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Presentations are great tools



A good first
Impression means
network

They're engaged

They remember you

They talk about you

They create new opportunities
for you




But at first, catch the
right stakeholders In
the crowd

You share the same vision
They can add value to your venture




After the presentation,
the conversation
continues

Support your pitch with more details
Be prepared for QA

Be able to go through your
customer’s journey in few steps




"CEQ’s job”
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Not just a 4

"CEQ’'s job”




1. Pitch

Aka great
presentation

Approx. o







Make It simple

Avold achronyms
Always give context



Don't talk
with strangers

ATe



Jon't talk

with strangers

Who are they?
What they expect?



Always set




Always set your goal

What you want them to do?



Different Different Different
Audience Expectations Goal
Customers Deep understanding of Convert them
the problem

Huge benefits w/ your
product

LVa



Different Different Different
Audience Expectations Goal
Partners You're reliable | et them desire

to work with
Your market is O WO you

Interesting
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Different Different Different
Audience Expectations Goal
Investors You're the right team | et them embrace

your vision
Your BM iIs validated
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Investors t's an ordinary day for them

LVa



1. Pitch

o
Content

Storytelling

Slides

Standing




Your customers needs

lalk about




Your customers needs

lalk about

HOW your solution helps
them




HOW you reach customers

lalk about




HOW you reach customers

lalk about

HOwW you'll grow




Where you are

lalk about




Where you are

lalk about

Where you want to go




KNow your [imits DTC Brands

-Nice to have
-Operations




KNow your limits New ways of purchase

-How do you challenge the
status quo?




Know your [imits Saas B2B

-Boring and complicated
-Low value perceived




KNow your limits Digitalization platform

-Difficult target




Technical details
are pboring

Auto Rules

Customer Users or Auto Rules

Attnbution algorithm

Customer Digital Manager Or agency Project Manager

Auto Rule

Google Data Studio

AUTOMATIC IMPORTING OF DAILY RESULTS

Via an automatic connection with Google Analytics, the platform records the results of the
previous day for each project (e-commerce website): visits, users, goals (conversions) and
revenue. Optionally, e-commerce management software can also be connected as a source
for the following values: goals (sales) and revenue (turnover).

UPLOADING OF DAILY DATA

Using a simple interface, each individual Channel Manager can manually upload the data for
the digital media channels they oversee. Data includes recorded traffic values and channel
goals tracked from 3 sources: impressions, interactions, clicks, visits, goals (conversions),
channel costs, revenue generated. Data reading sources: supplier platform, tracking system
and Google Analytics. Each source uses a proprietary attribution model.

AUTOMATIC PRE-ATTRIBUTION
The weighting algorithm analyses the channel data recorded by the Channel Managers in

real time and, based on the configuration parameters set for each customer and project,
provisionally attributes the volume of conversions to each digital media channel.

DAILY DATA ANALYSIS AND CONSOLIDATION

The Digital Manager regularly accesses the various daily records in order to analyse the
results recorded by the channels and attributed by the algorithm. The Digital Manager can
intervene to manually adjust the attribution before consolidating the final attribution results.

DASHBOARD REPORTS

The Digital Manager can access the various dashboards of recorded data (including
non-consolidated data) to examine trends and make decisions to optimise investments and
digital traffic acquisition.

DYNAMIC REPORT SHARING

Thanks to the integration with GDS (Google Data Studio), the consolidated data is available
for analysis and can be used to produce dynamic reports. A range of pre-configured and
customisable reports are available to anyone authorised by the Digital Manager. Using
these reports, filters can be applied and historical and trend reports can be produced.

ATe



Vision is catchy



General structure
-

Problem
Solution

How It works
Benefits
Revenue model
Target & market
Metrics
Competition
Team




1. Pitch

o
Content

Speech

Slides

Standing




General structure
-

INntro

Problem
Solution

How It works
Benefits
Revenue model
Target & market
Metrics
Competition
Team

CTA




Make a good Intro

-State a shocking fact (or number) -Use comparisons
-Use quotations -Provoke them
-Tellastory-ortrend -Introduce an 'historical event

LVa



Closewitha CTA

Need ADT We are looking for

We are looking for Partnerships

an advisor that can
boost the

® ® ® ®

I nte rnatlo n a I Izatl o n Real-estate brokers WithI freEL:erjt relm:n:lating
@ Architects & Designers needs of their employees

of our business.

Renovation companies Large organizations

LVa



Your pitch

Can stand alone (
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Your pitch
Has a rythm

SAME # OF WORE -’
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Your pitch
Has different tones
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Techniques
Mind the flow

Logic helps you and others follow you
Memorizing boosts your confidence
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1. Pitch

o
Content

Speech

Slides

Standing




Slide design

LESS [S MORE

A presentation deck is different from a reading deck

LVa



Slide design

Nobody needs that

greenrestaurant

GAIN CREATOR:
Web Org
Ristorazione eco-sostenibile

PAIN RELIEVER:
Quality of life

NOLEGGIATORE

GAINS
Nuovo canale
Rateizzazione dei pagamenti

PAINS:
Controllo della solvibilita

JOBS:
Rapporti con i clienti

> >

TESSITORI/ FORNITORI PRODOTTI

GAINS:
Nuovo canale

Soldi subito

PAINS:
Promozione della qualita

JOBS:
Ricerca dei clienti

RISTORATORE

GAINS:
Senso di appartenenza

PAINS:
L'analogico mi sta uccidendo

JOBS:
ISTITUTI DI CREDIT Rapporto con la clientela, fornitori

ncerca del cambiamento
GAINS:

Nuovo canale

PAINS:
Crescita

JOBS:
Controllo
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Slide design

One single c

Few word sl

Evocative in
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Structure

Title

Body

lcon or photo
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Reading pattern

LVa



Reading pattern
Examples

CHOOSE YOUR PLAN

Configurale tue camicie

Seleziona il tessuto

000000080 | ®
DOCOBDOCOD

Seleziona il tipo di collo

CREATE YOUR SHIRTS

USE THEM

LVa



Reading pattern
Examples

Q0000000 | 2
COOCRDOOO®

Seleziona il tipo di collo

CREATE YOUR SHIRTS

Luxury
€
E——
L]

CHOOSE YOUR PLAN

USE THEM

LVa



Reading pattern
Examples

Configurale tue camicie
Seleziona il tessuto

0000000000 | @
DO00DO00d

Seleziona il tipo di collo

Luxury
€
L]
'

CHOOSE YOUR PLAN

CREATE YOUR SHIRTS USE THEM

LVa



Be a perfectionist

've also found that the best companies

pay attention to aesthetics,

it communicates something about how they think
of themselves, their sense of discipline In
engineering, how they run their company

(S. Jobs)
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]

animation style
Rule of

]

small set approach
of colors

LVa



Trust the contrast

HELLQO HELLQO HELLQO

LVa



Trust the contrast
In the right way

HELLQO HELLQO HELLQO

LVa



Typos

Everyone will notice them

Business goal

Our Traget Market

LVa



Presentation
Format

PDF
PPT and Keynotes for backup

LVa



Presentation
Name

Date_Topic_YourName

LVa



Presentation
Video

LVa



Pitch Slides

Best practices

ATe



Presentation
Cover

Thanks

SHAMPORA

SHAMPORA

Tailor-Made Haircare

laboratorio.shampora.com
+39 3348765774

manuel@shampora.com

+39 3348765774

manuel@shampora.com

https://laboratorio.shampora.com

ICEBREAKER FOR FOLLOW-UP
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Market

EUROPE

TOP 5
COUNTRIES

LVa



Competition
H1

Emotiva vs Competitors

Analytics

extraction e/\/\/Ot iVQ
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Competition
H2

ONLINE LAUNDRY SERVICES ONLINE RENTAL CLOTHING

&P laundryheap
R
@ el
MAMACLEAN "—§\;\ R
ﬂmc ) L STYLE PASSPORT
N BANANA REPUBLIC
@CAMICIA
ONDEMAND —
0 44,
< o
M\
*v, ) o*\o
NEW YORK
Lavanet.it &COMPANY
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Numbers
Growth

$28bn
CAGR: 18%

market size $

2019 2020 2021 2022 2023
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Numbers
More metrics

METRICS

During Acceleration

€1.8K €300

Monthly Recurring Revenues Customer Acquisition Cost

€5.8K

Clients Estimated Life Time Value

8

LVa



Roadmap

Tech Milestones

Business milestones Measurable and achievable

LVa



1. Pitch

o
Content

Speech

Slides

Standing
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Voice tone

Clear,
Strong,

Passionate,
Confident




Non verbal
communication

't represents
2/5 of all communications

LVa
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Don't move
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Clothes

Wear as expected

LVa



Clothes

Wear as expected

LVa



GOING
VIRTUAL

Different tool

Same rules




GOING
VIRTUAL

Different tools

Test them

O & Q




GOING EHAP &  The part of
VIRTUAL & "’m@;i . my room
l A that is visible

in the zoom
call

The rest
of my
room

Mind the
pbackgrouna
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GOING
VIRTUAL

Check mic

and video




Build your Pitch

Content 1. Define concepts

Speech 2. Structureaflow that follows

a storytelling
Slides 3. One slide, one message

explained clearly

Standing 4. Ask for feedbacks




2. OA Session | // . \ ‘

I .\ X»

15°

Eventually
yOou can use
slides



Approach

Tennislesson

Keep the centre
and involve the audience

LVa



QA Best practices

Unaderstand questions

They are - almost - always the same

LVa



QA Best practices

Answer coincisely
Sharp is always a good idea

LVa



QA Best practices

Don't reply to feedbacks
Smile and thank

LVa



QA Best practices

One team member keeps track of every
guestion

LVa






Follow-up

Even If online

M 0

LVa
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The secret
of a great presentation



The secret
of a great presentation

, -
‘-'-"‘ MEMORIZE THE EIR




The secret
of great performances

PRACTICE
PRACTICE
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LVanture

GROUP

Thanks

alessia.cerbone@lventuregroup.com




