


What's the largest challenge of SME’s (own survey)

Difficulty of describing your company's
4 5 6

Team com petences

The venture itself

[l Problem you address

Product / service / solution (TRL)

@ Status of IP rights

[ Market segmentation

B Value proposition, competitive advantage

[0 Go to market strategy

O Vision & goals

O ROI for founders and investors

[J Expectations from investor and co-founder
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IMPORTANCE of understanding customers’ problem
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LEVEL of development: Unique Selling Point
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IMPORTANCE of distribution channels
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LEVEL of development: distribution channels
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IMPORTANCE of organisational skills
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LEVEL of organisational skills
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Dervalics Akos
Business coach — Knowledge to Money Club

+36 30 3784396
akos.dervalics@gmail.com



