






Reasons DSB Evaluation Team picks companies:

 Great product solving a real, known problem 

 Product (solution) has meaningful IT(digital) component 

 Problem is big enough to create scalable business 

 Great people with unique expertise, competitive 

advantage or previous success 

 Potential is higher probability for success (raise money-

create jobs) than others 

 Your presentation “checks all the boxes” team expects to 

see 

Typically, DSB will see 72 – 100 applicant presentations (annually) 

and fund 16-20 projects





 Slide 1 – WOW statement/Elevator Pitch/Vision/Why you started company 

 Slide 2 – The Problem 

 Slide 3 – Your Solution 

 Slide 4 – Market Opportunity/Validation 

 Slide 5 – Distribution/Sales model (Go To Market Strategy)

 Slide 6 – Current Competitive Analysis (matrix) 

 Slide 7 – Business/Revenue Model (How do you make money?) 

 Slide 8 – THE TEAM (What is your competitive advantage?) 

 Slide 9 – Financial Projections 

 Slide 10 – Milestones/Timeline/Traction

 Slide 11 – “The Ask” (What is it you want and why?) 

Back-up slides: Anticipate what questions we may ask.   Order of slides may differ based 
on business stage/technology/personal preference.  



Make it relatable – “We’re the Starbucks of Yogurt” or “AirBNB for Event spaces”



Example: Today 100M people suffer from debilitating migraines that cost over $1B in 

lost productivity. Think about having a severe migraine that forces you to virtually lie 

in a dark room for two days to recover. How much would you pay to have an early 

warning system that would allow you to take preventive steps before the migraine hit 

you? 



Price is an important concern for customers 

booking travel online. 

Hotels leave you disconnected from the city and 

its culture. 

No easy way exists to book a room with a local or 

become a host
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The answer to this question is NOT: “it’s huge” or “enormous” or “billions”. And it’s 

not “anyone using a smartphone” or “anyone with a car”. Be specific about 

targeting your primary market.

Answer the following questions pertaining to market size: 

• How do you define the primary market? The more specific the better 

• Why did you choose this subset of the total market? 

• Any market research to support choosing this target market? 

• What additional markets could be relevant in the future? Be careful with this 

one! 

Resist the urge to try and show that there is a $100B market just waiting for your product to 

arrive. Evaluators know better and it signals you are naïve about targeting a market segment. 

And if it is $100B there are/will be major players with deeper pockets than yours attacking it



Is your solution niche or mass market? Multi-sided?

Show who will be your customer
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This is a critical part of your presentation – How does your business make money?
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 If you’ve signed up a significant number of beta clients or early-

adopters, describe how you landed on your pricing for these 

clients. 

 If you have pending contracts or LOIs, make sure to describe them 

and anticipated revenue 

 If you’ve built significant user base, highlight it

 Articulate any awards, funding received, significant clients, wins

 Provide a timeline or milestone chart if it adds value to your story
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