need a 
big market to grow into. They just need a market that they are able to reach and 
serve in an efficient way.
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Definitions

It has been observed that investors tend to invest to internet startups. The reason 
for this is simple.

Due to the nature of the internet, to reach every corner of the planet in a second, 
such startups have the ability for fast scale up since it very easy to reach every 
corner of the planet. This is something very attracting for investors.
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What attracts VC funding
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At what stage is your 
project/startup

A project team must reach a certain point of readiness in order to seek financing.
The so called “investmentreadiness”is a complex condition which involves several
issues:
•The project team
•The project idea
•The level of innovation
•The market readiness to adopt the product/service (product market fit)
•The existence of a Minimum Viable Product (MVP)
•The existing infrastructure
•The productivity
•The level of sales and the potential of fast scale-up
As we will see in the next slides there are several types of startup funding which
can support a project from the very beginning (idea level) to a full maturity stage.
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The Project team

According to many investors, the project team is the most crucial factor for the
decision of an investor to invest or not in a company.

A solid team combines the following characteristics:

•Enthusiasm

•Technical knowledge/experience in the specific subject

•Good educational background

•Market sales/abilities

•Complementary skills

•Previous experience in startup projects
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The Project idea –Level of 
Innovation

For all investors, the project idea is a key factor to invest.

Certainly, a project must be innovative at some stage (product innovation,
marketing innovation, organizational innovation, procedures innovation).

Investors like innovative projects, but sometimes not too innovative, because there
is always the risk the project is ahead of its time and the market is not ready to
adopt it.

It is quite common for the project team to patent the outcome of the project, so it
becomes an asset of the company, raising the value of the project.
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The market readiness to adopt 
the product /service

As it was said before, a too innovative project may be too ahead of its time.

So, it is crucial that the project team has made market researches, especially
primary market researches (don’tcount on internet research). And these
researches must lead to the conclusion that there is a big market out there ready to
buy the product/service.

The general rule is: if a great team meets a lousy market, unfortunately the market
wins!

Investors appreciate teams which have explored their market and have a very good
knowledge of it.
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The existence of a Minimum 
Viable Product (MVP)

A Minimum Viable Product is a version of a product with just enough features to be
usable by early customers who can then provide feedback for future product
development. A focus on releasing an MVP means that developers potentially avoid
lengthy and unnecessary work.

It is obvious that an MVP which has been tested by many early users, has received
useful feedback, and the project team has adopted the recommendations is a
strong asset when dealing with investors.
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Infrastructure and Productivity

The existing infrastructure is important since it is related to the ability of the
company to proceed to production or delivering of services.

Sufficient infrastructures imply project maturity and it is an advantage when
negotiating with banks and other investors.
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Sales and ability for fast scale up

In the end, everything in business comes to money.

Professional investors like Venture Capitals prefer to invest to companies promising
fast scale up and big profit.

Venture Capitals tend to exit from the companies they invest in about 5 years time,
sometimes even sooner. Their goal is to multiply the money they invest in little
time (of course this rarely happens but the VC’shave already calculated the risk).

It is the duty of the project team to give as little part of their company for as much
money as possible in order to keep the company’sshares for extra rounds of
financing from investors.
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The Business Model Canvas: A 
strategy tool for startups
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Measure your readiness
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Track record …. or what else
When businesses seek financing, one crucial factor for potential investors or banks
is the business’track record. The better a business’track record is, the greater is
the chance of obtaining further financing, as a track record signals the quality of
the firm.

The challenge for startups is that their track record is extremely short or
nonexistent. Due to that fact other factors become increasingly important for
entrepreneurs seeking financing for their startup, such as:

•The management team (studies, experiences)

•The reputation of the entrepreneur

•The idea (Innovative, but maybe not too innovative)

•The business plan (optimistic but realistic and convincing, good knowledge of the
market)
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Sources of funding

When acquiring capital for starting a business venture, an entrepreneur can benefit

from its personal resources.

However, the financial needs will quickly increase as the startup develops and

starts to grow, especially for innovative startups seeking to grow relatively rapidly.

For acquiring external capital, entrepreneurs meet investors and lenders in the

capital market. Besides financial capital, risk and managerial control are also

allocated in the capital market.
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Sources of funding

The ability to acquire sufficient financing is a crucial element in a business venture,

especially in those where the business relies on new knowledge or technology, and

where there is a lengthy development process from “idea”to a profit-generating.

Financing decisions rely heavily on which options are available for the

entrepreneur. The availability of different financing sources has a significant impact

on startup rates, survival rates and early development of the business.
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Self financing

It is very common that during the very early stages of a startup entrepreneurs
finance their ventures with their own money. The advantage of self financing is that
the entrepreneur has full ownership and control of his firm. On the other hand:

•The financial capacity of the entrepreneur may be limited or even non-existing.
And usually startups demand capital in their early rapid development stages.

•It may be wiser to keep the self-owned capital for running expenses instead of
using it for tangible assets like buildings and installations which have a long
depreciation period.
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Family and Friends

Family members and friends of the entrepreneur are often very familiar with the

concept of the venture. If the potential lenders/investors believe in the idea, they

may be willing to carry some of the risk and provide financial capital. Family and

friends are usually involved during the very early stages providing “seedmoney”.

Acquiring capital from family and friends has several advantages:

•The process is simple and informal

•Terms are often very beneficial

•The entrepreneur has direct contact with the capital provider

•The need for a track record is relatively low or nonexistent.
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Family and Friends

But also disadvantages exist:

•The amount of capital available is often limited

•The investor may become too influential due to personal relations

•Personal relations may become damaged if the venture fails, as risk is transferred

to family and friends
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Venture Capitals

Acquiring financing from the formal risk capital market is generally convenient in
any phase from the seed phase until the business is publically listed.

Venture capitalists are professional investors seeking to maximize the return of
their investment.

Therefore, they will normally contribute with intellectual capital, in addition to
financial capital.

They provide guidance, counseling and support for the executive management,
access to large professional networks, and they can contribute to increase the
legitimacy of the business.
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Venture Capitals

Venture capitalists are generally inclined towards investing in business whose goal
is to grow rapidly, hence there must be a substantiated business plan supporting
such objectives.

The active position venture capitalists take, and the resources they provide beyond
financial support, further increase the likelihood of achieving this goal of rapid
growth.
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Stages of Venture Capital 
financing

Because every company is different, the various stages can vary somewhat from
financing to financing. Generally speaking, though, there are five typical stages of
any venture capital financing.

1. The Seed Stage

Venture capital financing starts with the seed-stage when the company is often
little more than an idea for a product or service that has the potential to develop
into a successful business down the road. Entrepreneurs spend most of this stage
convincing investors that their ideas represent a viable investment opportunity.
Funding amounts in the seed stage are generally small, and are largely used for
things like marketing research, product development, and business expansion, with
the goal of creating a prototype to attract additional investors in later funding
rounds.
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Stages of Venture Capital 
financing

2. The Startup Stage

In the startup stage companies have typically completed research and
development, they have devised a business plan, and are now ready to begin
advertising and marketing their product or service to potential customers. Typically,
the company has a prototype to show to investors, but has not yet sold any
products. At this stage, businesses need a larger infusion of cash to fine tune their
products and services, expand their personnel, and conducting any remaining
research necessary to support an official business launch.
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Stages of Venture Capital 
financing

3. The First Stage

Sometimes also called the “emergingstage,”first stage financing typically coincides
with the company’smarket launch, when the company is finally about to start
seeing a profit. Funds from this phase of a venture capital financing typically go to
actual product manufacturing and sales, as well as increased marketing. To achieve
an official launch, businesses usually need a much bigger capital investment, so the
funding amounts in this stage tend to be much higher than in previous stages.
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Stages of Venture Capital 
financing

4. The Expansion Stage

Also commonly referred to as the second or third stages, the expansion stage is
when the company is seeing exponential growth and needs additional funding to
keep up with the demands. Because the business likely already has a commercially
viable product and is starting to see some profitability, venture capital funding in
the emerging stage is largely used to grow the business even further through
market expansion and product diversification.
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Stages of Venture Capital 
financing

5. The Bridge Stage

The final stage of venture capital financing, the bridge stage is when companies
have reached maturity. Funding obtained here is typically used to support activities
like mergers, acquisitions, or IPOs. The bridge state is essentially a transition to the
company being a full-fledged, viable business. At this time, many investors choose
to sell their shares and end their relationship with the company, often receiving a
significant return on their investments.
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Successful example of startup VC 
funding

The biggest start up deal of a
Greek interest's company is the
acquisition of InstaShop by the
German group Delivery Hero,
for the record amount of 360
million dollars (August 2020).

InstaShop enables its users to
make their orders from
supermarkets and local stores
and receive the products
whenever they want, even just
half an hour after their order.
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Business Angels

An angel investor is commonly a person working in a high-income profession willing
to invest in businesses or projects that they believe will be successful, or that are of
great importance to the investor personally due to other nonfinancial reasons.

They are also regarded as competent and actively engaged in the venture.

The business angel market, or the informal risk capital market, is similar to the
more formal venture capitalist market in how the investor provides supplementary
support.
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Business Angels

Nevertheless, they differ in certain ways:

•Business angels tend to invest in very early-stage companies, in industries that
they know and understand, and in their own community.

•The business angel market is less professional than the venture capital market,
subsequently terms and conditions are often less extensive and more favorable
for the business owner. Still an interesting and credible business plan is required.
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Bank Loans

Bank loans normally require security in the form of credit (accounts receivable) or
tangible assets.

However, startups, especially knowledge-based startups, may possess neither
credit nor tangible assets.

Although banks are generally the most common source of financing for companies,
they are rarely involved with knowledge-based ventures that are in an early-
development stage.
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Bank Loans

Historically, young companies have experienced a lack of debt financing as banks
rule out firms with a short operating history, due to uncertainty regarding these
companies’creditworthiness. Hence, the entrepreneur must often be personally
liable for the loan.

In addition, bank loans may negatively affect the company’sfinancial freedom as
they impose a lower limit on the liquidity of the firm to ensure its ability to pay off
debt and interest.

An advantage is that ownership structure remains unaltered.

Bank loans in Greece are solely provided by banking institutions.
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Microcredits

The initial concept of the microcredit or microloan was a small loan given to people
with no or restricted access to banking system to help them become self-employed.
In our days, microcredits include newly established enterprises as well.

Microcredits are usually provided with no or little collateral. It is common that the
organizations which offer microcredits support the small business by providing
them mentoring /coaching to increase the possibilities of their success.

Many organizations such as the EU and private donors support small business by
offering microcredit programs.

Since microcredits are a form of loans, ownership structure remains unaltered.
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State and EU grants

Governments argue that governmental funding is justified for socio-economic
reasons.

Firstly, young entrepreneurial firms create jobs and profits which are taxed.
Secondly, the funding of innovative startups may create positive externalities for
other firms and society as a whole.

For instance, if a firm develops a new and more efficient process for doing an
operation, and this process is adopted by other firms, multiplier benefits are
created. If a firm develops a productive method which leads to less waste this leads
to a cleaner environment.
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State and EU grants

Furthermore, National/EU financing proponents argue that since young startup
firms are often unable to acquire required capital, it is necessary that the State and
the EU fill this funding gap by providing capital for the very-early stage.

The Greek Investment Law and ESPA programs, like “Neofyis Epihirimatikotita”
support the establishment of startups with generous subsidies.
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Crowdfunding

Crowdfunding is a relatively new phenomenon where the customers become
investors.

It is the practice of funding a project or venture by raising small amounts of money
from a large number of people, typically via the Internet.

The incentive to finance a project, other than contributing to realize a project one
believes in, is a share of potential profits proportionate to one’sinvestment.
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Crowdfunding

Although similar concepts can also be executed through mail-order subscriptions,
benefit events, and other methods, the term crowdfunding refers to Internet-
mediated registries.

This modern crowdfunding model is generally based on three types of actors: the
project initiator who proposes the idea or project to be funded, individuals or
groups who support the idea, and a moderating organization (the "platform") that
brings the parties together to launch the idea.

Crowdfunding has been used to fund a wide range of for-profit, entrepreneurial
ventures such as artistic and creative projects, medical expenses, travel, or
community-oriented social entrepreneurship projects.
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Sources and development stages

Due to the fact that sources of capital differ with regards to required return,
required liquidity, other loan terms, and supplementary support beyond financial
capital, there are arguments why one source should be preferred over another
depending on the development stage the startup is currently in.
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Indicative Useful Websites
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www.espa.gr
www.ependyseis.gr
For EU funding

For ESPA & EU 
grants1

www.afi.org.gr
www.thepeoplestrust.org
www.microstars.gr

For Microcredicts2
www.heban.gr
Top 40 BA in Europe 

For Business Angels3

https://equifund.gr/equifund/portfolio/
The top 100 VCs

For Venture Capitals4 https://www.thebalancesmb.com/best-
crowdfunding-sites-4580494
www.kickstarter.com
www.indiegogo.com

For Crowdfunding5

http://www.espa.gr/
http://www.ependyseis.gr/
https://europa.eu/youreurope/business/finance-funding/getting-funding/eu-funding-programmes/index_en.htm
http://www.afi.org.gr/
http://www.thepeoplestrust.org/
http://www.microstars.gr/
http://www.heban.gr/
https://www.eu-startups.com/2017/12/top-40-business-angels-that-are-rocking-europe-and-help-startups-grow/
https://equifund.gr/equifund/portfolio/
https://www.cbinsights.com/research/top-venture-capital-partners/
http://www.kickstarter.com/
http://www.kickstarter.com/
http://www.indiegogo.com/


Conclusion

Making a new business is risky. Making a startup seeking financing from external sources such as
professional investors is even riskier.

The following are indicative

•New business survival rate:
• 25% close within first year
• 50% close in 5 years
• 75% close in 10 years

So if you try and fail, don’tgive up. It is very natural for this to happen. Learn from your mistakes
and try again. Your chances will be better next time.

And don’tforget: It doesn’tmatter how many times you fall. What really matters is that in the end
you will be standing up.
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Thank you 

for your attention
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“InnoWave Project”

How to pitch
How to attract investors



Definitions

When you seek financing from investors there are several important things that you
have to prepare and show, like the business plans, relative studies, experience, etc.

Investors before investing always ask for a live presentation, which is called “a
pitch”. Tools such as power point presentations or videos are useful for the pitch.

During the few minutes of the pitch, these people want to see a team that they can
trust and establish a good relation which will generate profit.

You must convince them to commit to your project.
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What a pitch deck should include

In any case, when preparing a pitch deck there are some essential slides that you want to include in your
presentation:

•Project Team

•Problem

•Solution

•Market, market and sales strategy

•Vision and Value proposition

•Product

•Traction

•Revenue model

•Financials

•Investment and use of funds

Note that according to a research done by DocSend, investors spend on average 3 minutes and 44 seconds per pitch
deck. From their study which analyzed 200 pitch decks, investors spent the most amount of time reviewing the slides
concerning financials, team, and market.
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Team: Who you are

•You may use photos

•Describe yourselves with emphasis in studies and professional experience

•Explain how you came up with the idea

Even if you don’thave a complete team yet, identify the key positions that you still
need to fill and why those positions are critical to company growth.
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What is the problem

Use this slide to talk about the problem you are solving and who has the problem.

You can talk about the current solutions in the market, but don’tspend too much

time on the competitive landscape on this slide—you’llhave a chance to do that

later on.

Ideally, try and tell a relatable story when you are defining the problem. The more

you can make the problem as real as possible, the more your investors will

understand your business and your goals.
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The Solution: what is your 
product/service

Describe your product or service. Describe how customers use your product and

how it addresses the problems that you outlined on the previous slide.

You’llbe tempted to move this slide closer to the beginning of your pitch deck but

try and resist the temptation. This is classic storytelling where you build up the

problem and describe how bad it is for lots of people. Now your product or service

is coming to the rescue to help solve that problem.
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The Solution: what is your 
product/service

Most entrepreneurs are very focused on their product when instead they need to

be focused on their customers and the problems those customers face. Try and

keep your pitch deck focused with this format and you’lltell a better story.

If possible, use pictures and stories when you describe your solution. Showing is

nearly always better than telling.

Don’tbe detailed with technical specifications. You will lose time and you will tire

your audience.
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To which market is your product / 
service referring to

Describe:

•Who needs it (market segmentation)?

•What needs does it satisfy?

•What are the characteristics / tendencies of the market?

•How is the market served ?

•Have you made a research?

It is crucial to show that you have very good knowledge of your market

Be careful with this slide, though. It’stempting to try and define your market to be as large
as possible. Instead, investors will want to see that you have a very specific and reachable
market. The more specific you are, the more realistic your pitch will be.
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Marketing and sales strategy

How are you planning on getting customers’attention and what will your sales

process look like? Use this slide to outline your marketing and sales plan. You’ll
want to detail the key tactics that you intend to use to get your product in front of

prospective customers.

Finding and winning customers can sometimes be the biggest challenge for a

startup, so it’simportant to show that you have a solid grasp of how you will reach

your target market and what sales channels you plan on using.

If your marketing and sales process is different than your competitors, it’s
important to highlight that here.
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Marketing and sales strategy

Describe how you fit into the competitive landscape and how you’redifferent than

the competitors and alternatives that are on the market today. What key

advantages do you have over the competition or is there some “secretsauce”that

you have and others don’t?

The key here is explaining how you are different than the other players on the

market and why customers will choose you instead of one of the other players on

the market.
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Vision and value proposition

Make a quick one-sentence statement of your business and the value that you

provide to your customers. For example, you see many pitches that start with

things like:

•“We’rethe Uber for Pets”

•“We’rethe Netflix for Video Games”

Also describe which values do you propose to your clients (freedom, beauty,

flexibility, social status, comfort, health, etc). You can tell why the clients will prefer

you and not your competitors?
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Revenue model

Now that you’vedescribed your product or service, you need to talk about how it makes money.
What do you charge and who pays the bills? For some businesses (content sites, for example),
advertisers pay the bills instead of users, so it’simportant to flesh out the details here.

You can also reference the competitive landscape here and discuss how your pricing fits into the
larger market. Are you a premium, high-price offering, or a budget offering that undercuts existing
solutions on the market?

It’sgood also to describe which way do you plan to create income, e.g.

•Retail

•Wholesale

•Electronic sales

•From the consumables

•Subscriptions
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https://articles.bplans.com/what-is-a-business-model-business-models-explained/
https://articles.bplans.com/no-competition-not-possible/


Traction - validation - milestones

If you already have sales or early adopters using your product, talk about that here.

Investors want to see that you have proven some aspect of your business model as

that reduces risk, so any proof you have that validates that your solution works to

solve the problem you have identified is extremely powerful.

You can also use this slide to talk about your milestones. What major goals have

you achieved so far and what are the major next steps you plan on taking? A

product or company roadmap that outlines key milestones is helpful here.

Have in mind that some professional investors such as venture capitals seek for fast
profit generating ventures.
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Financials

Investors will expect to see your financials: sales forecast, income statement (also called
profit and loss statement), and cash flow forecast for at least three years.

But, for your pitch deck, you shouldn’thave in-depth spreadsheets that will be difficult to
read and consume in a presentation format. Limit yourself to charts that show sales, total
customers, total expenses, and profits.

You should be prepared to discuss the underlying assumptions that you ’vemade to arrive
at your sales goals and what your key expense drivers are.

Remember to try and be realistic. Investors see “hockeystick”projections all the time and
will mentally be cutting your projections in half. If you can explain your growth based on
traction you already have or compared to a similar company in a related industry, that is
extremely useful.
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Investment and use of funds

Finally, it’stime to actually ask for the money. That’swhy you’redoing this pitch deck,
right? Although there are more to be discussed after the pitch deck in order to close the
deal, your potential investors do need to know how much money you are looking for.

More importantly, you need to be able to explain why you need the amount of money you
are asking for and how you plan on using the money. Investors will want to know how their
money is being used and how it is going to help you achieve the goals you are setting out
for your business.

If you already have some investors on board, now is when you should be talking about
those other investors and why they chose to invest.

Needless to say that your goal is to sell as little of your company for as much money as
possible, so you will still have a lot of shares for possible next investment rounds.
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Other material that you may want 
to use

The slides mentioned up to this point are essential. But sometimes you may want to present some

extra information, especially if it is requested from the pitch committee and you have available time

during the pitch.

•Exit strategy: If you are raising money from investors, you’llneed to show them how you plan on

giving them a return especially if your company goes well and makes good profit. Having an IPO

and going public is a viable option for some high-growth startups, while other businesses are

more likely to be bought by larger players in your market.
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Other material that you may want 
to use

•Demo, video and screenshots: If you have a prototype of your product, screenshots of your

online service, or any other “showand tell”opportunities, it’sgreat to include a placeholder slide

in your deck where you will actually show your potential investors how your product works and

what it does.

•Partnerships: Some businesses have key strategic partnerships that are critical to their success.

This can often be in the form of intellectual property licensing from a university or a key

distribution partner who will be taking your product to market. If your success relies on these

types of partnerships, it’simportant to showcase them.
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Advice

The purpose of the pitch deck is to create “agood chemistry”between your team and the investors.
If you achieve that then the possibilities to reach a deal are high. So, here is some advice on how to
make the best for your pitch.

•Make your presentation enjoyable to watch: Use colors, photos, videos, charts, box-diagrams, etc

•Be realistic, do not exaggerate, especially with the sales and market opportunities

•Do not tire with unnecessary details, don’tfill your presentation with too much overwhelming
information

•Speak with simple words, don’tuse specialized technical terms hard to understand

•Make rehearsals

•Speak clearly

•Stay on the given time

•Keep eye contact

•Be confident
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Useful advisory webpages

•https://www.thinklions.com/blog/the-best-pitch-decks-weve-ever-seen/

•https://slidebean.com/blog/startups-pitch-deck-examples

•https://piktochart.com/blog/startup-pitch-decks-what-you-can-learn/
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Examples of successful pitch deck 
videos

•https://www.alexanderjarvis.com/collection-of-the-best-tech-startup-pitch-
videos/

•https://visme.co/blog/best-pitch-decks/

You may also find interesting the famous pitch deck shows on the TV

•Shark Tank

•Dragon’sDent
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Conclusion:
Be patient and don’t get 
disappointed

You will probably have heard stories about teams who raised 500.000 €in just 10
minutes. But that’snot the norm. The odds that your first meeting is going to be
with the exact right investor is slim to none.

We know from researches that if you find the right investor the average time to
raise funds is 11-15 weeks.

And you will probably have to knock many doors before the right one opens.

So finding the right investor is a process which requires time, effort and patience.
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Conclusion:
Be patient and don’t get 
disappointed

And something for the end:

Raising money from investors is not your final goal. The aim is to run a successful
business that generates profits. The first does not guarantee the second.

The startup’sgraveyard is getting bigger every day. So if your startup ends there, it
is not the end of the world. Learn from your mistakes, and next time you will do
better. Investors know that very well, so a previous failure may turn to be a
competitive advantage for you. Because you have learned your lesson with
somebody else’smoney!
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Thank you 

for your attention
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