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Swiss Challenge consists of our competitionsSwiss Challenge consists of our competitions

SwissChallenge

SwissUpStart SwissInnovation SwissNEXT SwissInternationalSwissUpStart
Challenge

SwissInnovation
Challenge

SwissNEXT
Challenge

SwissInternational
Challenge
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The SwissInnovation ChallengeThe SwissInnovation Challenge

 Eight-month-long innovation promotion programme

 Three phases

 You have the right to access the support offer You have the right to access the support offer

 There will be a selection process at the end of each round

 Assessment of the innovation idea by an internal and external jury 

 The winner will be awarded 20,000 Swiss Francs and two runners will each be 
awarded 5,000 Swiss Francs. The award is given at the day of commerce from 
the canton Baselland on September 2nd
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Benefit for the participants is not only the price moneyBenefit for the participants is not only the price money

K l dKnowledge

Network and
Practice

Individual
Coaching
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The procedure consists of three phases

Phase I
Innovative Idea

1st Selection

Phase II
Professionell Business Plan

2nd Selection

Phase III
Presentation of an Elaborated BusinessPresentation of an Elaborated Business 
Case 

Final Presentation
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25 proposals will be considered in the final pitch25 proposals will be considered in the final pitch

100

50 

2525
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Phase l: Outlining the innovation / business ideaPhase l: Outlining the innovation / business idea

1. The prerequisite for admission to the first selection presentation is the 
formulation of an innovation concept. It can take the form of a product 
innovation, a new business model, an organizational innovation or an 
innovation in managementinnovation in management.

2. You should explain your idea on two to three A4 pages and submit it as a 
PDF by email or as a hard copy by post three weeks before the selectionPDF by email or as a hard copy by post three weeks before the selection 
presentation. The internal Jury will make a pre-selection based on defined 
criteria. If the idea you have submitted fulfils these criteria, you will be invited y , y
to the personal selection presentation. 

3. During this presentation you will have the task of convincing the internal Jury3. During this presentation you will have the task of convincing the internal Jury 
about you and your innovative plan in six minutes.
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Your concept must include the following aspects:g

 Formulation of a clear and understandable vision and implementation 
(graphically/visually)(graphically/visually)

 A concrete idea: What would we like to do/have we done?
 What exactly is the innovative value? What exactly is the innovative value?
 What added value does it generate (including comparison with the 

competition)?p )
 A basic analysis of the competition. What are our competitors doing? What 

makes our innovation stand out? What benefit do we expect from its 
introduction?

 Estimates regarding financing: How much capital is required? Who will finance 
it?

 Estimates regarding earnings: cost structure / break-even / profit dynamics
Ti t bl h t th t t ?
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Evaluation criteria for the presentation (Phase l)Evaluation criteria for the presentation (Phase l)
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Phase ll: Turning the business idea into a business planPhase ll: Turning the business idea into a business plan

 The prerequisite for admission to the second selection presentation is the 
formulation of an professional business plan, based on your innovation-
concept
Th b i l h ld b b 1 d 30 The business plan should be between 15 and 30 pages

 It should be submitted as a PDF by email or as a hard copy by post three 
weeks before the selection presentationweeks before the selection presentation

 You will have the task of presenting your business plan to an internal Jury in 
eight minuteseight minutes

 In order to move on to the next round you need at least 24 points out of a 
maximum 40 pointsp

 The 25 participants who are chosen from this round then qualify for the final
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The business plan should include the following aspects:The business plan should include the following aspects:

1. Summary: business idea, vision, strategy, management, products, market, 
finance plan, risks and opportunities, any offers of investment

2. The company: legal structure and capital structure, owners, strategic and 
operative partners, controlling, consultants

3. Management and staff: organisational chart, roles, education and 
management experience of key people, personnel planning and development 

4. Products and services: detailed description of products and services as well 
as value for the customer, position in life cycle, further development and 
innovation

5. Markets: key market (potential and growth), customer structure, planned sales 
figures, competitors, competition and market analysis
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The business plan should include the following aspects:The business plan should include the following aspects:

6. Marketing: target markets and customer groups, PR, advertising, sales, 
distribution, product range, service and price policy

7. Business risks: analysis of potential dangers and how to avoid or minimisey p g
risks.

8. Production and infrastructure: location, production facilities, capacity, , p , p y,
warehouse, suppliers, cost estimate

9. Other aspects: patent and brand protection, risk and insurance policy, public p p p , p y, p
commitment

10. Timeline: deadlines, milestones0 ,

The suggested content for the business plan should be adapted to the 
nature of the innovation project
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Evaluation criteria presentation (Phase II)Evaluation criteria presentation (Phase II)
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Phase lll – Polishing your business planPhase lll – Polishing your business plan

 You have the task of designing a presentation which focuses on either the plan 
for the implementation or the sales documentation relating to the innovation

 At the final presentation, you will demonstrate the implementation of your 
innovation and / or the sales documentation for your product innovation within 
seven minutes to the Jury and the public

 You can choose the medium of your presentation 

 The Jury determines the winner in the order of the achieved average overall 
score
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Requirements for the final presentationRequirements for the final presentation

A ten-minute presentation using a medium of your choice:

 Short summary of the entrepreneurial vision /philosophy

 Contextualizing the innovation in the vision of the enterprise Contextualizing the innovation in the vision of the enterprise

 Concrete feasibility and implementation of the innovation project

 Presentation of the project management implementation plan

 Expected benefit for the customer and the business

 Innovative content and potential
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Evaluation criteria final presentation (Phase III)Evaluation criteria final presentation (Phase III)
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The Jury for the first pitch will consist of the followingThe Jury for the first pitch will consist of the following
members
 Prof. Dr. Arie Hans Verkuil – Head of Institute of Management (Jury President)

 Christoph Buser - Director of the Chamber of Commerce Baselland

 Prof. Dr. Ivan Köhle, Dean BSc Business Administration FHNW

 Patrick Tschopp, Cantonal Bank of Baselland (BLKB)
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The Pitching Event on 27th March 2015 will be
i d f llorganized as follows:

Name First nameLocal time Swiss time Name 
team leader

First name 
team leader Company

19.00 pm 13.00 pm Ms Nguyen Thi Anh
Phuong

VINA-TECH 
CORPORATIONPhuong CORPORATION

19.20 pm 13.20 pm Mr Tran Vu Canh

19 40 pm 13 40 pm Mr Loc Truong Ninh Loc Phat production 19.40 pm 13.40 pm Mr Loc Truong Ninh p
corporation

20.00 pm 14.00 pm Ms Hoang Kim Ngan

20 20 14 20 M Hi D Mi h PT C20.20 pm 14.20 pm Mr Hieu Dang Minh PT Company

20.40 pm 14.40 pm Ms Thuy Vu Thi Thanh Ho Chi Minh City University 
of Technologygy

21.00 pm 15.00 pm Mr Nguyen Tran Hoang Duong DN Inves Co., Ltd

21.20 pm 15.20 pm Mr Nguyen Tang Phong
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The following technical requirements need to beThe following technical requirements need to be
fulfilled in order to allow a smooth pitching event:

 You should have a fast connection to the internet
 Please make sure you have a good camera and a microphonePlease make sure you have a good camera and a microphone
 You should have a Skype-account and send us your account-

name in advance (skype is just our backup solution)name in advance (skype is just our backup solution)
 Your presentation should be in an electronic form
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How will the pitch work?How will the pitch work?

 We will send you link to our collaboration-platform (Adobe 
connect) in advance 

 When it is time for your pitch open the link and log in as a guest 
 You will have the rights of a presenter g p
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How will the pitch work?

1) Connect 
audio here

2) Connect 
webcam here

3) Share your
screen
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How will the pitch work?How will the pitch work?

 When your webcam and audio work and you shared your desktop you can 
start with your presentation 
Just go into the presentation mode of power point and act like in an normal Just go into the presentation-mode of power point and act like in an normal 
presentation

 We can see your presentation on our screen here your voice and also seeWe can see your presentation on our screen, here your voice and also see 
how you talk in front of the webcam 
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If you have any questions or suggestions, please do not 
h it t t t t !!hesitate to contact us!!

Administrative Head Business and Academic Head
lic. phil. Stefan Philippi Prof. Dr. Rolf-Dieter Reineke
stefan.philippi@fhnw.ch rolfdieter.reineke@fhnw.ch 

University of Applied Sciences Northwestern Switzerland (FHNW), School of 
Business Institute of Management Bahnhofstrasse 6 CH 5210 Windisch
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Pitching Principles and Toolsg



Basic tools for structuring presentation and speech

Storyboard approach “Speech plans” – logic



Start from the end and reverse-engineer your presentation 

Storyboard

Start Middle End
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Good storyboarding is visible – readable – through the headingsGood storyboarding is visible readable through the headings 

Agenda 

Introduction and Overview 
• Content and expectations 
• Scope and context 

(Pitching) a proposal 
• Different objectives of proposals 
• Different types of proposals (procurement) 
• Proposal structuring and writing (storyline) 
• Evaluation of proposals and contracting 

Start up/VC Context and scope 

The context of “professional communication to get business”  

Procurement 
process 

Speaking in public/
• Business proposal vs. VC pitch  

EMBA – FHNW – Nicolai Andler.com © 2014 2 

Business 
start up 

Question/ 
interview 

techniques 

Consulting 
business

Inductive/ 
deductive 
reasoning 

Start up 
capital

PowerPoint 
training/ styles 

Presentation 
behaviour 

Speaking in public/ 
in front of people 

Pitching 
structure 

Storyboard / 
storyline 

Proposals -

Presenting to 
VC 

Business 
case 

Feasibility 
study 

Scoping 

There are typically three types of proposals* – depending 
on the ‘maturity of the enquiry’ 

An RFI is a proposal req ested from a

Request for Information 
(RFI) 

Increasing level of understanding of requirements 

A RFP h l l t th t

Request for Proposal 
(RFP) 

A t f t ti

Request for 
Quotation (RFQ) 

EMBA – FHNW – Nicolai Andler.com © 2014 8 

business 
model Contracting 

T&Cs 
Business 

plan 

capital Proposals - 
RFI/P/Q 

Negotiation 
Scoping / 
definition 

Project 
planning 

An RFI is a proposal requested from a
potential vendor to determine what 
products and services are potentially 
available in the marketplace to meet a 
buyer's needs and to know the capability 
of a vendors in terms of offerings and 
strengths of the vendor and experience 
with similar.  
 
The RFI specifically asks for written 
information on a potential vendor’s 
business, its capabilities, its team 
members, experience and other 
qualifications that help determine if they 
are right for the task. The RFI is used to

An RFP helps select the most 
appropriate vendor for the project. An 
RFP provides a rational and fair 
process for reviewing all proposals 
and candidates to provide a detailed 
approach for the project, including scope 
of work, estimated budget and fees, 
possible schedule of milestones, and 
terms and conditions. In many cases an 
RFP is presented to the organization as 
well as a written proposal in a face-to-
face meeting. Many RFPs include 
contract terms and conditions 
 
The RFP presents preliminary 

A request for quotation
(RFQ) is used when 
discussions with bidders 
are not required (mainly 
when the specifications 
of a product or service 
are already known or it 
is about standardised 
products/ services) 
and when price is the 
main or only factor in 
selecting the successful 
bidder 
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g
narrow the list of vendors to the 3-5 who 
may move forward in the process, as well 
as provide valuable information for 
writing an RFP process. 

p p y
requirements for the product/ service, 
and may dictate to varying degrees the 
exact structure and format of the 
vendor’s response. 

* There is also a RFT – Request for Tender (open invitation) Majority of RFTs are published by the government, public, infrastructure and utilities sector 
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Time for your storyboard !

SwissInnovation Challenge 29



Presentations follow the same logic in a new medium

RUNNING SECTION HEAD

Generic slide:

Punchy Headline States the Message

Subhead bridges thought:
Ch t Titl

Assertion

Chart Title

Unit Costa
x x

x o VerticalUnit Costa x
x

x

o
o

o
Datax
Outlier

Support Vertical
Logic

Kicker states implication or transitional thought.

Driver

Extension
Source: Own analysis.
a. Based on 2012 annual report.

Extension
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So:  Repeat, repeat, repeat your messages

Executive Summary

1.

Tell ’Em What You’ll Tell ’Em

2.

3.

1.

Tell ’Em 
2. 3.

Summary

1.

Tell ’Em What You Told ’Em

2.

3.
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Check and recheck your storyline as you write

 Are you clear about the purpose of your panels?Are you clear about the purpose of your panels?
 Have you structured your messages logically?  Emotionally?
 Have you used appropriate transition words, if necessary?
 D th h dli t th i i l f th ? Does the headline capture the principal message of the page?
 Is the headline written in “easy to speak” language?
 Does everything on the page support the headline?y g p g pp
 Do you end with recommendations or next steps?
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The pitch must fit to the type of investment 
th t i i d B k dthat is required

• Angel - Investments by individuals into private companies

Background

• Angel - Investments by individuals into private companies. 
Business Angels are private persons with many years of business 
experience who also invest their time and experience into the p p
company.

• Seed - Investments that are explicitly referred to as “seed” deals 
or financings by the company or investors, or financings of less 
than $500,000.

• Early Stage Investments in emerging and promising companies• Early Stage - Investments in emerging and promising companies 
with high growth rates.

• Late Stage - Investments in established companies that typicallyLate Stage Investments in established companies that typically 
have proven products and revenue streams. 



Exercise: Make notes of your top 3 learnings - to share with the group 

Source – youtube:.com
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A pitch to a VC follows a more focused storyline than a 
normal proposal – you have even less timep p y

Agenda for a VC pitch  - 10 key pages

1. Elevator pitch
2 The problem2. The problem
3. The solution
4. Market size and potentialp
5. Business model – how to make money
6. Proprietary advantage/ technology
7. Competition
8. Marketing plan
9 Team9. Team
10. Money required 

SwissInnovation Challenge 35



Time and focus is vital when pitching. What are the 
common mistakes ?

Mistakes when pitching (with a VC)

1. The elevator pitch is longer than one minute
2. The PowerPoint presentation (aka “the Deck”) is too long
3 N t h i f t ll t d ll itt ti3. Not having a factually supported, well-written executive summary
4. Overlooking a realistic exit strategy for investors (how the investor will make 

money (aka “the exit”) from investing in your business proposal )money (aka the exit ) from investing in your business proposal.)
5. Asking for a non-disclosure agreement
6. Discussing valuation too early on in the negotiationsg y g
7. Failure to listen

Exercise: Define your elevator pitch for your special project
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This longer version is closely linked to the table of content 
of a typical business plan document

Agenda for a VC pitch 

1. Cover Slide – or maybe a teaser slide
2. Elevator pitch and the problem we solve
3. Our team
4. Board members and advisers / future hires (optional, combine w/ team slide)
5. Market opportunity: define the market, potential size and target clients
6. Market problem and how they are currently (insufficiently) solved 
7. Your Solution (1-5 slides)
8. Traction & Awards (Optional, if none yet) (1-3 slides)
9. Market Fit / Competition (optional, can be explained in slide 5 - 6)
10.Competitive Advantages (optional, can be explained in slides 5 - 6)
11.Business model – key revenue streams
12.Marketing approach & strategy: key expenses / time-efforts
13 Fi i l j ti13.Financial projections
14.Exit strategy (optional)
15.The Ask: capital required / uses / intros
16 Cl i lid ti ? t t d t il
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Presentation Styley



The gestures of your hands send signals

Use relaxed and open gestures of your hands so as to emphasize your speech
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It‘s not what you say but how you say it

 VolumeVolume

 Melody

 Pitchc

Speak up!

SwissInnovation Challenge 40



Eye-contact influences the audience

 Bored glance  stargazer

 Not focused  gazing

 Swaying your


 Swaying your 
eyes all the time      reader

Focus your eye-contact on one person at the same time – involve the person for a 
moment – then move on to the next person
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The posture influences your image

stargazer wanderer the balanced

Keep balanced, move from time to time and stand upright, confident and relaxed 
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The complexity of your speech sends hidden messages

At the time I was head of 
the production, we had 
no problems with these p

issues, because we were 
expected to develop the 

comprehension for 
details

At the time I was head 
of the production, we 
had no problems with 

itdetails ... it ...

Telling too many things at a single blow hinders the listener‘s comprehension 
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Now let‘s unfold the spirit!

Thank you for your
tt ti d ll thattention – and all the 

best for the Challenge!
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