
12 Ways to Blow 
Your Investor Pitch



Do we really need a guide that points out how to fail?

Even though there­s no shortage of information about ®how to pitch for funding¯ making its way around, 
from what we can tell, a lot of what­s written just isn­t soaking in too well.  So we figured we­d try a 
more unconventional approach. 

Here­s a collection of some knowledge (and scars) we­ve accumulated over the years to point out the 
noteworthy wipeouts, awkward moments, and empty handshakes of new venture pitching. 

Maybe seeing what doesn­t work will help you head in the right direction.  Ready?



The K-Mart Template Business Plan

Over 500,000 business plans float around the internet attached (by a fishing line and a bobber usually) 
to a hopeful entrepreneur dreaming that some day their 53 page (single-spaced) doc will be 
downloaded by a wealthy investor who will find their idea so damn compelling that they­ll call frantically 
asking for the ABA routing number so they can wire you a suitcase full of cash immediately.

Well, if your first move is a long winded template style business plan you purchased from the digital 
equivalent of K-mart, chances are you­re fishing with the Rocket Fishing Rod.  We hate to play dream 
crusher, but you aren­t on a TV commercial,  and these ponds aren­t stocked with starving fish.
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https://www.spindirect.com/product_order.php?productid=16618&s=rfrgen2&sessid=108318b1e2beae454cbeb1107555ebce


Sexy Materials Get Noticed

One thing that book publishers know is that in order to convert a browser into a customer, you must first 
capture their attention at the shelf.  Don­t fall into the trap of thinking that just because your business has 
sound financials and a good product that investors will plow through a long boring document and 
uncover the genius inside.

An investor­s belief in your ability and your concept­s strength starts with the very first time they lay eyes 
on your business materials. Seriously, how is one to believe that your business will inspire consumers if 
your materials look like like they were pulled together on a Commodore 64? 
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Talking Up Your Awesome New Product

One surefire way to lose your audience is to jump right into talking about your amazing product.  Yep, 
without the proper context your long winded rant about the crucial need for a rapid charge system for a 
14.4 volt lithium ion battery is going to fall on deaf ears.  

Chances are the person you are speed pitching isn­t the target consumer.  Think it through, if most 
investors aren­t currently feeling the exact itch your product scratches, you need a different approach.
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Talk About Solving a Real Problem

Instead of talking about your solution, start by explaining the consumer­s needs.  While it­s essential that 
you bring the investor to a point where they understand your product, understanding the buyer­s needs 
is more important.  Try telling a story about a real person who needs your solution.  Take the audience to 
a place where they can see the world through that person­s eyes.  Help them feel that customer­s pain.  

Talk up the need for big holes first and  then everyone will want to hear all about your six-ton super drill.
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http://www.youtube.com/watch?v=8UQ-5QP9pks


Showing Off A Feature Bloated Demo

Okay adrenaline junkies, here is your big chance to see if you can get lucky with a live demo.  Chances 
are if you­ve made it this far, you­re excited, so geeked up that you­ll probably veer off down a path that 
nobody else wants to go where you­ll leave the listener confused and dizzy..  

We call this the tilt-a-whirl demo¤ a dizzying array of irrelevant features and functions.  Don­t worry, 
everything that plugs in will usually crashanyway,  so be sure to have an audible up your sleeve.
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