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Overview:

Jethro, an investment manager at Squarepeg, shares profound insights into what makes
a successful pitch and the intricacies of the founder-investor relationship. Focusing on
early-stage investments, particularly in B2B SaaS, he dissects the art of pitching,
emphasizing the importance of the team, problem, and product framework. Jethro also
delves into common pitfalls and offers strategic advice for founders to refine their
approach when engaging with potential investors.

20-Point Summary:

● Introduction of Jethro: Investment Manager at Squarepeg, focusing on seed and
Series A opportunities, particularly in B2B SaaS.

● Squarepeg's Global Presence: Twelve years in operation with offices across
Australia, Singapore, and Tel Aviv.

● Building Relationships: Stresses the significance of founders establishing
connections with investors early on, before needing capital.

● Value of Advice: Recommends seeking advice as a means to build relationships
and potentially secure investment.

● Tailoring Pitch Decks: Advises customizing pitch decks based on the mode of
presentation, whether cold outreach, introductions, or direct discussions.

● Focus on Team: Urges founders to highlight the founding team's unique
connection and comprehension of the problem, avoiding excessive details.

● Problem Specificity: Encourages detailing the problem's nuances, including who it
affects, frequency, and implications, using concrete examples.

● Market Size Missteps: Warns against generic top-down market sizing, advocating
for a detailed, bottoms-up approach.

● Product Differentiation: Challenges founders to demonstrate how their solution is
exponentially better than existing alternatives.

● Dynamic Demos: Recommends showcasing dynamic product demos that
highlight the tangible value added to users.

● Go-to-Market Strategy: Stresses the importance of not just stating the strategy
(e.g., Product-Led Growth) but explaining why it's suitable for the specific market
and product.

● Investor Engagement: Notes the variability in investor engagement styles and
emphasizes the need for founders to be adaptable in discussions.
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● Team Slide Focus: Suggests focusing the team slide on founders and critical
roles, avoiding cluttering with advisors or minor roles.

● Founder-Market Fit: Emphasizes explaining why the team is uniquely positioned
to solve the problem, especially when making cold introductions.

● Problem Slide Depth: Advises on delving deep into problem specifics, ensuring
investors grasp its severity and potential impact.

● Market Sizing Approach: Recommends a calculated, bottoms-up approach to
market sizing to reflect a more realistic market opportunity.

● Product Superiority: Encourages clearly articulating how the product significantly
surpasses current solutions.

● Value-Focused Demos: Suggests ensuring product demos vividly demonstrate
the value and efficiency the product brings to its users.

● Clarifying Sales Strategy: Advises clearly outlining the rationale behind chosen
sales and go-to-market strategies, tailoring them to the product and market.

● Adaptability in Pitching: Stresses the importance of flexibility in pitching, being
able to switch from rehearsed presentations to dynamic, conversational
engagements based on investor interaction styles.
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