Mastermind session

/Group coaching session; Preparing to pitcf)

psychological aspects of pitching

Monday 315t March 2025

With Clare Mclvor, Trainee Coaching Psychologis




Focus of
todays session

11am-12noon — Psychology of pitching
12noon to 12.30pm — Break
12.30pm to 2pm — 1-2-1 slots

Signing of the Client
Agreement is required to
attend this session

Preparing to Pitch &

Psychological aspects of
pitching

* Review of the pitch guidance

* Psychological elements to
consider including in your
pitch

* Biopsychosocial aspects of
confidence



Check in

How are you feeling today?
How are you feeling about Demo Day?
hat do you hope to get out of today



Review of pitch guidance for Demo Day

Don’t forget; Your pitch slides/document need to be sent to Monica by 2" April!

Title Slide

(About your
business)

(10 seconds)
- Startup name
- Logo

- Founder or
founders’ name

- A powerful one-liner
that summarizes the
startup’s mission

The Problem

(60 seconds)

- What problem you
are solving?

- Who is struggling
with this problem?

- Target your market
and quantify the
market

- Provide statistics,
data or real-world
example to make it
relatable and clear

The Solution
(60 seconds)

- How does your
product/service
solve the problem?

- What makes your
solution unique or
better than
alternatives?

- Competitor
landscape: Why
your idea is better
than your
competitors

Business Model
& Market
Opportunity

(50 seconds)

- How do you make
money?
(Subscription,
commission, B2B,
etc.)

- Market size. How
big is the
opportunity?

Milestones &
Your Progress

(30 seconds)

- Key milestones you
have achieved so far
(e.g., users,
partnerships,
product launches)

- Growth metrics
(what they have
achieved so far)

Next Steps to
progress with
your business

(30 seconds)

- What do you need
to grow? (Funding,
partnerships, talent,
etc.)

- Key next steps for
Your startup (e.g.,
aunching, raising
funds, etc.)

- Contact info & call-
to-action for judges
and audience




How does today support my pitch
e e

Before Pitch About your Problem :nfé:?z Milestones & Next Steps & Questions &
Preparation Business Market Progress Key Asks Challenges

T 1






Cognitive Bias & Effects
e e




Logos, Ethos and Pathos
N -




Rhetorical crafting
& framing

Presenting information in an
exciting and convincing way

Can increase perceptions of
intelligence and charisma
(if used correctly and

I sparingly)



Storytelling within Your Pitch Exercise

\

/




Breathmg Exercise



Before Delivering your Pitch;
Practical and Mental Preparations

\
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Other Confidence Factors

\ L —




Body Language &
Letting you Body
Help You

Can help you both feel and

been seen as more confident
and increase likelihood of
gaining investment

~



Posture Exercse/\I



Handling Questions and Objections

\ L —




Next steps

What are your main takeaways
from this session?

What could you do to elevate
your pitch?



Reminder of what we covered today

\ P
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Free 1:1 coaching offer;

If you would like to receive free

Feedback Request;

Please provide feedback on today’s
session using the QR code below;

individual coaching sessions, express
your interest using the QR code below;

Coaching will be delivered by a Trainee Coaching Psychologist from
University of Chichester

https.//forms.office.com/e/CM7VvsAwfy

Spaces are limited and will be allocated on a first come first served basis


https://forms.office.com/e/CM7VvsAwfy
https://forms.office.com/e/UvRGNHAcni
https://forms.office.com/e/UvRGNHAcni
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