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General Guidelines

Limit pitch to one technology.

A lot of the information can be “lifted” from Quad
Chart.

Mark whether the concept is patented or other
significant Intellectual Property considerations.

NEVER put anything classified, or disclose “secret
sauce,” in the pitch.

— *Ensure information can be shared, by you.”
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Pitch Overview

« Total of 15-minutes
— 8 minutes MAXIMUM to PITCH
— Up to 5 minutes for Q & A
* 11 Slides Maximum for PITCH
— Addendum Slides allowed
 Points of Contact Required

» Additional Slides to provide additional information beyond scope of
PITCH

* You MAY include a “prop” if appropriate
— Product
— Proto-type
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Slide Deck Overview

 Title Slide (1)
- Technology Overview (1)
« Company Performance (2-3)
* Relevance to DoD (1-2)(optional)
« Maturity (1)
« Scalability (1)
« Cost and Schedule (1)
 Summary (1)
 Addendum Slides

— POC

— Extra’s to Support Q & A
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TITLE SLIDE

Company Logo and/or Name

Presenter Name(s)
Event Title:
Date of Presentation

Photo of Product (if available)
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TECHNOLOGY OVERVIEW SLIDE

1 Slide/1 Minute
Upper Left Quadrant of QC

What does the technology DO?
What problem does it SOLVE?
How is the solution BETTER than current options?

NOT:

How it works
“Secret Sauce”
Technology Details
Use graphics/photos
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COMPANY PERFORMANCE SLIDES

2-3 Slides/<3 Minutes
Bottom Left Quadrant of QC

Financial Support

- Federal Grants

- State Grants

- Investments
Awards/Recognition/Certifications
Advisory Board/Advisors

Information to demonstrate the VALUE the company brings to the
relationship with the DoD outside of the specific technology solution.
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COMPANY PERFORMANCE SLIDES

2-3 Slides/<3 Minutes
Bottom Left Quadrant of QC

Financial Support

- Federal Grants

- State Grants

- Investments
Awards/Recognition/Certifications
Advisory Board/Advisors

Information to demonstrate the VALUE the company brings to the
relationship with the DoD outside of the specific technology solution.
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RELEVANCE TO DOD/CUSTOMER

1-2 Slides/<2 Minutes
Top Right Quadrant of QC

Who is your CUSTOMER
- Capability Need, COI, Organization

HOW does your solution meet the specific needs of your identified customer?
What is the current solution? Who/What are your competitors?

WHY is your solution better than current options?

- Unique capabilities

- Unique features

- Consider workflow and environment of use

Can you provide a contextual example/use case? Create a scenario to demonstrate the value.
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TECHNOLOGY MATURITY SLIDE

1 Slide/<1 Minute
Bottom Right Quadrant of QC

What is your Technology Readiness Level (TRL)

Describe why you are at that TRL; what is the history of your
development?

Specific tests/results completed.

Hurdles/Challenges
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TECHNOLOGY SCALABILITY SLIDE

1 Slide/<1 Minute
Bottom Right Quadrant of QC

How large/small can the technology scale?
Example: A chemical process grows from benchtop to factory? Or benchtop to nanoscale?

Why/How is the scalability of your technology relevant to the DoD?
What value does the scalability offer to the DoD?
How long will it take to scale up/down?

Special equipment, needs to scale?
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COST & SCHEDULE SLIDE

1 Slide/1 Minute
Bottom Right Quadrant of QC

BE REALISTIC

Cost estimate in relation to customer current spend to solve the problem.
- Does this replace a process/product in use?
- Does it save money? Time? Manpower?

If you can’t provide cost estimate, explain why your solution would have an advantage over the
current options/practice.

Time to “market”. Be realistic!
- Can you do this <12 months?
- What is needed to get you there?
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SUMMARY SLIDE

1 Slide/1 Minute

Short statement:

- Why should the customer care?

- What is the value of the technology?
- What is unique about your solution?

KEY Take-away
- What is the ONE thing you want them to remember about you?

Thank you/End Presentation

Open for Q&A
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SUPPLEMENTAL SLIDES

Anything that didn't fit into the prior slides that may be useful when
answering anticipated questions.

Include a Points of Contact Slide IF you have Federal and/or State
grants supporting this effort.



Need Help?

Josh Nichol-Caddy
jnicholcaddy @unomaha.edu
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