
Cantillon Ventures
Round 3 Brief

Overview
Congratulations on advancing to the final! In this round, your goal is to continue to finetune your solution and create a pitch deck, as well as thinking about how to best display your idea to the judges. The final will be held on the 5th April, Online.
What you need to do
1. Continue to develop your solution: 
 
· Work on feedback from previous rounds to make your idea as strong as possible. 

2. Make your pitch deck:

Cover Slide
· Do you have a logo or colour scheme?
· What first impressions do you want to make on the audience and the judges?
The Problem / Why You Exist 
· Provide context to the problem you are hoping to address but keep it concise and focused (e.g. food insecurity in the world versus food insecurity in the community you are focused on).
· Use this section to “tell a story”. A good story has an impact, so how can you make yours stand out? E.g. personal anecdotes, reliability etc.
· However, do also use reliable research and data to validate your claims.
· You need to grab the audience and judges here to make them care for your cause so really emphasise the importance of the issue, making it relatable and understandable. 
3. Your Solution
· Provide a short and concise summary of your business idea and the impact you intend it to have (your company mission so to speak).
· Make sure you include how your solution will try to solve the problem. 
· Think of this section as your “elevator pitch” – what are the standout elements of your business that will compel someone to back you?
4. Your Customers / Market Research
· Now it is time to delve into more detail. As such, this and following slides can have considerably more info (visual and written) than the opening slides.
· Demonstrate a strong awareness and knowledge of your target market and customer personas, backed up by market research.
· Use data to highlight the size of your market and the opportunity it presents.
· However, be realistic! It’s much better to have a niche market than to make unrealistic claims about the size of your market.
5. Your Product & Its Value Proposition
· Go into more detail about why and how your solution/product is special.
· Show that you are aware of the competitive landscape and that you know your competition and how you compare to them e.g., customer niche, pricing, technology etc. You can use a matrix to highlight the key differentiators.
6. Your Go-to Market / Customer Acquisition Strategy
· Explain how your customer would reach you, your service, or your product. This should include the sales and marketing channels you would employ to reach your target market, and any estimated costs of doing so.
· Diagrams can be a great way to share a lot of information in a concentrated space. E.g., if there are a lot of stakeholders in your customer’s decision-making journey, create a ‘customer journey map’. These can illustrate the life cycle of a customer, e.g. from discovery to conversion to re-engagement.
7. Your Business & Revenue Model
· So, how do you make money, and do you have evidence that you can be a sustainable business?
· Explain the key details of the structure of your business such as fee structures or pricing frameworks, revenue streams and operating models.
· Include the calculations and research you used to have (hopefully) reached the conclusion that your business can, in theory, be sustainable and scalable.
8. Execution & MVP
· This slide is mostly relevant to the businesses that require some additional space to explain and validate their solution. For example, if the product requires additional technical explanation.
· Feasibility is a key factor in judging, so show you have identified and solved any potential problems you could have. For example, patents, IP, regulatory requirements etc.
9. Scalability & Sustainability
· Does your business have a future and are you prepared for it?
· How will you measure and assess impact? 
· Use a roadmap to identify the key milestones in making your idea into a reality (typically between 12-24 months in the future).
· Explain how you would use start-up funds to drive the business, and how you would use any profit to maximise your positive impact.
10. Closing Slides
· One or two closing slides – think about what key points you want to highlight and what memorable message you want to leave the judges with.
REMEMBER:
· Use images or diagrams to simplify what you are saying
· Avoid woolly-ness or statements that are too abstract
· Be realistic with calculations e.g. market size
· Use visuals to illustrate points e.g. life-cycles, tech features or customer acquisition
· Back things up with data and market research
· The best pitches address the viewers’ concerns before they come up, and this is a good place to do so. Be honest and realistic about any barriers or weaknesses you have against your competitors, or any further research needed. Even better, follow it up with how you plan to address them.

Judging Criteria
 
	Content
	Level 1
	Level 2
	Level 3
	Level 4

	Idea and Comprehension
	Pitch didn’t demonstrate an understanding of their product area. 
Majority of questions answered by only one member or majority of information incorrect.

	Few members showed good understanding of some parts of topic.
Only some members accurately answered questions.

	Showed a good understanding of topic.
All members able to answer most of audience questions.

	Extensive knowledge of topic.
Members showed complete understanding of assignment. Accurately answered all questions posed.


	Visual appeal
	There are many errors in spelling, grammar and punctuation. The sections were difficult to read and too much information had been copied onto the slides.
No visual appeal.

	There are many errors in spelling, grammar and punctuation. Too much information was contained on the slides.
Minimal effort made to make the presentation appealing or too much going on.

	There are some errors in spelling, grammar and punctuation. Generally the content on the slides is appropriate. 
Significant visual appeal.

	There are no errors in spelling, grammar and punctuation. Information is clear and concise in each section.
Visually appealing and engaging.


	Overall Presentation
	The overall presentation and idea was a brief look at the topic. 
Majority of information was irrelevant and significant points left out.
It left many questions  unanswered.

	The overall presentation was  informative but several elements went unanswered.
Much of the information irrelevant; coverage of some of major points.

	The overall presentation is a good summary of the topic.
Most important information covered; little irrelevant information.

	The overall presentation is a concise summary of the topic with all questions answered. Comprehensive and complete coverage of information.

	Delivery
	Level 1
	Level 2
	Level 3
	Level 4

	Group Presentation Skills
	Minimal eye contact by more than one member focusing on small part of audience.
The audience was not engaged.
Majority of presenters spoke too quickly or quietly making it difficult to understand.
Inappropriate/disinterested body language.

	Members focused on only part of audience.
Sporadic eye contact by more than one presenter.
The audience was distracted.
Speakers could be heard by only half of the audience.
Body language was distracting.

	Most members spoke to majority of audience; steady eye contact.
The audience was engaged by the presentation.
Majority of presenters spoke at a suitable volume.
Some fidgeting by member(s).

	Regular/constant eye contact, The audience was engaged, and presenters held the audience’s attention.
Appropriate speaking volume & body language.


	Preparedness/Participation
	Unbalanced presentation or tension resulting from over-helping.
Multiple group members not participating.
Evident lack of preparation/rehearsal. Dependence on slides.

	Significant controlling by some members with one minimally contributing.
Primarily prepared but with some dependence on just reading off slides.

	Slight domination of one presenter. Members helped each other.
Very well prepared.

	All presenters knew the information, participated equally, and helped each other as needed.
Extremely prepared and rehearsed.
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